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DETROIT, MARCH 18, 1957 


De ders Ready for Spring Market... 


ard M, Gordon 

News Editor 
RANCHISED dealers find them- 
selves well stocked for spring, 
although the new-model inventory 
rise tapered off slightly last month. 
Only 99,6440 new cars were 
added to dealer stockpiles in 
February, bringing the March 1 
total to an estimated 729,040 units. 
The current accumulation still 
was 19 percent below the record 
stockpile of 903,789, recorded on 

March 1 of last year. 








senate Opens 
Into Loans, In 


By William Ullman 
Washington Correspondent 
ASHINGTON.-—-Senate auto| 
investigators begin a four-day 
pbe today (March 18) of alleged 
representations and abuses in| 
ear financing and insurance 
usiness. 
| Opening-day testimony will air 
ges that insurance subsidiaries 
major auto finance companies 
we overcharged car buyers $25 
llion by misclassifying them in 
her risk brackets. 
Senator A. S. Mike Monroney, 
klahoma Democrat and sub- 
amittee chairman, said one pur- 
of the new hearings will be 
determine whether everybody 
been paid back. 
Monroney also announced that 





olfson Spurs 


aterest in AMC 


4-Day Quiz 


surance | 


his group Will look into the possi-| 
bility of other auto finance mal-| 


practices. 


* * = 


HE five new areas of study will! 
include: 
1. High and misunderstood) 
| finance charges. 
2. So-called “Mickey Mouse” no-| 
down-payment plans, which require 
the car buyer to mortgage his 
furniture or goods. | 
3. “Balloon” notes, in which the | 
final payment totals hundreds of 
dollars and must be refinanced. 
4. Repossession abuses, which 
David Busby, subcommittee counsel, 
Says covers “a multitude of sins.” 
5. The use by some dealers and| 
finance companies of “multiple rate | 
charts,” under which car buyers 
can be charged whatever rate the 


traffic will bear. 
> 
igre first phase of hearings will 
continue through Thursday of 
this week, with testimony by the 


* > 





Confidence Noted 


In Automotive Bid 
By Joseph M. Callahan 
Staff Writer 
ATE of the auto divisions of | 
American Motors was in the 
dlines of the nation’s press last | 
eek with the revelation that the | 
dely publicized Florida financier, 
ouis E. Wolfson, had become 
C’s largest stockholder. 
| Early stories suggested danger 
' for AMC’s automotive interests, 
but a study of Wolfson’s state- 
ments shows that he has ex- 
| pressed confidence in AMC man- 
agement and its automotive posi- 
tion. * 


f 
j 


Fears for the auto side of the 
winess were based on AMC's loss 
position in autos, its profit position 
in the appliance business and the 
t that Wolfson has been char- 
érized at times as an industrial 
der. 


iM 


cS 


+ ” * 

OWEVER, in a reference to his 
meetings with George Romney, 
AMC president, last summer and 
: ‘all, Wolfson said Romney outlined 
| his program for “making America 
}, small-car .conscious.” 
| Romney believes that the Rambler 
) and Metropolitan series will capture 
the interest of the American public, 
Wolfson said. 


“I, too,” Wolfson said, 


| 
: 


market. It is the one 
in the country that has 


the need of the 
wed on Page 6, Col. 1) 


heads of several insurance com- 
panies and by other key witnesses. 

Lead-off witnesses will be Ken- 
|neth Barnard, president, Chicago 
Better Business Bureau; Allen 
| Backman, executive vice-president, 
| national BBB, and John L, O’Brien, 
director, Akron BBB. 

The three men are members of 
the committee on installment con- 
tracts of the Assn. of Better 
Business Bureaus, Inc. 

It was the national BBB which 





| Sparked the new round of Senate 
| hearings by charging in a public 


bulletin that several insurance 
companies were guilty of mis- 
| classification of policyholders. 
* * ” 
ETWEEN 1949 and 1954, com- 
panies named by BBB were: 
Cavalier Insurance Co, and Cal- 
vert Fire Insurance Co., subsidi- 
aries of Commercial Credit Co., 
|Emmeo Insurance Co., subsidiary 
|of Associates Discount Corp.; In- 
dustrial Insurance Co., subsidiary 


(Continued on Page 4, Col. 5) 








Volume groups are based on 1956 retail deliveries of sew c 
150 to 399 units; Group III, 400 to 749 units; Group iV, 
quarters, but are cumulative through the end of each , 


February's rise in stocks was less | 
a ~| although the majority was expect- 


volume - wise and percentage - wise 
than in the three previous months 
of the '57-model season. The March 
1 level was 15.8 percent and 99,640 
cars over Feb. 1, for example, which 
in turn was 23 percent and 117,382 
cars over Jan. 1. 


* * 


* 
ESPITE the slowdown, however, 
the first cries of “enough” were 
beginning to be heard. Dealers in| 
volume markets, particularly, were 
reporting adequate and in some 
cases excessive March 1 inventories, 


al Rial canal 
Founoed 
ry 1925 





ing stepped-up spring business, 

The last 15 days of March were 
figured to be the selling period 
which would determine how close 
this year’s inventory index would 
| come to the 900,000-plateau at 
which stocks stayed for four 
months last year. 

On the basis of present indica- 
tions, the stockpile is expected to 
remain below 800,000 at the end of 


March. 

‘— ‘57-model buildup started in| 
December, when _ inventories) 

rose 43 percent and 120,268 new 

cars. January was up 28 percent 

and 113,975 units. 


In the light of the March (1956) 


Car Output Tops 





* * * 


°57 Average; Ford, 


Chrysler Get 51% 


By Martin L. Whitmyer 
Staff Writer 

AR manufacturers in the U. S&S. 

built an estimated 141,539 units 
last week, or 2.1 percent more than 
have been produced during the av- 

erage week of 1957. The average 
weekly total to date has been 
138,579. 

Although last week’s car output 
was an increase of only one per- 
cent over the previous week’s 
140,161 assemblies, it was a 7.9 
percent improvement over the 
same week a year ago, when the | 
manufacturers turned out 131,207 | 
units. 
Last week’s car assemblies also} 

were 114.7 percent of AwToMorTivE| 
News’ three-year index, compared | 
with the 113.6 percent compiled on 
the previous week's operations. 

* . « 

EAR-TO-DATE assemblies as of 

last Saturday totalled ~ 1,523,931 
cars, or just »bout 2.4 percent above 

the same period a year ago, When 
the makers had turned out 1,455,267 
units. 

Chrysler (orp. Ford M6tor 
combined .perations have 
duced 50.9 ;ercent of all caré as- 
sembled siipe the beginnin# of 
the year, cc:npared with 46.7 Ber- 

Continue:| on Page 95, Col. 3) 
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How Dealer Profit Picture Changed in 1956 


At End of 
3 Months 


Pet. 
Oper- 
ating 
Profit 


45 
12 
12 
10 

38 


eras 
Pet. 
Gross 
Profit 
14.1 
14.0 
13.8 


13.5 
14.0 


i 
iss 
114.3 


14 
10 


é 


75 
erlod. 


t End of 
Months 


re and truckh as follows: Group I, 1 to 
units and “More. The 
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-Car Stocks Rise to 729,000 


selling rate and allowing for the | March-April-May would not be re- 
fact that March, 1957, has five | peated. 
weekends, franchised dealers held | . P ‘ 
about a 42-day supply of new cars| A MONG those forecasting an im- 
at the first of the month, This com- proved spring market Were. 
ared with a 35-day supply Feb. 1 A Pennsylvania Lincoln-Mercury 
P y y - ++| dealer with a 45-day supply March 
when sales were seasonally slower.|1-. 4 Californian (Ford) with a 30- 
Dealers, while confirming the |day supply; an Ohioan (Dodge- 
swelling of their new-car stock- | Plymouth) with a 21-day supply; a 
piles, remained confident that the | Wisconsin Ford dealer with a 45- 
spring market would surpass that | day supply; a Texan (Chrysier- 
of a year ago. Plymouth) with a 60-day supply. 
This optimism, reflected when| A New York Stater (L-M) with 
weather Conditions across the na-| 4 60-day supply; a Massachusetts 
tion were still on the wintry side,|Chrysler-Plymouth dealer with a 


* * 


bolstered a growing feeling that | 45-day supply; a Connecticut Chev- 
| the long surfeit of last February- 


(Continued on Page 4, Col, 1) 
New-Car Sales Shares .. . 
January vs. December 


Pet Pt. Pet. of 
Change Regis., 
During Year to Year to Year to 
Month Date, 1957 Date, 1956 Date 
—166 25.26 1987 +5.39 
—2.00 23.12 25.33 —2.21 
9.43 8.56 

8.01 
27 
5.49 
4.39 
4.22 


Pet. of Pet. Pt. 


Pet. of Regis., Change, 


Regis., 
January 


25.26 
23.12 
943 
8.01 
727 
5.49 
4.39 
4.22 
2.70 
1.93 
1.48 
1.19 
1.16 
-70 
51 
27 
13 
-12 
08 
02 
16.59 


Pet. 
Regis., 

December 
26.92 
25.12 
8.49 
7.80 
6.75 
5.44 
4.01 
3.83 
2.31 
1.82 
1.59 
1.08 


of 
Make 
Ford 
Chevrolet 
Plymouth 
Buick 
Oldsmobile 
Pontiac 
Mercury 
Dodge 
Cadillac 
DeSoto 
Chrysler . 
Rambler 
Studebaker 
Lincoln 
Imperial 
Nash 
Metropolitan . 
Hudson 
Packard . 
Continental . 
Gen. Motors . 


Ford Motor 
Chrys. Corp. 
Amer. Motors . 
S-P . 

Misc. 


+ 
£ 


fe 


8.46 
6.65 


S8ERR 


* 
= 
ao 


1.93 
1.88 


8 


* 
_ 
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& & 


63 
36 
31 
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(See Story on Page 3.) 


30 Pet. of Dealers Lost 
Money in ’56, Says NADA 


By Robert M. Lienert for the full year, compared with 
Associate Editor 15 percent for 1955 and 0.6 in 
(Fares out of every 10 new-car | 1954. 
dealerships lost money during| According to NADA, 1956 and 


1956, according to the annual sur- 1954 were the two worst years for 
vey of NADA’s business manage- | profit since 1940. 


ment committee. is 
The average overall operating eth 
profit — before taxes — for all Wie the a com 
dealers was pegged at 0.8 percent of 0.8 percent had en rev ed 
two’ weeks ago by Frederick J. Bell, 
NADA executive vice-president, in 
testimony before a Congressional 
committee, the full NADA report 
on operating averages was not 
released until today (March 18). 
Many industry observers found 
the 0.8 percent figure somewhat 
surprising in: view of the good 
acceptance of the 1957 models in 
the fourth quarter and the 11 
percent average profit reported 
at the end of the first nine months 
of 1956. 
| Why did profits slide so much in 
|the final quarter that they pulled 
| the 12-month figure down by 0.3 of 
a percentage point? Reasons are 
(Continued on Page 91, Col. 1) 


At End of At End of 


12 Menths, 
1966 
Pet. 
Oper- 
ating 
Profit 
12 
11 
1.2 
12 
11 


Pet, 
Oper- 
ating 
Profit 
38 
7 
3 13.6 
3 13.4 
38 13.8 17 
149 units; Group II, 
figures are not for the individual 


2.1 
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Even for New, Up for Used... 





Car Buying ‘Plans’ 
Hold Steady in °57 


WASHINGTON. — As many con- 
sumers plan to buy new cars in the 
coming year as did a year ago, but 
more are thinking of a used-car 
purchase. 

These conclusions were among 
the preliminary findings of the Fed- 
eral Reserve System’s 12th annual 
survey of consumer finances, an- 
nounced last week by the Univer- 
sity of Michigan’s survey research 
center. 

The same ratio of consumer 
spending units — 84 percent — 
showed new-car buying inclina- 
tions in early 1957 and early 1956. 
The used-car-minded group rose 
to 80 percent this year from 7.2 
percent a year ago. 

Those planning to buy both new 
and used cars this year expected to 
pay more for their acquisitions. The 
new-car group planned to spend 
$2,900, compared to $2,810 a year 
ago. Used-car prospects thought of 
shelling out $920, against $800 a 
year ago. 

About 60 percent of all spending 
units expected general business con- 
ditions to be good during the next 
12 months, while only 13 percent 
anticipated unfavorable conditions. 
Expectations concerning general 
business conditions were similar to 
those revorted early in 1955, al- 
though slightly less optimistic than 
in 1956. Early in 1954, expectations 
of unfavorable conditions were re- 
ported by 25 percent of all spending 
units. 

Early in 1955, which wound up as 
the auto industry’s greatest year, 
8.2 percent of those surveyed said 
they would buy a new car. The 
early-1954 figure was 7.9 percent. 

Used-car prospects early in 1955 
represented 7.5 percent of the 
cross-section, compared to only 6.4 
percent in 1954. 

New-car prospects said they 

would spend $2,800 in 1955 and $2,570 
in 1954. The used-car spending in- 


Auto Makers 
Report Progress 
Of 1957 Sales 


DETROIT.—Auto manufacturers 
last week continued their progress 
reports on dealer sales for the 1957 
season. The reports follow: 


Metropolitan 

American Motors dealers sold 260 
Metropolitans in the last 10 days of 
February, compared with 105 in the 
corresponding 1956 period, accord- 
ing to J. W. Watson, Metropolitan 
sales manager, It was an increase 
of 147.6 percent. 

February sales were listed as 736 
against 336 a year earlier, and two- 
month sales were announced as 
1,427 compared with 646. 

. * - 





Imperial 

For the third consecutive month, 
Imperial has broken all sales 
records in its history, according to 
Clare E. Briggs, sales vice-president 
of Chrysler division. 

An alltime record 3,162 Imperials 
were delivered during February, an 
increase of 173.3 percent over the 
1,157 delivered in February a year 
ago and an increase of 14.2 percent 

(Continued on Page 8, Col. 3) 


tentions for the same years were| 


$810 and $750, respectively. 
The survey was conducted in Jan- 
uary and February among approxi- 


mately 3,000 spending units in 66) / 


U. S. sampling areas. The prelim- 


inary findings were based on the| | 
first 2,700 units reporting. Final data| _ 


rarely have differed much from the 
preliminary reports. 

About 41 percent of all spending 
units reported total incomes of 
$5,000 or more in 1956, compared 
with 36 percent in 1955 and 26 per- 
cent in 1952. 

In 1956, 17 percent of all spend- 
ing units reported total incomes 
of $7,500 or more. This proportion 
was twice as large as in 1952 and 
somewhat larger than a year ago. 

The number of respondents re- 
porting one or more types of liquid 
assets increased during the year. 
About 75 percent of all spending 
units reported holding checking ac- 
counts, savings accounts, savings 
and loan or credit union shares or 
U. S. Government securities early in 
1957, compared with 72 percent a 
year earlier. The increase in the 
number of holders was largely ac- 
counted for by spending units with 
total liquid assets of less than $500. 

In early 1957, 45 percent of all 
non-farm spending units reported 
that they were making more than 
a year ago, the largest proportion 
since 1953. Increases were widely 
distributed among the various occu- 
pational groups. 

About 40 percent of all spend- 
ing units—the same proportion as 
in 1956—reported that they were 
better off than a year earlier. In- 
creases in wages and salaries 
were reported more frequently 
this year than in either 1956 or 


1955, but there also was more fre- | 


quent reference to higher prices 
as a factor tending to worsen 
financial positions. 


About 40 percent of all spending 
units expected further increases in 
their incomes during 1957. This pro- 
portion was slightly larger than in 
1956 or 1955 and considerably larger 
than in 1954. Most respondents an- 
ticipating income increases in 1957 
expected higher wage and salary 
rates. 


There was a slight decline from 
last year in the proportion of con- 
sumers reporting plans to purchase 
new or existing houses during the 
year. A somewhat larger proportion 
of spending units than a year ago 
reported intentions to make ex- 
penditures of $50 or more on home 
improvement and maintenance, and 
the average amount that they 
planned to spend was substantially 
larger. 

There was little change in plans 
to purchase furniture and household 
appliances. 


Indiana Hikes Fuel Tax 
By 2 Cents a Gallon 


INDIANAPOLIS.—A law increas- 
ing the Indiana State tax on gaso- 
line and diesel fuel from 4 to 6 cents 
a gallon went into effect last Friday 
(March 15). 


The increase brought the total 
tax per gallon to 9 cents, including 
the 3-cent Federal tax. 


Business Barometer 


Auto Production — 174,072 cars, 
trucks in week vs. 166,744 year be- 
fore. 

Department Stores Sales—Down 
4 percent from year ago. 

Freight Loadings—703,984 cars 
in week, down 6,992 cars from year 
ago. 

Gasoline Stocks — 203,749,000 
barrels, a decrease of 374,000 barrels 
in week. 

New-Car Registrations — 437,- 
320 in 1957 to date vs. 431,648 year 
ago. 

New-Truck — 56,- 
979 in 1957 to date vs. 66,141 year 


Oil Stocks—253,656,000 barrels, 
an increase of 1,972,000 in week. 

Steel Output —92.7 percent of 
capacity estimated vs. 94.2 percent 


week earlier. 
Used-Car Prices—$953 average 
in March vs. $970 in February. 


* + +. 


Common Stocks 


March March 1956-57 
13 6 i Low 
7% 5% 5% 

76Y. 74% 60 
57% 51% 
40%, 38 
7% 5% 


37.30 


Am. Motors 
Chrysler 
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Buick Introduces Roadmaster '75'— 


Buick has introduced a new luxury series, the Roadmaster “75.” It's “custom- 
tailored” interior features deep-pile carpeting and arm rests which run the width of 
the doors. Doors are padded and upholstered right up to the windows, and the in- 
strument panel is chrome plated below the safety padding. The insert shows the car's 
exterior markings. Automatic transmission and power steering, brakes, seat and win- 
dows are standard, and the series consists of a two-door hardtop and four-door 
hardtop. The “75" introduces aircooled aluminum brake drums, according to Reynolds 


Metals. 


Economy Run 








to Start 


Apr. 14 for Sun Valley 


LOS ANGELES. — Scout teams 
from the United States Auto Club) 
have returned from Sun Valley, Id., 
where the 1957 Mobilgas Economy 
Run will terminate—but they aren’t 
talking. 

Their secret, which is the route 
of the race, will not be disclosed 
until Apr. 5, according to A. C. 
Pillsbury, USAC regional director. 

This is to prevent contestants 
from making practice trips over the 
course until just before the test 
begins Apr. 14, in Los Angeles. The 


Prices Revealed 
For Buick’s ‘75,’ 
Brougham, Fliptop 


DETROIT.—Three makers priced 
their newest and most exclusive 
models last week. They are the 
Cadillac Eldorado Brougham, the 
Ford retractable hardtop coupe and 
the Buick Roadmaster “75.” 

The Brougham, a four-door hard- 
top, took over the title of highest- 
priced U. S.-made car with a tag of 
$13,074 including Federal excise tax 
and dealer-preparation charges. 

According to Cadillac, no optional 
equipment is offered with the! 
Brougham—everything is standard. 
Features include air suspension, 
automatic transmission, radio, 
heater, electric door locks and such 
power assists as steering, brakes, | 
seat and windows. 

A maximum production total of| 
1,500 units has been set, but it is| 
extremely doubtful that this figure) 
will be reached. 

Ford’s fliptop will be priced at 
$2,942.05. A V-8 engine is standard 
equipment, and the car is $336 more 
than a V-8 soft-top convertible. 

Buick’s new Roadmaster “75” 
series consists of a two-door hard- 
top priced at $4,373.33 and a four- 
door hardtop at $4,483.33. 








course will not be revealed until 
all competing cars have been se- 
lected and locked up at USAC’s im- 
pound area in Pasadena, Calif. 


Contest rules stipulate that the 
route must include all weather, 
traffic and altitude cortditions en- 
countered by the average motorist 
in a full year of driving. The econ- 
omy run traditionally dips from 
mountain passes to sea level or 
below. 


Women will be allowed to com- 
pete in the run for the first time 
under a rule which permits en- 
trants to supply a second identical 
car to be driven by a woman. The 
first car of each entrant must be 
driven by a man. 


In the competition, whichever of 
the two cars attains the highest 
ton-miles per gallon will establish 
the official score for that make in 
the judging. 

The winner of the economy run is 
determined on a ton-miles basis. 
This is determined by multiplying 
the weight of the car by total miles 
travelled and dividing by gallons of 


|Used-Car Stocks 





Drop Sharply 
Below Year Ago 


Usual March Increase 
Fails to Materialize 
On Dealership Lots 


I A development contrary to the | 
usual seasonal pattern, used-car 
stocks held by franchised dealers 
on March 1 were slimmer than they 
had been a month earlier. 

According to Automotive News 
estimates based on field reports 
from dealers, the average inven- 
tory on March 1 represented a 36- 
day supply, compared with a 37.6- 
day supply Feb. 1. 

The reduction apparently is the 
result of three factors: A relatively 
low number of tradeins on new-car 
deals; a scarcity of good used cars 
at wholesale auctions, and stepped- 
up retail buying in the used-car 
field. 

+ ~~ * 

HE reduction in used car stocks 

from Feb. 1 to March 1 was 

unusual in the light that it is con- 
sidered “normal” for used-car inven- 
tories to swing upward on the 
March 1 census date as dealers pre- 
pare for spring selling. 

In 1955, for example, used-car 
inventories soared to the highest 
point of the year on March 1, 
with a supply good for 39.8 days of 
selling. 

Last year, the March 1 used-car 
inventory stood at the year’s second- 
highest level, representing a 41.9-day 
supply. 

= > . 
genes year, stocks on March 1 
were at the lowest point thus 
far established in 1957, with Jan. 1 
showing a 41.1-day supply and the 
Feb. 1 count showing 37.6 days. 

There was also an improvement 
in turnover, with 47.6 percent of 
dealers reporting on March 1 that 
their used-car inventories were good 
for 30 days or less of selling. 

A month earlier, only 30 percent 
of the dealers claimed inventories 
within the 30-day limit. 

However, a wider range of stocks 
was reported on March 1, with days’ 
supply ranging from eight to 75. A 
month earlier the range was 10 to 
60 days. 

On March 1, 9.5 percent of dealers 
reporting said their stocks were 
good for 15 days or less of selling; 

38.1 percent report a 16-to-30-day 


gas consumed. This system enables/ supply, and 52.4 percent reported 


the heaviest car to compete against 
the lightest. 

Cars will be divided into four 
classes this year — high-priced, 
upper-medium, lower-medium and 
low-priced. In 1956, there were six 
classes. The “medium-priced” desig- 
nation and a special “limited- 


displacement” class have been 
dropped. 
There will be a winner in each 
of the four classes, and the class 
(Continued, on Page 6, Col, 5) 


The cars have special trim and| 


interior appointments, and include 
power brakes and six-way power 
seat as standard equipment. These 
items are extra-cost options on 
other Roadmasters. Automatic 
transmission, power steering and 
power windows are. standard on 
both Roadmaster series. 

The Ford and Buick prices men- 
tioned above include Federal excise 
tax and: dealer delivery-and-han- 
dling fees. 

Public. introduction of the re- 
tractable hardtop is slated for April. 
The Roadmaster “75” already is on 
display, and Brougham shipments 
to’ dealers were scheduled to begin 
today (March 18). 


Dealer ‘Outtraded’ 
CODY, Wyo. — Walt Tracy, a 
Buick dealer, told police he had 
been the victim of an unfair trade. 
His 1957 model was stolen from in 





Dutton Won't Talk— 


Reeves Dutton, right, United States Auto 
Club official, won't say a word about. the 
route of the 1957 Mobilgas Economy Run. 
The Los Angeles-to-Sun Valley course will 
not be disclosed until Apr. 5. Hoping for 
a hint are Mr..and Mrs. Mel Alsbury jr. 


front of his home and a 1953. unit| Alsbury, driving an Imperial, won the 


was left in its place. 


1956 sweepstakes crown. 


inventories 
supply. 


in excess of 30 days’ 


. . 


Or FEB. 1, for comparison, 20 
percent said inventories were 
inside the 15-day boundary; 10 per- 
cent reported 16 to 30 days’ supply, 
and 70 percent said stocks exceeded 
30 days’ supply. 

A year ago on March 1, dealers 
reporting their stocks were good for 
30. days or less of selling totalled 
55.6 percent of all retailers report- 
ing. Some 9.1 percent reported 
stocks at less-than-15 days’ supply; 
46.5 percent were in the 16-to-30- 
day range, and 44.4 percent were 
over 30 days. 

—Rosert M. Lienert. 


. 

Quality Motors 
Suspended Again 

COLUMBUS, O. —- Quality Mo- 
tors, of 3214 W. Broad St., had its 
license suspended for the second 
time by Ohio’s Motor Vehicle 
Dealers’ and Salesmen’s Licensing 
Board last week. The suspension 
was to begin today (Mach 18) and 
last 30 days. 

The charge against Quality Mo- 


tors involved two transactions 
wherein purchase orders issued to 


customers were allegedly not com- | 


pletely and properly filled out. 
Quality Motors appealed its first 
suspension in the Court of Com- 
mon Pleas of Franklin County, but 
the appeal was denied Feb, 27. 

Joe Blankenship, owner of Qual- 
ity Motors, said a further appeal 
action was being considered. 
Blankenship said the controversial 
sales were made in his aksenee by 
an employe. 
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EALERS are very much inter- 
'D ested in salesmen training, con- 
| trolling cost, profit sharing and con- 

yerting to a cash basis. This was 
evidenced by many conversations 
with dealers, who visited me in the 

Automotive News booth in San 
| Francisco. 

I am making a survey on profit 
sharing. I hope every dealer who 
has had experience with profit shar- 
| ing will write me so I can fortify 
my present information. 
| The subject of controlling cost 
will continue to be a frequent 
topic of this column. I am now 
engaged in a survey to determine 
the best way to convert dealers’ 
operations to a cash basis. The 
study soon will result in a column 
or a series of columns on this 
subject. 

In the meantime, I am in receipt 
of a letter from James V. Mancuso 
(Chevrolet), Skokie, Ill, who ex- 
presses a very logical belief that 
more attention profitably can be 
given to improvement of salesmen 
opportunity. 

When a dealer speaks up for 
salesmen, the effort should be en- 
couraged. Therefore, I give you 
Mancuso’s letter in its entirety: 

* * 


Mancuso on Salesmen 

“TI VERYWHERE dealers get to- 
gether and start discussing prob- 

lems, the first they discuss is the 

shortage of trained, competent sales- 


to enter the business of selling 
automobiles. 

“They get very much involved 
in their own particular difficulties 
and experiences with their own 
men. No where along the line 





Coach Evashevski, 


Bell, Monroney to 
Address Iowans 
DES MOINES. — Iowa’s “man 


of the year’—Coach Forest Eva- 
shevski, whose 1956 Hawkeye foot- 
ball team won its first Big Ten 
championship in many years and 
later captured the Rose Bowl game 
—will address the annual banquet 
of the Iowa Auto Dealers Assn. 
here March 25. 

Admiral Fred Bell, NADA’s 
executive vice-president, will be the 
keynote speaker for the conven- 
tion, March 24-26, while Senator 
“Mike” Monroney will address the 
luncheon on March 26. 

General program chairman M_, O. 
Kahn also announced that Don 
Reid will be master of ceremonies 
at the banquet, while Keith Killin- 
ger’s orchestra will provide music 
for dancing after the banquet. 
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men, and the failure of younger men | 





have they become objective and 
sought the reasons for the situa- 
tion they find themselves in to- 
day. 

“A long. time ago when Ziegfield 
produced his Follies, one of his 
friends asked him how he managed 
to get such outstandingly beautiful 
girls. Ziegfield said it was easy. At 
that time the current weekly pay 
for chorus girls was about $50, so 
Ziegfield offered $100. 

“In so doing he attracted out- 
standingly beautiful women. I think 
that we might learn a lesson from 
this, in hiring our salesmen. 

“Our problem goes a lot deeper 
than just the pay, it seems to me 
thatthe first problem we have to 
solwe is social acceptance of the 
job of selling automobiles. A great 
many young men who would like 
to .sell automobiles, and actually 
could earn a good living at it, 
refuse to consider it simply be- 
cause it has no social stature. 
Surveys have proved this. 

“Obviously the question of who’s 


to blame for it arises. I think that} 


we automobile dealers must accept 
full responsibility. We have not in 
the past attempted to build up the 


stature of our salesmen, rather we} 
|have spoken depreciatingly of the | 


blank-blank salesmen, etc. 





* * * 


‘Raise Social Stature 


“qyBVIOUSLY if dealers do not 

think well of their own sales- 
men, the public certainly is not 
going to put a higher value on them. 
So, first and foremost, we dealers 


| must raise the stature of the sales- 


men in our own thinking. 

“Next, it seems to me that we 
must consider the alternatives 
facing a young man coming out 
of school or college today. He is 
much sought after by many large 
corporations who offer very at- 
tractive propositions. 

“T know of a group of dealers who 


went to a university and attempted! 
to talk to a graduating class in an| 
effort to recruit men for their sales | 
into a} 


forces. These dealers ran 
stone wall. The young men were 
not even interested in 
much less considering their propo- 
sition. So, it is readily apparent that 
these young men simply are not 
sold on a career in automobile sales. | 

“When we get the time and sit 
down and think about what kind of | 
men we want, we usually agree that 
we prefer young married men with 
a family, with responsibilities, who 
would like to earn money, who must} 
earn money in order to maintain 
themselves and to move forward. 

“Yet these very men that we 
think we would like as automo- 
bile salesmen are exactly the type 
of men that we are not attracting 
in large enough numbers. What 
are the reasons for it? 

“Well, for one thing, while all 
other retail occupations have cut 
the number of hours involved, we 
in automobile sales have not only 
increased the hours worked but 
actually insist that our salesmen 
work Sundays as well as practically 
every evening during the week, and 
weekends. Besides, we have given 
them no permanence of job so that 
a man doesn’t know where he will 
be from one year to the next. 

” x * 
Discussion of Hours 


“WT WOULD seem to me that, first, 

we must align our thinking on 
hours. While Sunday business pos- 
sibly may help us a little bit, how 
much more harm is it doing our per- 
sonnel? 

“We can give a man a day off 
during the week but it’s not the 
day off all his friends have; also, 
it’s not the day that he can be 
free to spend with his family and 
go to church. His children have 
the weekend off, and if daddy 
isn’t at home he is missed by his 
family. 

“So, let’s be realistic about it. Sun- 
day business really doesn’t do us too 
much good. We could keep open 
24 hours a day, but would it pro- 
duce any more sales? Would we 
create any more of a market? If a 
(Continued on Page 92, Col. 3) 


listening, | 





A and middle-priced lines was de- 
tailed in just-released new-car 
registration figures for January. 
Market-penetration figwres, 
compiled by Automotive News 
from new-car registration reperts 
supplied by R. L. Polk & Co., 
show sharp losses in market 
penetration during the month for 
both Chevrolet and Ford. 
Gains in penetration among other 
makes were widespread. 
Chevrolet’s penetration for the 


Foreign-Car 
Registrations 


All states for January: 


1956 
Pos. 


3,348—1 
* 
313—2 
179—4 
7. 


Volkswagen 

MG 

Metropolitan 

Hillman 

Volvo 

Jaguar 

Austin-Healey 
2,779 Miscellaneous 
Total All Makes 

5,389 


184—3 
161—5 
1,204 


9,564 
*Not in Top Five. 





Plymouth, Mediums Gain in Jan. Registrations . . . 





full percentage points below its | 
share of 25.12 percent in the pre- 
| vious month. 

Ford dropped 1.66 percentage | 
points, from 26.92 percent of the | 
market to 25.26 percent. 

* 


THER losses in penetration for 
the 30-day period included 0.05 
| percentage points for Packard, 0.04 
for Nash, 0.03 for Hudson and 0.01 
|for Continental. 
Gains in shares of the market 
were established as follows: | 
Plymouth, up 0.94 percentage 
points; Oldsmobile, 0.52; Cadillac, 
0.39; Dodge, 0.39; Mercury, 0.38; 
Chrysler, 0.29; Buick, 0.21; Im- 
| perial, 0.15; DeSoto, 0.11; Ram- 
bler, 0.11; Lincoln, 0.07; Pontiac, 
| 0.05; Studebaker, 0.05, and Metro- | 


| politan, 0.01. | 
Corporation-wise, gains for the 
|month were widest for Chrysler 
|Corp., which added 1.88 percentage 
points to its share of the market. | 
Each division of the corporation | 
rang up gains for the month. | 
| A 30-day gain in penetration also | 
'was shown for American Motors. 











| 





| WASHINGTON. — NADA has 
|announced the membership of its 
|standing and appointed committees 
\for 1957. 

Named to standing committees 
|\were: AUDITING COMMITTEE— 
j 








Allan Mims, Rocky Mount, N. C., 
chairman; Paul R. Lauritzen, Rich- 
mon, Va. and John R. Fader, 
Newark, Del. 

MEMBERSHIP COMMITTEE 
—Ray D. Wilson, Los Angeles, 
chairman; Roland Hughes, Jones- 
boro, Ark., vice-chairman; Wil- 


| liam R. Bryden, Beloit, Wis.; 


David N. Holmes, Battle Creek, 
Mich.; William H. Mitchell jr., 
| Waltham, Mass.; Leo B. Faricy, 





Ss 


| ©, E, Fribley 


w. 8. Rewards 
St. Paul (Automotive Trade Assn. 
Managers); James F. Cousins 


(NADA); William C. Hamilton 

(NADA). 

NATIONAL AFFAIRS COMMIT- 
TEE—Hanford A. Crockard, Berk- 
eley, Calif., chairman; Thomas F. 
Abbott jr., Fort Worth, vice-chair- 
man; William J. Cleveland, Crow- 
ley, La.; George H. Davis, Lewis- 
ton, Me.; Walter M. Duncan, 
Beckley, W. Va.; H. Mead Norton, 


Asheville Dealers 
Pick Orr, Denison 


ASHEVILLE, N. C. — John Orr 
has been elected president of the 
Asheville Automobile Dealers Assn. 
Ed Denison was named vice-presi- 
dent and Roy Robinson was selected 
as secretary-treasurer. 





°*57 Committee Members 
Are Announced by NADA 





SALES comeback. by Plymouh month was 23.12 percent, or two | There was no change in the pene- 


tration of Studebaker-Packard. 
* * + 

ORPORATE losses amounted to 

1.22 percentage points for Ford 
Motor Co. and 0.83 points for GM. 

Miscellaneous makes, thanks to 
increased registrations of foreign 
makes, accounted for 2.12 percent 
of the month’s market, or 0.12 
points better than that scored in 
the previous 30-day period. 

In comparing the year-to-date 
showing with the same period of 
the previous year (in this case, 
registrations for only one month), 
Ford shows the outstanding gain 
of 5.39 percentage points. 

No other make gained as much 
as one full percentage point, al- 
though advances were scored by 
Plymouth, 0.87 percentage points; 

| Dodge, 0.63; Imperial, 0.32; DeSoto, 
|0.19; Rambler, 0.12; Metropolitan, 
0.06; Cadillac, 0.04, and Lincoln, 0.02. 

Heaviest losses on the year-to- 
|year comparison were sustained by 
Buick, down 2.37 percentage points; 
Chevrolet, down 2.21 pvints; Olds- 
mobile, 1.19, and Pontiac, down 1.16. 

Other setbacks were suffered by 
Packard, down 0.58 percentage 
points; Studebaker, down 0.46; 
Nash, 0.24; Mercury, 0.18; Hudson, 
0.11; Chrysler, 0.03, and Continental, 
0.03. 

Miscellaneous makes advanced 
0.92 percentage points, by account- 
ing for 2.12 percent of the market, 
compared with 1.20 percent a year 
ago. 


* * * 


ORPORATE advances on the 





Oklahoma City; Bessie B. Ballen- 
tine, Raleigh, N. C. (ATAM); Row- 
land F. Kirks (NADA). 
NOMINATING COMMITTEE — 
|W. S. Edwards jr., Birmingham, 
|Ala., chairman; Orville R. Harrod, 


year-to-year comparison in- 
cluded 5.20 percentage points for 
Ford Motor Co. and 1.98 percentage 
| points for Chrysler Corp. 
General Motors dropped 6.89 per- 
centage points, while S-P was off 
1.04 points and AMC dropped 0.17 





|\Frankfort, Ky., vice-chairman; 
Frank Collord, Waterloo, Ia.; 
Charles C. Freed, Salt Lake City; 
Birkett L. Williams, Cleveland. 
Named to appointed committees 
were: ADVERTISING ETHICS 
COMMITTEE — Frank H. Yarnall, 
Chicago, chairman; A. E. Bob 
White, Columbus, O. vice-chair- 
man; William Frame, Mineola, N. 











Y.; C. B. Smith, Austin, Tex.; Ray 
D. Wilson, Los Angeles; Theodore 
Larson, Milwaukee (ATAM); Wil- 
liam C. Hamilton (NADA). 
BUDGET REVIEW COMMIT- 


(Continued on Page 85, Col. ) 


On the House 


points. 
—Rosert M. LigNert. 


Bell to Headline 
Illinois Parley 


SPRINGFIELD, Ill.—Frederick J. 
Bell, NADA executive vice-presi- 
dent, will be the principal speaker 
at the convention of the Illinois 
Automotive Trade Assn., according 
to Charles W. Albrecht, president. 

Albrecht also announced that the 
convention has been moved back 
one day. It will begin at 11:45 am. 
Apr. 5 and close at noon, Apr. 6. 
The site is the Leland Hotel here. 

Other speakers will include Frank 
Yarnall, Chicago Chevrolet dealer 
and 1955 NADA president; Bob 
Morgan, IATA labor attorney; Irv 
Cochrun, former Studebaker dealer 
who now is associate professor in 
the University of Illinois school of 
business management, and Willis 
Brodhead (Ford), East St. Louis, a 
former IATA president. 


Illinois reports new-car bootlegging “is definitely 
on the downgrade” downstate but notes a few scat- 


tered areas are showing an increase... 


. I love the 


1957 models, but every time I try to get my 6-2 
frame into one I wonder how long this silly busi- 


ness of making 
go on. Wonder 


make a comeback soon . 


ried about influx 


autos lower and lower is going to 
if the special-body business won’t 
. . Savannah, Ga., is wor- 
of autos damaged in recent floods 


in Virginia and West Virginia. . . . 
Arkansas dealers, led by Manager George Ben- 
jamin, have won the third battle of Pea Ridge; 


Wemhoff the first was 


fought between the North and 


South; the second was a long congressional fight 
to get federal recognition of the ridge as a national park; the 
final battle ended last week when Gov.-Faubus signed a bill ap- 


propriating $250,000 to buy the 
maintain. . . 
Carolina association. .. . 


park land which the U. 8. will 


. C. Odell Sapp has been elected director of North 


More than 1,000 Iowa deaJers have paid 1957 dues and 23 counties 


have hit 100 percent membership. 


menting on an Automotive News 


. .. An anonymous writer, com- 
story outlining small-dealer beefs 


about new-car distribution, declares: “It’s been the same way for my 
24 years in the business. Take care of the big boys, except when they 
are loaded, then call on the little fellows.” 








—Pete Wemuorr, Editor, 
Automotive News 
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Dealers Ready for Spring . 





New-Car Stocks Rise 
To 729,000 Units 


(Continued from Page 1) 


rolet-Buick dealer with a 75-day 
supply; a Texan (Dodge) with an 
li-day supply; a Virginian (Nash) 
with a 100-day supply. 

An Illinoisan (Chevrolet) with 

a 28-day supply; a South Caro- 
linian (Ford) with a 60-day sup- 

ply; a Montanan (Chevrolet) with 

a 54-day supply; a Minnesotan 

(Ford) with a 33-day supply; 
a Tennesseean (Oldsmobile- 
Cadillac) with a 35-day supply, 
and a Californian (Nash) with a 
45-day supply. 

Three General Motors dealers, a 
Dodge-Plymouth dealer and a 
Studebaker retailer were among 
those who doubted that the spring 
market would be better than last 
year. They included: 

A Floridian (Buick-Cadillac) with 
a 60-day supply; an Oregonian 
(Buick) with a 32-day supply; an 
Oklahoman (Chevrolet) with a 60- 
day supply; a Utahan (Dodge- 
Plymouth) with a 30-day supply, 
and an Oregonian (Studebaker) 
with a 60-day supply. 


* * = 


a QUESTION of “days’ sup- 
ply” is considered a moot one, 
inasmuch as many variables enter 
into its determination. Selling-rate 
changes from month to month are 
one fickle factor, as is “season” and 
weather. 

Individual market fluctuations and 
model popularity are other forces 
which tend to make estimating of 
the average national “days’ supply” 
extremely hypothetical. 

A Chrysler Corp, dealer, fore- 
casting improved sales this spring, 


New-Car Stocks 


In Field, In Transit 
(Compiled by Automotive News) 
Dealers 





Cars Cars in Total 

tn Transit Potential 
Period Field to Inventory 
Ending Stocks? Dealers Stocks 
Jan. 1, 50... 251,754 188,500 440,254 
Apr. 1, 'S0.... 276,136 158,000 434,136 
dune 1, '50.... 247,680 160,200 407,880 
Sept. 1, "50.... 239,642 160,400 400,042 
Jan, 1, 51... 305,868 89,900 404,788 
Apr. 1, 51.... 406,541 138,500 545,041 
duly 1, 51... 357,606 90,700 448,306 
Sept. 1, "51... 283,402 86,800 370,202 
Jan. 1, 52... 224,968 31,000 255,968 
Feb. 1, ’52.... 198,762 69,000 267,762 
Mar. 1, '52.... 182,577 76,000 258,577 
Apr. 1, "52... 213,391 83,000 296,391 
May 1, "52... 261,674 88,000 339,674 
dune 1, '52.... 232,036 70,000 302,036 
duly 1, ’562.... 193,462 84,500 277,962 
Aug. 1, "52... 162,086 12,000 174,086 
Sept. 1, 52... 149,081 77,000 226,091 
Oct. 1, "62... 233,556 89,600 322,556 
Nev. 1, ’52.... 308,894 90,500 399,394 
Dee. 1, *52.... 287,%47 76,000 363,247 
Jan. 1, 53... 291,671 83,300 374,971 
Feb. 1, 53... 324,835 86.600 412,035 | 
Mar. 1, °53.... 389,011 87,200 476,211 | 
Apr. 1, 53... 445,882 89,300 535,182 
May 1, °53.... 490,381 97,700 
June 1, 53... 463,546 73,500 537,046 
duly 1, °53.... 479,698 82.800 562.498 
Aug. 1, 53... 517,119 82,200 599,319 
Sept. 1, 53... 554,599 74,500 589,069 
Oct. 1, °53.... 519,037 60,900 579,937 
Nev. 1, '53.... 538,087 68.300 
Dec. 1, °53.... 430,876 29,000 
dan. 1, "54... 428,125 36,600 
Feb. 1, 4... 466,176 60,600 526,776 
Mar. 1, *54.... 511,122 62,000 573,122 
Apr. 1, ’54.... 541,911 64.000 605,911 
May 1, ’54... 538,775 68,500 607,275 
dune 1, 'S4.... 5€3,219 62,500 565,719 
duly 1, ’S4.... 445,665 62.500 508,165 
Aug. 1, '54.... 390,854 57,000 447,854 
Sept. 1, ’54.... 355,654 50,400 406,054 
Oct. 1, 54... 267,469 29,000 296 469 
Nev. 1, ’54.... 120,107 37,500 157,607 
Dec, 1,54... 203,453 61,700 265,153 
dan, 1, '55.... 293,881 68 362,381 
Feb. 1, °55.... 373,573 38,100 462,673 
Mar. 1, °55.... 467,655 95,000 562.655 
Apr. 1, °56.... 544,038 500 643,538 
May 1, '55.... 660,341 102,700 763,041 
June 1, '55.... 755,498 000 848,498 
duly 1, °55.... 736,591 77,000 813,591 
Aug. 1, '55.... 735,447 71,500 806,947 
Sept. 1, '55.... 675,964 37,300 713,264 
Oct. 1, ’565.... 489,475 75 
Nev. 1, 55... 487,666 87,600 575,266 
Dee, 1, ’65.... 645,707 77,400 723,107 
dan, 1, '56.... 755,177 53,300 808,477 
Feb. 1, '56.... 801,499 68,900 870,399 
Mar, 1, "56... 840,089 63,700 903,789 
Apr. 1, °56.... 827,977 68,100 898,669 
May 1. °56.... 846,285 56,300 902.585 
dune 1, '56.... 746,012 52,890 798,902 
duly 1, *56.... 613,451 50,568 679,596 
Aug. 1, °56.... 561,081 53,026 588,172 
Sept, 1, "56... 456,013 48,382 504,395 
Oct. 1, 56... 288,103 25,900 314,003 
Nov. 1, "56.... 212,967 65,008 277,975 
Bee, 1, '56.... 318,587 79,656 398,243 
dan. 1, "57... 461,850 50,168 512,018 
Feb, 1, "57... 561,300 68,100 *629,400 
Mar. 1, 57... 660,640 68,400 729,040 


?t Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories. and demonstrators. 

* Revised. 





ascribed his optimism to the 

“more popular Chrysler and Plym- 

outh appearance.” He expressed 

fear, however, that higher prices 
would drive some potential Chry- 
sler buyers out of the market. 

Price resistance and tight credit 
were cited by other dealers as 
potential curbs on spring sales. 

However, a Mercury dealer said 
his “completely new” ’57 model 
would overcome these dampeners. 

+ cd * 
CHEVROLET dealer said 
higher prices would “hurt 

some” but not tight credit as much 
as “talk of tight credit.” 

“People hang onto their money 
when there is too much discussion 
of the money market,” he said. 

“Working people cannot pay 
the monthly payments,” a Ford 
seller warned. 

Another Chevrolet dealer said 
high prices might retard sales un- 
less credit is relaxed. 

It was noted that dealers were 
showing more concern about the 
effects of price boosts and tight 
credit than at the outset of the '57- 
model season last fall. 

The March 1 inventory total of 
729,040 was the 11th highest in| 
history. Six 1956 months and four | 
1955 months showed higher stock- 
piles. 


GM Tech Centers 
To Hold School 
For Body Men 


DETROIT. — A school for auto- 
motive body repairmen—said to be 
the first of its kind in the industry 
employes of GM’s 18,500 car and 
truck dealerships. 

The new school program has 
been designed initially to accom- 
modate 900 students a year. St. 
Aubin emphasized the school is not 
intended as a “refresher course” 
—was announced 
last week by 
Myrle St. Aubin, 
director of the 
General Motors 
Service Section. 

The training 
will be conducted 
in the 30 GM 
Training Centers 
and will be under 
the direction of 
Fisher Body. Eli- 
gible to enroll are 
for body repair journeymen, but 
rather for dealer employes of limit- 
ed experience desiring to learn the 
trade. 

The full course consists of three 





M. St. Aubin 


| weeks’ formal schooling at the 
588,081 | Training Centers. Students will be 


taught fundamentals and do actual 
body repair during the first two 
weeks. 

Then, they are scheduled to re- 


ne turn to their dealers’ body repair 
464,725 | shops for a month to assist ex- 


Perienced body men and try out 
their new skills. After this 30-day 
“on-the-job” training, the students 
will return to the Training Centers 
for a final week of more advanced 
instruction. 

Each graduate will receive a cer- 
tificate from Fisher Body certify- 
ing that he has completed the sheet 
metal repair course. 


Simonds Leaves Wane 
Management Service 


LOS ANGELES. — Wane Man- 
agement Service has announced the 
retirement of one of its principals, 
William A. Simonds, from active 
ownership. Simonds had been in 
actual partnership with Newell E. 
Fait since 1952, when the two 
formed Wane Management Service, 
a management organization for 24 
automotive dealerships in 20 cities. 

With the retirement of Simonds, 
Fait became the sole owner of 
Wane Management Service, which 
will continue to operate under the 
same name. Fait said that he has 
taken over active management of 
the firm from Simonds, whose fu- 
ture plans have not been announced. 


Used-Car Bulletin from Detroit .. . 


Latest Aue 


tion Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


March 13 
(Sold 192 cars out of 333 entered.) 
BUICK—'56 Super 2-dr., $2,150* (ps); 
Special Riviera, $1,775*; 4-dr., $1,- 
690*. '55 Super Riviera, $1,495*, $1,- 
350*; Special Riviera, $1,450*; 4-dr., 
$1,170*; RM 4-dr., $1,425* (ps); Cen- 
tury 4-dr., $1,320*. °54 Super Rivi- 
era, $1,200*, $1,035*; 4-dr., $1,010*; 
Century 4-dr., $1,070*, $1,000* (ps); 
Special Riviera, $1,065*, $795, $705; 
RM 4-dr., $1,035* (ps), $950* (ps). 
’53 Super station wagon, $870* ps); 
Special Riviera, $705*, $680*, $510*; 
4-dr., $490; 2-dr., $410; RM 4-dr., 
$600*. ‘52 Super Riviera, $500*:; 4- 
dr., $300°*. 
CADILLAC—’54 (62) 
(ps). °53 (60) 4-dr., 


conv., 
$1,255* 


$2,250° 
(ps); 
(62) coupe de Ville, $1,160*. '51 (62) 
4-dr., $425*. °48 4-dr., $150*. 

OCHEVROLET—’57 Bel Air (8) Hard- 
top, $2,160*. '56 Two-ten (8) station 
wagon, $1,880* (ps), $1,675*; Hard- 
top, $1,700* (ps); 4-dr., $1,690* 
(ps); Bel Air (8) 2-dr., $1,630"; 
Hardtop, $1,275*; One-fifty (8) sta- 
tion wagon, $1,440. °55 Bel Air (8) 
station wagon, $1,525*; Hardtop, $1,- 
390°, $1,325°; 2-dr., $915; Bel Air 
(6) Hardtop, $1,270*; 4-dr., $1,200*; 
2-dr., $1,110*; Two-ten (6) station 
wagon, $1,255. $1,250; 2-dr., $930, 
$845; 4-dr., $840; Two-ten (8) 4-dr., 
$1,075; 2-dr., $1,080*. °54 Two-ten 
4-dr., $900; 2-dr., $710*, $690*; Bel 
Air 2-dr., $755. °53 Bel Air Hardtop. 
$690°; 2-dr., $680*; conv., $615* 
(ps); 4-dr., $560*; Two-ten 4-dr., 
$510; 2-dr., $500, $450. "52 SL De- 
luxe 4-dr., $340*. 

CHRYSLER - ’56 Windsor Hardtop, 
$1,875*; 4-dr., $1,835° (ps). °55 
Windsor 4-dr., $1,700*, 2 at $1,435°*, 
$1,430* (ps); Hardtop, $1,400*; NY 
4-dr., $1,650*; conv., $1,510*. 
NY 4-dr., $555; 2-dr., $515*, 
"52 Imperial 4-dr., $405°*. 

DeSOTO—'55 Firedome 2-dr., 
4-dr., $1,375*, $1,280*; 
350°. 52 4-dr., $180°*. 

DODGE—'56 Coronet Hardtop, $1,635*; 
2-dr., $1,350; Royal Lancer, $1.635*. 


"53 
$475°*. 


$1,400* ; 
Hardtop, $1,- 


‘55 Coronet 2-dr., $1,475*, 
Hardtop, $1,425*, $1,345*, 
$1,090°; 4-dr., $950. 
dr., $725*, $605°; 
$665; 2-dr., $665*. 
$400, $300. 


$1,025; 
$1,150*, 
"54 Coronet 4- 
Royal Hardtop, 
"53 Coronet 2-dr., 


FORD—’56 Fairlane (8) Victoria, $1,- 
595*; Custom (8) 2-dr., $1,175, '55 
Country sedan, $1,420*; Ranch Wag- 
oh, $1,100; Fairlane (8) conv., $1,-, 
355*; Town sedan, $1,100*; 2-dr., 
$1,005*, $960*; Custom (8) 2-dr., 
$855; Main (6) 2-dr., $650. '54 Crest 
(8) Hardtop, $835*; 4-dr., $700; Cus- 
tom (8) 4-dr., $665; 2-dr., $650; Cus- 
tom (6) 2-dr., $655*, $600*. '53 Cus- 
tom (8) 2-dr., $715, $550, $535°*, 
$420*; 4-dr., $620, $560*, $515*; 
Crest (8) 4-dr., $420* (ps); station 
wagon, $490; Main (6) 2-dr., $355, 
$205*. '52 Custom (8) 4-dr., $400; 
Custom (6) 2-dr., $210. 

HUDSON—’55 station wagon, $1,200. 

LINCOLN—’53 Capri Hardtop, $885* 
(ps). 

MERCURY — ’56 Monterey Hardtop, 
$1,650*. °55 Montclair Hardtop, §$1,- 
710* (ps), $1,510*, $1,390*, $1,355*; 
Monterey Hardtop, $1,355*. '53 4-dr., 
$360*. 

NASH —’'55 Statesman 4-dr., $1,000. 
‘53 Statesman 2-dr., $330; Hardtop, 
$270. ‘52 Rambler station wagon, 





$260. 

OLDSMOBILE—’57 (88) Holiday, §$2,- 
825* (ps). '56 (88) Holiday, $2,115*, 
$1,830*; 4-dr., $2,250*; 2-dr., $1,540. 
’55 (98) Holiday, $1,775* (ps); (88) 
Super Holiday, $1,665* (ps); Deluxe 
4-dr., $1,520*, $1,450*; Holiday, $1,- 
500*; 2-dr., $1,350*. "54 (98) Holi- 
day, $1,340*. '53 (88) Super Holiday, 
$755*; Deluxe 2-dr., $750*. '51 (98) 
Hardtop, $255*. 

PACKARD—’55 Clipper 4-dr., $1,130*. 

PLYMOUTH—'57 Belvedere (8) Hard- 
top, $2,350*. "56 Savoy (8) 4-dr., $1,- 
060* (ps). °55 Belvedere (8) station 
wagon, $1,.550*; Hardtop, $1,180*; 
4-dr., $940°; Plaza (6) 4-dr., $780. 
"54 Belvedere Hardtop, $555*; Savoy 
4-dr., $500*, $450; Plaza sedan, 
$650*. ‘53 Cranbrook Belvedere, $415; 
2-dr.. $350; 4-dr., $260, $255. °52 
Cranbrook 4-dr., $215. 

PONTIAC—’55 Chieftain (8) 2-dr., $1,- 
375*, $1,230* (ps), $1,060*; Catalina, 
$1,240°. ‘54 Star Chief (8) 4-dr., 
$755*; 2-dr., $670. '53 Chieftain (8) 
Catalina, $750*; station wagon, 
$730°; 2-dr., $490°. "52 Chieftain (8) 
Catalina, $230. °51 4-dr., $160*. 

MISCELLANEOUS—’54 Dodge *%-ton 

| pickup, $375. '53 Dodge %-ton pick- 

} up, $300. 


| 
| 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions on Pages 68, 69, 70, 71, 74, 75 





Brand Name Award Goes 
To DeNooyer (Chevrolet) 


NEW YORK. DeNooyer 
Brothers, Inc, (Chevrolet), Kalama- 
zoo, Mich., has been selected top 
award winner in the auto dealer 
category of the Brand Name re- 
tailer-of-the-year competition. 

The announcement was made by 


Henry E. Abt, president of Brand | 


Names Foundation, Inc., who con- 
gratulated President Jerry De- 
Nooyer for an outstanding presen- 
tation of manufacturers’ advertised 
brands during 1956. 
In addition to DeNooyer, four 
new-car dealers were cited for 
their 1956 activities with certifi- 


cates of distinction. They were | 


Bob White, Inc. (Oldsmobile), Co- 
lumbus, O.; Sherry Motors (Ford), 
Appleton, Wis.; Sanders Chevrolet 
Co., Watertown, S. D., and Bill 
James Chevrolet Co., St. Louis. 


The awards ' will be presented to 


Olds Hosts Top 
Sales Managers 


LANSING.—Twelve top Oldsmo-| 
bile retail sales managers met divi-| 
sion officials last week following a} 
two-day panel discussion on effec-| 
tive sales management in Caleage. | 
B. N. Barber, general merchandis- 
ing manager, and M. J. Seaton, sales 
promotion manager, conducted the 
panel discussion. 

The visitors were guests of sales| 





manager V.H. Sutherlen at a en f 


here. They included: 


Ira Flesch, Mack Markowitz, Inc., 
Hempstead, N. Y.; William Morti- 
mer, Anderson Oldsmobile, Balti- 
more; E. J. Bulkley, Bob White, 
Ine., Columbus, O.; Fred Valcke, 
Drummy Oldsmobile, Detroit; Nolan 
McLean, Joe Bullard Oldsmobile, 


Mobile, Ala.; Edward M. Lambert, | © 


Fincher Motors, Miami. 

Gerald Brady, Kline Oldsmobile, 
St. Paul; Chet Laurine, Vincent J. 
Neu, Inc., Davenport, Ia.; Douglas 
Erwin, Rountree Olds-Cadillac Co., 
Shreveport, La.; Lou Grubb, Money 


& Sons, San Francisco. 


the merchants during a dinner at 
the Waldorf-Astoria hotel on May 
3. Attending will be more than 
1,500 business and civic leaders. 
The banquet will climax the na- 
tional observance of Brand Names 
|Week, Apr. 28-May 4. 

A total of 118 retail establish- 
ments will be honored, with one 
|plaque winner and a maximum of 
|four certificates of distinction win- 
ners in each of 24 competition 
classifications. Winners were cho- 
sen by a panel of judges composed 
of top award winners in the pre- 
vious competition. 


During the judging, the panel 
examined presentations submitted 
| by more than 600 retailers se- 
lected as finalists. 

The presentations of the win- 
ning retailers in all categories will 








Senate to Open 
Four-Day Quiz 


Will Cover Loans, 
Insurance Gouge 


(Continued from Page 1) 
of American Installment Cre dit 
Corp.; Marathon Insurance Co, 
subsidiary of Pacific Finance Corp, 
and Service Fire Insuranec (Co, 
subsidiary of Universal CIT Credit! 
Corp. 

The insurance overcharges were 
first reported in Texas in 1954, | 
following investigations by the | 
state insurance commissioner 
there. Soon after the Texas dis- 
closures, investigations began in | 
other states. 

Subsequent investigations re. 





| vealed that several insurance com- 


panies were charging many 
policyholders the rate reserved for 


|families with drivers under 2% 
|years of age—whether there were 


any young drivers in the family 


| or not. 


* * * 


— overcharge can mean an 
extra cost of as much as $125 
over a three year period, according 


to the BBB. 


The Senate Auto Marketing Sub- 


|committee said that several state 


insurance departments have con- 
firmed this misclassification, adding 
that “in many states refunds have 
been required to be made to the 
extent of millions of dollars. 


“Many thousands of individuals 
still may be due refunds,” Monroney 
said, “Even though I understand 
overcharging has been stopped. But 
our preliminary inquiry indicates 
that repayment has not been com- 
plete.” 

NADA General Counsel James 
C. Moore said that the dealer 
association has not been invited 
to testify at hearings this week, 
but he added that NADA “might 
have to be involved” before the 
probe is completed. 

In the past, Moore said, the ques- 
tion of “multiple rate charts” has 
received “no official consideration” 
by NADA’s directors. 

“It isn’t a serious problem among 
our members, as far as we know,” 
Moore declared. 


Kish Purchases 
Kanartex Firm 


LANSING. Kish Industries, 
Inc., of Lansing, Mich., broadened 
its operations last week with pur- 
chase of Kanartex Coatings, Inc., 
a Galesburg (IIL) firm which 
manufactures industrial and main- 
tenance coatings and production 
finishes. 

Steven P. Kish, president of Kish 
Industries, announced the purchase 
of the paint company. The Kish 
diversification and expansion pro- 


gram began earlier with acquisi- 


be displayed May 1-3 at the Wal-/|tion of a $1,000,000 chemical plant 
lin Trenton, Mich. 


dorf-Astoria. 








Peterson Shovels and Mack Builds— 


City and company officials look on as P. O. Peterson, president, Mack Trucks, Inc., 
Oldsmobile, Phoenix; Guy Martin, | turns over the first shovelful of earth for the $1.5 million addition to Mack's Sidney 
Century Oldsmobile Co., Van Nuys, | division, Sidney, O. The addition will have 143,000 square feet of floor space and 
Calif., and Russell Griffin, Krieger | will triple present plant area. Mack plans to move some production facilities to Sidney 
from Allentown, Pa. The Sidney division makes Mack's cross-country buses. 
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se says MR. K. W. CARR, Partner, K.W. Carr Motor Co., Indiana's 
for first exclusive Plymouth dealer, Indianapolis, Ind. 


Pre 
ily 
‘COMMERCIAL CREDIT and our firm have been 











= teamed up for 23 years of continuous profitable 

” operation. In that time CommerciAL Crepit PLAN 

z has proved to be a dependable selling tool. It gives 

= the dealer top customer service and satisfaction 

ve e ‘ ° e » ° 

be while its national advertising gives the dealer 

ils prestige in time selling. And ComMERCIAL CRreEDIT’s 

ey 5 

nd all-round program not only speeds up sales but is 

ut y “ 

- a great help to the dealer in an emergency.” 
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C ial Credit deal 

ommercial Credit dealers ; 
: ful deal ‘ 

Write or call our nearest office for complete 

information on the benefits of COMMERCIAL 
| Crepit Pian. Why not do it today? 





COMMERCIAL CREDIT CORPORATION 





A service offered through subsidiaries of the 





Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 . . . offices in principal 
cities of the United States and Canada. 













AUTOMOTIVE NEWS, MARCH 18, 1957 


Confidence Noted in Automotive Bid. . . 


Wolfson Spurs Interest in AMC 


(Continued from Page 1) 
American market for small, com- 
pact cars.” 

Wolfson said he would “make 
certain suggestions for the im- 
provement of the company’s earn- 
ings. This might call for a trim- 
ming, paring and pruning of certain 
unprofitable operations and an ex- 
pansion of others.” 

Observing that he has had two 
conferences with Romney, and that 
he will present a program for the 
company to Romney in the near 
future, Wolfson added: 


“I expect that Mr. Romney and | 


I may explore the possibilities of 
bringing new earning power into 
the company so as to reverse the 
loss trend and go forward on a 
profitable basis, thereby utilizing 
the present tax-loss carry-forward.” 
+ * +. 

aaa Wolson, the ex-junk 

dealer whose holdings are now 
estimated at $235 million, said he 
Plans no proxy fight for control of 
American Motors such as he waged 


|for Montgomery Ward & Co. in 
| 1955. 
| Asserting that he hadn’t even 
|made a bid for a seat on AMC's 
|board, he explained: “My impres- 
|sion is that Mr, Romney has the 
|interest of both the company’s 50,- 
|000 shareholders and 22,000 em- 
| ployes very much at heart and has 
shown every indication of a desire 
to cooperate with any suggestions 
I might have.” 
| Wolfson, now president of 
| Merritt-Chapman & Scott Corp., 
a construction company that 
controls several enterprises, pur- 
chased 110,000 shares of AMC 
stock in the past month. 

These shares, plus the 240,000 
| shares which he voted at the stock- 
holders’ meeting last month, give 
him 350,000 shares, or about 6 per- 
|cent of firm’s 5,670,903 shares out- 
|standing. There are approximately 
48,000 AMC stockholders. 


Wolfson said he voted his shares, 
|some of which belong to his wife 





would you 


pay $3 
to sell a new 
or used car? 


and children, for the management 
at the February meeting. 
aa s € 


LTHOUGH Wolfson did not 
specify which “unprofitable” 
operations would be “pared” or 


“trimmed,” there was considerable 


speculation in Detroit last week 
that he had his eye on the Nash 
and Hudson lines. Production of 
both these cars this year is less 
than 20 percent of what it was last 
year. 

An AMC spokesman reported last 
week that in the first five months 
of the current fiscal year, Rambler 
sales were up 28 percent over the 
same 1956 period and Metropolitan 
sales were up more than 100 per- 
cent over this period. 

Commenting on Wolfson, Romney 
said last week, “based on my infor- 
mation, Mr, Wolfson has proved to 
be a successful investor in other 
enterprises and has strengthened 
the companies in which he has 
invested. 

“His purchase of AMC stock, 


8 


Of course you would! That's all it costs for the only really effective, 
fool-proof system of personalized sales follow-up... developed 


by SPECIALIZED BUSINESS SERVICES. Three dollars for the name 
of each new or used car buyer, plus your salesman’s name, 


and we do the rest! 








Maryland Curtails 


Testing of Trucks 

ANNAPOLIS, Md.—Gov. Theo- 
dore McKeldin has signed a bill 
which prohibits testing of trucks 
on Maryland highways without 
permission of the State Roads 
Commission. 

Residents of the Cumberland 
area had complained that US-40 
in western Maryland was being 
used as a “mountain testing 
ground.” Manufacturers now will 
have to obtain a permit at $25 per 
vehicle and the roads commission 
will designate the highway and 
time of tests. 





which probably makes him the 
largest single stockholder, evidences 
on his part that he can capitalize 
on this investment because of the 
company’s future possibilities. 
” = + 

" SHARE this viewpoint. It 

has been several months since 
I last saw Mr. Wolfson. In our 
previous meetings he did not sub- 
mit any program. We do plan 
future meetings, at which time I 


a 


Lea eauynaea 


“...In my opinion, 


your program is the 


follow-up service availabie. 


A positive program of customer follow-up is provided during 
the year following your sale... constant good-will contacts and 
sales-developing leads that not only create repeat sales, but 


stimulate your service business. It eliminates office and salesmen’s 
follow-up detail, permitting your salesmen to concentrate on 
live prospects and sales. In addition, it builds up an accurate 


up-to-date owner list file for your permanent record. 


Briefly, the program during the year is COMPLETELY 
PERSONALIZED... mailed in your envelopes, on your stationery, 
addressed by hand to your customer, signed by hand in 


The results are amazing 
in every way...” 





“... For almost a year 
now we have used your 
‘personalized follow-up’ 
service and have found it 
very successful. We are 
well pleased with the 


facsimile of your salesman’'s signature, mailed in YOUR city... 
and all of this is done by SPECIALIZED BUSINESS SERVICES for you. 


permanent...personalized... 


inexpensive ...positive 


During the past four years, hundreds of dealers in the 
eleven western states, Hawaii and Canada have discovered how 
EASY and PROFITABLE it is to have SPECIALIZED BUSINESS 


SERVICES handle ALL the details of their FOLLOW-UP. 


Write today for sample program. 


“IT PAYS TO F 





COPYRIGHT 1957 
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Specializing in Personalized Follow-up Sales Programs for New and Used Car Sales 


SPECIALIZED BUSINESS SERVICES, INC. 
1610 WEST 5TH AVENUE, POMONA, CALIFORNIA 


LYcoming 9-4632 








results obtained...” 


“Boece” HAMTON BUICK COmP Arey 


1, personally, feel it is the 


not an expenditure...” 





— 


expect to explore and consider any 
proposals he may have. 

“However, I would be strongly 
opposed to discontinuance of our 
automotive activity. There is in- 
creasing evidence that our pi- 
oneering of smaller cars for 
America is making steady prog- 
ress.” 

In an evaluation of Wolfson 
personally, Romney later said, “J 
personally think well of him. I cer. 
tainly am not unhappy that he hag 
seen the opportunities in AMC, 
From that standpoint, I welcome 
him.” 

Wolfson said that Romney has a 
big job on his hands to bring AMC 
into a profitable position. 

* * = 





Appliance Strength 


“& MERICAN MOTORS has in 

Nash Kelvinator a very success- 
ful appliance division,” he continued, 
“Mr. Romney advised me that the 
small car program calls for a 
strengthening and increase in auto 
sales.” 

Although Wolfson indicated that 
he may propose some sort of 
merger for American Motors, he 
declared categorically that no con- 
sideration has been given to the 
possibility of a merger of AMC and 
his firm, Merritt-Chapman & Scott, 

He added, “I would like to em- 
phasize at this time that my first 
and prime. business devotion is 
to Merritt-Chapman & Scott.” 

Wolfson said that his family had 
owned Hudson stock since 1952 
and AMC stock since it founding 
in 1954, 

He added that any suggestions 
he had to make regarding the 
company would be made “first to 
Mr. Romney.” 

A report that American Motors 
might sell its Rambler line to 
Chrysler Corp. caused Romney to 
say, “Nothing of that nature has 
been considered.” 

* * = 

S of Wolfson’s interest in 
AMC sent the firm’s stock 
spurting on the New York Stock 
Exchange early last week to $7.50 
a share — more than 25 percent 
higher than the $5.87 a share it 
sold for a week earlier. Last Mon- 
day and Tuesday, 150,500 AMC 
shares were traded, compared with 

43,000 the entire previous week. 

Since Wolfson owns only about 
6 percent of the AMC stoek, many 
people have wondered why this 
makes him such a dominant figure 
in the company. 

A Detroit broker explained: 
“His strength is based on his 
being the largest stockholder and 
on the fact that he usually has 
friends who buy in with him or 


The recent rise in 
price could be an indication that 
his friends are buying in right 
now. 

“Of course, the guy’s a genius 
and he’s very successful in per- 
suading other stockholders to throw 
in with him, Ordinarily, he likes 
to make a lot of money in a hurry. 
The best way to do that at AMC 
would be to ‘spin off’ (dispose of) 
the automotive divisions and take 
advantage of the company’s $36 
million tax-loss carry-forward.” 

Further meetings between Rom- 
ney and Wolfson are scheduled this 
month in Miami and next month 
in Detroit. 


Arkansas Dealer 


Denies Us in 
Used-Car Case 
BL . Ark. — W. D. 





Chamblin, owner of Chamblin Sales 
Co. (Studebaker), has denied usury 
charges arising from the sale of a 
used car. 

The issue involves a 1949 Packard 
purchased by Sanford Cunningham, 
a farm laborer. Cunningham charged 
that he was assessed $98 too much 
in interest. 

A Mississippi County Chancery 
Court ruled that Chamblin’s sales 
contract was not usurious, but the 


Arkansas Supreme Court reversed | 
that decision and remanded the case 


to the lower court for “further pro- 
ceedings.” 


Mockel. Heads Mont. Unit 


DILLON, Mont.— Newly elected 
officers of the Dillon Automobile 
Dealers Assn. are Cliff Mockel, 
president; Bert Cochrane, vice- 
president and Paul Puvear, secre- 
tary-treasurer. 
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Mercury ‘Partners for Profits'— 


Mercury dealers in the Twin Cities area and throughout the nation are supporting | 
a “Partners for Profits’ training and merchandising program for parts and service 
managers. It also includes a cash incentive contest which is sponsored by Mercury and | 





participating dealerships. All Twin Cities Mercury dealers have joined the contest. 
From left, seated, are Ray Young jr., Young Mercury Motors, Inc., St. Paul, and George | 
Roberts, Edina Motors; Fremont Mitchell, Mitchell & Boyer, Inc., and Don Peterson, 
Peterson Mercury, Inc., all of Minneapolis. Standing are P. B. Gulstrand, parts and 
service sales manager for Mercury's Twin Cities district; A. C. Ellingson, Northside | 
Mercury, Minneapolis, and Roy Carlson, University Motors, Inc., St. Paul. 


month period in the last 21 years, 
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Makers Report on Sales... 


57 Progress Reports 


(Continued from Page 2) 


over the 2,769 Imperials delivered |General Manager R. S. McNamara 


| 
in January. 


The first in this series of sales | 
records was set in December, when | 
2,203 Imperials were delivered to | 
top the previous alltime monthly | 
high of 2,154 delivered in May, 1951. 

The second record was set in| 
January, when 2,769 Imperials were | 
delivered, February’s 3,162 was the | 
third record. 

On Feb. 18, Briggs said, the 10,- 
309th Imperial was shipped to a} 
customer, thus exceeding total 1956- 


|model sales in just 3% months of 


the 1957 model year. 


+ x + 

Ford Car 
Since introduction of the '57 Ford 
car five months ago, Ford has 
captured a greater percentage of 
the total U. S. auto market than 
any make of car during any five- 














This Formula may keep PROFIT from walking out 


of your dealership. 


It’s no secret that car buyers don’t always finance where they buy. 
The GMAC Formula for General Motors Dealers provides an opportunity 
to gain greater time-market penetration and profit. The GMAC representative 
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TIME PAYME 


NT 
PLAN 
THE GMAC newt-ouano PLAN 


available to General Motors Dealers in 
CHEVROLET « PONTIAC + OLDSMOBILE 
BUICK * CADILLAC 
new cars, and used cars 
of all makes. 





claims. 


Since October, Ford dealers have 
sold 27.1 percent of all new cars 


N. Y. Votes to Defer 


Truck Lighting Law 

ALBANY, N. Y.—The Legis- 
lature gave its final approval to 
@ measure postponing until July 
1 the effective date of a law re- 
quiring a new system of “safety 
lighting” on trucks. 

The bill also exempts from the 
lighting requirements any trucks 
driven wholly within a city. The 
bill was introduced after several 
assemblymen blocked an _  at- 
tempt to delay the effective date 
for New York City and to exempt 
trucks driven within New York 
City alone. 
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for your territory has the whole story for you, and can show you how 
to put it to work. Talk it over with him. 


GENERAL MOTORS ACCEPTANCE CORPORATION 








— 


sold, he said. No car has obtained 
such a large percent of the total 
market during any five-month 
period since the May-to-Septem- 
ber period of 1936, he said. 

Ford sales during the 1956-57 
period totalled 629,301 cars, while 
industry sales were 2,322,410 units, 
he said. 

McNamara attributed the success 
of the ’57 Fords to the way in 
which the new line blankets most 
of the auto market. He said Ford 
dealers have achieved a new level 
in modern business methods and 
sound merchandising principles. 

* od * 


Ford Truck 


By selling 26,518 Ford trucks in 
February, Ford dealers broke their 
record for truck sales during any 
introduction month, according to 
C. R, Beacham, Ford division gen- 
eral sales manager. 

Sales during February exceeded 
the rate of 1,000 per day—a new 
all-time record for February and 

double the rate for January, 
1956, Beacham said. February 
sales this year were 38 percent 
above February last year, he 
added. 

Public reaction to the revolu- 
tionary Ranchero was so “immedi- 
ately favorable,” Beacham stated, 
“that the production rate has been 
increased 100 percent. 

Sales since the ’57 trucks were 
introduced are “well above” the 
Ford goal of 34 percent of the 
total truck market, he said. 

* * nad 


DeSoto 


DeSoto sales in January and 
February increased 11 percent over 
the first two months of 1956 and 
were equal to the first two months 
of the record 1955, according to 
J. B. Wagstaff, sales vice-president. 


Cincinnati Assn. 


To End Loan of 
Cars to Schools 


CINCINNATI. -— The Cincinnati 
Automobile Dealers Assn, has noti- 
fied the Board of Education that 


|it is discontinuing the lending of 
|} cars for driver-education courses 


when the current school year ends 
in June. 

In a letter to the board, Erdie 
Turner, association secretary, cited 
accidents involving the cars, delays 
in obtaining payment for repairs, 
seeing the cars parked in public 


| places after school] hours and extra 


clerical work 
ance, 

The association also complained 
that participating dealers have not 
been considered when the schools 
were buying new cars. 

Board members said the schools 
must accept the lowest bids when 
buying cars and cannot give spe- 
cial consideration to anyone. Pay- 
ment for repairs to two damaged 
cars was delayed, they said, be- 
cause the board had to seek legal 
advice. 

The dealers have loaned seven 
cars a year to the schools since 
1948. The driver-education course 


in arranging insur- 


|was on a year-to-year basis until 


last year when it was made a regu- 
lar part of the curriculum, The fu- 
ture of the program now is in 
doubt. 


Economy Run 


Opens Apr. 14 


(Continued from Page 2) 
winner with the highest ton-miles 
per gallon wins the sweepstakes 
prize. 

The economy run is a five-day 
affair which winds up Apr. 18. 
Each car must finish within a set 
time each day or be eliminated. 
The limit is set to enforce normal 
driving ranges, and cars must 
average 45 miles an hour. 

The 1956 sweepstakes winner was 
an Imperial driven by Mel Alsbury 
jr., 27, vice-president and general 
manager of his father’s firm, Mel 
Alsbury Chrysler, Hollywood, Calif. 
Alsbury averaged 61.38 ton-miles per 
gallon. 

A Rambler had the highest miles- 
per-gallon average with 24.35 as it 
topped the now- discontinued 
limited-displacement class. Other 
class winners last year were Ford 
(low-priced), Pontiac Chieftain 
(lower- medium), Oldsmobile “88” 
(medium) and Oldsmobile “98” 
(upper-medium). 
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BENDIX DUO-DUTY AUXILIARY BRAKE 
Power to hold on grades ... Power to stop at road speeds 


The Bendix* Duo-Duty auxiliary brake serves the 
double purpose of a positive parking brake and an 
emergency road-speed brake. 


FOR PARKING, the Duo-Duty brake has ample 
torque capacity to keep the braked wheels from 
rolling on any hill or ramp, regardless of how 
steep. 


FOR EMERGENCIES, it has the torque and thermal 
capacity to serve as a dependable stand-by brake 


Bendix twisiox South Bend, wo. 


Export Sales and Service: Bendix International Division, 
N. Y. 


205 East 42nd Street, New York 17, 


at road speeds should the main braking system, 
for any reason, fail to work. 


Minimum physical pull at the hand lever, less 
weight, fewer parts, mechanically simple. 


A heavy-duty drive shaft brake that is rugged 
and right . . . built and backed by Bendix. 
*REG. U.S. PAT. OFF. 
BRAKES « POWER STEERING » POWER BRAKING + CONSTANT VELOCITY 
UNIVERSAL JOINTS « HYDRAULIC REMOTE CONTROLS 

















NEW YORK.—The future eco- 
nomic progress and personal free- 
dom of the American people are 
being threatened by the Govern- 
ment’s recent reversion of the tax- 
ing and spending philosophies of 
the past, H. E. 
Humphreys jr., 
president, United 
States Rubber 
Co., told the an- 
nual meeting of 
Associated Busi- 
ness Publications, 

The policies 
mean, he as- 
serted, that “big 
government, with 
its excessive 
spending, huge 4. Humphreys ir. 
national debt, runaway inflation, 
welfare plans, threatened controls 
and progress-stifling backbreaking 
tax load is still with us.” 

He urged ABP members to 
help business carry the story to 





General Tire Lauds Trucking Industry— 


A nationwide campaign to acquaint the public with the story of the trucking industry 
has been launched by General Tire & Rubber Co. L. A. McQueen, vice-president, 
points to the theme of the campaign on a reduced version of the billboard poster 
which will appear on thousands of poster panels in more than 600 cities during 
March. The theme will be amplified and developed over the Mutual Broadcasting 
System radio network on “General Sports Time,” starring sportscaster, Harry Wismer. 


For enduring beauty that sells in a new car and 
re-sells in a used car . . . design it, improve it and protect it 
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Called Threat to Freedom... 


Taxes, Spending Flayed 


the people so they “will rise up 
and insist our Government recog- 
nize the folly of its taxing and 
spending policies.” 

He said, “There is one important 
truth that people just don’t seem 
to “understand. It is this: Govern- 
ment produces nothing. Whatever 
it spends for people, it must take 
away from people in taxes.” 

Pointing to the national debt, 
Humphreys said that at the end of 
1956, it was $273 million or $5,130 
per family. 

“If we can’t pay off some of the 
debt in times like these,” he asked, 
“what will happen to the individual 
during an emergency when it will 
be necessary, if past experience is 
any indication, to increase the debt 
still further?” 

Humphreys called welfare pro- 


| grams “desirable up to a point,” but 


insisted they have gone far beyond 
“It has come to a point,” he 
“where many Americans are 
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leaning on the Government for 
those things they should provide 
for themselves out of their own 
thrift and self-reliance.” 

Turning to the threat of Gov- 
ernment controls, he insisted that 
such Federal curbs on business 
hurt the wage earner and the 
consumer more than anyone else, 

“Controls,” he said “throw com- 
petitive forces out of balance, open 
the door to black markets, lead to 
scarcities and sometimes surpluses 
on store shelves and in the end 
waste the purchasing power of the 
consumer's dollars.” 

He charged that the root of the 
problem is “our hodgepodge, prog- 
ress - stifling, backbreaking tax 
load.” High income taxes, he said, 
are drying up risk capital, and cor- 
poration taxes place a hidden bur- 
den on the consumer. 

“To a corporation,” he noted, 
“taxes are an expense. Like all 
other expenses, they must be re- 
flected in selling prices. Corpora- 
tion taxes penalize success and 
thereby penalize the consumer be- 
cause.they keep him from enjoying 
the price benefits that come from 
efficient, large-scale production. 

“Yet the Government goes on 
picking the pockets of successful 
corporations in its game of give 
| and take, all the while keeping 
mum about the fact that corpo- 
| rate pockets can be replenished 
only out of the pockets of the 
individual.” 

Returning to his plea to the bus- 
iness publications group, he con- 
cluded, “We must be sure that 
every citizen understands the facts. 
We must find ways to tell the story 
dramatically and repeatedly. 


“Let us stand up and speak for 
the individual, Let us support his 
personal progress, his personal 
freedom, his personal security. Only 
in this way can our nation go for- 
| ward.” 


°57 Cars Boost 
Garage Space, 
Walker Asserts 


DEARBORN. — The average 1957 
car may actually provide more use- 
ful garage space than in earlier 
years, rather than 
less, as has been 
claimed by some 
individuals, ac- 
cording to George 
W. Walker, vice- 
president of styl- 
ing for Ford Mo- 
tor Co. 

“Many people 
seem to have lost 
sight of the fact 
that a garage is 
designed princi- 


















G. W. Walker 
pally to house an automobile,” 


Walker said. “Instead, they have 
made theirs a haven for all sorts of 
odds and ends. It may well be that 
they need only move their young- 
sters’ bicycles or the ladder or fire- 
wood they have piled against the 
back wall in order to accommodate 
the largest of the 1957 models.” 


He added that the lowness of the 
modern American car makes it pos- 
sible in many instances to install 
ceiling racks in the garage for off- 
season storage of such lightweight 
items as hoses, screens and sleds. 

Concerning the length of the av- 
erage car, Walker pointed out that 
the average 1957 models in the low 
and high-price ranges are only four 
or five inches longer than their 1948 
counterparts, while current 
medium-price cars are in some 
cases even shorter than they were 
in 1948. 


Except for those garages attached 
to small homes built in the 1920's, 
he said, the minimum interior 
length has long been 20 feet, and 
this provides for a six-inch leeway 
in front and a full foot in the rear 
of a car 18 feet 6 inches in length. 

“Since that is the overall length 
of the longest 1957 Lincoln,” said 
Walker, “the large majority of gar- 
ages will comfortably accommodate | 
any member of the Ford family of | 
fine cars.” 


Dahlem Reelected 


SAN FRANCISCO. — Earle C. 
Dahlem, general manager of the 
William L. Hughson Co. (Ford), 
has been reelected president of the 
San Francisco advisory board of 
The Salvation Army. 
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“Like you advertising people say, I’m one of the half million 
who read only one newspaper, the Detroit#Fimes 


@ “I’m the boss’s secretary. I’ve got more responsibilities. That's 
why I get more pay. No, I’m not married. I live in town with 
my friend. She’s an advertising copywriter. We have a nice big 
apartment. We like nice clothes and good food. And one of the 
better things I enjoy you should know about. 


“I read only one newspaper, the evening DETROIT TIMES. 


“Know why? For one thing I have to know what’s going on in 
the world. My company does a lot of foreign business. So I get all 
the news by reading the TIMES. Then I like to read about Broadway 
persunalities the way Dorothy Kilgallen writes it. I’m a girl who 
reads financial news, and for that I like the way James Boynton 
thinks (my boss does, too). 


“Sure we cook most of our own meals, and we use Prudence 


Penny’s recipes. And Joan Dean never misses a trick in new fashions. 
What else do I read. Well, you name a DETROIT TIMES writer, and 
I'll tell you the subject. Now don’t be silly and ask me what Charles 
Ward writes. I’m allergic to race horses. 


“Gives you pretty good reasons why I read the TIMES. It thinks 
with young ideas, like me. 


“If you want to reach people like me in Detroit (I read the 
advertising, too) remember, you can reach us through no other 
newspaper but the DETROIT TIMES.” 


One million families live in the Detroit retail trading area and their 
purchases amount to five billion dollars annually. 


By advertising in the DETROIT TIMES you reach about half the 
families in the Detroit trading area, the heart of the Michigan market. 
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AUTOMOTIVE NEWS PLATFORM 

11. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
1 2. Every dollar of ine and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 

. Guard precepts of individual freedom, which made the U. S. A. 
Ga. eaert an, tes cilteans cuore of the better tings of ile than anywhere 
else in the world. 


AUTOMOTIVE 





Capsule Comment 


“Segregate autos and humans . . . autos have outgrown 
the old-fashioned gridiron street system that covers most 
cities of the U. S.,” declares Victor Gruen, famous architect. 

We must admit maybe he’s got something there. 


With the 1958 National Auto Show and Chicago’s 50th 
anniversary exposition now scheduled for the same dates, 
Jan. 4-12, strenuous efforts are being made to break the 
deadlock. 

It’s not possible to have the same exhibits, executives and 
dealers in two spots at the same time. 
. +. * 


Most dealers look for a sizeable spring upturn in new-car 
sales, despite the reappearance of heavy discounting in some 
areas, an AUTOMOTIVE NEWS poll shows. 

But let’s not give ’em away free. 


Several measures dealing with auto safety, both at the 
vernment and industry level, have been introduced in 
Beaarecs and seem certain to set off lively debate. 
Let’s not be hasty, congressmen; safety can’t be legis- 
lated. j 
aa * * 


Amount of auto installment paper outstanding dipped by 
$47 million in January, as all consumer debt declined $254 
million, the FRB reports. 

Hawven’t we gone far enough? 
* e ” 

Canada has altered its method of collecting auto excises, 
in an effort to spur sales aaa Se period immediately prior 
to publication of the federal get. Dealers hereafter will 
pay the tax only after they have assumed ownership of a car. 

Seems like a very sensible approach to a ticklish prob- 
lem. 


Coming 
Events 


Dealer Conventions 


March 24-26 — Automobile Dealers Assn. 
of North Dakota, Bismarck, 
March 25-26 — lowa Automobile Dealers 


Assn., Hotel Fort Des Moines, Des 
Moines. 


March 25-26—Nebraska New Car Dealers y 
Assn., Paxton Hotel, Omaha. Duta 
March 27—Rhode Island Automobile Deal- 
ers Assn., Sheraton-Biltmore Hotel Provi- - y 
dence, ~ 


Apr. | — Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 


Apr. 3-4 — Kansas Motor Car Dealers 
Assn., Hotel Broadview, Wichita. 


Apr. 45—Iillinois Automotive Trade Assn., 
Leland Hotel, Springfield, III. 


Apr. 10-12—Automobile Dealers Assn, of 
Indiana, Claypool Hotel, Indianapolis. 


Apr. 12-13—Arizona Automobile Dealers 
Assn., San Marcos Hotel, Chandler. 


Apr. 26-27—South Carolina Automobile 
Dealers Assn., Francis Marion Hotel, 
Charleston, 


Apr. 29-30 — Pennsylvania Automotive 
Assn., Penn-Sheraton Hotel, Pittsburgh. 


May 5-7—Idaho Automobile Dealers Assn., 
Pocatello. 

May 6-7— Missouri Automobile Dealers 
Assn., Chase Hotel, St. Louis. 

May 9-11—Washington State Auto Dealers 
Assn., Winthrop Hotel, Tacoma. 

May 14-15—Massachusetts State Automo- 
bile Dealers Assn., Inc., Hotel Statler, 
Boston. 

May 19-2i—North Carolina Automobile 
Dealers Assn., Asheville, 

May 24-25 — New Mexico Automotive 
Dealers Assn., Albuquerque, 

May 26-28—Tennessee Automotive Assn., 
Peabody Hotel, Memphis. 

June 6-7 — Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland, 

June 7-9 — Automobile Trade Assn. of 
cnrend. Commander Hotel, Ocean 

ity. 

June 27-30—Michigan Automobile Dealers 
Assn., Mackinac Island. 

Aug. 18-19—Georgia Automobile Dealers 
Assn,, General Oglethorpe Hotel, 
Savannah. 

Aug. 21-22 — Federation of Automobile 
Dealer Assns. of Canada, Toronto, 
Aug. 25-27—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 

Sulphur Springs. 

Sept. 6-8 — Maine Automobile Dealers 

Assn., Inc., Samoset Hotel, Rockland, 


| dunno—" 


Happy with Hudson 

In your issue of Feb. 25, I read 
most of the “Lowdown on Selling” 
article but got so bored up with it 
that I had to discontinue when 
abcut 75 percent through. 

There was a time previous to the 
big scrap when selling automobiles 
was a profession; a good salesman 
knew his competitors’ products as 
well as his own, and knowledge of 
the motor car was a big assistance 
in procuring an order from the cus- 
tomer. 


e. 

Sept. 8-10—New York State Automobile 
Dealers, Inc., The Concord, Kiamesha 
Lake, N. Y, 

Sept. 810—Automotive Trade Assn. of 
Virginia, Hotel Roanoke, Roanoke, 

Sept. 8-10—Wyoming Automobile Dealers 
Assn., Sheridan. Wyo. 

Sept. 15-l6—Kentucky Automobile Dealers 
oe. Sheraton Seelbach Hotel, Louis- 
ville, 


Sept. 15-17—Colorado Automobile Dealers 


Assn., Colorado Hotel, Glenwood 
Springs, Colo. 
Sept. 16-17 — 
Dealers Assn., 
apolis. 
Sept. 16-17—Wisconsin Automotive Trades 
Assn., Milwaukee. 


Sept. 26-28—Arkansas Automobile Dealers 


Minnesota Automobile 
Nicollet Hotel, Minne- 


At that time the established de- 
livery price at factory was made 
known throughout the press and 
all that was necessary to add for 
delivery in your town was freight 
charges, plus the dealers’ price for 
servicing. 


Today that is all changed and 
the buyer is in the dark as to what 
the honest delivery price of the car 
should be. It appears that the more 
a dealer makes on the sale of a 
car, the more he will give away on 
the tradein. 

If a dealer had a paper profit of 
$250 on the car as against the five 
or six hundred he has on that paper 
profit, he would have to take stock 
of himself and do business like any 
sane business man should. 

This smaller margin would 
eliminate the high trading, and 
the dealer would be able to get 
the car for a shade less than its 
actual value. In fact, his $250 
paper profit would be too small 
for him to gamble on pricing a 
used car. 

I sold one of the Big Three for 
16 years and I know what it is. All 

I had to do was put up the cash 
and then some high-pressure road- 


Assn., Marion Hotel, Little Rock, 


Oct. #-3—New Jersey Automotive Trade 
ae Chalfonte-Haddon Hall, Atlantic 
ity. 


Oct. 2-4 — Texas Automotive Dealers 
Assn., Baker Hotel, Dallas. 

oe. 20-2i—Oklahoma Auto Dealers Assn., 
ulsa. 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach. 

Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, 

Nov. 7—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford, 

Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 


Jan. 11-15—National Automobile Dealers 
Assn., Miami Beach. 
* * * 


Auto Shows 


March 20-24—West Texas National Auto- 
mobile Dealers Show, Municipal Colli- 
seum, Lubbock, 


March 29-31 — Hutchinson Automobile 
Show, Hutchinson, Kans. 


(See CALENDAR, Page 16, Col, 5) 


30 Years Ago... 


The Big Stories 


Chevrolet Motor Co. smashed all previous monthly output records 
by producing 85,821 cars in February. The total showed an increase 
of 34,518 cars, or more than 67 percent over the total of 51,303 Chevro- 
lets built in February, 1926. 

Retail sales by General Motors dealers in February were 102,025, 
compared with 64,971 in February, 1926, and further with 39,579 in 
February, 1925, according to Alfred P. Sloan jr.. General Motors 
president. 

Buick retail deliveries for February were 14,338 cars, the highest 
February in the history of the company. The best previous February 
was in 1926, but was 1,750 cars less than this year. 

Four hundred million dollars is spent annually by taxicab riders in 
the U. S., it was disclosed at a meeting of the Mid-Atlantic Motor 
Transport Assn. 

—From the files of Automotive News. 


Automotive Cartoon 


Of the Week 
SHUAS FOTOM 


Cae 


Z Se } 


“He says he's waiting until early summer to buy, but, 


‘More Out of Life. .... / 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


man would try and tell me how to 
run my business. 

I switched to Hudson and while I 
am not doing a million dollars of 
business a year, I am getting more 
out of life with my present setup 
than I had with one of the Big 
Three. I sleep well at night, have no 
ulcers, have more time with my 
family and still have a couple of 
trips a year. 

Of course, my volume is very 
much less, but so is the size of 
my building, the size of my staff 
and the size of my expense ac- 
count. 

It’s not how many deals you make 
in a year, but how many good deals 
you make. 

If the Big Three dealers feel they 
are being pushed around and the 
return on their investment is not 
enough, let them wake up to the 
fact they have only themselves to 
blame and quit blaming the com- 
petitor whom they think took an- 
other deal away.—So.t Roruscump 
(Hudson), Port Arthur, Ont. 

+ > s 
Bootlegging 

I note in the Feb. 18 issue of 
Automotive News the statement, 
“Except for Texas, new-car boot- 
legging is fading away as a source 
of dealer agitation, a survey by au- 
tomotive trade association man- 
agers reveals.” 

I thought you would be interested 
in knowing that bootlegging is con- 
tinuing on as large a scale as ever 
in Albuquerque, which is tremen- 
dous. In fact, in my opinion, it is 
one of the major threats to the 
established system of distribution 
of new automobiles. 

I am attaching hereto an ad that 
ran in today’s Albuquerque paper 
by one of our used car dealers. — 
H. L. Gaties gr. (Cadillac-Oldsmo- 
bile), Albuquerque, N. M. 

Eprror’s Note: The ad said that 
Ralph Pool’s Albuquerque Auto 
sales offered these sample values 
of 1957 models: Buick Century 
Caballero Estate Wagon at $4,345; 
Buick Special hardtop two-door, 
$3,495; four-door Cadillac (62) at 
$5,445; Coupe DeVille (62) at $6,- 
475; four-door Chevrolet Bel Air 
(8) at $2,395; Chrysler Imperial at 
$5,125; Ford Fairlane Victoria, 
$2,495; Thunderbird at $3,845; 
Olds 88 Holiday at $3,195; Plym- 
outh Savoy at $2,445; Mercury 
Monterey hardtop at $3,695; Ram- 
bler Cross Country at $2895; 
Lincoln Premiere convertible at 
$5,225. Most of the cars were 
loaded with equipment. 








NOW ... It’s as easy to own as it is to use . . . The fabulous 
EnginScope can be in your shop for about 75-cents a day.+ 
75-cents — that’s just about your markup on only one set of 
ignition points! 

And the EnginScope sells points like a demon! It examines 
breaker points WHILE THEY RUN THE ENGINE! In fact, the 
EnginScope shows up all bad ignition parts like a demon... 
condensers, distributor caps, wiring, plugs and rotors. These 
extra parts sales add extra profit. The time that the 
EnginScope saves on each job is profit too — a profit that 
more than pays for your EnginScope. 


Send the coupon to the factory and you'll get full particulars 
on how easy the EnginScope is to own for less than 75-cents 
a day. Do it now! 


+Financed through Commercial Credit Sere. or your jobber 
for as little as 10% down and 75c a day 


ALLEN B. DU MONT LABORATORIES, INC. 
Clifton, N. J. © Dept. a-3 


© Arrange for a demonstration in my shop. 
O Send more information on the EnginScope. 


*Trade Mark 


GET IN ON THE DU MONT USER— BONUS PLAN—ASK YOUR DEALER 











Auto News from Britain 


Standard Motor’s Tedder Sees Dangerous Crisis 
Facing English Auto Industry 


By F, C. Livingston 
Special Correspondent 

LONDON.—There is every pros- 
pect that the British auto industry 
will face a dangerous crisis at a 
very early date, according to Lord 
Tedder, chairman, Standard Motor 
Co 


“Unless the Government finds 
some way to relieve the burdens, 
one can see no p whatever 
of maintaining exports,” he said. 

“Petrol (gasoline) rationing and 
taxation have struck at the very 
heart of the export market in 
Europe, while the home market is 
little better,” he said. 

The Board of Trade analysis of 
production and export reveals the 
truth of Tedder’s view, Export of 
cars,dropped to 317,992 in 1956 from 
373,081 in 1955, truck exports fell 
to 141,434 in 1956 from 154,123 in 
1955. 

* > > 


Production Comparison 


= following table gives pro- 
duction by quarters: 


cars 1956 1955 
Ist Quarter 215,323 233,970 
2nd Quarter 197,584 226,770 
8rd Quarter 136,940 200,205 
4th Quarter 157,747 236,615 
Trucks 
lst Quarter 91,526 81,788 
2nd Quarter 81,286 80,569 
3rd Quarter 54,261 77,962 
4th Quarter 60,199 89,532 


Reports from Europe also add 
meaning to Tedder’s pessimism. 
Some of the reports from the Con- 
tinent follow: 

France: Renault, the biggest pro- 
ducer, has announced plans to ex- 
port its newest model, the Dau- 
phine, to the U. S. at a rate of 
20,000 a year. This is seven times 
as many cars as it expects to sell 
there this year. 

The Dauphine is a four-door, 
f rear-engined sedan 


with economy of operation and a 
maximum speed of about 75 
m.p.h. Production 


is approaching 
900 a day. 


Traty: Fiat, with probably the 
industrial plant outside the 

U. S., has captured almost 100 per- 
cent of the Italian market and is 
reaching overseas, especially to the 
U. S. The Fiat and the 6-seater 
“Multipla” are fast and economical. 

Germany: Volkswagen expects to 
enter the U. S. market seriously 
this year after three years’ inten- 
sive study and preparation. Heinz 
Nordhoff, general manager, said: 
“We shall have more dealers beg- 
ging to handle our car than we can 
take.” 

The company exports about 60 
percent of its production. It ex- 
pects to produce over half-million 
cars this year. Waiting time for a 
Volkswagen, even in Germany, is 
at least three months. In Asia it is 
six months. 

No wonder there are headaches 
in Coventry, Oxford and Dagen- 


= 
Jaguar Plans Racer 
AGUAR will produce a two- 
seater, sports-racing car be- 
cause of increasing demand from 
the U. S. The new model, for ex- 
Le 


from the somewhat spartan sim- 
plicity of the “D” type by incor- 
of a full-width wind- 


The car will be fitted with Dunlop 


USED CAR DEALERS 
We can supply you with 
CHEVROLETS 


1955 - MODELS - 1956 
other makes’ too 


lowest wholesale prices 
all cars clean 


As Near As Your Telephone 
EMKAY, INC. 


6850. Cott. Grove Avenue 
90. 37, Illinois 


Chica’ 
Phone: MUseum 46969 
Ask for Ben Geller 





disk brakes and general construc- 
tion and mechanical specification 
will follow closely that of the suc- 
cessful “D” type. 

The new model will be an ad- 
dition to the Jaguar range and 
will not supplant any existing 
models. Price in U.S, will be $6,900. 


* . . 


Rootes Eyes Aftermarket 

OOTES GROUP (Humber, Hill- 

man, Singer, etc.) have formed 
@ new subsidiary, Rootes Motors 
(Parts), Ltd., which is designed to 
do a $28 million job. 

Aim of the new company is to 
match the competition of con- 
tinental rivals in supplying spare 
parts all over the world, 

+ > + 


Standard in Brazil 
TANDARD MOTORS SA. of 
Brazil now is in production at 
its new modern plant in Sao Paulo. 
Production, which has been 
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planned over three stages, will 
reach an annual rate of 750,000 
units, comprising engine valves, 
universal couplings and track rod 
ends, 

Primarily, it is intended to use 
the capacity of this factory to 
supply more spare parts and built 
up units for contemporary 
manufacturers. 

The factory is equipped with 
modern machine tools, and the 
electrical equipment used in the 
construction of engine valves is 
considered to be of the most up- 
to-date design in the world. 


* ? * 


Czechs Want Baby Autos 


.. top Czechoslovak trade of- 
ficials are flying to London to 
sign an agreement for purchase of 
1,000 British “baby” autos. 

An Austin A40 and A35, Morris 
Minor, Standard Ten, Hillman Minx 
and Ford Prefect have been in 
Prague for a number of weeks 
undergoing bench and road tests. 

An Anglo-Czech Agreement was 
signed last October providing for 
the import of the cars following 
visits of experts from the Czech 
Car and Light Engineering Foreign 
Trade Corp. (Motokov) to British 





Nash Dealer Expects 
To Sell 1,000 Cars 


MILWAUKEE.—Irving Rosen- 
berg, who founded Milwaukee 
Nash in 1950, has declared that 
he expects to boost his new-car 
sales to more than a thousand 
units in 1957 and that this year’s 
sales are running 12 percent 
ahead of sales at this time last 
year. 

Rosenberg made the statement 
at a luncheon here in which he 
was honored by American Motors 
as one of the three top volume 
Nash dealers in the U. S, during 
66. Roy Abernethy, AMC market- 
ing vice-president, attended the 
luncheon. 





factories and to the Motor Show. 

This deal will mean that British 
cars will be available in Czechoslo- 
vakia for the first time since 1939. 
Since the war, Czechs have im- 
ported most of their autos from 
Soviet Russia and East Germany. 

= . of 


Ferguson Transmission 


ARRY FERGUSON said that| 34 


several leading British auto 


— 


manufacturers are experimenting 
with his new automatic transmis. 
sion system and he claims that it 
is likely that at least three of the 
car makers will launch models em. 
bodying Ferguson transmission 
patents, 

The first will be Standard. It 
will incorporate the system in 
the Vanguard and the Standard 
Ten, family cars in the one and 
two litre classes, he said. 
Ferguson said that since the last 

motor show other big car manufac. 
turers have been carrying out tests 
on prototype cars incorporating 
some of the Ferguson patents, 
These are believed to include 
British Motor Corp. and Rootes 
Group. 


Doyle Buys Fields 


George B. Doyle, president of 
Doyle Main Motors, Inc., Rochester, 
N.Y., has signed contracts taking 
over the Chrysler, Plymouth and 
Imperial franchise in connection 
with his purchase of C. W. Fields 
Co., 373 South Goodman &t, 
Rochester. 





For the lowdown on dealer thinking; 
ohn O. Munn’s column each week 
on Page 3. 
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DELCO LINED 
BRAKE SHOES 


Made and assembled to 
original equipment speci- 
fications. 


Delco Super 11 brake fluid improved with HTD works 
better and lasts longer under all operating conditions. 
It flows smoothly and easily in the coldest weather. 
Yet, it doesn’t boil away or lose its effectiveness when 
brakes get hot. Chemically inert, physically stable 
Delco Super 11 is compatible with all brake systems’ 
rubber and metal parts. It exceeds S.A.E. and govern- 


General Motors Values from 
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MASTER CYLINDER 
REPAIR KIT 

All parts needed to put 
master cylinder in normal 
operating condition. 
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BRAKE 
FLUID 
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General Motors car and 


Moraine 


Division of General 





WHEEL CYLINDER 
REPAIR KIT 

All parts necessary to put 
wheel cylinder in normal 
operating condition. 





MORAINE POWER 
BRAKES 


Complete units and serv- 
ice kits for General 
Motors vehicles. 


ment specifications for heavy-duty brake fluid, and it 
is original equipment brake fluid for 1957 General 
Motors cars. Specify it with confidence for every 
hydraulically braked vehicle. In convenient con- 
tainers, from pint cans to 54-gallon drums. Available 
everywhere through the United Motors System or 


truck dealers. 


Products 


Motors, Dayton, Ohio 
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htlton Enutled ™ Meeting the Practical Problems .. . 


pun Service Orgents 
\00% in GENERAL MOTORS TRAINING — Case Histories of a Salesman 


- ‘andi. Mt Guilin onal Eprror’s Note: This is one of four-way partnership—I was in ample, this one right here,” I 

a oe oe fGen u fe oe pois “a C a series of letters on practical for it. said directing my youth group to 

“7 problems encountered in auto Here’s how it | 2 car on the showroom floor. 

_ selling. It is written by a veteran went. “Let me tell you all about 
salesman, Bert Simons, who is “Boys,” I said, this particular car, and we can 

—< active in today’s market. “which one can sort of decide from this car 

‘ae ee ” which one you would prefer. 

sts Dear Ed: bine Sou . Tals - ye =. ee 

ing RYTHING was going alon : 7 zi oor sedan. Now I want you 

ts Eine for me the other ley = different an get inside with me while I tell 


SWere. you about it.” 

So I took an- Each one entered from a dif- 
other approach. | ferent door and when I men- 
“Would you like | tioned it to them, they readily 
the 6-cylinder or | agreed that they'd want four 


til four college boys walked in 
together and said they wanted to 
buy one car. 

As you know, it’s hard enough 











to sell one car to one person the 8-cylinder?” death tee Seas bee tae 
t but one car to four persons— Again they all peter Paes settled. oe po 
22 Oe ee a hana | Sant cares. Then I took them for a ride 
ing up wanted to enter into a Then I said, “Boys, would you in my demo. It had an auto- 
ind Fh stan cs ieipcanintcmnsmcnictncsin 4 SOS Be ~. a, os the pew aa = I we 
i standard shift?” As ad sus- wo 0 em ve. e other 
ids Pees areas Sei Lewis Buys Deal pected, we had another disagree- | two were just learning and 
St, Van Ness Oldsmobile, San Francisco, boasts 100 percent membership of its service Lewis i rchased the| ment. didn’t have their licenses yet so 
personnel in the Oldsmobile Service Guild through courses taken by them at the Clarence Lewis has ee > a ae I reminded them that the Gute 
General Motors T:aining Center, San Leandro, Calif. Plaques in the background bear | Scott Motor oe ( 1H ge- oe “EXELLOWS, because none of | matic was easier for passing the 
ng names of the Van Ness mechanics who have passed the courses. From left are Pavl|outh), Natchitoc - 3 = Pd ou is sure of what you | tivers’ test—and another bar- 
eek Schamp, service manager; Vergil Knight, Ed Colombo, Andy Bono, Vince Onorato, operating the busi se eae er e ok let's take any car—fer 6n- rier was hurdled. 
shop superintendents; Les Renfro, and Joe Onorato, foremen. firm name of Lewis Motors. ant, a 








question of a radio was 
unanimously answered and 
when it came to white walls, I 
got a three-to-one vote with the 
majority soon talking the hold- 
out into agreeing. 
* = * 
W* WERE driving an 8-cyl- 
inder car so I pressed for an 
8-cylinder and talked them into it 
with little difficulty. By the time 
we got back to the dealership, I 
convinced them that a two-tone 
green was very practical for re- 
sale. 

All of the sales pitch was 
aimed at helping them decide 
just what they wanted, since lit- 
tle sales resistance existed. 

My biggest job was to get a lot 
of “little yesses” from them so 
that when I was ready to give 
these boys the deal I sincerely 
felt was a good one, the all-im- 
portant “yes” came without any 
difficulty. 

—Bert Simons. 


Business Services 


Expands in 3 Cities 


POMONA, Calif. — Specialized 
Business Services, which offers a 
car or truck owner followup serv- 
ice, will soon open branch offices 
in Chicago, St. Louis and New 
York. 

This program, the company said, 
guarantees regular owner contact, 
builds owner goodwill, creates re- 
Peat sales, develops new prospects 
and eliminates salesman and office 
detail. 

The company uses the dealer's 
own stationery and envelopes, hand 
addressing and hand signing and 
mails the material in the dealer's 
own city. 


Schnurmacher Honored 


By Jewish Federation 


NEW YORK.—Charles Schnur- 
macher, chairman of the Federa- 
tion of Jewish Philantropies’ 
Automotive Trade Council has been 
honored for the outstanding leader- 
ship he has given to the Federation 
and to all philanthropies at the 
annual dinner of the new and used- 
car division of the Federation. 








MORAINE-400 MORAINE BI- M-100 BEARINGS— MORAINE GAS It was reported that almost $27,- 

BEARINGS— METAL BEARINGS excellent fatigue resist- ae : 000 was contributed in division's 

toughest automotive —precision built to ance and longer life mi and pan- 1956-57 campaign by the 125 indus- 

= aes meted pan ee — ee ae, int try leaders who attended the event. 
free fuel under all Edward Borkin of Edwards Motors 
eperating conGitiens. and Harold Perfit of Harper Motors 

were chairman of the campaign, 
. a eae ail AUTO 

Here’s a bearing line that can take care of all engine ready-made market. And there’s an equally high- LES. 

bearing replacement jobs—car, truck or bus. It’s quality Moraine bearing for every other replacement TURNTAB 

Moraine, it’s complete, and it’s conveniently available job you do. Moraine service bearings are readily * 

from a single source. Moraine is the original equip- available everywhere through the United Motors Manefactered by 


ment bearing for General Motors cars and trucks—a System or General Motors car and truck dealers. 


Macton Machinery Co. 
DYKE LANE 
Stemford 2, 


Moraine Products om 


Division of General Motors, Dayton, Ohio 


General Motors Values from 
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ATA Says Trucks 
Paid $1.3 Billion in 
State Taxes in °55 


WASHINGTON.—In 1955, trucks 
comprised 15.8 percent of total mo- 
tor-vehicle registrations and paid 
32.6 percent of all special motor- 
vehicle taxes collected by the states, 
according to the American Truck- 
ing Assns. 

The $1,311,000,000 in such taxes 
represented 42 percent of the total 
expenditures for capital outlay, 
maintenance, administration, police 
and financing on the state systems, 
ATA said. 

The trade group said truckers 
also paid $555 million in Federal 
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excise taxes, $40 million in special 
county and municipal taxes and $71 
million in bridge, tunnel, ferry and 
road tolls for a total of $1,977,000,000 
in special taxes. 

ATA said the truck percentage of 
highway-user taxes paid by all mo- 
tor vehicles ranged from 21.5 per- 
cent in Rhode Island to 50.6 percent 
in Idaho and 57.1 percent in Wy- 
oming. 

In comparing truck taxes and 
highway costs. ATA noted, the per- 
centage that truck taxes repre- 
sented of the total expenditures on 
state-administered highways ranged 
from 15.9 percent in Massachusetts 
to 83.2 percent in Tennessee. 


The back pages af every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section, Others are profiting from AUTO- 





MOTIVE NEWS WANT ADS! Are You? 














Utica (N. Y.) Dealer Celebrates... 


Heiman’s 20th Anniversary 


By Calvert L. Asher 
Staff Correspondent 

UTICA, N. Y. — Harry Heiman, 
who set out in 1937 to build a sales 
organization that would earn him 
the title of “best Chrysler salesman 
in the country,” is observing his 
20th anniversary as a dealer. 

Heiman heads Harry Heiman, 
Inc. (Chrysler - Plymouth). He’s 
expanded his operation several 
times during his Utica career, and 
he believes firmly that a heavy 
newspaper and radio advertising 





schedule has helped maintain his 
high sales over the year. 

He came here in 1937 from Glov- 
ersville, N. Y., where he had been 
manager of I. Heiman (Chrysler- 
Plymouth). With his wife and Clif- 
ford J. Fletcher, he purchased E. J. 
Otis Corp. 

Fletcher later moved to a Nash 
dealership and now is a Ford 
dealer. He once served as commis- 
sioner of motor vehicles for the 
State of New York. 


In May, 1937—three months after 
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MARTIN-SENOUR 


Pritomotive Finish. 


Field-tested and proved for one full year, under 


all shop conditions, at all temperatures! 


Old Man Weather, greatest enemy of modern automotive re- 
finishing, has met his match at last! Under all extremes of 
temperature and humidity, Martin-Senour DYTHOL gives 
you finer refinishing than ever before! What’s more, with 
DYTHOL, you can deliver a complete job in less than one hour! 


This remarkable, fast-drying (20 to 30 minutes) new prod- 
uct combines the speed of lacquer with the build, flow and gloss 
of enamel. Much easier to apply. DYTHOL is wrinkle-proof 
and gives a harder, longer-lasting finish. It does not affect 
the eyes, nose or throat. Only two coats are needed for a 
complete job. Now available in 22 popular 1957 colors. 


COMPLETE LINE OFFERS 22 
different shades to match the 
most popular 1957 colors. 





MINNEAPOLIS 


Shop temperature, 62° 
Humidity, 8% 
February 



















for all coats)! 


Only New MARTIN- 
You All These Advantages: 


@ No waiting! Dythol requires no tacking be- 
tween coats, no reflow coat! 


@ Eliminates wrinkling—without additives! 
@ No tie-in or lapping problems! 
@ No excessive reduction (requires only 33-1/3% 


@ Atomizes properly at relatively low pressures 
(40-45 Ibs. at 33-1/3% reduction). Good break- 
up at low pressures. 


@ No spray dust problem. No offensive odors! 


See your local Martin-Senour jobber for ALL 
NEW 1957 colors on ALL makes and models 


MARTI ENOUR PAINTS 


Always Refinishing Weather’ 


Fr 
Whe em 


Shop temperature, 50° 


—t E<h. 





Humidity, 78% 
March 





SENOUR DYTHOL Gives 


2500 South Senour Avenue ¢ Chicago 8, Illinois 
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purchasing his dealership—Heiman 
expanded and took on the distribu- 
torship of Reo trucks in the Utica 
area, The following December, he 
expanded further to include a used. 
car showroom in another location, 

By November, 1938, he had 
earned a nationwide reputation, 
and Plymouth’s Sales Promotion 

magazine carried a description of 
the Heiman sales technique. 

He expanded again in August, 
1939, doubling his floor space. In 
1940, the firm topped the $2 mil- 
lion mark in sales, When World 
War II virtually ended auto pro- 
duction, Heiman entered the ex- 
port-import business in New York 
City, returning to his Utica deal- 
ership in 1948. 

Throughout his career as a 
dealer, he consistently has been a 
large-space advertiser in newspa- 
pers and has been a regular spon- 
sor of radio programs, principally 
newscasts. 

Heiman has used many types of 
promotions to attract customers. 
He once purchased a large number 
of cocker spaniels, wire-haired ter- 
riers and Scotch terriers. A dog 
was given to the buyer of every 
“blue-ribbon” used car. 

To announce his 20th anniversary 
celebration, Heiman reproduced the 
first advertisement he ran in Utica. 
On a facing page he featured to- 
day’s sales and service setup, indi- 
cating the company’s tremendous 
expansion over the 20-year span 


Lincoln Chiefs 
On 20-City Tour 


DEARBORN.—Ben D. Mills, Lin- 
coln general manager, and Henry 
B. Daniels, general sales manager, 
are conducting a series of dealer 
meetings in 20 cities. 

They will address about 1,400 
dealers by March 30. One of the dis- 
cussion topics will be Lincoln’s 1.3- 
million-square-foot manufacturing 
plant, which is nearing completion 
at Wixom, Mich. 

Meetings are being held in De- 
troit, Chicago, New York, Boston, 
Philadelphia, Washington, Atlanta, 
Tampa, Fila.; New Orleans, Houston, 
Dallas, Los Angeles, San Fran- 
cisco, Seattle, Minneapolis, Kansas 
City, Pittsburgh, Syracuse and 
Cleveland. 





Chaffin Is Nominated 


To U. S. Chamber Board 


BOZEMAN, Mont. — (UTPS) — 
Dean Chaffin (Chevrolet - Buick), 
NADA first vice-president, has been 
nominated to the board of directors 
of the U. S. Chamber of Commerce 
for the ninth district, which in- 
cludes Montana, Wyoming Colorado, 
New Mexico, Arizona, Idaho, Utah 
and Nevada. 

Bozeman, Livingston, Butte, Mis- 
soula, Kalispell and the Montana 
chambers signed the nominating 
petition for balloting March 29 to 
Apr. 19. 





Calendar 
(Continued from Page 12) 
Auto Shows 


Oct. 30-Nov. 10—39th International Motor 
Show, Turin, Italy. 


Dec. 14-21 — Miami Automobile Show 
Dinner Key Auditorium, Miami. 
Jan. 3-11 — Upper Midwest Auto Show, 


Municipal Auditorium, Minneapolis. 
Jan. 4-12 — Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 
Jan. 4-12— National Automobile Show, 
New York Coliseum. 
Jan. 18-26—Detroit Auto Show, Artillery 
Armory, Detroit. 
* * * 


General 


March 18-2I—SPI Annual National Con- 
‘ference, Biltmore Hotel, Los Angeles. 


March 25-27— American Society of Tool 
Engineers, Technical Meeting and Con- 
veartan, Shamrock Hilton otel, Hous- 
on. 

Apr. 4-7—I4th Annual Southwest Automo- 
tive Show (jobber sponsored regional), 
Automobile Bldg., Fair Park, Dallas. 

April 10-12—Point-of-Purchase Advertising 
Institute, lIith Annual Symposium and 
Exhibit, Palmer House, Chicago. 

Apr. 25-27—Iinternational Automotive Ex- 
position (southeast jobber sponsored), 
Dinner Key Auditorium, Miami, 

Mey 9-12 — Midwest Automotive Trade 

ow, Kiel Auditorium, St. Louis, 

May 12-15—Automotive Engine Rebuilders 
Assn., 35th Annual Convention, Shera- 
ton-Cadillac Hotel, Detroit. 

May 23-26—National Automotive Service 
Show (national regional designated), 
Commonwealth Armory, Boston. 

June 16-2i—Annual Meeting, American 
Society for Testing Materials, Chalfonte- 
Haddon Hall, Atlantic City, 

June 20-23—Iindependent Garage Owners 
of America, National Eoemiiion 
Toledo, 
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Over the years... 


more Chevrolet trucks 





have been built and 
bought than any 
other make... by far! 


Chevrolet has built over 8,650,000 trucks... 

far more than any other manufacturer. And there 
are over 700,000 more Chevrolet trucks in use 
than the second-place truck! 


Chevrolet trucks have been first in sales 
since 1937. Registration figures show Chevy first 
in sales again in 1956 by a margin of 38,392. 


And the “Big Wheel” in trucks is 
rolling up a big lead again in 57! 





Chevrolet Division of General Motors, Detroit 2, Michigan 


Chevrolet Dealers and Chevrolet...the FIRST Team in the Automotive Industry 
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‘Winterize’ Leaves Them Cold... 


Survey Tests Gasoline Selling 


By W. M. McCarty 
Staff Correspondent 

CHICAGO.—Most motorists know 
that gasoline runs a car, but only 
one out of five has some concept 
of combustion and terms like TCP, 
MC4 and “winterized” leave them 
cold, according to a survey by the 
Chicago Tribune. 

Thus, some of today’s gasoline 
advertising would seem to be 


they had some notion of the con- 
cept of combustion. While 75 per- 
cent said they thought that buying 
ethyl gasoline was a good idea and 
87 percent said high octane gaso- 
line is excellent, the study showed 
that public concept of octane is 
very vague. 

Although the automobile itself 
is a highly personal object, the 


sponses in terms of “worse traffic 
problems, impossible, etc.” 


In investigating attitudes of mo- 
torists towards specific, gasolines 
and companies, 11 brands were in- 
cluded: Cities Service, Conoco, D-X, 
Mobilgas, Phillips, Pure, Shell, Sin- 
clair, Standard, Texaco, and inde- 
pendent gasolines. 

Since the personality of these and 








terized gasoline did, 32 percent 
frankly admitted they did not know 
and 57 percent said it was some- 
thing added to prevent freezing. 

The fact that some explanations 
of “winterizing” came in terms 

of “ethyl ... prestone . . . Octane 
and TCP,” seems to indicate con- 

fusion of technical terms featured 
in gasoline advertising. 

Attitudes expressed toward com- 
pany symbols and color motifs, the 
study revealed, are more clear cut 
than were expressed toward gaso- 
lines or companies themselves. 

Purpose of this phase was to dis- 
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study indicates that driving pre- | other gasoli might depend on | cover whether symbols had any in- 
aimed at other gasoline makers | sents many anxieties to the mo- ee ealen a stuas used| Sneew herent meanings, whether the be 
rather than the average motorist | torist. depth interviews and other research meanings were related to gasoline, 
portrayed in this study. Asked to complete the statement, | techniques. how well people liked the symbols | th 


Claims about mechanical and 
technical matters apparently go 
over the heads of the modern mo- 
torist whose technical acquaintance 
with automobiles is limited. 

The survey was conducted to find 
how consumers feel about gasoline, 
gas companies and their symbols. 
The findings were uncovered in a 
study of attitudes of metropolitan 
Chicago car owners and drivers by 
Dr. William Henry, University of 
Chicago psychologist. 

Only 20 percent of drivers inter- 
viewed gave answers that indicated 












es 


SIMOND 
Ernest tome — | 


“Sometimes when I am driving, I 
feel . . .,” 60 percent gave answers 
like “nervous, drowsy, sluggish, 
scared, want to go home, etc.” Com- 
pletions of the statement “If cars 
could fly .. .” drew 56 percent re- 


IH Deal Expands 


CHICAGO. — International truck 
sales and service facilities have 
been expanded with the opening of 
a McCormick farm equipment store 
at 1701 Main St., Lewiston, Ida. 
Loren C. Rice is manager. 


The survey showed gasoline 
imagery reflects a feeling of same- 
ness between different brands. It 
revealed that 72 percent of mo- 
torists think most gasolines are 
the same, However, when asked 
whether they could tell the differ- 
ence between gasolines, 21 per- 
cent were confident they could 


and an additional 17 percent said | 


they thought they could. 

To find out the knowledge people 
have about certain advertised gaso- 
line attributes, the study included 


“Invite those kids in to look 
at the cars, Mike. In a few years 
they'll be at the purchasing age.” 





questions about “ethyl,” “octane” 
and “winterizing.” 

Although information about what 
ethyl and octane do was very lim- 
ited, both generally were accepted 


as desirable. 


the motorists interviewed were neg- 
ative or neutral toward the “win- 
| terizing” concept. 

| When asked to explain what win- 








HOLMES’ nw 8 TON WRECKE 


* HAS UNUSUAL EARNING CAPACITY 





ESPECIALLY SUITED FOR WORK 
IN CONGESTED AREAS... 


The new 470 Model brings to the Holmes line another small, yet 
highly versatile Wrecker which can be very profitably used on a 1, 
1% or 2 ton truck. This unit has an 8 ton capacity with each boom 
capable of lifting 8,000 Ibs. which is ample power for handling any 
car or light truck. Although small and compact in size, the entire 
unit is sturdily built and has all the power-operated features of the 


larger, more expensive Holmes units. Being comparatively small and 


suitable for use on a short wheel base truck, the unit is fast, flexible 


and easy to maneuver in congested areas. 


bare 





MEETS DIFFICULT SERVICE REQUIREMENTS 
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HOLMES TOWING CRADLE 


Here is a much needed Wrecker attach- 
ment for towing of all late model cars with- 
out damage. The Cradle is furnished with 
adaptors and supports for lifting either front 
or rear of car without touching bumper or 
grill. Lifting arms are adjustable in length 
with sufficient extension for all pick-ups. 
When securely on Cradle, car has ample 
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On the other hand, 82 percent of | 


and how effectively the symbols 
were related to the companies. 


The study showed that almost 
any of the symbols could be in- 
vested with highly desirable attri- 
butes by associating the symbol 
with meanings important to the 
company or product. 


The most recognized symbols of 
the group were found to be associ- 
|ated with “friendly energy, power- 
ful, strong, helpful, confident.” 

Some of the least recognized 

symbols were associated with 

| terms like “weak, messy, old 
fashioned, sluggish, etc.” 


The study showed the qualities 
most motorists desire in a gas sta- 
tion attendant are friendliness and 
competence. The motorist is search- 
ing for assistance and reassurance 
in taking care of his automobile. 

When motorists were asked to 
complete the statement, “I get an- 
noyed if attendants .. .,” 69 percent 
gave answers such as “make me 
wait, don’t wipe windshield, don’t 
give me service, etc.” Some 15 per- 
cent said a lack of courtesy was 
most annoying to them. 

When they were asked to name 
the qualities they desired in “the 
best gas station attendants,” 45 per- 
cent mentioned friendly courtesy 
and while 47 percent answered 
“good service, wiping windshield, 
checking tires, oil, etc.” 

The characteristic that dictates 
station choice for most motorists, 
the study reveals, is cleanliness. 
Other things people look for in a 
gas station are whether or not it is 
efficient looking, friendly, and car- 
ries “my brand of gasoline.” 

Fifty percent of drivers look 
upon the station as a place where 
they can drop in to make a phone 
call, use the rest room, visit with 
the attendant, buy soft drinks, 
accessories, etc., without buying 
gasoline. 

The study showed that 42 percent 
have no preferred gasoline brand, 





| 22 percent said they alternate be- 


tween two or three favorite brands, 


}and 36 percent claimed loyalty to a 


single brand of gasoline. 

When the motorist is traveling, 
his brand loyalty is weighed against 
such factors as station cleanliness 
and convenience. If these are found, 
he will stop at that station. If not, 


| he weighs these factors above brand 


loyalty. 

Approximately 17 percent of the 
motorists said that they bought 
“independent” brands of gasoline 
regularly, another 17 percent bought 
them occasionally. When asked 


|how they felt about independent 


gasoline stations, 51 percent were 
negative, 32 percent favorable, and 
17 percent neutral. 

In another phase, three out of 
four motorists indicated that they 
felt safer and better received in a 
regular brand station, expressing 


| their feelings in terms of confi- 
| dence, trust, attendants, and com- 


pany reputation. 

The study showed that any of 
several other factors associated 
with gasoline and gasoline com- 
panies provide a sounder basis for 
future advertising than the tech- 
nical talk now being directed at 
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Ideal for quick pick-ups and towing 
on city streets . . . fast, economical to 
use, easy to handle in traffic. 


an uninformed consumer. 

These are gasoline qualities which 
the consumer considers valuable, 
including ease and convenience in 
gas stations, good relations with 
attendants, and stability and de- | 
pendability of the company. 


Built low in height with ample clear- 
ance for sharp turns into low door- 
ways and up winding ramps. 













clearance for high-speed towing without 
swaying or jamming into Service Truck. 












The Holmes 470 Wrecker and Towing Cradle when installed on a 
1% or 2 Ton Truck provides the operator with the most advanced imitans 
Wrecker engineering, and as such has unusual Earning Capacity for Burglars Get $1,192 

work either in the city or on the highway. Write factory for details. ALBUQUERQUE, N. M. — Burg- 


lars carted away a 28,000-pound 
safe containing $1,192.96 in cash 
and auto titles and other papers 
from A. Ray Barker Motor Co. 
(Willys). They’ escaped in a Barker 
station wagon. 





ERNEST HOLMES COMPANY 





Chattanooga 7, Tennessee 
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AUTOMOTIVE WASHINGTON 
Compromise Likely 
On Minimum Wage 


By William Ullman 
Washington Correspondent 
N OW that the unions have testified, all the principal argu- 
ments for and against minimum wage extension have 
been thoroughly developed on Capitol Hill. 
The witnesses fall roughly into three warring camps. In 
the first is organized labor, led by the AFL-CIO, and most 


of the liberal Democrats. Two? 





of these Democrats, Sen. | Administration bill do not now 


Wayne Morse, of Oregon, and 
Rep. Augustine Kelley, of Pennsyl- 
vania, wrote the bills which labor 
supports. These measures would 
eliminate the exemptions of car 
dealers and other retailers with 
gross annual sales of more than | 
half a million dollars a year. 
AFL-CIO President George 
Meany told a Senate committee 
that he thought the $500,000 formula 
“is a rather generous definition of 
what constitutes small business,” but 
he added that he 
was willing to go) 
along with it. A 
perfect bill, to 
Meany’s way of 
thinking, would 
bring all workers 
within Federal 
jurisdiction 
under the provis- 
ions of the Fair 
Labor Standards 
act. 


In the second camp is the | 
Administration, represented in 
hearings by Secretary of Labor 
James P. Mitchell. This camp 
seeks minimum wage extension 
to employes of firms buying $1 
million worth of merchandise an- 
nually and employing 100 people 
or more. 

Both business and labor are op- 
posed to this recommendation — 
although for opposite reasons—and 
the camp is a lonely one so far. 
There’s a good chance, however, 
that the lawmakers will flock to 
it at the last moment. 

In the third camp are the busi- 
nessmen who now enjoy exemption 
from the wage and hour law and 
aim to keep their exemption. 

This camp is firm, strong, angry 
and unyielding. Its members, who 
include the U. S. Chamber of Com- 
merce and NADA, insist that the | 
Federal government has no busi- | 
ness meddling in the affairs of 
firms which are local in nature. 
The auto dealer spokesmen and 
others argue in addition that most 
of their members already pay em- 
ployes far more than the minimum 
wage. Extension to cover these 
businessmen, they say, would bur- 
den employers with a frightening 
amount of paperwork while doing 
nothing to aid the employe. 


* * * 


25 Million Covered 


r SPITE of the highly emotional 
atmosphere in minimum wage 
hearings, a good many facts are 
emerging. It might be helpful to 
keep some of them in mind when 
the debate hits the House and 
Senate floors. 

According to the latest estimates, 
which are based on employment in 
September, 1953, about 25 million 
workers fall under the provisions 
of the Fair Labor Standards Act. 
Another 20 million do not. 

Of this 20 million, a little more 
than 10 million are employed by 
small business firms or as farm 

hands. George Meany himself 
told Senators that he believed 
these workers fell “outside the 
_legislative scope of Congress.” 

This leaves 10 million workers 
who might be brought under the 
minimum wage law through Con- 
gressional action. 

No one claims for a moment 


William Ullman 





that all these 10 million earn less 
than $1 an hour. Meany estimates 
that about one-fifth of the workers 
in the nation earn less than $40 a 
week, but a good many of these 
fall in the farmhand category. 

The fact is, however, that some 
of the workers who would be cov- 
ered by either the Morse bill or the 


earn as much as $1 an hour. 


* * * 


Few Would Get Raise 


HE Administration bill, with its 
$1 million - 100 employe for- 


mula, would bring 2% million ad- 
ditional workers under the mini- 
mum wage provisions of the law, 
while continuing the overtime ex- 
emption. This proposal would leave 
7% million workers outside the 


pale of the Fair Labor Standards 
Act. 

Of the 2% million workers who 
would be newly covered by the 
Administration bill, Meany claims 
that only 250,000, or 10 percent of 
them, are now getting less than $i 
an hour. In other words, 90 per- 
cent of the workers considered in 
Secretary Mitchell’s proposal 
wouldn’t get a raise even if his 
request became law. 

This is true—as far as it goes. 
But it doesn’t go far enough. 
Labor’s next target on Capitol 
Hill is a $1.25 minimum wage, 
and it will fight hard to get it 
during the 1958 election year. If 
it gets it, any minimum wage 
extension law will take on new 
significance, A good many 
workers will get a raise then. 

All three camps — labor, govern- 

ment and business — know that 
there are many more issues at 
stake than the simple question of 
whether every worker should earn 
at least a dollar an hour. 

Businessmen who pay their em- 
ployes more than the minimum 
wage feel that they shouldn’t be 
punished with more paperwork for 
the stinginess of other retailers. 
And all know that minimum wage 
extension isn’t a question of a dol- 





lar an hour. It’s going to be a 
question of $1.25 an hour next 
year, and maybe $1.50 an hour two 
years after that. 

Such concerns are real, but they 
haven’t been discussed much in the 
Congressional hearings. Business 
witnesses hammered away at the 
point that most retail firms are 
local in character and should be 
treated as such, NADA’s Fred Bell 
took this tack, among others. 

* + + 


Too Many Varieties 


‘ye trouble with such argu- 
ments is that Congress is faced 
with all different sorts of busi- 
nesses in considering extension of 
the wage and hour law. Lawmakers 
might agree with Bill that the aver- 
age car dealer is strictly a local 
businessman. Then they note that 
other businesses enjoying minimum 
wage exemptions are mammoth 
retail chains, some of them listed 
on stock exchanges, 

Some exempted hotel chains 
engage in national advertising, 
pointing with pride to the size of 
their holdings. It’s next to impos- 
sible to make a “purely local in 
character’ argument hold water 
when talking about such firms. 

When all the arguments are 
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considered, and the shouting dies 
away, it looks as if the Adminis- 
tration bill or something like it 
will make the grade this year. 
For one thing, both parties are 
on record as favoring some sort 
of minimum wage extension, and 
the opposition of both labor and 
business to Secretary Mitchell’s 
proposal indicates to many poli- 
ticians that it represents a safe 
compromise. 

By and large, the employes who 
would be covered by the Adminis- 
tration measure work for big chain 
store organizations and giant single 
unit department stores, metropoli- 
tan transit systems, merchant ships, 
hotels, taxicab companies and big 
construction firms. 

How many car dealers would the 
Mitchell plan cover? According to 
the 1954 Census of Business, in a 
portion just released, there were 
about 40,000 franchised car dealers 
operating two years ago, Of that 
number, only 295 dealers reported 
employing 100 or more people. 

Presuming that the figure hasn’t 
changed much since then, fewer 
than 300 dealerships would fall 
under minimum wage provisions if 
the Administration proposal became 
law. 








“I make 50% to 100% MORE PROFIT 





WITH L 





Nokorode 


UNDERCAR SEALER AND SILENCER!” 





LION OIL COMPANY 


A Division of Monsanto Chemical Company 
EL DORADO, ARKANSAS 


*Trademark of Monsanto Chemical Company 


Nokorode . .. 


e Dries faster 
e Lasts longer 
e Is concentrated 


e Is preferred by 







Lion Oil Company 


Dept. AN-C 
El Dorado, Arkansas 


tion, of course. 
Name-_ ow 
Street 


City. 5 dittinctntiatiay 


------—-------} 


Lion Nokorode gives superior results with a 
thinner coating... you get 50% more under- 
coating jobs from every drum. 


Lion’s patented process (U. S. Patent No. 
2,393,774) gives Nokorode extra density— 
extra toughness—so that heavy applications, 
as are often recommended for other brands, 
are simply not necessary. Result: the thinner 
coat recommended for Nokorode gives ex- 
cellent protection, yet builds up more profits 
for you because you get 50% more satisfied 
customers with each drum. 


spray men, 


because both application and 
clean-up are easier 


e ls guaranteed by Lion Oil 


Please send me complete information about Lion Nokorode, 
and how it can increase underbody coating profits. No obliga- 


State. 





OLA 


” a 


255 H.P. 4-BARREL CARBU- 
RETOR V-8: A blazing overhead- 
valve design with a displacement of 
327 cubic inches. A short stroke, low 
friction engine that delivers high 
torque at the widest speed range in 
the industry for lightning acceleration. 








The Limited Edition 


| RAMBLER 
FR {7 y. 4 iE 255 H.-P. 


NOW ... THE CAR WITH THE NEW CONCEPT IS AVAILABLE WITH 
A BLAZING 327 CUBIC INCH 4-BARREL CARBURETOR V-8! 






Again the spotlight of public attention is on Amer- _ and three-position adjustable shock absorbers, gives 


ican Motors dealers! For they and they alone can a controlled ride and precision handling with com- 
show and sell the exciting new Rambler Rebel... a fort and safety unmatched in any other car. 


car that creates new interest in Rambler — the com- The distinctive metallic silver-grey color of the 


Rambler Rebel is highlighted by a full length inset 


of copper-gold anodized aluminum. The special 


pact automobile that is setting new sales records 


week after week all across the country. 


The Rambler Rebel has the best power-to-weight 
ratio of any 6-passenger car. Noted automotive writers 
tested the 255 H.P. Rebel with overdrive at Daytona 
Beach and were amazed with its overall perform- 
ance — reporting 0 to 60 M.P.H. acceleration in 7.5 
seconds. And the Rebel’s own suspension system — 


with special duty coil springs, torsion stabilizer bar, 


interior is luxuriously trimmed in harmonizing silver 


vinyl and silver threaded black fabric. 


Why not get full details on the sensational new 
Rambler and the most liberal dealer franchise in the 
industry? Write today to Dealer Development 
Department, American Motors Corporation, 


14250 Plymouth Road, Detroit 32, Michigan. 


DATA: 255 H.P. 327 cu. in. V-8 Engine with 4-Barrel Carburetor * Heavy-duty Power Train « Flanged Heat-Dissipating 
Oil Filter 

Directional Signals 
Special Wheel Discs 
6-ply Nylon Whitewall Tires « 


Brake Drums ¢« Adjustable Shock Absorbers * Power Brakes * Power Steering ¢« 
Oil Bath Air Cleaner * Undercoating « Reclining Seats ° 
Weather Eye * Windshield Washers « Back-UpLights ° 
Optional; Overdrive ¢ Flashaway Hydra-Matic ~»* 


4-ply Nylon Whitewall Tires ¢ 
Foam Cushions « Electric Clock ¢ Radio « 
Padded Sun Visors and Instrument Panel e 
Continental Tire Mount « 
All Season Air Conditioning 


Solex Glass 


IN '57, MORE THAN EVER 
iT PAYS TO SELL 


\CAW 
«* : 


: ° 
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AMERICAN MOTORS MEANS MORE FOR AMERICANS 
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BBB Enlists Aid of Dealers, Media. . . 


Pittsburgh Fights 4 Ad A buses 


PITTSBURGH.—The Better Busi- 
ness Bureau begun a concerted at- 
tack on four types of false, unethical 
and misleading automobile adver- 
tisements. 

And as a chief ally, the BBB 
has enlisted the group most con- 
cerned with stamping out the 
practices — Pittsbirgh’s automo- 
bile dealers themselves. 

Targets of the campaign are the 
following types of ads: 

1. “No downpayment” 
cash needed” claims. 

2. Ads giving examples of fantas- 
tic tradein allowances. 

3. “Direct factory dealer” and 
other implications of special status. 

4. Claims like “highest trades,” 
“never undersold,” etc. 

The BBB noted that most dealers 
are subscribing to the local cam- 
paign for integrity in automobile 
advertising. The trouble spots were 
mentioned to show that there still is 
room for improvement. 

The bureau also appealed to the 


and “no 


Pittsburgh newspapers, radio and 
TV stations. 

In a letter to the media men, 
the BBB assailed advertising con- 
taining “mutually contradictory 
phrases which reveal each other 
as phony and invite ridicule of 
all media and advertisers.” 

The plea continued, “We therefore 
are turning to you with the earnest 
request that this matter be dealt 
with at its source—that each of your 


Virginia Town Reenacts 


$2 Vehicle Levy 
| MINERAL, Va. — Town Council 


|motor vehicle license tax for 1957, 
|despite claims that the action is 
illegal, The license tags will go on 
| Sale March 15. 


lengthy dispute in the Council. 





later rescinded and reenacted 
several times. Last year it was re- 
enacted for 1956 only. 











COKE OVENS eject tons of flaming, quality controlled coke 
into cars for rapid delivery to quencher. Then... 





SAMPLES ARE ANALYZED carefully to determine the 
amount of sulphur in the coke used in the blast furnaces. 


here has voted to reenact its $2) 


The levy has been the subject of | 


First imposed in 1954, the levy was | 


|account men be instructed, on a 
firm policy basis, not to accept copy 
|containing the attached kind of 
claims or others worded to carry 
the same implications.” 


The letter was signed by G. H. 
| Dennison, BBB general manager. 

Here are some of the bureau’s 
comments on the four types of mis- 
representations: 

No downpayment claims: “The 
|bureau has shopped this type of 
|claim to a fare-thee-well, with re- 
| sults invariably the same. The shop- 
| pings demonstrate conclusively that 
| dealers will not deliver cars without 
| payment of any nature. 

“We have yet to find the excep- 
tion, if any, to the requirement 
that the would-be buyer must 
| either provide cash or a down- 
| payment out of his own pocket, 

or go ‘in hock to a loan company 
to provide it for him.” 

Examples of fantastic allowances: 
“Recently, some dealers have ad- 





| vertised, under the guise of ‘exam- 


ples,’ tradein allowances which ap- 
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Car Carrier Passes Limit Test— 


This tractor-trailer unit, designed by Troyler Corp., Scranton, Pa., to meet legal 


siandards in West Coast states, was test 
weight and length limits. It was designed 
which are now illegal in Western states 


-loaded and found to be within the legal 


as a replacement of present six-car carriers 
because of the weight factor, due mainly 


to the increased weight of 1957 models. The carrier was built for Convoy, Co., Port- 


land, Ore. 


pear to be seldom offered or 
consummated in fact and which, if 
they were commonly consummated, 
would be uneconomic. 

“. . Merely adding the label 
‘example’ to such advertised offer 
doesn’t lessen its misleading char- 


a 
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Take five kinds of carefully selected soft coal. Blend well. 
Bake in a 2500° oven for 15 4 hours. And if every step 
has been checked and double checked, the way it is at 
Great Lakes Steel ... presto! you get pure, hard coke—the 
vital ingredient for reducing ore to high-quality pig iron. 


Above, you see Great Lakes special coke recipe (cut in 
millionths, of course) being checked for ash impurities, 
a very important step in the complete analysis. 


First, a sample of each kind of coal is burned to a cinder 
in the test furnace. Then the painstakingly mixed blend 
gets this dress rehearsal heat treatment, too. And this 
makes doubly sure that the blast furnaces produce 
quality iron . . . iron to make steel that meets customer 


specifications to the letter! 


Quality control from raw materials to finished product — 
that’s Great Lakes Steel! May we help you? 


GREAT LAKES STEEL CORPORATION 


Detroit 29, Michigan + Division of 
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District Sales Offices: Boston, Chicago, Cincinnati, Cleveland, Grand Rapids, 
Houston, Indianapolis, Lansing, Los Angeles, New York City, Philadelphia, 


Pittsburgh, Rochester, St. 


Louis, 





San Francisco, 


Toledo, Toronto. 


acter (or the disgust of the adver- 
tising audience) if the ‘example,’ 
and hence the offer, is extraordi- 
nary or unique.” 


Special status implications: 
“Whether or not preceded by the 
word ‘authorized’ or ‘franchised,’ 
|claims of being a factory dealer or 
la direct dealer are unjustified, mis- 
jleading and unfair to competitors 
|unless the advertiser has a connec- 
tion with the factory which other 
(factory-franchised or factory-au- 
| thorized) dealers do not have. 

“It is our understanding from 
trade sources that there is not 

now in Allegheny County any di- 

rectly owned or factory-branch 

retail automobile operation. .. .” 

Superlative statements: “These 
are the claims, however worded, 
which are forever contradicting 
each other when 10 or 20 advertisers 
claim to be the one and only ‘best.’ 
Obviously only one can be right at 
lany given time or any given deal, 
and probably none can be right at 
all times, on all deals. 

“.. Ninety-five percent of these 
transparently false claims would 
disappear if each dealer would stick 
to his knitting and leave out the 
claim to unique ability, unique un- 
concern over profit ... and if space 
jand time salesmen reassert firm 
guidance in this regard.” 


Dodge Announces 
3 Appointments 


DETROIT. — Appointment of two 
regional sales managers and a truck 
service manager has been announc- 

|ed by Dodge. 

Robert K. Robinson has been 
named Minneapolis regional sales 
manager, and Paul J. Dougherty, 





P. J. Dougherty 


©. G, May 


|Chicago regional sales manager. 
| Carl G. May has been appointed na- 
|tional truck service manager. 


Robinson formerly was Minnea- 
polis regional manager for Chrys- 
ler, while Dougherty comes to Dodge 
after serving as Philadelphia as- 
sistant regional manager for De- 
Soto. A veteran of 30 years in the 
| auto industry, May joined Dodge in 
1947 as a special field representa- 
tive. 


Chrysler Dealers Pick 
Gordon in Los Angeles 


LOS ANGELES. — Newly elected 
chairman of the Los Angeles Re- 
gional Chrysler Dealer Council is 
Wesley J. Gordon, vice-president 
and general manager of John 
Schleifer, Inc., Huntington Park, 
|Calif. Verne Orr jr., Pasadena, 
Calif., is vice-chairman, and Lloyd 
Gregg, North Hollywood, Calif. is 
treasurer. 

Other council members are S. M. 
Beaudry, Tucson, Ariz.; S. O. Wal- 
ker, Los Angeles; Bill Luke, Phoe- 
nix, Ariz.; L. L. Bacon, Riverside, 
Calif.; R. C. McCune, National City, 
Calif.; G. H. Fogle, Santa Ana, 
Calif. and Ray Vane, Inglewood, 
Calif. 























NEW AND IMPROVED 


‘PORGELAINIZ, 


| ENTHUSIASTIC ACCEPTANCE BY 
=| DEALERS IS TRULY SENSATIONAL 





7 “It’s. really great!” Dealers now using the new and improved 

. Porcelainize are genuinely amazed by the ease of application 

. and remarkable results. 

od, These Dealers agree on three immediate benefits. First, an 

= important source of added profit on every new car sold. Sec- £ 

- ondly, a process for giving used cars a great sales advantage 

° at a cost well within the range of permissible reconditioning , 


expense. Thirdly, unique customer satisfaction and goodwill. 


- Give your customers the best and you have the best customers. 
n- They'll be happy. You'll be happy. Your operators will be happy. 
m And the consistently larger profits you make will be as endur- 

ing as Porcelainize itself. So push your Porcelainize promotion 


now. 
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e aud 1. It’s easier to spread over the paint surtace. 

: Che) 

S- 2. One application places as much PORCELAINIZE in contact 
with the paint surface as two applications formerly did. — 


5 e o n Cc F L A ‘ Pr ' Z + 3. Performs perfectly on the modern new paints. 





: ° 4. Reduces the required buffing time of PORCELAINIZE Liquid 
gives you these important advantages by half. (Buffing of Cleaner, where necessary, remains the same.) 
. GIVE YOUR CUSTOMERS THE BEST AND YOU’LL HAVE THE BEST CUSTOMERS 


PORCELANIZE 


| he Weld Standard fer Fine Aalencbile Appearance 


FREEMAN & FREEMAN, Inc., Denver 3, Colorado 
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High ways and Safety... 
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Blaisdell Advocates 
- Violator Crackdown 


 edcemnecuipans has proved that 
a “rough and tough” crackdown 
on traffic violators, with control of 
the driver license as the principal 
weapon, is the nation’s one best 
answer to the traffic accident prob- 
lem, according to Paul H. Blaisdell, 
traffic safety director, Assn. of 
Casualty and Surety Companies. 

Blaisdell, speaking at the Racine 
(Wis.) County Safety Council, said 
safety groups have worked for 

years on the premise that voluntary 
compliance could be won through 
safety education. 

“There is no longer any evi- 
dence to support this position. I 
am convinced that no amount of 
persuasion, moral or otherwise, 
can get people to drive safely,” 
said Blaisdell. 

He said stringent law enforce- 
ment cracked gangsterism in the 
U. S. and that it is the only way 





to control the traffic accident prob- 


lem. 
* * oa 


Parents Responsible 


The Quebec Government has 
amended the Motor Vehicles Act 
so that parents or tutors who au- 
thorize registration of an automo- 
bile in a son’s name may be held 
responsible for. damages caused by 
the vehicle. In addition, the amend- 
ment legalizes use of mechanical or 
luminous signals for turns. 

oe - * 


Quebec Hails Legalization 


Of Directional Signals 


Traffic authorities and highway- 
user groups have app lauded the 
Quebec Legislative Assembly’s 
action in legalizing luminous direc- 
tional signals on motor vehicles. 

Jean Lacoste, Montreal traffic 
director, said the turn signals were 


useful in preventing accidents, par- 
ticularly during cold weather or at 
night. The Trucking Assn. of Que- 
bec, urged the action last year, also 
commended the Legislature. 

* + * 


$50 Million for Roads 


The Provincial Government of 
Quebec will spend some $50 million 
on road building and repairing in 
the fiscal year beginning Apr. 1. 
It is the largest program ever 
undertaken by the province. 

* * * 


NHUC Names Dreyer 


The appointment of Roger F. 
Dreyer as a regional representative 
has been announced by Arthur C. 
Butler, National Highway Users 
Conference director. Dreyer will 
work with state conference groups 
in Illinois, Iowa and Wisconsin. 

= . = 


Road Builders Elect 


Steelman President 

The American Road Builders 
Assn. has elected Julien R. Steel- 
man, of Koehring Co., as president 
for 1957, and Jennings Randolph, 
Capital Airlines, as treasurer. 





Other new officers are J. E. Mc- 
Cracken, northeastern vice-presi- 





LA 


Knief Donates Third School Car— 


Students of Randalia High School check over the new Nash Ambassador presented 
to the school’s driver-training department by Knief Garage (Nash), Maynard, Ia. The 
dealership also has training cars in service at two other high schools. 





dent; Nello L. Teer jr., southern 
vice-president; Harold L. Plummber, 
central vice-president, and W. A. 
Bugge, western vice-president. 
Among the new directors are Vir- 
gil Snow, of the Euclid division of 
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HOTTEST 
BRAND 
GOING! 


know your 37's? 


Check your 


new-model “know-how’ 


below with this Conoco Quiz... 


~——— ot 


’57 ads tell why your cars run better 


Fwith CONOCO all-season Super Motor Oil 


Again, Conoco advertising tips its hat to you and the splendid achievements of the 
automobile industry. Repeatedly, during the first quarter of ’57, hundreds of daily 
and weekly newspapers, radio and television stations carry Conoco advertising to millions. 
These advertisements tell why Conoco all-season Super Motor Oil with exclusive 

Oil-Plating® makes a powerful difference in car performance. 
Get all the facts about the ‘‘Hottest 
Brand Going” from your Conoco Man. 
He’s coming to see you. 





GED ES 


























ch 

eSoto 
aac Eldo- 
wderbird (d) 


” Ks 


ur car’s performance 
of make or year! 





| General Motors, and E. F. Brinker, 


of Aluminum Co. of America. 
> a * 
Eye Test by Machine 
New York State’s Bureau of Mo- 
tor Vehicles is starting a new ex- 
perimental program—eye testing by 


|machine. Commissioner Joseph P. 
Kelly said that if the experiment 


is successful, the machines may be 
used in all driver re-examination 
and initial driver license tests. 

> = > 


U. S. Border Record 


A record volume of highway 
traffic crossed the border between 
Canada and the U. S. during 1956, 
the Canadian Government has re- 
ported with crossings into Canada 
during the year amounting to 17,- 
341,800 vehicles, an increase of 1,- 
473,600 crossings over the former 
— of 15,868,000 established in 
1955. 


Hot Rod Deoutes 
Blasts Opponents 
Of Drag Races 


Arnold Maremont, chairman of 
the Automobile Timing Assn. of 
America, Inc., has attacked the 
National Safety Council’s new anti- 
drag-race resolution as doing noth- 
ing to contribute to safety on the 
highways. 

Drag racing actually promotes 
safety, according to Maremont, who 
said communities with drag strips 
have improved their safety records. 
He charged that in singling out 
hot-rodders as a group, the council 
attacked only the symptoms of a 
desire for speed and not the root 
of the problem. 

In January, Chief George A. Ot- 
lewis, of the Chicago Park District 
police, said he would block any 
move to us Chicago’s old South 
Lake Shore Drive for a drag strip. 

Both Otlewis and his deputy 
police chief, Pierce Fleming, have 
denounced hot-rod drag racing as 
@ menace and have said that drag 
strips are being urged by promoters 
who want to cash in on the lucra- 
tive special auto parts business. 
They did not identify the “pro- 
moters.” 

Otlewis, also president of the In- 
ternational Assn. of Chiefs of 
Police, agreed with Fleming that 
police supervision of drag strips is 
a perversion of public funds and 
deprives the public of the police 
protection it has s right to expect. 

. 7 


Extra 1,000 Miles of Roads 


To Be Selected by May I 


Indications are that the addi- 
tional 1,000 miles of the interstate 
system authorized by the Federal- 
Aid Highway Act of 1956 will be 
selected and designated by the 
Commerce Department before May 
1, according to the National High- 
way Users Conference. 

Since the 1,000 miles were author- 
ized, the Commerce Department 
has received requests from various 
states for extra mileage in excess 
of 12,000 miles. 

7 + * 


Georgia Hikes Road Fund 


Roger H. Lawson, chairman of 
the Georgia State Highway Depart- 
ment, has announced that $1,265,000,- 
000 will be spent on state highways 
during the next 13 years. Last year’s 
appropriation was $39 million, Law- 
son said. 
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TWO BIG REASONS WHY...IT’S BETTER 
THAN EVER TO BE WITH OLDS! 


TV or turnpike, you can always count on a 
great performance with Oldsmobile. For Olds- 
mobile means a front row seat to the really 
big attractions—the features folks want most. 


For eye-appeal, this one is pure “show car.” 
There’s a new, long, low-level look that 
stands out everywhere—with distinctive 
Accent Stripe styling, handsome Twin- 
Strut Rear Window, luxurious new Oldsmobile 
Tech-Style Interiors. 


And when it comes to getting the show on the 
road—just think of the special attractions! 
New Rocket T-400 Engine*. . . sensational 


new J-2 Rocket economy-power option .. . 
new Wide-Stance Chassis . . . and new Pivot- 
Poise Front Suspension with Counter-Dive, 
just to mention a few! 


Any way you look at it, Olds for °57 is a 
demonstration natural. And every day thou- 
sands more are looking and liking—getting 
into the “seat that sells!” 


Powerful pre-selling and a product that always 
leads the way in demonstration appeal are 
but two of scores of reasons why Oldsmobile 
dealers are out in front—why it’s better than 
ever to be with Oldsmobile. 


*277 h.p. Rocket T-400 Engine standard on all series. J-2 Rocket Engine, with up to 


300 h.p., and special Rocket Engine, with up to 312 h.p., both available at extra cost. 


OLDSNMOB ILE 


GENERAL MOTORS CORPORATION 





SUPER 88 HOLIDAY SEDAN 
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ACADEMY AWARDS 
PRESENTATION 


WED., MARCH 27 
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Motorists Flay Transit Subsidy Plan... 


Tax Dispute Perils 


Sales in Chicago 


By W. M. McCarty 
Staff Correspondent 


|“Unless we get some relief, a lot 
| of us might soon get rid of our cars 


CHICAGO.—A growing wave of| permanently. What that would do 
resentment against proposals to in-| to our automobile economy is some- 
crease gasoline and vehicle taxes is| thing to think about very seriously. 


| “Too many people, it seems, are 
boom in this important auto mar-| 


threatening the anticipated spring 


ket. 

There is a strong indication that 
potential new-car buyers are 
being influenced by the proposed 
laws as well as by the complaints 
being voiced by car owners in con- 

versations and in letters of protest 
to daily newspapers. 

Hub of the complaints are pro- 
posals to raise auto fees to subsi- 
dize the Chicago Transit Authority, 
the city’s ailing public transporta- 
tion system. 

It takes little imagination to pic- 
ture the reaction of motorists to| 
such an idea. And the subsidy plan | 
might affect every driver in the 
state, not just Chicagoans. 

It became apparent several weeks 
ago that the CTA had to have some 
financial help. Subsidization sug- 
gestions include a $10 increase in 
the Chicago vehicle tax, a statewide 
one-cent-a-gallon boost in the gaso- 
line tax or an appropriation from 
the State highway fund. 

The increase in the vehicle tax 
would raise about $10 million a 
year in Chicago, but it would 
bring the City license fee to $40 
@ year. 

The gasoline tax hike would yield | 
about $26 million a year, but Illinois 
motorists already are paying five 
cents a gallon to the State and three 
cents to the Federal Government. 
Some Southeast Side residents have | 
threatened to buy their gas in Indi- | 
ana. 

The proposal also has been de-| 
nounced by the Chicago Motor Club. 
Charles M. Hayes, club president, | 
charged that any tax on motorists 
to subsidize the CTA not only would | 
be unfair but could jeopardize) 
Federal-aid funds for highway con- | 
struction. 

Defending the proposal to divert} 
highway funds, Virgil E. Gunlock, | 
CTA chairman, said if the system’s 
North Side subway and elevated) 
services were discontinued, it would 
take two more eight-lane express- 
Ways comparable to Lake Shore} 
Drive to handle traffic in and out | 
of the Loop. | 

The Illinois Automotive Trade} 
Assn. delivered a scathing reply to) 
this proposal. Calling it an “im- 
possible situation,” the IATA con- 
cluded: 

“The tremendous increasein | 
motor vehicle registrations in Ill- 
inois, coupled with an antiquated 
and outmoded highway system, 
certainly is reason enough for no | 
further diversion of highway 
funds.” 

Raising the transportation fares 
was suggested, but CTA users pro- 
tested and Mayor Richard J. Daley 
did not favor the idea. Daley was| 
to meet with Gov. William G. Strat-| 
ton to see if a fare boost could be} 
avoided through some sort of sub- 
sidy. 

Normally, such an issue as this 


would be merely a private war} 


between motorists and local officials. 
In this case, however, observers be- 
lieve it could extend to the new-car 
business for the balance of this year 
at least. 

A motorist whose opinion was 
published in a Chicago newspaper 
said he and many car owners are 
ns to feel that we’ve had 


‘He cited increased costs in own- 
ing and operating a car and added, 





| 


trying to kill the goose that lays 
the golden eggs.” 

Another motorist wrote that own- 
ing an automobile is becoming a 
|“millionaire’s luxury” with insur- 
ance, repairs, license plates (State) 
and now “an extra $10 or $20 to help 
the CTA.” 

One organization “to protect the 
rights of motorists” already has 
been formed by Henry Perlman, a 
wealthy attorney. It received 1,200 
membership applications in its first 
six weeks, and Perlman expects 25,- 
000 this year. 

Discussing the organization, Perl- 
man said, “The motorist has been 


taxed unmercifully. He has been! in the financial mud, glances are |bership applications a day plus| tics, buyer information and personnel data. 
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Diamond T Contest Winner— 
Grand prize in the annual photo contest for Diamond T dealer was won by this 





to dealers throughout the world, were judged primarily on he overall effect they 
created. This particular Diamond T unit, a model 921BR, was photographed with 
| Charlotte's new coliseum providing the background. 





cast at the most available sucker, 
the motorist.” He said his organ- 
ization will go from door to door, 
if necessary, to insure motorists 
a “fair deal.” 


Perlman said he receives 50 mem- 


abused as a “killer” and has been | 
soft pickings for municipal revenue 
and police shakedowns. He drives 
|in fear while observing all traffic 
regulations. 

“Now, when the CTA is stuck 





| picture submitted by Stockton Motor Co., Charlotte, N. C. Entries in the contest, open | 


— 


many letters from persons who say 
they will sell their cars and give up 
driving unless the situation im- 
proves. 

He said most of these persons are 
sincere, that they have been driv- 
ing for many years and are in age 
groups which usually are good auto 
purchasers. 

The CTA subsidization issue, how- 
ever, is not the only item that is 
agitating auto buyers and auto 
dealers. 

In a recent bulletin, the Chicago 
Automobile Trade Assn. listed 18 
bills that have been introduced in 
the State Legislature and whi ch 
affect the retail distribution of mo- 
tor vehicles “in a manner that is of 
interest to the trade.” 

Many of the bills would make it 
more expensive to drive an 
maintain an automobile. 

Then, in addition to the taxes on 
a new car, the buyer continues to 
pay the State use tax even though 
the Illinois Supreme Court held it 
unconstitutional last November. 

A petition by the State for a re- 
hearing has been granted and the 
Use Tax Act still is considered in 
effect. 








The AUTOMOTIVE NEWS ALMANAC is 
| @ year-round friend. Use it often for statis- 
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Same day 
ment of 1952-57 
Ford, Mercury 
Decal and solu- 
tions. 


ship- 


DECALS 


for 
Station 
Wagons 


CAMELL ~. 


40 Liberty St., Little Ferry, N. J. 
luggage Carriers—Decals 
Wood Parts (49-51 Ford-Merc.) 







Save 
10%-30% 


on Decals. Send 
for price chart 
now. 









IT'S WOVEN 


Sell the elegant ’57 look... 


TO BREATHE! the colorful “57 look for older cars! 











WHATEVER THE MODEL YEAR... SMARTEST ON THE HIGHWAY 


You sell miles and miles of extra enjoyment with every set of seat covers woven 
of SARAN. Smart good looks and rugged durability combine to put saRAN in a 
class by itself. It’s made to take the punishment of everyday hard wear without 
scuffing. Now your customers can bring their old cars up to the minute with 
the same handsome colors and patterns featured as original upholstery in the 
smartest new models. Order your stock now for a big spring season . 
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By Ed Brown 
Staff Correspondent 

NEW YORK. One of the first 
things an automobile salesman 
must learn is to avoid snap judg- 
ments in qualifying a potential 
buyer. 

The fellow who looks as though 
he couldn’t buy a newspaper may 
have an oil well in his back yard. 
Conversely, the well-groomed 
character may be a $40-a-week 
clerk who couldn’t buy a new car 
with a year’s salary. 

But although sales managers 
pound away at this point, the sales- 
man must learn from experience. 
One of those experiences is this 
Damon Runyon-type tale related by 
a salesman in lower Manhattan: 

“Boy,” he recalled, “we get the 
characters in this place, don’t ya’ 
know!” 

“One day thig guy comes walkin’ 
in. He’s a bum! Ya’ know what I 
mean? He’s got a three-day beard, 
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N. Y. Salesman Tells a Story .. . 


‘Appearances Are Often...’ 


a suit that ain’t been to the clean- 
ers for three years and a greasy old 
hat on his head. 

“He’s wanderin’ around for a lit- 
tle while, and I’m beginn’ to feel 
sorry for him, so I walks up to him 
and asks him if he’d like some help. 

“So he turns to me and asks me 
how much this Chrysler sittin’ on 
the floor is, I give him the price 
loaded, and he winces a little, 
but doesn’t say much right away, 


Paddock Picked to Head 


Dayton Area Dealers 


DAYTON, O.—Officers for 1957 
have been chosen by the Montgom- 
ery County Automotive Dealers 
Assn. 

L. F. Paddock is president, Direc- 
tors are Edward Moorman, Harry| 
Keener, B. J. Borchers jr., Richard} 
Swartsel and Dewitt Peffley. All| 
the directors are from Dayton ex-| 
cept Keener, who is from Brook-| 
ville. 


| started 


but keeps on lookin’ at the car 
like it’s the only thing in the 
world he wants right now. 


“He looks around a little bit more, 
and then turns to me and says he 
thinks it’s a little too high for him, 
and I just kinda’ smiled a little to 
myself. 


“But me and the poor little guy 
to get friendly. We're be- 
ginnin’ to have a nice little chat 
about this and that. I find out he’s 
workin’ on the docks down here, 
makin’ a nice little bit of change 
for himself. More than I make. 

“And he really wants a good 
lookin’ automobile bad. He wants to 
add some class to the family. 


“Well, anyhow, the guy ends up 
buyin’ a year-old Imperial from 
us, and he’s happy as a lark. Since 
that time, I sold two of his 
friends, and he bought another 
Imperial from us last year, new, 
and a used one for his kid as a 
weddin’ present. 


Hoot Mon—er, Mam!— 





The pert Highland lassie with the Scotch-plaid Dodge was part of an eye-catching 


appliance dealers showing a new line of 


| promotion staged by Central Motors, Inc., Shreveport, La., in conjunction with local 


washing machines. The car was placed at 


the disposal of appliance dealers, and was displayed in front of the city's leading 


hotel. The model, Ann Wininger, showed 


hood filled with characters, and we 
never know who’s gonna’ wander in 
to buy a car. We never could afford 
to prejudge our customers, but 
you’d be surprised how easy you 


| “Of course, we’re in a neighbor-| can fall into a habit like that. I 





with seat covers of SARAN! 


SARAN IS STILL THE DEALER’S CHOICE FOR BIGGER PROFITS 


SARAN is the dealer's choice because it is still America’s choice for the best buy 
in seat covers. Play up the sales point that seat covers of SARAN are woven to 
allow natural air passage—allowing customers to enjoy year-round driving 
comfort. Here’s another sales-clincher. sARAN is the easiest of all seat cover 
materials to keep looking its best . . . a damp cloth removes spots and spills. 
Satisfied customers still make the dealer’s choice saran. THE DOW CHEMICAL 
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CLINCH THE SALE! 


company, Midland, Michigan, Plastics Sales Department PL1575E—1. 


YOU CAN D 


EPEND ON 


Mads FEATURE THIS LABEL... 





the car to interested passersby. 


almost did it with this guy and look 
| what I'd a’ missed. 

“Ya’ know, a lotta’ guys don’t 
realize how much the times we're 
livin’ in are changing the buyin’ 
power of people, Ten years ago you 
could get away with that prejudg- 
| ing stuff on people who was walkin’ 
around the streets, but boy, today, 
a lotta’ these guys with eight-hour 
days, blue shirts and dirty overalls 
are makin’ $10,000 a year and over. 


“You'd be surprised how ‘many 
a’ these guys we can trade up 
| these days. And the beauty of it 
| is they can afford it, when you 
really get to know them. 
| “You just can’t judge people from 
| their clothes any more. For cryin’ 
| out loud take a look at the suburbs 
|}on weekends, and try and pick out 
| the high-powered exec from the 
| mechanic. Ya can’t do it any more. 
| Anyway, we sure can't afford to do 
| it in our neck of the woods.” 





5-Plant Network 
‘Picked by Ford 
‘To Build Edsel 


DEARBORN.—A network of Ford 
| Motor Co. assembly plant facilities 
| across the U. S. has been assigned 
| to the production of the company’s 
|' new Edsel line, scheduled for intro- 
| duction this fall. 


Del S. Harder, executive vice- 
| president, has said that Edsel cars 
| will be assembled in Ford or Mer- 
| cury plants at Mahwah, N. J., Som-. 
| erville, Mass., Wayne, Mich., Louis- 
ville and Milpitas, Calif. A sec- 
ond plant in the Los Angeles area 
| still is to be selected. 

“The Somerville plant will be con- 
| verted to the production of Edsel’s 
| two top series, the Corsair and the 
| Citation,” Harder said, “and Edsels 
| will be the only cars built in this 
| plant. In the other assembly facili- 

ties, cars will be built in accordance 
| with specifications of Edsel division. 

“This nationwide system of as- 

sembly plants will enable Edsel di- 
| vision to better serve its dealers in 
| all sections of the country,” he said. 
|\“The Edsel! manufacturing staff 
|already is at work with manage- 
|} ment and supervisory personnel of 
| other divisions in the planning and 
| scheduling of assembly operations.” 
Louisville plant officials said 1,000 
| workers would be added to build 
Edsels. 


|Packer, Studebaker Dealer 


For 40 Years, Retires 


After 40 years as a Studebaker 
dealer in Glendale, Calif. Don 
Packer has retired. 

Rehwald & Danyluk, Inc. 
(Studebaker-Packard), has opened 
at 1620 S. Brand Blvd. site of 
Packer Motor Co. 








‘MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in maki suitable 
connections for local deliveries on @ 


TRADE 


basis throughout the cow to supply 
new cars for our leased fleet. (Since 


these cars will be used locally your serv- 
ice shop can benefit also.) 


Contact Ben Geller 


EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Illinois 
Phone: MUseum 4-6969 








New campaign now in high gear. The advantages of nylon cord tires are being demonstrated to millions of Americans 
through Du Pont’s powerful advertising campaign. It brings the story of nylon’s safety and dependability to your best potential cus- 


i, 


tomers. The rising sale of nylon cord tires is proof of the growing public demand for nylon’s extra strength and safety. 


| 
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NYLON CORD PROTECTS AGAINST 
THE 4 MAJOR CAUSES OF BLOWOUTS 


oy 
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1. BRUISE DAMAGE 
caused by hitting a rock, hole 
or bump is a frequent cause 
of tire blowout. Nylon’s shock- 
absorbing toughness guards 
against impact damage, gives 
you extra safety, added pro- 


3. FLEX STRAIN that oc 
curs every time a tire turns 
can sap its strength, lead to 
premature failure. Nylon’s re- 
silience guards against dam- 
aging flex fatigue, gives lasting 
protection against this cause 
of blowout. 
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tection mile after mile. 
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4. WEAT can permanently 
weaken tire cord, lead to blow- 
outs. Nylon gives two-way pro- 
tection: It has greater heat 
resistance—also makes cooler- 
running tires. That's why rac- 
ing tires are made with nylon 


2. MOISTURE seeping in 
through cracks or cuts in tire 
rubber weakens ordinary cord; 
results in dangerous, unseen 
damage to your tires. Nylon 
ends blowouts due to moisture 
damage because water can’t 
rot nylon cord. 





This is a tire’s roughest test... and billions 
of miles of use in heavy-duty trucking have 





proved the extra safety of nylon cord tires under 
tire-killing road and load conditions. 
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The extra safety of nylon cord tires|r 


@ You do your customer and yourself a service when you tell him about the 
important safety improvement nylon cord makes in tires. Tires that give added protection 


against the hazard of blowouts, permitting mile-after-mile driving with complete 













‘potas! Pa ay 


means extra change-over business 


Du Pont produces nylon fiber. 
Tire manufacturers 


confidence, are good news to him...and good business make nylon cord tires. 


for you. Nylon cord tires make change-over business that 


increases customer satisfaction, influences sales. 
REG. U.S. PAT. OFR 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 






Across the Nation .. .- 


Auto Dealer Changes 


Robert Slack, who operates Slack | by Wilbert Fries, who died in 1952, 
Cycle Shop, 111 Third St. Great | and Larry Dibble, who has carried | chased by a group headed by George 
Falls, Mont., has been appointed a|the business on alone since Mr.| Thomassen, formerly a Ford dealer 
Renault dealer. He also is a distrib-| fries’ death. Neuman has named 
utor of Lambretta, an Italian) George Gittins as general manager 
|of the DeSoto deal. 


scooter. 
+ * * 

DeSoto Exclusive 

Ted Webb has been awarded an| 
exclusive DeSoto franchise in| 
Berkeley, Calif. 
+ 


* * 


|@ corporation that has purchased | 
| controlling interest in Ohio Motors| (Dodge-Plymouth) in Hays, Kans. | 


| 





he had been an auto dealer. 
| + * * 


New Haven Ford Sold 


George Moore and James Grear. 
* * om 


La Bunker Opens Dodge 


+ * * 


Ferguson Buys in Ohio 
H. M. Ferguson (Mercury) heads 





| partnership in Iola, Kans., and will 
operate as Davidson & Woodworth 
Motor Co. (Oldsmobile-International- 
|'GMC). Davidson opened the firm| 
about a year ago, moving to Tola | 
from Yates Center, Kans., where} 


i 


New Haven Motors, Inc. (Ford),| 
New Haven, Conn., has been pur-| 


Reginald La Bunker has opened 
Hays Motor & Equipment Co. 


i 





j 


in Yonkers, N. Y. The firm now is 
part of a chain of Ford dealerships | 
owned and operated by the firm of| | 


{ 


Neuman Buys Tonawanda; Co. (Lincoln-Mercury-Continental) | The firm also maintains parts 


Opens DeSoto Exclusive 


jin downtown Cleveland. Steve J.) 


Stanley M. Neuman has purchased | Benza, former president of Ohio, 
Tonawanda Motors (DeSoto-Plym-| is vice-president and treasurer, and 


and service for 


Case implement dealer. 
* * 


a 


outh), 4141 Delaware, Buffalo, and| William R. Fairgrieve, Lakewood | Dodge Signs 9 Dealers: 
will lease the building to operate) city councilman, is secretary. 


Neuman Motors DeSoto, Inc. Neu- 
man will operate his dealership at 
1025 Hertel Ave. as an exclusive 
Plymouth outlet. 















Your best prospects will read this article in House Beautiful, source book for 
the best in today’s living for over 700,000 Pace Setter families with an average 
income of $14,750. With over 5-readers per copy, here’s a ready-to-buy-audience 
of over 314-million! 1. Buy blowups (30’x40”) of this page for window dis- 
play*. ($1 each). 2. Put a copy of April House Beautiful in each station wagon 
displayed. 3. Plug this article in local ads*. 4. Build special displays around 
this Station Wagon feature. *For blowups, repro art, glossy print of April 
cover, write STATION WAGON, House Beautiful, 572 Madison Ave., N. Y. 22. 


RS: me 


a. a |Five are Exclusives 


Woodworth Joins Davidson | 


— 


/ 


NGON 


YY 
THE henna’ 


COMES OF AGE 





| a is the year of the station wagon. 


It is the car for our times and for our way of life. It matches perfectiy our 
casual, throw-it-in-the-back, let’s-all-go-together attitude. It carries our larger 
families, our daily car pools with ease. It hauls the lumber for the bookshelves 
we build, the fertilizer for the gardens we tend. It sets up as a picnic table for 
our outings at the beach. And if it gets dirty we just hose it out. [i seems just 
right when we're wearing jeans, but if we're dressed fer a dale at the country 
x 
club, it takes us there in elegance. Some of us use it as a second car, but for 
many more, il is the one and only—the family car. Today's station wagon 
is as 20th-century American as the family room, and just as versatile. And 
the car itself has changed. lis all-stee! body is shaped im sleek new style lines. 
its ride as softer and more luxurious, its conversion to Cargo-carrying is 


simplified 


* 





International 
Harvester and Packard and is a 
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Cleveiand-area Chrysler dealers assembie to hear Clare E. Briggs, Chrysler division 
sales vice-president, outline sales, advertising and merchandising pians for the balance 
of the 1957 year. The Cleveland meeting was the first of a series of 24 meetings 


| scheduled in key auto markets. Also addressing the dealers was Burton R. Durkee, 


| advertising and sales promotion director. 





|ford, Mass., (Joseph A. and Paul} Rhein), and Gray Motor Sales, Inc., 
| Flammia); Dodge Motorama, Inc.,| Salem, O., (Walter L. Gray). 


Addition of nine new Dodge deal- | Rocky Hill, Conn. 
ers, five of them exclusives, has | Clure); Hub Motors, Inc., Holland, 
William H. Woodworth and Nel-! been announced. The exclusive | Mich., (A, H. Loomis); Herbee Mo- 
Tonawanda was formed in 1945|son Davidson have formed a new| dealers are Flammia Bros., Med-| tors, Inc., Babylon, N. Y. (Herbert 


e 








oe 





(Eugene Mc- | 


Signed as Dodge-Plymouth deal- 
|ers were Wing Motor Sales, St. Ig- 
|mace, Mich. (Walter Wing), and 
| Courtesy Dodge-Plymouth, West 
| Bank, Inc., Gretna, La. (Mel Jacob- 
son). Dodge- Chrysler - Plymouth 
dealers are Cliff's Motor Co., Inc., 
| Golden Meadow, La. (Clifton P. 
| Eserman), and Pearson Motor Co., 
| Many, La. (W. H. Pearson). 


* ¥* * 


Allan Sells Interests 


William L. Allan, a Ford dealer 
for 17 years, has sold his interests 
in Allan Motor Sales, Huron, O., 
and in Allan Bros. Motor Sales, 
Port Clinton, O., to his brother, 
Carleton J. Allan. Part interests 
in the firms were also sold to 
Harvey Krebs, office manager, 
and Nelson Berkowitz. 

* *~ 
Import Motors Opens 
Bill May has opened Import 
| Motors, Carlsbad, N.M. The dealer- 
| ship handies Austin Healey, Volvo, 
|Mercedes Benz, MG, Jaguar, Tri- 


|umph, Porsche and Dauphine. 
> - . 


11 U.S. Dealers Sign 


Renault Franchise 


Renault has announced that it 
|has added 11 dealerships in the 
|U. S., including: 

Fortenbach Motors, Rutherford, 
v. J.; Arthur Motors, Atlantic City; 
| Auto Imports of Morris County, 
|Inc., Morristown, N. J.. and Greene 
; County Motors Corp., Catskill, N. Y. 
| Foreign Cars of Rockland, West 
| Nyack, N. Y.; Nemith Auto Co. of 
|Latham, Inc, Latham, N. Y.; 
| French Motor Cars Sales & Service, 
| Springfield, Ore.; Culver Motor Co., 
|Glendive, Mont.; Robert Slack, Great 
| Falis, Mont.; Parrish-Horning Im- 
‘plement Co., Lewiston, Mont., and 
| Auto Associates Sports Cars, Chey- 


;enne, Wyo. 
{ * > > 


Goldie Dodge Opens 
| Edward G. Goldie has opened 4 
| Dodge exclusive at 6500 Evuclid. 


|Cleveland. The corporate name is 
Ed Goldie, Inc 
* > 


Talley Expands for VW 
Clarence Talley Auto Co., Dallas, 
|@ foreign-car dealership since 1949, 
has opened new quarters exclu- 


i sively for Volkswagen. 
» a ” 


Bal! Joins Vermilye 

William Ball, former assistant 
| district Ford sales manager in 
‘Seattle, has bought inte Vermilye 
|Motor Co. (Ford), Tigard, Ore. 
' Name of the firm has been changed 
ito Vermilye & Bal! Ford Sales Co. 
|H. P. Vermilye opened the dealer- 
| ship in 1936. Ball is genera] man- 
| ager. 
| oz * ” 
| Garcia Buys Nyquist Ford 
| Ernie Garcia, former used-car 
| dealer in Portland, Ore., has bought 
Nyquist Motor Co. (Ford), Astoria, 
| Ore. 
| * * * 


Nash for Chessher 


Chessher Motors, 314 S. Flores, 
San Antonio, has been awarded a 


Nash franchise. 
+ * * 


Cassick Buys Olds Deal 


Alfred Cassick, former Buffalo 
used-car dealer, has bought Lesson 
Oldsmobile, East Aurora, N. Y. The 
name of the company has been 
changed to Al Cassick Oldsmobile, 
Inc. 


~ Go wo > @ 
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Helping Hand Is Babb’s Trademark .. . 


‘Thanks for Aiding My Customer’ 


By L, H. Houck 
Staff Correspondent 

PADUCAH, Ky. — A few weeks 
ago a dealer here got a letter from 
a dealer in Indiana which said in 
part: “I didn’t know that dealers 
like you still existed. My heartfelt 
thanks for assisting my customer 
in the outstanding way you did. He 
has told me all about it.” 

He was talking about F. L. 
Babb, veteran dealer and owner 
of Babb Motors (Dodge-Plym- 
outh). 

But almost anyone in Paducah 
could have told this Indiana dealer 
the same thing because Babb al- 
ways is doing a good turn for some- 
body. 

The incident referred to occurred 
at 3 a.m. one Sunday, The driver of 
a new Plymouth, who was taking a 
tour with his wife (they lived in 
Indiana), was having trouble and 
was at a service station 20 miles 
from Paducah. 

He called Babb who, incidentally, 
started out in the service depart- 
ment as a boy and is rated a super 
mechanic in these parts. 

Babb asked him to describe the) 
symptoms. Babb said to have the 
serviceman put the car on the lift | 
and drain the oil and then call him} 
back. The owner called back a few} 
minutes later. 
“Oil seems to be half water,” he} 
said. 

“Just what I expected,” Babb 
said, “Stay where you are. Ill be | 
out there in a few minutes to | 
take you and your wife to a | 
hotel.” 

By then it was Sunday morning, 
a day on which Babb usually is 
fairly well occupied as superintend- 
ent of the Baptist Sunday School. 
This Sunday also was the birthday | 
of his daughter, who is married to 
James T. Bowland jr.. now con-| 
nected with the Babb firm. 

He sets quite a store by his Sun- 
day School, his daughter and his 
son-in-law. 

But the customer came first. He 
called one of his mechanics down 
and they went out and towed the! 
new Plymouth into Babb’s service! 
department. 

They removed the head and 
washed out the insides with mild 
Soap and water. A faulty head bolt 
had permitted the radiator coolant 
with corrosive antifreeze to get into 
the motor. They dropped the pan 
and examined all parts of the 
crankshaft and connecting rod 
bearings and washed out all traces| 
of the antifreeze. 

Put back together again, the | 
car was first class, and Babb 
called the couple at the hotel and 
drove the car around for them. 

The work was within the guar- 
antee period, but this course of ac- | 
tion preserved a Plymouth cus-| 
tomer for another dealer and saved 
Chrysler Corp. $400 or $500 since if 
it had been operated further, it 
would have ruined the engine. 

What this story points up is that 
the automobile business is an inter- 
esting one with a future, and a) 
man who can play the game square 
can make a lot of money in it, just 
as Babb has. 

Babb had a customer in his office 
who was on the warpath when I 
arrived for a visit. The customer 
wanted the promise of a certain 
model 1957 Dodge by Feb. 10. Babb 
told him: 

“I want your business and I want 
to sell you a new car, but I will not 
promise you delivery on the 10th or 
any other date because I don’t 
know when my cars are coming. I 
will call the factory and tell you 
what they tell me but I will not 
promise you what they say because 
they may slip up on it. 

“I will not lie to you to make a 
sale, or to anybody else. And as 
you’ve told me, you’re going to 
buy some other make you can 
_get more quickly, and all I can 
say is that you'll have to do it 
because I cannot promise what I 
cannot deliver. You know as 
much about when my next cars 
will arrive as I do.” 

Babb won’t compromise with the 
truth and everybody in town knows 
it. His used cars sell faster than 
they can run them out of the serv- 
ice department because he goes 
over every one and sells it with a 
guarantee. 

Used cars from Babb come out 
with everything except new-car 








smell. He puts on new seat covers, , bought $1,000 worth of stock in the 
replaces worn upholstering, takes| present Dodge dealership, then 
out rattles and does whatever is| owned by the late Allen Ashcraft. 


| I'll see that you get plenty of cars. 
|T’ll give them special preference 
| and have them shipped from Evans- 
| ville.” 

Babb found a spot on high ground 
|for his cars. They soon started to 
|arrive with a transport load every 
|day for seven days. He stacked 
|them in rows on the hill. 


He had no office. He used a 
goods box for a table and took 
orders. People signed the order 
and took delivery of the car often 
without Babb ever seeing the car. 
Each car had a sticker on the 
windshield: “Give Preference. 


necessary to have a reliable engine.| Babb bought out Ashcraft in 1939. 
The cars go out and make a name|In that year the firm was awarded 
for themselves and add to Babb’s| a sterling silver anniversary Dodge 
reputation. | plaque issued to the original deal- 
Babb attributes much of his suc-| eTs, commemorating 25 years of| 
cess to repeat business. He knows | en ae oa oe a 
his costs and will lose a deal for $25 | Still on display, was sign y For- ” 
without the slightest regret. His| Test Akers, Dodge sales vice-presi-| Walter P. Obrysier. ’ 
selling cost for new cars is $167,| dent. It seemed the flood provided one 
compared with a national figure of In 1937 the Ohio River flooded | of the . a washouts wa ~ 
around $220. Paducah and the surrounding bend o e company. > a ted 
He has customers who have | country. The water was eight | ¥® — tema eo yd canal 
been with him for 30 years. He | feet deep in the present dealer- ie . ian e th “ir $10,000 
has customers who come around | ship building and the company |; ey SF ee ed ou ¥ a of 
and apologize when they buy a suffered a $10,000 loss. More than | !08s and had c eared a net profit o 


car of another make. 50 percent of its car stock was | $12,000, ae it a banner year. 
Babb’s service shop Babb said: 


is modern| ruined. 

and his mechanics are tops, but} No one in the zone office could | “I sold more cars from a goods 
they call on him for the answers| give them much satisfaction. So| box than I ever sold in the same 
to puzzlers because he is a natural| Babb placed a call for Walter P.| length of time with my new steel 
mechanic who has had added train-| Chrysler. He told Chrysler he was| desk which I bought after the flood 
ing. His service absorption figure) virtually wiped out with a $10,000| ruined my wooden desk.” 
is one that most dealers dream) loss, but that the important thing| Babb has been president of the 
about. | was that people had to have trans-| Paducah Automobile Trades Assn., 

Babb started in the automobile! portation and they had to have cars| which includes dealers and service 
business as a mechanic. In 1929, he|in a hurry, said Chrysler: “Fred,' shops, for eight years. 


Sell America’s best-known 


motor “tune-up’—‘clean-up” products 


this Spring... 


valuable 


free extras 


with every case you order 


tel 


A bonus of 2 cans with each case of guaranteed, 


that fights power-robbing sludge! 


Add it to the Mote” 
FOR cans, TRUGKS.. 








A bonus of 4 cans with each case of 
guaranteed Cooling System Conditioner. 
$4.00 worth of free merchandise! 


Backed by the greatest 
Alemite advertising campaign 
in history ! 


Pug Free Coupon entitling 


you to receive this $3.95 value 
3-piece Barbecue Set for only $1.50! 


Gleaming stainless steel tongs! 
Sturdy hamburger turner and fork! 


Call your jobber today! 
Individually boxed for storing! 


ALEMITE 


REG. VU. S. PAT. OFF 


Division of STEWART-WARNER CORPORATION 


pee 


\ 
ee / 
1850 Diversey Parkway, Chicago 14, Illinois 












A gleaming stainless steel Ekco Slicer-Server, valued 
at $2.95, in every case of guaranteed carburetor- 


cleaning KLEEN TREET. 


* Serrated blade never needs sharpening | 
+ Extra-long rosewood handle! 


3K lt cuts, slices, spears! 


engine-protecting CD-2— America’s fastest-selling additive 


$3.00 worth of merchandise, absolutely free! 


iN yr 





Prized Possessions— 


F. L. Babb, owner of Babb Motors 
(Dodge-Plymouth), Paducah, Ky., shows his 
son-in-law, James T. Bowland jr., a ster- 
ling silver 25-year anniversary plaque 
awarded his company by Dodge in 1939. 
The vintage auto is a 1914 model, said 
to be the first Dodge shipped by rail 
and sold in Paducah. It is still in operat- 
ing condition. 

















By Steve A. Girard 
Vice-President & General Manager 


More than a year ago we adopted the slogan: “Willys. ..the Company on the move.” 
These words summed up for us the wonderful things that were happening at Willys, 
the feeling of accomplishment, the excitement in the air. 

Today, as we look back on the year 1956, we are happy to say that progress exceeded 


our expectations. This report will tell you about some of the highlights: 


Willys Share of the Market Increased 
The Willys share of registrations in the 5,000 and under GVW class was 4.4% two years ago. Since then, in two 
years of concentration on the specialized and exclusive line of ‘Jeep’ family vehicles, Willys has averaged 5.8% 


penetration. And that this forward momentum continues unabated is strikingly demonstrated by the following 


figures for the last few months of 1956: 


September 6.1% October... ..6.27% November. .. . .6.3% December. ....8.4% 


These gains are even more significant when it is considered that they were made without wheeling and dealing 
price merchandising. Many exclusive Willys dealers made more profit than ever before. Many dual dealers were 
amazed when they saw how large a proportion of their profits were attributed to their sales of ‘Jeep’ vehicles. 
In fact, some dual dealers supported losses on their passenger car operations with ‘Jeep’ vehicle profits. 


Willys export sales hit a new high in 1956! Not only did we open new branch factories in countries where Willys 
previously had no manufacturing facilities, but other of our nineteen manufacturing and assembly plants through- 
out the world increased their capacity to handle the greater demand for ‘Jeep’ vehicles. Willys continued as the 


third largest exporter of commercial vehicles from the United States. 


New Forward Control ‘Jeep’ FC-150 Enthusiastically Received 
In December 1956, Willys dealers introduced, and the public enthusiastically received, the completely new 
Forward Control ‘Jeep’ FC-150. This new vehicle greatly broadened the market potential for ‘Jeep’ dealers. It 
embodies new design and engineering concepts that make it the world’s most advanced 4-wheel drive truck. 
It’s the first time, a 4-wheel drive truck has so effectively combined such exceptional maneuverability with so much 
cargo capacity. 
The FC-150 puts a 74-inch pickup box on an 81-inch wheelbase, to provide record-breaking cargo space per inch of 
wheelbase. And it has many other features, like the new Safety-Viewgab that provides up to 200% greater forward 
visibility, and the largest wrap-around windshield in the FC-150 weight class. 
Public acceptance of the new Forward Control ‘Jeep’ FC-150 has been exceptional. It is opening up new markets 
for Willys dealers, as attested by the fact that a high percentage of trade-ins are of competitive makes. 
Factory production has been unable to keep up with demand. To meet this demand, anticipated 1957 production 


schedules of the new FC-150 have been doubled. 
Gross Profit After the Washout Averaged $475.16 


Willys dealers reported excellent profits in 1956. Many showed substantial gains over previous years. Profitable 
dealer volume on parts and service showed a sizeable increase. And there was a continuing high volume of special 
equipment sales at excellent gross profit margins. Most important of all, washout sheets from many Willys dealers 
averaged a gross profit retention of $475.16 after the washout, at a time when many competitive dealers were show- 
ing small profits after the washout or none at all. ‘Jeep’ vehicle sales resulted in larger retained gross profits after 


final washout because: 
a. Willys dealers had no wheeling and dealing competition down the street. 


b. Used ‘Jeep’ vehicle resale value was far greater than that of most vehicles. For example, 
two year old Universal ‘Jeeps’ sold for as high as 90% of original factory list price. 


ce. Approximately 50% of ‘Jeep’ vehicle retail sales continued to be clean deals. 


d. Many ‘Jeep’ vehicle sales included substantial additional profits from the sale of 
special equipment, either at the time of original sale, or months later, when owners had 


new jobs to do. 





T/REPORT FROM WILLYS 


Factory Operations Continued on a Profitable Basis 


For the second straight year Willys was substantially in the black. Results for 1955 and the first 9 months of 1956 
are a matter of public record. Audited data on full year 1956 profits are not yet available. This is proof, we believe, 
that our decision of two years ago to put all our efforts behind the sale of the specialized and exclusive line of ‘Jeep’ 
4-wheel drive vehicles was a sound one. 


The Organization Strengthened by 1,160 New Dealers 


During the past two years 1,160 new dealers have joined the Willys team. After getting all the facts, they saw 
what the ‘Jeep’ franchise could mean to their profit picture. Many of them handle the ‘Jeep’ franchise exclusively. 
Others spread their overhead by adding the ‘Jeep’ franchise to their existing line. With little additional expense, 
they are able to make greater profits from their investment in facilities and in their Service and Sales Departments. 


Advertising and Merchandising Support Increased 


In 1956 Willys advertising was augmented by a campaign of full page advertisements for ‘Jeep’ vehicles in the 
Saturday Evening Post, appearing monthly. We are pleased that so many Willys dealers found time to tell us that 
they considered this campaign a valuable addition to the ‘Jeep’ selling program. 


Month-in-and-month-out factory paid advertising, in more than forty magazines, continued to tell the ‘Jeep’ story 
of specialized work applications to prospects in our major markets, and in many fields within each market, from 
construction to service stations to ranching. 


To supplement their individual selling efforts, Willys dealers took advantage, in ever increasing numbers, of a wide 
variety of pin-pointed promotional selling aids. Factory-supplied direct mail pieces were made available in increas- 
ing numbers, and dealers used them more than ever before! 


Willys Now Has Behind It The Resources of Kaiser Industries Corporation 


Willys Motors, Inc. is a wholly owned subsidiary of Kaiser Industries Corporation, one of America’s great Cor- 
porations. In a recent magazine article about 500 leading American corporations, Kaiser Industries and affiliates 
were shown to rank 23rd in assets, 43rd in sales, 40th in profits, and 46th in number of employees. We are proud 
to be an important part of this great industrial aggregation, and to have the additional resources and strength of 
Kaiser Industries behind Willys, a Company already on the move. 


The Future Never Looked Brighter 


1957 sales forecasts for both domestic and export are up. The budgets for both advertising and merchandising 
are predicated on further sales increases. Expenditures for research and development have been expanded. And 
Willys is on the move not only with the new Forward Control ‘Jeep’ FC-150, but with other new models yet to come. 
There is every indication that °57 will show further profit increases. 


We extend sincere congratulations to Willys dealers for their 1956 progress. We assure them of increased Factory 
support in 1957 to help maintain and extend Willys leadership. 


To those automotive dealers who are concerned with building adequate profits—and who are located where ‘Jeep’ 
family vehicles do not have complete representation—we extend a cordial invitation to get all the facts on what a 
‘Jeep’ vehicle franchise could mean, either as an exclusive line, or possibly as an addition to their present line. As 
Willys dealer points are established only on a market potential basis, the number of open points is limited, but each 
offers a substantial future to the right man. And with the expanded market potential of the new Forward Control 
‘Jeep’ FC-150, there are new opportunities. 


For complete information write: Charles A. Watson, General Sales Manager, Willys Motors, Inc., Toledo 1, Ohio. 


S. A Girard 
Vice-President & General Manager 
WILLYS MOTORS, INC. 


Weers- 1 


The company } 





on the move! 

































Oldsmobile Veterans Meet— 


Jack F. Wolfram, third from left, Oldsmobile general manager, dines with some 
of the 1,200 members of the Oldsmobile Quarter Century Club at their annual dinner 
in Lansing. With Wolfram are, from left: Harold N. Metzel, Oldsmobile chief engi- 
neer; Earl W. Schuon, comptroller, Carl A. Brandel, parts warehouse manager and a 
41-year employe; Jack P. White, standing, public relations director, and D. Homer 
Austin, motor plant inspector and Oldsmobile's oldest employe in point of service, with 
more than 46 years. 





































Ask your CASTROL distributor or write for 
the name of distributor nearest you: 

































CASTROL 


The Masterpiece in Oils 


CASTROL OILS, Incorporated 
75 WEST STREET, NEW YORK 6, N. Y. 


...A Division of the Wakefield Group... 
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Auto Personnel 





Appointment of Lt.-Gen. Bryant 
L. Boatner, U.S. Air Force, retired, 
to administrator of engineering for 
Eaton Mfg. Co. has been announced. 

Gen. Boatner joined Eaton in De- 
cember, 1955, upon his retirement. 
Eaton is one of the country’s larg- 
est producers of jet engine blades 
and other aircraft components. 

+ * « 


Midge Wilson Appointed 

Midge Wilson has been appointed 
assistant to Estelle M. Tennis, exec- 
utive director of the Color Assn. of 
the U.S. Inc. Miss Wilson was mer- 
chandising promotion coordinator 
for Seventeen. 

* * * 


Hoffman Rejoins Ford 


In Purchasing Position 

Paul B. Hoffman has been ap- 
pointed manager of the purchas- 
ing administration department in 
Ford Motor Co.’s central purchas- 
ing office. 

Hoffman returns to Ford after 
managing his own business for 


CASTROL 


attracts the sweetest 





four years. He previously was 
associated with the company 
from 1945 to 1953 as assistant 
parts and service director and 
executive assistant to the man- 
ager of parts and accessories, 
Ford division. 


* * * 


GM Appoints Morgan 


Appointment of Clarence M. 
Morgan as general secretary of the 
General Motors Traffic Assn. has 
been announced. He succeeds Leo 
H, Shaw, who has retired after 30 
years with the corporation. 

- i 


L-O-F Appoints Burman 


Automotive Sales Manager 


John Burman has been named 
automotive sales manager for L-O-F 
Glass Fibers Co., Toledo. He will 
headquarter in Detroit. 

Burman was previously assistant 
automotive sales manager. Prior to 
that he was assigned to the com- 
pany’s New York regional office as 
a sales representative and later as 





customers! 
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Pires a pleasure to have around— 


not only because they pay you a few cents 
more profit per quart for superior grade 
Castrol Motor Oil. You'll love the way 
they appreciate you when you give them 


what they want. Top quality service, 


ASK FOR 


that is. They spend more TBA money, too. 


When they ask for Castrol—the only motor oil 


made specifically for passenger cars—you’re in! 
Castrol business is sweet business, all the way. 
We’re telling them ASK FOR CASTROL 

in signs, posters, mailing pieces, radio advertising 
—to build high-quality, high-profit 
business for you! 





a glass fiber consultant in Detroit 
with the L-O-F fiber glass division. 
* * * 

Firestone Names Hepburn 


To Fill Sales Position 


William T. Hepburn has been ap- 
pointed manager of car tire sales 
for Firestone Tire 
& Rubber Co, 
Akron, 

Hepburn suc- 
ceeds H. H. 
Vischer, who has 
been appointed 
manager of the 
Omaha district. 
Hepburn joined 
Firestone in 1946 
at Philadel phia, 

: and in 1956 was 
W. T. Hepburn na med assistant 
manager, eastern sales division, in 
New York. 


Crum, Westling Promoted 
By Freightliner Corp. 


Two personnel advancements has 
been announced by Freightliner 
Corporation, Portland, Ore. 

Robert C. Crum, formerly field 
representative, has been elevated to 
assistant branch sales manager. 
Replacing Crum, with headquarters 
in Eugene, Ore. is Norman E. 
Westling, formerly branch pricing 
supervisor. 

ad * * 


Goodyear Names Cockrem 


Head of Transportation 


| Thomas F. Cockrem, assistant 
|manager of highway transportation 
jat Goodyear Tire & Rubber Co., 
has been assigned 
to the post of 
| Manager. 
Cockrem suc- 
|}ceeds George M. 
| Sprowls, who has 
jretired following 
| 44 years of serv- 
|ice with the firm. 
|Cockrem joined 
| Goodyear in May, 
|1937. He worked 
lon the production 
jand engineering 
training squadrons and served as a 
|draftsman and field contact rep- 
|resentative in the research and 
| development division before joining 
highway transportation in 1938. 


* * * 








|Galion Appoints Marriott 


| Regional Sales Manager 


Howard Marriott has been ap- 
| pointed eastern regional sales man- 
|}ager for Galion Allsteel Body Co., 
| Galion, O. 
| In his new post, Marriott will co- 
| ordinate the sale of Galion dump 
| bodies, hoists and hydraulic tail- 
| gates in his territory. His previous 
|}experience includes five years as 
|sales engineer for a maior truck 
| equipment distributor in Cleveland. 

* + + 


| Pettegrew to Head 


‘Dallas Reo Branch 


Appointment of Harold Pette- 
|grew as manager of Reo’s factory 
|}branch in Dallas has been an- 
nounced. 

Pettegrew joins Reo from Riss 
& Co, Kansas City, where he 
Served as director of maintenance 
and equipment. Previously he had 
been 21 years with GMC in sales 
positions. 

+ = + 


SKF Picks Abramson 


SKF Industries, Inc., has an- 
nounced appointment of Adolph G. 
Abramson as director of economic 
planning. Abramson has been with 
SKF since 1940, 

os * 7 


L-O-F Names Dennis 


James A. Dennis has been ap- 
pointed to the manufacturing divi- 
sion of L-O-F Glass Fibers Co. on 
special assignments under super- 
vision of J. H, Plummer, vice- 
president of manufacturing and en- 
gineering. Dennis has been under- 
going a management trainee 
program. 

+ r * 
Firestone Names Norton 


In International Sales 


Frank B. Norton has been ap- 
pointed sales manager of Firestone 
International Co. 

Norton was transferred from 
India to Akron to supervise general 
sales of International’s foreign dis- 
tributors and branches. He joined 
Firestone in 1947 and was assigned 
to the International staff in Akron. 
(Continued on Page 35, Col. 1) 
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it ant factory manager, \ 
n. Reason will become chief inspector. S. Neumann, vice-president in 
Hummel has been with Champion , charge of sales, 
uto Personne since 1947 and in 1951 was made eee 
assistant sto ee SKF Industries Names 
ner 
p- (Continued from Page 34) Ex-Cello-O Names Mustard Sutherland and Wag 
eS Jack IL. Mustard has tes James H. Sutherland has been 
re He was transferred to the sales, him as Automotive division man- = — al =e eee t Ex - appointed director of sales for SKF 
) organization in Bombay, India, in | ager is Charles R. Green, a Buhl a Onn . ‘Industriel ai cian i Industries, Inc. He has been with 
August, 1949. buyer and salesman from 1938 to f nay sistant enles x the firm for 13 years, 
ce Fe ee 1953. y > Edward H. Wagner has been 
6 2 +s ager of the Industrial division ; P 
i. Lee Names Lauderdale since January, 1954, named Midwestern regional sales 
4 Lee Rubber & Tire Corp. Con-| "WD Promotes Pernot -- s manager, He joined SKF 16 years 
e shohocken, Pa., has announced ap- | Lloyd L. Pernot, transport sales Laclede Ups Loveridge ago. ee 
t pointment of Benjamin F. Lauder- | manager since 1951, has been pro- w 4 J s 
d dale, as sales representative.| moted to director of sales engineer- arren L, Loveridge has been Buick Shifts Two 
6 Lauderdale, former sales manager ing for Four Wheel Drive Auto Co., es sales jn ti = ae Transfer of Robert C. Olsen from 
" for Motor Supply Co., Oklahoma | Clintonville, Wis. St Lo . H ‘ - e e it. Buick assistant zone manager in 
3 City, will take charge of tread Pee t og a Cincinnati to the same position in 
it rubber sales in Kansas, Oklahoma, Mynderse Retires a ss * “Keep on the lookout for a |New York is announced by Albert 
west Texas and Missouri. ‘ rough, bumpy road and I’ll show |H. Belfie, general sales manager of 
Ps tare PP gen eee Karnoskey, Arnholt Named you a smooth ride.” |Buick, Also announced was the 
Willys Names Kreusser mee a a ae — vs General Motors Corp.’s Central | promotion of Merl C. Leithiser jr., 
y ae Seca Co. since its forma-| Foundry division has named Wil- Illinois. Michi North In- | ftom district manager in Philadel- 
To Head Fleet Sales ee ee a liam G. Arnholt resident comp-| 4; — 7 a Siemens for | Phia to assistant zone manager in 
R. J. Kreusser has been named| troller of the Saginaw (Mich.) mal-|@#@n@,_ and Eastern ‘~“4:, | Cincinnati to replace Olsen, 
; F Wheel D Auto Co., Clin- 
3 fleet sales manager, Willys Motors, Champion Names Hummel, leable iron plant, replacing Thomas | | nvill Wis Five Auto ©o., Ciln- | * 2 * 
. Inc. He formerly was Philadelphia | Christman and Reason |J. Karnosky, who has been ap- o e, <2 4 Snyder Replaces Johnson 
zone manager. .._ | pointed division auditor. Joel K. S derh b “ 
d Kreusser joined Willys in 1946 in| _ Three promotions at Champion | * * Heade Fe. Warne Branch Joel K. Snyder has been ap 
the New York sales region after| Spark Plug Co. have been an- FWD N S ld : 0 Ww ey pointed assistant district sales man- 
: seven years with General Motors|"0unced. Roy Hummel has been ames Sturwo Appointment of Donald R, Mc-|ager in Ford Motor Co.’s Twin 
“ Acceptance Corp made factory manager, B. L. Christ-| Arthur J. Sturwold has been | Cleary as manager of the Fruehauf| Cities division. He replaces Chet 
1 * #* * |man has been promoted to assist-|named a district sales manager in| Trailer Co. branch factory in Fort (Continued on Page 36, Col, 1) 
g Briggs Promoted 
D. H, Briggs has been appointed | 
service manager of Detroit diesel | 
engine division, General Motors, | 
Detroit. He formerly was assistant | 
| service manager. | SELLING SLANTS OF THE MONTH! 
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Edsel Names Hart 


Richard P, Hart has been ap- 
pointed assistant sales manager of 
the Boston district for Edsel. 

* 


* * 


Wolverine Ups Robb 


Sam E. Robb has assumed new 
responsibilities as advertising 
supervisor in the advertising de- 
partment of Wolverine Tube divi- 
sion of Calumet & Hecla, Inc., 
Detroit. 

Formerly sales representative in 
the New York City area, Robb has 
been associated with the company 


for the past 22 years. 
* ad - 


Betz Appoints 3 in Sales 


The Betz division of Bohn Alumi- 
num & Brass Corp. has appointed 
Robert L. Hodapp sales manager of 
heat transfer products; Russell E. 
Keller sales manager of industrial 
air conditioning, and Robert W. 
Carvel sales manager of commer- 
cial sales. 

? * * 
Corrie Appoints Seitz, 


Aletter, Irvine and Young 


A. D. Gorrie & Co., Ltd. (Chevro- 
let), Toronto, has announced that 
Burke Seitz has been named execu- 
tive vice-president and will hold 
the same position in two other 
Gorrie firms—Golden Mile Motors, 
Ltd. (Chevrolet), Scarboro, Ont., 
and Gorries Leasing, Ltd. 

At the same time, it was reported 
that Howard G., Aletter will be 
general manager of A. D. Gorrie; 
Alex Irvine, general manager of 
Golden Mile, and William Young, 
general manager of Gorries 
Leasing. 


* * x 


Universal Names Rings 


Bobby Rings has been named 
sales manager of Universal Car & 
Service Co. (Ford), Grand Rapids, 
Mich. He has been with the com- 
pany three years. 

os * > 
General Tire Promotes 


McCullar in Southeast 


Dave M. McCullar has been 
named manager of passenger-tire 
sales for General Tire & Rubber 
Co.’s Atlanta division. His new ter- 
ritory includes all or portions of 
Alabama, Florida, Georgia and Ten- 
nessee. 

McCullar formerly was General 
Tire’s Kingsville (Tex.) distributor. 
He joined the company’s Atlanta 
division in 1955 as territory man- 
ager in Montgomery, Ala. 

*” om + 


Pratt Retires from Buhl; 
Green Heads Auto Division 


| 


| 
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You can’t go wrong 


-— 





with a 30,000,000-car market... 





---as long as you have it covered with these 
8 AC Fuel Pumps! 


At a time when spring rains are just 
around the corner, dealers everywhere 
should be thinking in terms of increased 
fuel pump sales. It’s the fuel pump 
which powers the wipers that keep 
windshields clear. What’s more, for a 
minimum investment in money—and in 
shelf space, too—you can add an 
additional $276.24 per year to your 


Total cost to you for these eight AC 
OD on os icphincneGa dened 


Your automotive coverage is complete . . . with the complete AC line! 
HERE’S THE ARITHMETIC THAT SPELLS OUT YOUR PROFIT OPPORTUNITY. 


Eight AC pumps cover this 30 million car market. 
Type numbers: 429, 9785, 587, 529, 9798, 588, 571, 9294, 
Based on turnover eight times a year 
Average yearly profit........... $276.24 


profit figures. That statement is based Total selling price..... 


on an average turnover of eight pumps 
eight times a year. Many outlets make 
more. These eight AC Fuel Pumps 
blanket the largest part of the passenger- 
car market . . . assure you of your share 
of this profitable replacement business. 


Glenn M. Pratt, 40-year veteran 
with Buhl Sons Co., Detroit, has 
retired as head of the firm’s 
Automotive division. He organ- 
ized the division in 1936. 

A member of the board of di- 
rectors, Pratt will continue his 
association with the company on 
a consulting basis, Succeeding 
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Auto Personnel 


(Continued from Page 35) 


W. Johnson, who was named dis- 
trict sales manager of Edsel divi- 
sion with headquarters in Minne- 
apolis. 


* * 


+ 
Jackson Named Sales Chief 


Of Commercial Solvents 


W. Ward Jackson, vice-president 
of Commercial Solvents Corp., has 
been named to head the company’s 
sales and marketing activities. 

In addition to sales, his new re- 
sponsibilities will include advertis- 
ing and sales promotion, market 
development and traffic. Jackson 
previously was vice-president of 
CSC’s Petrochemicals division. 

* * + 
Norton Promotes Smith 


Stephen Smith has been ap- 
pointed manager of the sales serv- 
ice department for Norton Co., 
Worcester, Mass. He formerly was 
supervisor of the sales department 
and has been with Norton since 
1946. 

- 


Warren, 4 Others Promoted 


In Goodyear Industrial Unit 


R, B. Warren has been named 
general manager of Goodyear Tire 
& Rubber Co.’s Industrial Products 
division. 

In other promotions, O. A, Schill- 
ing was named sales manager; H. 
R. Comstock, assistant sales man- 
ager; R. E. Chapman, central re- 
gional manager, and R, E. Mercer, 


manager of hose sales. 
: > * 


Morse Joins Krylon 


Brenton T. Morse has been 
elected vice-president and treasurer 
of Krylon, Inc., Norristown (Pa.) 
producer of spray enamels and 
clear acrylic plastic spray in aero- 
sol containers. Morse formerly was 
controller and assistant treasurer 
of Botany Mills and Gera Mills, 
Passaic, N. J. 


* . > 


New Process Appoints 2 


Robert W. Wolfe has been named 
general sales manager, and Thur- 
man O. Ruettinger, chief engineer, 
of New Process Gear Corp., Syra- 
cuse, N. Y. 

© az > 


Rigdon, Thompson Named 
By United Motors Service 


United Motors Service division of 
General Motors has appointed H. 
D. Rigdon manager of its Omaha 
zone. Rigdon succeeds Charles E. 
Coker, who retired after 26 years 
with UMS. 


William J. Thompson has been | 
appointed director of salaried per- | 


sonnel for the division, 
7 * 


. 
Alger Appoints Two 
Geo. F. Alger Co. has appointed 
J. P. Tryand as traffic manager 
and O. V. McGloshen as manager 


of its steel division. 
” * + 


Kelso Moves Up 

Appointment of Frederick B. 
Kelso jr., as assistant manager of 
Goodyear’s service department, is 
announced by E. C. Flinn, service 
department manager. He joined 
Goodyear in Akron in 1927, as atire 
builder. 


* * * 


Brown, Petitte Advance 
Walter L. Seelbach, president 
of Superior Foundry, Inc., Cleve- 
land, announces the appointment 
of Warren W. Brown as manager 
of sales and marketing and Nor- 
man Petitte as assistant sales 
manager. 
+ : * 
Goodyear’s Mayl Retires; 
Joined Firm in 1924 


Retirement of Joseph E. Mayl, 
vice-president, general products 
group, Goodyear Tire & Rubber Co., 
has been announced. 

Sam DuPree, general manager of 
Goodyear’s industrial products divi- 
sion, will succeed Mayl. May] joined 
Goodyear in 1924, 


GM Club Names Drobnic 


T. A. Drobnic, Chicago plant man- 
ager for Delco Radio division, has 
been elected president of the Gen- 
eral Motors Club of Chicago, suc- 
ceeding Warren R, Peel, Chevrolet 











regional manager, Other new offi- 
cers are J. H, Newberry, Motors 
Insurance, vice-president, and K. T. 
Kitchin, AC Spark Plug, secretary- 
treasurer. 

= * * 


Heil Boosts Nitz 
Appointment of Ralph Nitz as 
assistant sales manager of the 
Tank division of the Heil Co., Mil- 
waukee, is announced by Joseph 
F’. Heil jr., sales manager. 
= * + 
Chrysler Shifts Eriksen 
Harry E. Eriksen, formerly on 
special assignment with the general 
manager’s staff, forge and foundry 
division, Chrysler Corp., has been 
promoted to plant manager of the 
Kokomo (Ind.) Die-casting plant. 


Drysdale Retires as Head 
Of Chrysler Body Unit 


George W. Drysdale, former 
operations manager for Chrysler 





Corp.’s automotive body division, 
retired from the company Jan. 1. 


Some 90 associates honored him 
at a dinner given by John E, Bren- 
nan, Chrysler vice-president and 
group executive. 

* + a 


New Vornado Division 


Created by O. A. Sutton 


O. A. Sutton Corp, has announced 
the establishment of a new Vor- 
nado division for the sales and pro- 
motion of auto air conditioners. C. 
E. Schick will head the division. 

By developing a packaged “carry 
out” type of air conditioner that 
can be easily installed, Vornado has 
made it possible for appliance, auto 
supply and department stores to 
merchandise the unit profitably. 

> + * 


Jarecki Picks Athanson, 


Opens Detroit Office 


William J. Athanson of Detroit 
has been appointed sales vice- 
president of Jarecki Corp. Before 
joining Jarecki, Athanson was ex- 
ecutive vice-president of National 
Automotive Fibres, Inc. 

In conjunction with Athanson’s 
appointment, Clare F. Jarecki, 
chairman of Jarecki Corp., an- 
nounced the opening of a sales 
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“Men! It looks as though we're 
just going to have to tighten our 
belts a little tighter and come up 
with leaner sales.” 


headquarters in Detroit to serve 
automotive and other industrial 
customers. 

= > + 


Dorn, Abbe, McGuire 


Promoted by Chevrolet 

L. C. Dorn, formerly Chevrolet 
assistant zone manager in Houston, 
has been appointed an assistant na- 





tional sales promotion manager in 
the central office, Detroit. He has 
been with Chevrolet 22 years, ill 
in the Southwest region. 

Replacing Dorn in Houston is J. 
L. Abbe, formerly assistant zone 
manager in Oklahoma City. Abbe’s 
successor is W. H. McGuire, who 
has been an assistant manager of 
the dealer organization and analy- 
sis department in Detroit. 

oe + * 


Burnham Quits Fruehauf 


Fruehauf Trailer Co. has an- 
nounced the resignation of 
Frederick E, Burnham as finance 
executive vice-president. He will 
continue to serve as a consultant 
to the company. 


* * * 


Modac Appoints Brownlee 


Robert B. Brownlee has been ap- 
pointed regional manager for Mo- 
dac division, Haywood Industries. 
His territory will include Memphis, 
New Orleans and Birmingham, Ala. 

s 2 «6 


Hall Promotes Helthall 
Stuart S, Helthall has been named 
secretary of C. M. Hall Lamp Co. 
Detroit. He also will continue to 
serve as director of purchases for 
the company. 


SELLING SLANTS 


Fishing Season 
for AC Marine Spark 


--.-and we’ve 


got the “lures” 


to help 
you land 


your limit! 


7 


7 & 


Here is something new . . . AC’s big spring 
sales-getting point-of-sale package for you! 
First, at right, this interesting, dimensional 
counter display in beautiful natural color. 
The authentic fishing scene gives a fisher- 


man that wonderful eeling 


f ACTION— 


rod straining and reel singing! 
Mounted to it for added realism is the 


brand-new AC 


Lure 


Spark Plug i 
that really hooks ’em. It’s available to your 
customers at a bargain price. 


nt oo. oy is eens out all 
over with “sell” . . . helpi ou 
sales of those famous KC RUSTPROOF 


Marine Spark 


Plugs. 


HOT TIP 
SPARK PLUGS 


AC SPARK PLUG SP THE ELECTRONICS 
DIVISION OF GENERAL MOTORS | 
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1 Opens Market 
<| Plug SALES! 


Plus... 


The very latest AC Marine Spark 

Plug Specification Wall Chart. 

It’s complete, with all outboard makes, 
AC specifications, gap settings, 

and that all-important conversion chart. 
It’s different, though . . . because it 
also contains a valuable International 
Marine Signal Flag Code, Storm Warning 
and Buoy Marker Chart in full color. 


Take it from us... here is a brand- 
new kind of specification chart 
that also starts sales conversations! 


We have a hunch your customers will 
appreciate having a copy of this 
““Mariner’s Must” International 

Flag Chart . .. so, your AC marine 
package also contains an envelope- 
stuffer edition. There’s a card enclosed 
for you to secure an additional quantity. 
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Sell Cars, Not Prices, Says Analyst... 


Profit—Key to Dealer Success 


DETROIT, — The key of dealer- 
ship success is profit and dealers 
should organize to sell cars—not 
prices—at levels necessary to pro- 
duce the desired return, according 
to H. Bertram Lewis, a veteran 
auto analyst who edits publications 
for financial firms, 

He emphasized the necessity of 
dealers convincing the public that 
buyers get what they pay for at 
their place of business. 

“If I were a dealer in 1957,” said 
Lewis, “I would be convinced that 
basic business values never change 
and that long term success comes 
only by way of integrity, hard work 
and common sense.” 

The first thing to do, he said, to 
insure this is to develop personnel 
to the dealer's standard of per- 
formance. A sound incentive system 
would be essential. 

“Having always believed in profit 
sharing,” said Lewis, “the incentive 
system that I would adopt would be 
a profit sharing plan.” 

Thus, there would be no trou- 
ble in developing efficient team- 





---and 
this unique 


AC fishing lure for you! 


Yes, as a special addition to your tackle box ...a 
quality lure, specially designed by a leading fishing 





work of the highest order. Em- 
ployes, he said, should be taught 
—from car-shifters on up—that 
public good will is the ultimate 
source of dealer profits. 

“When in doubt,” Lewis said, “do 
the thing that will produce good 
will from customers and prospects. 
The employes will do this more 
willingly if they realize that they 
will gain through the profit sharing 
plan.” 

He said that preservation of a 
dealer in the industry must come 
by way of excellent service. The 
dealer should, he said, make a gen- 
eral bid for service prestige and for 
an ever-increasing service absorp- 
tion rate. 

“If I were a dealer in 1957,” he 
said, “I would make it my first 
business to develop my shop into 
the most popular service unit in my 
operating area. 

“I personally would study its 
daily procedure and results and 
keep in close personal touch with 
its personnel—a member of the 
service team—in the effort to see 


OF THE MONTH 


equipment manufacturer, is yours free of charge. It’s 
valued at more than $1. Give it a try the next time 


you’re out. 


all of its problems from the fir- 
ing-line angle and from that 
angle, to improve its methods 
day by day,” said Lewis. 

Profit possibilities also should be 
examined, Lewis said, in the truck 
field. “The trade in this area,” he 
said, “is still weak. If I were a car- 
truck dealer, I would gamble on 
hiring the best qualified truck 
salesmen and mechanics I could 
find.” 

Lewis believes truck-minded deal- 
ers should go “all-out” in 1957 for 
truck business, realizing that again 
service is the key. 

“It should be realized,” he said, 
“that to develop truck sales out- 
standing truck service must be pro- 
vided. Such a policy should pay. It 
does today for truck-minded dealers 
whose earnings from trucks add 
substantially to their total net in- 
come.” 

Turning to the dealership sales 
force, Lewis compared it to an 
Army fighting unit. “It should be 
handled as an able officer han- 
dles a combat team in war—by 






















This big spring sales package is all yours with an order for 
only 50 AC Marine Spark Plugs from your regular AC Supplier. 
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Fennel, Knittel Open Nash Deal— 


Avrora Nash has been opened at 1416 


Kingston, Aurora, Colo., by James W. Fen- 


nell, president, and Donald M. Knittel, vice-president. The dealership is housed in a 
new building which has a two-car showroom and a service department with eight serv- 


ice stalls. 
set- 


it, encouraging it, 


° 


“The dealer should live with his 





in 1957—or any other year—will de- 


training ry 
ting it the right example,” he | pend more on the spirit of the sales 
sai 


force than on any other factor. 
Lewis recommended brief early 


sales force, help its members do|morning meetings as essential to 


their best at all times and give it|sales training. 


“These,” he _ said, 


irrestible morale, just as an officer; “must be organized for quick em- 


does his men,” Lewis said. 


phasis on matters of most immedi- 


He reminded dealers that the size | ate importance.” 
of the net profit on new-car sales} Other points stressed by Lewis 






include: 


1. Demonstrate more and bet- 
ter. And get the demonstration 
in before discussing prices, 


2. Capitalize on former owners 
and unsold prospects. Dealers par- 
ticularly should make a list of pros- 
pects who were not closed the last 
time, up-and-coming dealers who 
keep after them will swing a good 
many of them, Lewis said. 

3. Keep present owners satisfied. 

4. Recognize that most buyers 
will be shoppers. “The dealer who 
has organized fully to find pros- 
pects who can be sold at a profit 
and then sell a high percentage of 
them is going to wind up the year 
with substantial black figures,” 
Lewis said. 

“Make 1957 a sales year through- 
out,” he advised. “Sell everything 
you have to sell—new cars, used 


service, accessories, financing and 
public confidence,” he said. 

“The main idea is to develop a 
more expert program for the mak- 
ing of profitable sales,” he said. 
“Then sell hard and continuously.” 


Willys Appoints 
Carter to Head 
Canadian Sales 


TORONTO. — Willys of Canada, 
Ltd., has realigned its sales organi- 
zation, according to J. J. Canning, 
general manager. 

R. H. Carter, 
formerly regional 
sales manager for 
the three Mari- 
time Provinces 
and Newfound- 
land, has been ap- 
pointed Canadian 
sales manager. 
His former post 
will be filled by 
Harold McCann, 
who has been dis- 
trict manager for 
southwestern Ontario. 

A. M, Simpson has been named 
regional sales manager for the Tor- 








A. M. Simpson Harold McCann 
onto area, and E. Y. Thompson has 
joined Willys as district manager 
in Toronto for the southwestern 
part of Ontario. 


GM’s Training Center 
Expands in Salt Lake 

SALT LAKE CITY.—General Mo- 
tors Corp. is adding 2,600 feet of 
classroom space to its training cen- 
ter here, 

The new facilities will be used 
for training specialists in refrigera- 
tion and non-automotive divisions 
of the company, as well as in the 
auto field. 














Legislative Roundup... 





Legislation Affecting Auto Industry 


By Bethune Jones 


Legislative Correspondent 


oe for new and increased taxes is a top issue in 
state legislatures this year, with lawmakers considering 
new sources of general tax revenue to meet mounting costs 
and ways to extract more money from highway users for 


participation in the Federal road program. 


Proposals for gasoline tax in- 
creases are pending in Ari- 
zona, Arkansas, Indiana, 
Maryland, New Hampshire, New 
Jersey, New York, South Dakota 
and Utah, while extension of “tem- 
porary” gasoline taxes is under con- 
sideration in Connecticut, Iowa, 
Montana and Pennsylvania. 

A gasoline tax boost bill was re- 
jected in North Dakota, but the 
Florida Legislature will get a new 





bill of this type 
when it convenes 
in April. 

New or in- 
creased taxes 
against trucks 
have been pro- 
posed in Kansas, 
Maine, Maryland, 
Montana, New 
Mexico and North 
Dakota, with such 
legislation ap- 
proved by Wyo- 


ming lawmakers. Legislative au- 


thority for new highway bond issues! gasoline tax boost being considered. 


is being sought in Delaware, Maine, 
Montana, Oregon and Vermont. A 
West Virginia legislative proposal, 
on the other hand, would replace a 
continuing policy of borrowing for 
highways with a new pay-as-you- 
go program. 

An increase in the Arizona gas- 
oline tax from five to six cents 
has been recommended by Gov. 


Ernest W. McFarland. A bill intro- | 
duce in the Arkansas Legislature | 
would boost the gasoline tax from | 


6% to 7% cents, with the added 
revenue going to cities and coun- 
ties. 

Indiana’s House passed and sent 
to tthe Senate a bill backed by 
Gov. Harold W. Handley to raise 
the gasoline tax rate from four to 
six cents a gallon, to yield an esti- 
mated $30 million additional reve- 
nue. Meeting strong opposition in 
the Maryland Legislature was a 
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bill proposing a two-cent gasoline 
tax increase. 
* * * 


$13 Million in N. H. 


ABoUT $13 million in additional 
revenue would have to be raised 
through tax increases or new bor- 
rowing to support New Hampshire 
highway spending, with a one-cent 


New Jersey lawmakers and Gov. 
Robert B. Meyner are seeking to 
iron out differences on highway 
financing. Meyner, a Democrat, 
twice vetoed bills passed by the 
Republican-controlled Legislature 
to use surplus state funds to as- 
sure the state’s participation in 
the first year of the Federal high- 
way program. The Governor advo- 
cated an increase in the gas tax 
rate from four to five cents a gal- 
lon to provide revenue. 

South Dakota’s House passed and 
sent to the Senate a bill to jack up 
the gasoline levy from five to six 
cents a gallon to provide matching 
funds for the new inter-state road 
program. Utah lawmakers were 
asked by Gov. George D. Clyde to 
provide for increases of one cent 
on gasoline tax and two cents on 
diesel fuel. 

New York’s Temporary State 





SELLING SLANTS OF THE MONTH! 





Three Big Profitable Reasons why 
you should sell Guide T-3 Headlamps | 
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First in 
PROFIT, QUALITY, 
| CUSTOMER SATISFACTION 


GUIDE T-3 HEADLAMPS FROM 





Rp THE ELECTRONICS DIVISION OF GENERAL MOTORS 


First in 
PRECISION 
AIMING! 


Guide, pioneer in develop- 
ment of the aiming plat- 
form principle, still leads in 
quality control and pre- 
cision grinding of the aim- 
ing “Guide Points.” This 
additional manufacturing 
step by Guide enables you to replace 
and aim Guide T-3 Headlamps when 
using the low-cost Guide T-3 Aimers. 
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Commission on Highway Finance 
has recommended that the gasoline 
tax be increased from four to five 
cents and diesel tax from six to 
seven and one half cents, effective 
Jan. 1, 1958. New York voters last 
fall approved a $500 million state 
highway bond issue, giving rise to 
belief that a gasoline tax hike 
sooner or later would become neces- 
sary to pay off the borrowing. 

A bill proposing a one-cent in- 
crease in the motor fuels tax was 
killed in North Dakota. In Florida, 
where the legislative session gets 
under way in April, the Florida 
League of Municipalities has pro- 
posed a one-cent gas tax boost. 

Connecticut’s Highway Financ- 
ing Study Commission called for 
continuance of the state gasoline 
tax at its present six-cent rate. 
Under present law, the tax is due 
to revert to its former four-cent 
rate July 1, 1957. 

A bill given favorable prelimin- 
ary action in the Iowa Legislature 
would keep the state gasoline tax 
at six cents a gallon for the next 
four years. The sixth cent of the 
tax was imposed two years ago and 
will expire July 1, 1957, unless ex- 
tended. The fifth cent has been con- 
tinued on a biennial basis for sev- 
eral years. A four-cent Iowa 
gasoline tax was made permanent 
some time ago. 

* * * 


Montana Fuel Tax 


OV. J. HUGO ARONSON has 

asked the Montana Legislature 
to make permanent the present 
temporary seven-cent gasoline and 
nine-cent diesel fuel taxes. Other- 
wise, these taxes would revert 
March 31, 1957, to six cents. 

Pennsylvania’s gasoline tax will 
drop from six to five cents a gal- 
lon in September unless action is 
taken to keep it at the present 
rate. The 1955 Legislature in- 
creased the Levy to six cents and 


earmarked the added revenue for 


renovating flood-destroyed high- 
ways. The extra $52 million was 
more than enough to accomplish 
this task, but continuance of the 
tax at the six-cent rate has been 
proposed to provide funds for ex- 
panded highway construction. 

In the truck tax field, a Kansas 
proposal, strongly opposed by truck- 
ers, would reinstate a ton-mile tax 
on larger trucks. A ton-mile tax 
bill also was introduced in Maine. 

A Maryland bill would avert 
higher automobile registration fees 
by shifting the burden to trucks 
and other commercial vehicles. 
Montana bills include a proposal for 
a new truck weight-distance tax. 
An increase in license fees against 
heavy trucks was proposed in New 
Mexico, but the issue was expected 
to be sidetracked in favor of an 
interim study. 

North Dakota’s Senate passed and 
sent to the House a bill to impose a 
new weight-distance tax on trucks 
over 24,000 pounds GVW. 

Wyoming has approved bills to 

increase truck compensatory fees 
by $1,329,153 a year, boost pas- 
senger car registrations from $5 
to $7.50 a year to raise another 
$300,000, and increase the diesel 
fuel tax from four to seven cents 
a gallon. 

Among states contemplating new 
borrowing for highway programs, a 
Delaware bill would authorize the 
issuance of $19,300,000 in bonds to 
finance road construction during the 


next biennium. 
” * = 


4 Maine Bond Issues 


OV. EDMUND S. MUSKIE has 

submitted four alternative bond 
issue plans to the Maine Legisla- 
ture to provide additional highway 
funds. The proposed bond issues 
range from $20 million to $66,500,000. 

Montana lawmakers were asked 
by Gov. Aronson to give the “clos- 
est study” to proposals for the 
issuance of bonds for highways. 

Oregon’s House passed and sent 
to the Senate a bill backed to au- 
thorize a 10-year, $8 million bond 
issue to provide highway construc- 
tion funds. Another Oregon pro- 
posal would authorize a $12 million 
bond issue for the purpose of elimi- 
nating U. S. 101 bottlenecks. 

A $25 million state highway bond 
issue has been recommended to the 
Vermont Legislature by Gov. Joseph 
B. Johnson. 

In a deviation from the bond issue 
trend, a bill introduced in the West 
Virginia Legislature calls for a pay- 
as-you-go state road construction 
program. It would prohibit further 
issuance of revolving bonds under 
the state’s $50 million “Good Roads 
(Continued on Page 40, Col. 1) 
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In Philadelphia, buying begins at home 





The Bulletin goes home...delivers more copies to more people 


every seven days in Greater Philadelphia than any other newspaper 


In the prosperous 14-county Greater Philadelphia market, people 
spend $1,252,000,000 for cars and accessories each year. You 
can reach them in the home where the decisions to buy are made. 
Use the advertising columns of Philadelphia’s home newspaper— 
The Evening and Sunday Bulletin. And now your sales message 
can have the added impact of R. O. P. spot and full COLOR— 


evening and Sunday—seven days a week! 


The Bulletin exerts a powerful influence on the buying 
habits of its readers. Philadelphians like The Bulletin. They 
buy it, read it, trust it and respond to the advertising in it. 
The Bulletin is Philadelphia’s home newspaper. 


Advertising Offices: Philadelphia, 30th and Market Streets New York, 
342 Madison Ave. Chicago, 520 N. Michigan Ave. Representatives: Sawyer 
Ferguson Walker Co., Detroit + Atlanta * Los Angeles * San Francisco * Seattle 


In Philadelphia nearly everybody reads The Bulletin 








ized by legislative action. 

State legislative developments 
in the general tax field include 
the enactment in Arkansas of a 
$22,200,000 program of higher taxes 
recommended by Gov. Orval Fau- 
bus. The new measures increase 


to yield about $16 million in addi- 


state income yield by approxi- 
mately $5 million a year, and raise 
severance taxes. 

Governor Handley recommended to 
the Indiana Legislature a 35 percent 
increase in the state gross income 
tax, to produce $79,800,000 in addi- 





mendations by the Indiana governor 
included a proposal for a withhold- 
ing system for collection of the 
state gross income tax by employers 
of seven or more persons, to yield 


Special Showroom for Imperial— 


Max Barish, Inc., Los Angeles, is displaying its Imperials in this special showroom 
designed to furnish a suitable background for the car. Barish also handles Chrysler 
and Plymouth. 


tional revenue during the next bien-| 
nium. A number of other tax recom- | 
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| 


the sales tax from 2 to 3 percent, | 


Legislative Roundup 





(Continued from Page 38) 


Amendment” of 1920, unless author-| an estimated $8 million from per- 


sons now escaping the levy. 
+ cd * 


lowa’s Tax Plans 


OWA’S sales tax rate would drop 
from 2% to 2 percent, but indi- 
vidual state income taxes would be 
increased by $8 on each $1,000 of 


taxable income above $5,000, under | 


| recommendations by Gov. Herschel 


tional annual revenue, boost the | 


C. Loveless. 


Gov. Luther H. Hodges has 
asked the North Carolina Legis- 
lature to make tax changes which 
would cut state revenue by $8,- 
884,000 annually. He called partic- 
ularly for reductions totalling $7 
million in state corporation in- 
come taxes which a study com- 
mission recommended to stimu- 
late industrial expansion. 

Oregon’s House has rejected a 
bill proposing a new 3 percent 
sales tax. This left lawmakers 
confronted with the prospect of 
turning to higher state income taxes 





PACKARD 
ELECTRIC 





SUPPRESSOR 
CABLE 


better without costly spot suppressors ! 


Here’s how it’s done—Packard Elec- 
tric’s exclusive T.V.R.S. cable does 
two jobs simultaneously. Its non- 
metallic conductor carries the cur- 
rent that makes the ignition spark. 
And it controls current intensity 
without help from suppressor 
gadgets. 


or neighboring TV sets. 


T.V.R.S. cable makes spark plugs 
last longer, too. That’s because 
electrical oscillations are reduced 
within the ignition system. As a 
result, there is less erosion of the 
spark plug points. 


offices 


A Packard Electric terminal- 
attaching process makes T.V.R.S. 
cable easy to use on any ignition 
system. And packaged replacement 
kits are available for your service 
organizations. Get the facts now. 
T.V.R.S. cables can eliminate a 


Because the distributed resistance in 
Packard T.V.R.S. cable has proved 
superior to ordinary spot suppress- 
ing devices, there is a minimum of 
“broadcast” ignition interference to 
interrupt the operation of car radios 


Warren, Ohio 





ae Electric 


“Live Wire” division of General Motors 


jf TV and radio interference can be controlled 


troublesome problem for you. And 
they can actually save money in the 
process! For your convenience, 
Packard Electric maintains branch 
in Detroit, 
Oakland, California. 


Chicago, and 
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or other sources to raise an esti- 
mated $100 million of needed new 
state revenue. 


Gov. George M. Leader has esti- 
mated $108,613,231 in new or addi- 
tional tax revenue would be needed 
to balance his recommended Penn- 
sylvania budget. This estimate was 
based on the sales tax at its present 
3 percent rate. If the sales tax were 
to revert to 2 percent June 1, as 
provided by present law, the new 
tax requirements would exceed $255 
million. 


Leader left it to the lawmakers 
to determine how to raise the addi- 
tional revenue, but indicated he 
would accept recommendations 
made by his Tax Study Commission. 
Among other things, these included 
a proposal for removal of the pres- 
ent sales tax exemption from trade- 
ins on automobiles and items such 
as appliances. 


South Carolina’s House has ap- 
proved a proposal for a 15 percent 


| surtax on all brackets of state in- 


come taxes. Tax recommendations 
made to the Utah Legislature by 
Gov. Clyde included a proposal for 
a withholding system for collection 
of state income taxes. Increased 
Wisconsin taxes against individual 
income have been included among 


|Gov. Vernor W. Thomson’s recom- 


mendations. 


Imposition of a new 3 percent 
sales tax has been recommended 
to the Massachusetts Legislature 
by Gov. Foster Furcolo as key 





part of a $130 million new tax 
program. Kansas tax recommen- 
dations by Gov. George Docking 
included a proposal that the cor- 
poration tax be increased from 2 
to 4 percent on net income. A New 
Mexico proposal would boost the 
state sales tax from 2 to 3 percent. 


Gov. G. Mennen Williams has rec- 


|ommended to the Michigan Legis- 
|\lature a tax program proposing a 


| profits tax, 


new 6 percent state corporation 


repeal of the present 


| corporation franchise tax, and ad- 








justments in the state business- 
activities tax to benefit small firms. 
He estimated the program would 
result in a net gain of some $76 
million in state revenue, which he 


| said was needed for budget balanc- 


ing. 


* * * 


Idaho Legislature Passes 


|Workmen’s, Jobless Bills 


Bills liberalizing workmen’s and 
unemployment compensation bene- 
fits have been passed by the Idaho 


|Legislature and sent to the gov- 


ernor. 


One of the measures increases 
death benefits under the work- 
men’s compensation law from $10,- 
000 to $12,000. The other boosts 
maximum jobless pay from $30 to 
$40 a week and minimum benefits 
from $10 to $15. 

* 


* * 


Quebec Legalizes Use 
Of Directional Signals 


Use of directional signal lights 
on motor-vehicles has been legalized 
in Province of Quebec by a unani- 
mous adoption in Quebec Legisla- 
ture of a Government bill. However, 
the bill makes no provision for me- 
chanical luminous signalling of a 
stop. All stops must be indicated 
manually. 


Amendment to the Quebec Mo- 
tors Vehicle Act also included a 
measure making it compulsory for 
motor vehicles to have mud guards 
of a type approved by the Ministry 
of Transport. 

* 


x * 


Idaho OR’s ‘Right-to-W ork’ 


Idaho’s House has passed and sent 
to the Senate a so-called “right-to- 
work” bill which would outlaw the 
union shop and other forms of 
union labor contracts. 

os a * 


N. D. Minimum Pay Dies 


North Dakota’s Senate has killed 
a bill that would have repealed the 
state’s “right-to-work” law. Also 
killed were bills that would have 
established a $1 hourly minimum 
wage and set prevailing wage rates 
in highway construction. 

6 * * 


Vehicle Tax Approved 


The Charles City County (Va.) 
board of Supervisors has approved 
unofficially a proposed $10 motor- 
vehicle license-tax ordinance. A 60- 
day waiting period is required be- 
tween introduction and adoption of 
a license tax measure. May 27 is the 
next regular meeting following this 
waiting period. 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Automotive Parts Business 


Looks Good to Midland 


commenting on the overly pub- 
licized plight of the automotive 
parts supplier was apparent the 
other day in the response of Wade 
N. Harris, president, Midland Steel 
Products Co., to the question: 


Suttons Handle White 


SACRAMENTO, Calif. Sutton | 
Truck Sales has been opened here 
by W. A. Sutton and his son, W. R. | 
Sutton. They will handle White, 
Autocar and Freightliner. 


|“What’s wrong with being in the 
| automotive parts business?” 
In essence, Harris’s reply, “Noth- 


A NOTE of refreshing candor in| i78 that 
other 


isn’t applicable to most 


lines of business,”—means: 


“Nothing that 
can’t be handled 
by competent 
management.” 
While outlining 
Midland’s long- 
range plans for ex- 
pansion and diver- 
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business, “is no place for a manage- 
ment that cannot accept the daily 
challenge of strenuous competition, 
sudden shifts in policy and a con- 
tinuous pressure for lower unit 
prices on its products.” 


Yet, he pointed out, similar con- 
ditions face any business in any 
industry — although “possibly to a 
slightly lesser degree.” The country 
is littered with the wrecks of busi- 
nesses that became complacent 
with prosperity and neglected to 
keep manufacturing and pricing 
policies in tune with customers’ 
requirements, Harris declared. 


As evidence of how his own 
company is endeavoring to main- 
tain strength for the competitive 
battle, Harris described the three- 
fold task that confronted him 
when he joined Midland 28 months 
ago as executive vice-president. 


First, he had to provide potential 
replacements for several key man- 
agement men who would reach 
retirement age in 1958. Second, he 
planned to decentralize manage- 
ment of the firm’s three manu- 
facturing divisions. Third, he was 


sification before a|to broaden the operating base of 


Detroit press|the company by diversification into | 


group, Harris em- 
phasized that the 


automotive parts) 


automotive and other fields. 
As of this month, phases one and 


two are completed—announcement 


of recent executive appointments 
coincided with the putting into 
effect of an organizational structure 
whereby each Midland plant is to 
be a self-sufficient, fully decentral- 
ized and autonomous manufacturing 
operation, headed by its own vice- 
president. 

Now the entire team of top-man- 
agement operating executives is 
functioning, and Harris will be free 
to concentrate more of his own 
time and energy on the objective 
of growth and diversification. Harris 
explained that two paths are being 
follqawed simultaneously in the 
search for new products. 

On one hand, Midland is intensi- 
fying its engineering development 
efforts to perfect new automotive 
equipment items. In this category, 
it was mentioned that research is 
being done on methods of improving 
the efficiency of air brakes, com- 
pressors and valves. 

Also in the field of pneumatic 
equipment, Midland is experi- 
menting with varied types of air 
controls, as well as with auto- 
matic leveling valves and air 
springs for air suspension sys- 
tems. Additional projects include 
“several new frame ideas,” as 
well as a new method of automo- 
bile parking. 

The second avenue of growth 


y 


being explored (aggressively) is ex~- 
pansion via the “merger acquisi- 
tion” route. Considerable planning 
and actual negotiations were said 
to have been carried out in further- | 
ing this logical diversification pro- 
cedure—and it may be anticipated = 
that such efforts will be stepped up, 
now that the decentralization pro- 
gram is completed. 
Future products to be considered 
by Midland will include those out- 
side the automotive field, as well as © 
additional items of automotive parts. 
supply. 


* * * 


Crash Tests Evaluate 


Design Safety Influence 
i. the past 18 months, 
considerable speculation has 
arisen regarding relative degrees of 
protection afforded car occupants 
in crashes involving cars with unit 
frame-body construction as opposed 
to those having the more conven- 
tional separate frame construction. 
At the highest engineering, 
manufacturing and management 
levels, where decisions are made 
concerning the design features 
of future models, this question of 
relative safety has become par- 
ticularly bothersome, since there 
has been no real data available 
on which to base sound, objective 
judgment. 
To date, it’s been anybody’s guess 
jas to whether or not one type of 





i | construction had any fundamental 


|safety advantage over the other. 
| There had been no real proof either 
way. 
| Some months ago, we were able to 
| reveal that tests sponsored by frameg 
| suppliers and automobile manufac+# 
|turers were under way to collect+ 
|data on this subject. For an un- 
biased view, these experiments are 
| being conducted by an independent 
| research group on the West Coast. 
More recent information from 
one of the frame suppliers which 
|is sponsoring such test-work now 
| permits us to disclose that Parish 
Pressed Steel has provided financial 


worth a good look: Gabriel AjustOmatics 


Gabriel AjustOmatic is the on/y hand-adjustable shock absorber. 


You adjust it during installation—for normal, soft or firm con- 


trol. On any car, it gives the added stability, roadability and com- 


fort so many owners want. Any time a customer wants something 


different from “average ride” —you’ve got a customer for Gabriel 


AjustOmatics. The price and profit picture are mighty attractive. 
Get the full facts from your Gabriel Jobber. 


THE GABRIEL COMPANY, CLEVELAND 15, OHIO 


AJUSTO 


MATIC 


SHOCK ABSORBERS 


backing and a fleet of test cars for 
a series of “head-on” new-car 
crashes, 


It is expected that these tests— 
now under way by an unbiased 
organization—may aid in determin- 
ing the relative collision safety of 
cars following the two different 
design concepts. 

It is interesting to note that pre- 
vious Parish investigations have in- 
dicated that the age of cars has a 
definite effect on their safety in col- 
lisions. It was concluded that this 
is because corrosion reduces struc- 
tural strength and stiffness. 


According to Parish engineers, 
“it is axiomatic that the thinner 
the original stock, the greater will 
be the reduction in structural 
stiffness.” It is, therefore, as- 
sumed by Parish engineers that 
the car with a separate frame 
under it will suffer less (loss of, 
strength) from corrosion becauser 
of the heavier stock used. ' 

It was indicated that the current 
crash testing program has the ob- 
jective of obtaining facts under 
controlled conditions, with varia- 
bles eliminated insofar as possible. 
A Parish spokesman reported that 
test results should be available “in 
the near future” for presentation to 
the SAE. 


* x * 


Hood Bulges Look Better 


Seen ‘from Inside Out’ 


Ut you sit behind the wheel 

of a Chevrolet, you never really 
may understand why those two 
ridges were stamped into the hood. 
From that vantage point, the stylist 
is vindicated—for the hood hum- 
mocks do look good when viewed 
from inside the car. 

Most of us are imbued with the 
idea of examining a car from 
the outside and forming our judg- 
ment of styling features from this 
external view. A few still give 
equal emphasis to how a car 
“feels” and looks when seen from 
the inside out. 

My compliments to Chevrolet styl- 
ing for coming up with a specific 
feature that does invert the usual 
process and cater to the aesthetic 
view of the car’s occupants—instead 
of to those who are merely watch- 
ing it go by. 

Beyond this somewhat superficial 
impression, of course, the predomi- 
nant impression of a Chevrolet driv- 
ing trial continues—as in the recent 
past—to be responsiveness, charac- 
terized by smooth, quiet, effortless 
performance. 
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Vaintain 


{merica’s Motor Vehicles 










_ they are safe to operate. 


dents are caused by malad- 
justed and faulty mechanisms 


in the vehicle. 
No one knows or can tell how 
»@ many Americans are killed or in- 
ured each year because these 
vehicles are not properly main- 
tained. Accurate figures do not exist 
for several reasons. 

Some, to name a few, are lack of 
uniform reporting; tendency in 
investigation to concentrate on the 
driver; investigators not trained to 
recognize evidence of unsafe condi- 
tion; damage obliterating cause of 

. the accident, and unwillingness of 
drivers to admit improper main- 
tenance for fear of contributory 
negligence. 

Yet, the highway carnage goes 
on with but 14 states and the 
District of Columbia recognizing 
the dire need for official periodic 
inspection of vehicles. 

Records from states having peri- 
odic vehicle inspection, however, ac- 
cording to the Assn. of Casualty 
and Surety Companies, show defin- 
itely that a high percentage of 
vehicles, regardless of age, is not 
properly maintained in a safe con- 
dition. 


é 


Ly ’ 










































* a 

HE older the car, 
chance there is for 
unsafe. New York 
started official 


« 










the more 

it to be 
state, which 
inspection Feb. 1, 


gered schedule of inspections. 

All 1938 and older cars were 
inspected in February; 1939 and 

40 models are being checked 

sis month, and other cars will 
sollow by age groups. 

In the 1957 May safety month 
program, dealers are being asked 
to help alleviate this serious safety 
condition as a public service and 






: states that do not require periodic 
inspection, dealers can—if they will 





the same degree that has been 


and at a profit to their parts and 
service departments. 

Reports from the nine states 
conducting vehicle inspection pro- 
grams in 1955 show that 13 to 71 





One-Show Display Urged 
By Piston Ring Units 

SILVER SPRING, Md. — Two 
piston and ring groups have 
passed resolutions favoring the 
rotating plan of exhibiting at re- 
gional shows each year. 

The Piston and Ring Standard- 
ization Group recommended that 
the Motor & Equipment Manufac- 
turers Assn., the Motor & Equip- 
ment Wholesalers Assn. and 
National Standard Parts Assn. 
schedule their annual meetings at 
the same time and place, rotating 
geographically each year. 

The Piston Ring Manufacturers 
Group passed a resolution favor- 
ing the rotating plan of exhibit- 
ing, proposing that it exhibit at 
only one regional show per year 
and indicating a preference for 
Los Angeles in 1958. 


| 





¥ 
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, 
. 
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1957, recognizes this with a stag-| 


a duty to customers. Especially in| 


—help to eliminate unsafe cars to| 


evidenced in the inspection states, | 


i Checks to Spotlight 
Millions of Vehicles | 
In Need of Service 


At least 46 million vehicles — two out of every three cars 
and trucks—are driven on our highways and streets every 
day without any official check to determine whether or not 


This, in face of the belief that many of our fatal—and far 
too many non-fatal — acci-® 


percent of all vehicles inspected 
were rejected because parts re- 
quired immediate attention. 

States operating inspection pro- 
grams have sizeably reduced their 
accident experience according to 
the American Assn. of Motor 
Vehicle Administrators. For in- 
stance, during the first year of 
inspection in New Jersey, there 
was a 32 percent drop in traffic 
fatalities. 

Texas, before inspection, had re- 
ported that 15 percent of its acci- 


dents were due to vehicle defects. 
. > > 








Safety Check Your Car | 






After inspections were started, 
this dropped to 5 percent. In 
Utah, defects caused 15 percent 
of fatalities before inspection, 3 
percent after. 

Persons with long experience in 
traffic safety strongly believe that 
if the facts were known, we would 
find that nearly one-fourth of all| 
accidents are caused by vehicle de-| 
fects. When official reports show 
that more than one-half of all ve- 
hicles inspected fail to pass basic 
safety examinations, it is not un- 
reasonable to suspect that such | 


beliefs are justified. 
A REPORT on the Texas inspec-| 
*“4% tion program by its chief, | 
George W. Busby, amply bears this 
out. 
‘Continued on Page 46, Col. 3) 
> > > 
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YOUR RIDE 
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Come 9n...Get Your 
"SAFE TRIP” 
Guide 






|Banners for May Safety Month— 


Window cords that dealers can use to 


identify their firms with the annual May 


| Safety Program of the Inter-Industry Highway Safety Committee are shown above. 


| The large poster at upper right gives the 
for shop use, with ten check points listed 


IRE makers have reported that 

an increasing number of bead 
leaks on 14-inch tires being returned 
for warranty adjustment are the 
direct result of improper mounting 
and dismounting procedures. 


The situation has become so 
critical that most tire manufac- 
turers are advising that no war- 
ranty adjustments will be made 
on obviously damaged tires. 


The tire people claim that, in| 
addition to service men trying to| 
demount the tire from the wrong} 
side of the rim, far too many tires 
are being damaged because opera- 
tors fail to use soap to lubricate 
rims. 


Also, they report that many dealer 
and other service shops are trying 
to demount and mount these new)! 
tires on their 15-inch tire machines 
without adapters that fit the 14-inch 
tire. 

In this latter situation, tire 
makers claim that the shoe on | 
the 15-inch tire machine, if sharp | 








or rough, is certain to gouge the | 


bead of the 14-inch tire. Even 


theme: “Enjoy Your Ride."’ A check card 


, plus a summary for the dealer's record, 
also is available. The program starts May 1. 


Damage to 14-Inch Tires Grows 


when the shoe is perfectly smooth 
they claim the pressure is very 
liable to damage the bead. 

When the bead of a tubeless tire | 
is damaged or even scratched the 
chances are that it will become a 
chronic “leaker” and never can be 
used as a tubeless tire again. Tire 
men say, however, that tubes can 
be used in these tires. 

ca * 


NE thing that makes the handl- 

ing of 14-inch tires confusing 
to dealers who do not specialize 
in tires, is that there are three 
different types of 14-inch rims being 
used. At least one must be handled 
in only one way or a damaged tire 





ok 


| surely will result. 


The three types are: 

1. Those used by Chrysler Corp. 
They have a rounded hump on 
each bead seat, similar to those 
on the Chrysler 15-inch rims. 


NEW PRODUCTS 


Page 58 





Backshop 








gineering editor, and I were 
discussing what the industry could 
look forward to in the way of 
higher-octane fuels in the near fu- 
ture, ne made one remark that 
started lights flashing and bells 
ringing in my noggin, and I could 
visualize more trouble — and more 
profit opportunities—as a result of 
engineering progress. 

The remark was a reference to 
the new higher-octane gasolines 
that are about to emerge from 
the refiners’ laboratories and 
sooner or later will be available 
at the pumps. John said an en- 
gineer told him his firm was ex- 
perimenting with a 104-octane gas 
that would have approximately | 
44 percent aromatic hydrocarbon 
content. 

Inasmuch as present high-test 
fuels, that run up to 20 percent aro- 
matic carbons or higher, have 
been known to fade colors on the 
new acrylic lacquers, and any con- 
centration of aromatics as high as 
35 percent may attack these new 
finishes, I could immediately see 
that the industry was being shoved 
into a new, serious problem, 

It also was apparent that some of 
the present polish makers, who 
have really been having a rough 
time making a polish that will work 
satisfactorily on these finishes, 
might have a chance to be “saviors” 
of the industry if they could come 
up with a polish that would protect 
the finish from the dripping and 
overflow from the nozzle. 

* * * 


A Promise Fulfilled 

HE cars on which the new fin- 

ishes are being used in greatest 
quantity are owned by drivers who 
would be the first to buy the new 
super-test gas and who would 
scream the loudest if gas-tank spill- 
age streaked the finish of their 
vehicles. 

I understand*some of the current 
high-test fuels have aromatic con- 
tent nearing the 35 percent mark, 
and—despite conflicting opinions 
there is reason to think these gaso- 
lines may be causing some of the 
troubles now being experienced. 

It is established that the aro- 


7JHEN John Benedict, our en 





2. Those used on some General 
Motors cars. The well is slightly off 
center and the inside bead seat is 
smooth and tapered. The outside 
flange seat has a flat, square hump. 

3. Those used on Chevrolet, Ford 
and Mercury. 

It is the latter group which is 
giving the most trouble. This is 
claimed to be due to the offset 
well with a long tapered bead 
seat to accommodate the outside 
bead. .The inside bead seat is 
narrower, with a fairly straight 
drop to the bottom of the well. 
Because of the rim design, it is im- 

portant that mounting and demount- 

ing of these tires be performed with 

the wheel upside down. Service men 

are cautioned never to remove a 14- 

inch tire from or mount one on the 

wheel while it is on the automobile. 
ok ok ed 


HUS, it is essential, before 
mounting or demounting any 
| 14-inch tire, to know the type of| 
rim in order to avoid possibility of 
| (Continued on Page 44, Col, 3) } 





... by Jack Weed 






matic hydrocarbons act as a sol- 
vent for both the new lacquers 
and most wax-base polishes. So 
whatever the polish boys come up 
with would have to be something 
entirely new. But I presume it 
can be done and some smart 

maker will be working on it 
soon, 

Like most people, I like to, pass 
out encomiums while the person 
to whom they are directed can en- 
joy them, so now I hasten to pass 
on a whole spray of rosebuds to an 
old industry friend who is doing, 
in retirement, the thing he claimed 
he would do. And since it gives me 
a long-looked-for jumping board to 
tell a joke on myself that I have 
always enjoyed, I have a dual ob- 
jective. 

Fred A. Volbrecht, who recently 
sold his Industrial Wire Cloth 
Products Co. in Wayne, Mich., and 


(Continued on Page 52, Col. 1) 





Dual-Lamp Laws 


Show Progress 


10 States Get Bills 
To ‘Clarify’ Statutes 


At THE beginning of this year, 
11 states had not clarified their 
statutes to make dual headlamps 
legal. As of last week, however, the 
Automobile Manufacturers Assn. re- 
ported that legislation had been in- 
troduced in 10 of the states and at 
least two governors have signed 
bills making the lights legal. No 
action has yet been taken in Ala- 
bama where the legislative session 
does not begin until May 7. 

In Canada the Quebec Depart- 
ment of transportation and Com- 
munications still is considering 
the legality of the dual headlights 
although American cars so 
equipped are being admitted and 
sold. 

George A. MacNamee, manager of 
the Royal Automobile Club there, 
contacted Antoine Rivard, Provin- 
cial transport minister. Rivard said 
the Province “has the matter under 
consideration.” 


* 


ACCORDING to James Dykes, 
head of the Canadian Automo- 
bile Chamber of Commerce, no 
corrective action has yet been taken 
in Quebec, but the chamber antici- 
pates no action on barring cars so 
equipped or stopping their use until 
the law is clarified to make dual 
headlights legal in the eyes of the 
statute. 

McNamee said the Province’s 
laws indicate that the lights 
“really don’t violate or comply 
with regulations.” He said the 
current wording is that automo- 
biles “should have two _ head- 
lights.” 

The American Assn. of Motor 
Vehicle Administrators met in Win- 
nipeg, Man., last August and adopted 
dual headlamps as a safety mea- 
sure. They have been so regarded in 
all states in this country, although 
in some states the statutes have had 
to be clarified to make their use 
legal. 

* * 

N ALL new amendments to the — 

Uniform Vehicle Code, 
provision is being added that will 
legalize headlamps placed one above 

(Continued on Page 44, Col, 5) 
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1956 


Valve Side Down in 1957— 


The above photographs of 1956 and 1957 rim construction show why Chevrolet, 
Ford and Mercury tires must be mounted and demounted with the valve side of the 
rim. down. This revision of usual procedure is necessary due to the increased bead 
seat on the outboard edge of the 14-inch rims, as shown in the 1957 tire-rim cross 
section. 


Damage to Tires Rises 


New 14-Inch Rims Pose Problems to Dealers; 
Proper Mounting Described 


(Continued from Page 43) 


damage to tires, or injury to the 
man doing the work. 

Before mounting any tubeless 
tire, and particularly the 14-inch 
type, it is well to check rim 
flanges for sharp dents. If one is 
visible to the eye it should be 
straightened out with a hammer 
and hammer dents should be 
smoothed out with a file before 
mounting. 

To be certain that the tire will 
not develop a slow leak, it is es- 
sential that rim flange and bead 
seats are clean. Emery cloth or 
coarse steel wool should be used to 
remove all foreign matter such as 
oxidized rubber or dried soap 
solution. 


And most important, before 
mounting, lubricate both tire and 
rim with a coating of soapy water. 
Apply one bead at a time. Mount the 
| first bead in the usual manner. 
|Make sure that the metal tools 





contacting the bead area are thor- 
oughly clean and smooth on all 
surfaces. Apply the second bead 
in regular manner to complete the 
mounting. 

Always apply the portion of the 
bead nearest the valve last to 
eliminate any possibility of the 
bead catching on the valve base. 
Inflation of the 14-inch tubeless 

tires requires use of a commercial 
tire mounting band or constrictor to 
spread the beads for initial infla- 


Spokane Police Get Tough 


With Auto-Wrecking Firms 


SPOKANE.—Police have begun a 
crackdown on the automobile wreck- 
ing business. 

Three men have been sentenced 
to 90 days for operating a wrecking 
business without a license and for 
failing to report destruction of ve- 
hicles as required by law. 


More Rugged Than Any Truck 
And Bus Headlamp You've Ever Sold! 


COLLAR HOLDS 


c 
CERAMIC COO RIGIDLY 


LEADS 


OT WELD JOINS 
WIRES TOGETHER 


FLEXIBLE SPRING M 
SPECIAL SUPPORT, 
FOG CAP To LESSEN F 


EXCLUSIVE WELDED LEADS, CERAMIC COLLAR, 
ANTI-SHOCK FOG CAP MOUNTING AND RE-PROPORTIONED FILAMENTS 
MAKE THE TUNG-SOL 5440-S VISION-AID HEADLAMP 


—the toughest ever buat! 


The Tung-Sol Vision-Aid Truck Headlamp, long recognized 
for meeting the toughest service conditions, is now more 
durable than ever before. This new ruggedness is produced 
by spot welding two of the lead wires together (an exclusive 
Tung-Sol feature) and by use of a ceramic collar which 
stiffens the entire filament structure. Also, the filaments 
themselves have been re-proportioned—thus making the 
filaments less receptive to vibration and shock. Flexible 
anti-shock spring member welded to special support isolates 
fog cap from filament structure. 

Exhaustive laboratory impact tests clearly reveal that this 
new lamp will stand more abuse than any previous headlamp. 

In addition to durability, improved vision in bad weather 
is provided by the fog cap, and quick day or night aiming is 
made possible by the E-Z Aim Platforms. Drivers, equipment 


EMBER WELDED To 
SHOCK-MOUNTS 
ILAMENT VIBRATION 


and cargoes are safer at night behind Tung-Sol Vision-Aid 
Headlamps, and they cut lamp replacement costs in the 
bargain. Tung-Sol Electric Inc., Newark 4, N. J. 


Sales Offices: Atlanta, Ga.; Columbus, Ohio; Culver City, Calif.; 
Dallas, Texas; Denver, Colo.; Detroit, Mich.; Irvington, N. J.; 
Melrose Park, Ill.; Newark, N. J.; Philadelphia, Pa.; Seattle, Wash. 


Canada: Montreal, P. Q. 


“TUNG-SOL 


No. 5440-S RUGGEDIZED 
VISION-AID HEADLAMPS 


WITH E°..Z AIM PLATFORMS 


tion, just as for 15-inch tires. When 
the beads have moved. out to con- 
tact the rim bead seats, inflation will 
begin to take effect. When inflation 
takes effect, and before pressure ig 
built up, be sure and release the 
tension on the tire mounting band, 
just as with the 15-inch tires. 
* * * 

ir BOTH beads fail to seat proper- 

ly with 40 psi inflation, do not 
try to force, but immediately release 
all air and start over by lubricating 
the beads more thoroughly. Apply 
the mounting band and make ce 
tain the beads are centered aroun 
the rim before pressure is applied 
to the mounting band. 

When inflation takes effect, and 
before pressure begins to build up, 
release tension on the mounting 
band. Inflate if necessary to 40 psi, 
no more, to seat the beads and then 
reduce inflation to the recommended 
operating pres sure. For safety’s 
sake, an extension clip-on type air 
chuck should be used so servicemen 
can stand back from the tire during 
inflation. 

Most tire changing equipment 
in use before the first of the 
year will require some changes 
to adapt it for 14-inch rims. Ex- 
ceptions are Henderson tire 
changer models AFS and BFS 
and Bishman machines manufac- 
tured during the past six months. 

All other models of these two 
makers, as well as the Iron Tireman 

made by Coates can be modernized 
with adapters now in jobber stocks, 

It is understood that the Cam-Lok 
changer made by Salsbury Corp, 
and marketed by Salsbury and 
Miller Mfg. Co., was designed for 
the smaller tires and needs no 
adapters. 


10 States Get Bills 
To Clear Up 
Dual-Lamp Laws 


(Continued from Page 43) 
the other. The present code makes 
no provision for such an arrange- 
ment. 


This amendment, it is understood, 
will change the code to allow head- 
lamps to be as low as 24 inches 
above the ground and as high as 
27% inches which is current prac- 
tice. 

A chief feature of the new sys- 
tem is the improved passing beam 
made possible by having one of 
the lights in each unit designed 
especially for passing. 

It long has been recognized, ac- 
cording to AMA, that the best 
optical control for a lighting unit 
is provided by the use of a filament 
placed at a focal point of a para- 
bolic reflector. 


“In the dual-headlight system,” 
the association said, “one of the 
lamps contains two filaments. One 
is at the focal point of the reflector 
and provides the light for the pass- 
ing beam.” 


AEA Unit Meeting 
Set for Apr. 14-18 


DETROIT. — The spring meeting 
of the manufacturers and central 
distributors divisions of the Auto- 
motive Electric Assn. will be held 
Apr. 14-18 at the Boca Raton Hotel 
in Boca Raton, Fla. 

Preceding the general business 
sessions, the directors will meet 
Apr. 13, and the manufacturers sales 
managers will meet Apr. 15, 


Among the topics to be discussed 
at the general meeting are the as- 
sociation’s technical service, field 
training and merchandising activi- 
ties. 


Brake Film Scheduled 


At Raybestos Clinics 


BRIDGEPORT, Conn. — A tech- 
nical sound picture in color entitled, 
“The 1957 Brake Story,” is an at- 
traction of brake clinics sponsored 
by local distributors of Raybestos 
brake lining and lined brake shoes. 

These clinics, consisting of “The — 
1957 Brake Story” and “Taking the 
Guesswork Out of Brake Work” — 
a 78-minute technical presentation, 
is being conducted by representa- 
tives of the Raybestos division of 
Raybestos-Manhattan, Inc. 

A list of clinics may be obtained 
from Raybestos division of 
Raybestos-Manhattan, Inc., P. O. 
Box 1021, Bridgeport 2, Conn. 





The only electric wrench 
with BUILT-IN adjustable torque! 


impessible to burn out. 


POWER TOOLS 


HERE ARE THE FACTS... 


There’s no complex, delicate balance of close toler- 
ance thrust and ball-bearings, springs and cams, to 
put the Pet Impact Wrench out of commission. 


Instead, there’s the simple, giant-strong Power-Core: 


The Power Core is Pet's exclusive energy accumu- 
lator... the most revolutionary advance in impact 
wrenches since the tool was invented. 


The Pet Impact Wrench— with Power Core — has 
been submitted to the equivalent of five years of 
normal use, and finished the test as good as new! 


Conveniently located 

slide switch lets you 
quickly, 

easily. Full power re- 

verse; can be 

only while trigger switch 

is offl 


Standard and J 
Heavy Duty Ys” Electric Drills Hooves? See 


for every use. wrayy- aes. 


PORTABLE ELECTRIC TOOLS, INC. 320 West 83rd Street * Chicago 20, Iilinois 


The Pet impact Wrench — with Power Core — hits 
maximum torque in 6 seconds; has a torque range 
of 105 to 275 ft. Ibs.; delivers 1600 to 1800 impacts 
per minute; never overloads or stalls. 


The Pet Impact Wrench — with Power Core — is 
simply and strongly built to give years of flawless 
performance. 

And no other impact wrench costs less than the 
new Pet Impact Wrench... with the revolutionary 
new Power Core! 


Authorized service stations in principal cities. 


Because shock is ab- 
by power core, 
every part stays in top 


mail to: GEORGE WEATHERBY, Sales Manager 
PORTABLE ELECTRIC TOOLS, INC. 
320 West 83rd Street, Chicago 20, Illinois 


Please send me complete information on 
the revolutionary new PET Impact Wrench. 
NAME 
POSITION 
FIRM 
ADDRESS 








































Walker Management Personnel Meet— 


Management personne! of Walker Mfg. Co. of Wisconsin are shown attending the 
first of a series of monthly discussion meetings at company headquarters in Racine, 
Wis. Designed to more closely coordinate the company's various departments, the 
sessions are being attended by top officials in administration, finance, sales, sales 
promotion, engineering and research, production, and production control. 
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Big Drive Nears... 


As 





May Check Spotlights 
Millions of Vehicles 


(Continued from Page 43) 


He reported: “When the Texas 
1951 Inspection Act was passed, 
2,546 persons were being killed. 
To put it another way, we were 
killing 7.8 persons for every 
hundred million vehicle miles 
travelled in this state. The death 
rate in 1955 was reduced to 6.4 
“In the past five years, Texas 

has required annual inspection of 
each motor vehicle in an effort to 
curb accidents and deaths which 
might be attributed to defective 
equipment,” Busby said. 

“Statistics of the Texas Depart- 
ment of Public Safety show that 
13 percent of the vehicles involved 
in rural fatal accidents in 1951 had 
a defect as a positive factor. Sta- 
tistics for 1955 show this figure has 
been reduced to 3 percent. In non- 


fatal accidents, the percentage de-| 


...recommeénd this one 
forjevery new car! 





sub-zero cold. 


e In effect, increase the octane rating 


of gasoline. 


e Help control engine knock, pre-ignition 
ping, spark plug fouling. 


Outsells all other 
year-’round oils by far! 


SOCONY MOBIL OIL G@MPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENEKAL PETROLEUM CORP. 


Mobiloil Special can help you make new 
car customers permanent customers. 

It’s the year-’round oil that’s right for all 
cars ...a “must” for new cars! 


e Can double engine life . . . in summer heat, 


e Increase gas mileage, engine power. 





clined from 12 percent in 1951 to 
4 percent in 1955,” he said. 

A vehicle inspection program is 
only as good as the worst me- 
chanic inspector. In like manner, 
the May safety month program, 
started and directed by the Inter- 
Industry Highway Safety Com- 
mittee, is only as good as dealers 
and safety minded service people 
in each state and community 
make it. 

With only a small percentage of 
dealers participating, as has been 
the case during the past few years, 
the program cannot hope to be as 
beneficial as official periodic in- 
spections. 


= = * 
Safety Needs Dealers 
Len our other great safety aid, 


the national good roads pro- 
gram, still years from completion, 
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there is real and obvious need for 
franchised dealers to get behind the 
national safety check program this 
year. 

If active participation cost the 
dealers money, or lost them 


in any way, they might have 

some reason for not taking part. 

But, this movement cannot help 

save money and lives and it 

might even stave off drastic 
legislation that would be hard 
to live with. 

Also, dealers actually make money 
out of the program, if they handle 
it properly. Only indifference to 
the welfare of customers and 
neighbors can be the outstanding 
reason for not joining the program. 
Thus, the industry well can be 
criticized severely for the relatively 
few vehicles actually being checked 
during the annual programs. 

In this year’s safety drive, the 
normal field force has been aug- 
mented by 19 men loaned by tire 
and auto manufacturers for a 90 
day period. They will travel the 34 
non-inspection states to help cities 
and counties organize safety pro- 
grams. 

These men, and their territories, 
are: G. L. Staudt, American 
Motors Corp., Illinois; Albert A. 
Glenn, Chrysler Corp., Connecti- 
cut and Rhode Island; Jack 
Blake, DeSoto, Alabama, North 
Carolina and South Carolina; 
Charles P. King, Chrysler Corp., 
Southern California; Edward D. 
Burks, Firestone Tire & Rubber, 
Missouri and Towa; James V. 
Piersol, Firestone, Northern Cali- 
fornia and Nevada; Russell Haley, 
Ford Motor Co., Colorado and 
Wyoming; Roy Pask, Ford Motor, 
North Dakota. 

T. A. Cullen, Pontiac, Michigan; 
Robert G. Lowry, Cadillac, Okla- 
homa and Arkansas; Harold Retao, 
Oldsmobile, Georgia and Florida; 
Louis E. Taylor, Chevrolet, Kansas 
and Nebraska; William M. Tisdale, 
Buick, Louisiana and Mississippi; 
Charles E. Webb, GMC, Washing- 
ton State and Oregon; Marshall F. 
Davis, B. F. Goodrich Co., Kentucky 
and Tennessee; G. D. Motherwell, 
B. F. Goodrich, Minnesota and Wis- 
consin; Dennis B. Blythe, Goodyear 
| Tire & Rubber Co., Ohio and Indi- 
ana; H. D. Harrold, Goodyear, 
Montana and Idaho, and Eugene 
J. Brennan, Fisk-Gillette Tire, a 
division of U. S. Rubber Co., Mary- 
land. 


: * 


> 
\Kit for Safety Checks 
A FOLDER showing the complete 
kit of safety check promotional 
material is said to have been mailed 
to each franchised dealer by the 
factories. 

Any dealer who has not received 
one may obtain it from the fac- 
tory, the Inter-Industry Highway 
Safety Committee office in Wash- 
ington, D. C., or from Modern 
Displays, Inc., 13271 Mount Elliott, 
Detroit, 12. 

The kit contains a wall poster, 
banner, window trim material, twirl 
pennants, safety pamphlets, safety 
check lists and window stickers. 
Dealers can use these to identify 
his firm as a check station. 

In addition, newspaper ad proofs, 
summary report cards, bumper 
stickers, balloons and yard sticks, 
all suitably marked, are also avail- 
able. 


State Sales Tax Urged 


For Vehicles in Florida 


TALLAHASSEE, Fla. — The 
Florida Citizens Tax Council has 
been told that the exemption of 
motor vehicles from the state sales 
tax is a “striking loophole” in Fior- 
ida’s sales tax law. 

Dr. Leroy Qualls of the Univer- 
sity of Florida said that every other 
state sales tax includes motor vehi- 
cles. State Comptroller Ray E. 
Green estimated that extending the 
3 percent sales tax to vehicles 
would raise $48 million in two years. 





World Bestos to Honor 


Its Leading Salesmen 


NEW CASTLE, Ind.—A new hon- 
orary organization, the World 
Bestos “Wheels,” has been formed 
to accord further recognition to the 
brake-lining firm’s top salesmen. 

Requirements for membership are 
that sales volume must be over a 
figure which the company feels rep- 
resents a basic volume for sound 
territory operation, and that estab- 
lished sales diversification goals 
must be met. Any “Wheel” who 
qualifies for membership three 
years in succession will be awarded 
a diamond insert for his lapel pin. 
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DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AUTo- 
MOTIVE News. 


For Make Servicemen 


AMERICAN MOTORS —Zones| 
will be conducting schools on Flash- 
O-Matic transmission and four bar- 
rel carburetor during period from 
March 25 through Apr. 19. These 
schools will be conducted at dealer 
level by parts and service repre- 
sentatives. 


CADILLAC — AFA Course — Los| 
Angeles, Apr. 1-4. Air Conditioner— 
Boston, Apr. 1-24; Buffalo, Apr. 8-| 
10; Chicago, Apr. 1-May 8; Cleve- 
land, Apr. 8-10; Los Angeles, Apr. 
8-17; Omaha, Apr. 3-17; Philadel- 
phia, March 18-Apr. 3; San Fran- 
cisco, March 18-Apr. 17. Carburetion 
—Buffalo, Apr. 3-5. Electrical power 
units—Cleveland, Apr. 1-2. Engine 
Tuneup—Cleveland, Apr. 3-4. Hydra-| 
Matic—Los Angeles, March 18-21; 
Philadelphia, Apr. 8-25. Owner Rela-| 
tions—Memphis, Apr. 1-3. Parts- 
man’s Course — Minneapolis, Apr.) 
22-24; Pittsburgh, March 18-20.) 
Power Brakes--Houston, March 18-| 
20. 

CHRYSLER DIVISION — Center | 
Line (Mich.), training center. F. E.| 
Palmer, instructor in charge. Pow- 
erflite Transmission—March 21-22; 
Electrical System (Com plete)—| 
March 25-29; Air Conditioning) 
(Complete) — Apr. 1-5; Powerflite | 
Transmission — Apr. 8-9; Torque-| 
Flite Transmission — Apr. 10-12;| 
“Firepower” Tuneup (Carburetor- 
Ignition-Compression)—Apr. 15-17; 
Coaxial Power Steering—aApr. 18. 

GMC TRUCK & COACH DIV.—| 
V-8 Engine Tuneup and Carbure-| 
tion—Atlanta, March 25; Hinsdale, 
Iil., April. 8, 15. Service Management| 
Course—Atlanta, Apr. 8, 15; Golden 
Valley, Minn., March 25. Preventive 
Maintenance — Dedham, Mass.,| 
March 25. Hydra-Matic — Dedham,| 
Mass., Apr. 1; Hinsdale, Ill., March| 
25; Union, N. J., Apr. 15. Advanced) 
Hydra-Matic—Dedham, Mass., Apr.| 


Auto-Lite Okays i‘ 
Instructors for 


Field Courses 


PHILADELPHIA.—A. P. Costella, 
vice-president, Auto Equipment & 
Service Co. here, has announced 
approval by Electric Auto-Lite Co. 
of the following instructors: 

George Bryon, -Auto Ignition & 
Parts Co. Camden, N. J.; Fred 
Crecelius, Fairfield Automotive 
Supplies, Inc., Haddon Heights, N. 
J.; Leo Gallitz, Scranton Auto Igni- 
tion, Scranton, Pa.; Guy R. Gheen, 
Gheen Battery Service, Sunbury, 
Pa.; Harry Hittinger, Miller Auto 
Parts & Service, Bethlehem, Pa. 

Carl Hunter, Hunter & Lomison, 
Williamsport, Pa.; Robert S. Kane, | 
Smith & Peifly, Allentown, Pa; 
Jack Kersky, Auto Equipment & 
Service Co., Philadelphia; Oline 
Light, Doc Light’s Auto Electric 
Service, Palmyra, Pa.; William J. 
McClory, Auto Equipment & Serv- 
ice Co., Philadelphia; George W. 
Reed, George W. Reed Co., Philadel- 
phia. | 

Harold Rowe, Sheaffer Bros., 
Carlisle, Pa; Elwood Seaholtz, 
Nottle Auto Parts, Pottstown, Pa.: 
Stanley Slifer, Easton Electrical 
Devices, Easton, Pa.; Roy Stack- 
house, Stackhouse Auto Electric 
Co., West Pittston, Pa.; C. Edgar 
Thoman, C. Edgar Thoman Auto 
Electric, Lewistown, Pa., and Daniel 
Venn, Venn’s Auto Electric Service, 
Shamokin, Pa. 

Each are arranging for Auto-Lite 
field technical training classes in 
their areas, sponsored locally by 
their companies, Castella said. 














THE FINEST 
QUAHITY INDIVIDUALIZED 


DEALER NAME PLATES 
are made b 
Wonrgren-STEMAC. ice 


1281 So. Cherokee, Denver 23, Colo. 
Ask for typical sample, complete details 


Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 
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8. Holley Carburetors — Dedham, 
Mass., Apr. 15. Hydra-Matic Link & 
Band Adjustment — Hinsdale, IIl., 
Apr. 1. Wide Range Axle—Engine 
and Hydra-Matic Diagnosis—Even- 


dale, O., March 25, Apr. 1. Turbo} 


Diesel—Evendale, O., Apr. 15; Pitts- 
burgh, Apr. 1, 8, 15. Diesel—Gar- 
land, Tex., March 25; Houston, Apr. 
1, 8, 15; Oklahoma City, March 25; 
San Leandro Calif., Apr. 8, 15. Hy- 
draulic Brakes— Memphis, March 
25; Tarrytown, N. Y., March 25. 
Dana Axle—Union, N. J., Apr. 1. 
UNITED MOTORS SERVICE— 
Instruction in factory approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy, 
starting, lighting and ignition sys- 
tems), (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
and. Guide autronic-eye), (4) auto- 
matic transmission (Hydra-Matic), 
(5) New Departure bearings. United 


| 


| Chicago, Washington, D. C., Jack- 


| Dallas, Los Angeles, Memphis, At-| 


in these cities: Detroit, Cleveland, | 
Boston, New York (two centers), | 


Tire Problems 


Pricing, Discounters 
Annoy Dealers 


lanta, Philadelphia, Charlotte, N.C.,| MANSFIELD, O. — Pricing poli- 
Denver, San Francisco, St. Louis,| cies of manufacturers and cut-rate 


New Orleans, Houston, Buffalo,| retail outlets are the toughest busi- 


sonville, El Paso, Portland, Ore., | 


| Minneapolis, Oklahoma City, Mil-| ness problem faced by independent 


waukee, Kansas City, Salt Lake|tire dealers today, according to a 
City, Omaha, Pittsburgh and Cin-| Survey of tire dealers and distribu- 
cinnati. tors currently being conducted by 
; Pennsylvania Tire Co. 

For All Servicemen Pennsylvania Tire has offered a 
ALLEN ELECTRIC AND) $5,000 cash award to the dealer or 
EQUIPMENT ©CO., Kalamazoo, | distributor who writes the best an- 
Mich.—Allen Power-Tune course is|Swer to the question: “What’s 


|\being conducted throughout the wrong with the tire business today, 


U. S. and Canada by Allen whole-| and what can we do about it?” 
salers and authorized field stations. Although the exact content of let- 
Additional information can be ob-/|ters entered in the contest will not 
tained by writing directly to Allen| be disclosed until the competition 
Electric, 2101 N. Pitcher St., Kala-| ends Apr. 30, the company revealed 
mazoo, Mich. that four out of five of the early 
AMMCO TOOLS, INC., North) entries mentioned pricing policies 
Chicago—Instruction on engine re-| 4S a big problem. 
pair and brake service. No set = 
schedule but three to five-day| Mil—School offers training in align- 
classes started when needed. No in-| ment, balancing, and frame straight- 


struction charge. Contact Richard| ening and is located at 2103- 5th 





—South Bend—Classes on Bendix 
Power brakes are held regularly at 
central points throughout the coun- 
try. Instruction covers overhaul, 
testing, and installation of power 
brake units including Hydrovac, 
Treadle-Vac and Power- Vac. 
Courses also are offered on Strom- 
berg carburetors covering overhaul, 
new equipments and merchandising. 
Training is handled by qualified in- 
structors. Training covering Bendix 
power brakes and power steering is 
conducted at South Bend for men 
who will carry on field training pro- 
grams. Next factory training sched- 
ule is Apr. 1-5 on Stromberg car- 
buretors and Apr. 8-12 on Bendix 
power brakes. For additional school 
information, contact nearest Bendix 
distributor or write to, Training 
Director, Service Sales Department, 
Bendix Products Division, South 
Bend, Ind. 


BINKS MFG. CO., Chicago— 


| Classes are held for a period of one 


| week once a month. Anyone inter- 





D. Stevenson, Ammco Tools, Inc.,| Ave., Rock Island, Ill. Address all| 


2128 Commonwealth Ave., North| inquiries to Mildred T. Clark, regis- 
Chicago, Ill. trar. Classes begin Apr. 1 and 15. 


BENDIX PRODUCTS DIVISION 


ested in spray painting and spray 
equipment may attend. No tuition. 
Contact W. Beacham, instructor. 
CARTER CARBURETOR CORP., 
St. Louis—Classes of 12 men in car- 
buretion starting each Monday for 





Motors Service classrooms operate 





BEAR MFG. CO., Rock Island, 


(Continued on Page 49, Col, 3) 
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Frame-Kontact”’ design leaves the 
entire underbody completely acces- 
sible for lube and repair work. 
Wheels and suspensions hang free 
... alllube points, as wellas mufflers, 
brakes, rear ends, springs, trans- 
missions, and starters are within easy 
reach. Mechanics do better work 
faster...they can see and work 
without obstruction. 


MAXIMUM ACCESSIBILITY IMPROVED LUBRICATION 


The diagram below shows the lubri- 
cation advantages offered by “*Frame- 
Kontact”’ lifting. When a vehicle is 
lifted by the wheels or axles, the 
wear Surfaces resist lube penetration. 
But when a car is lifted by a “‘Frame- 
Kontact”’ Hoist, suspensions are re- 
laxed, wheels hang free, and lube 
fully penetrates all wear surfaces. 
The job is done faster . . . and better. 





CONTINENTAL ADAPTERS, 
STYLED TO THE FUTURE, 
LIFT ALL CARS 


Equipped with the new “Continental” 
Adapters, ““Frame-Kontact”’’ Hoists 
lift every car safely and easily. Adap- 
ter arm rotates 360°... provides 
completely flexible adjustment. Firm, 
solid, widely-spaced support is given 
the car frame. . . European cars, cars 
with “‘unitized”’ bodies, jeeps, light 
trucks, convertibles, even three 
wheelers are readily lifted. 





PAYS OFF MANY WAYS 


When you install a ‘“‘Frame- 
Kontact”’ Hoist you benefit by re- 
duced servicing time on 75% of all 
repair jobs through maximum un- 
derside accessibility. Jobs move in 
and out faster, and you provide 
superior lubrication because wear 
points are opened up and more 
readily penetrated. 

You have a better opportunity for 
extra sales and service. It’s easier, 
when a car is up on a Hoist, to make 
a quick check for faulty parts and to 
suggest repairs and accessories to 
the customer. 


FREE..- 


FOR PRESENT USERS! 


The current issue of Globe Hoist 
Data Bulletin gives complete 
lifting instructions for 1957 cars. 
Write for your free copy. 
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Rochester Product Sales Class— 


Rochester Products division of General Motors Corp. has established a product 
sales school for line managers of GM's United Motors Service division. Shown above 
are members of one of the classes with Rochester officials. Standing (left to right) are: 
Kenneth F. Lingg, Rochester service manager, Robert K. Hathaway, Rochester service 
engineer; Edward H. Calkins, one of the class, and John Rex (at far right), Rochester 
junior service engineer. Seated (left to right) are: John W. King, Donald W. Anderson, 
Donn J. Barclay, Thomas H. Burns and Frank Steinmetz, members of the class. 








Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 48) 


a three-week duration will begin on 
Apr. 1, 8, 15. Contact nearest Carter 
distributor. 

DEVILBISS CO., Toledo — One 
week classes of limited size cover- 
ing theory, maintenance and servic- 
ing of spray painting equipment. 
The subject of spray painting is 
broken down into four categories: 
Industrial, auto refinishing automo- 
tive, jobber, and portable equipment 
jobber. No-instruction charge. Ap- 
plications may be obtained by writ- 
ing DeVilbiss Co., 300 Phillips Ave., 
Toledo, O. 

INLAND MFG. CO., Omaha — 


Classes start each Monday morn-| 


ing. Time required to complete 
course varies from one to two 
weeks. No tuition if equipment is 


purchased--$100 otherwise. Course | 


teaches: All aspects radiator clean- 
ing, repairing and recoring; use and 
maintenance of equipment; funda- 


}mentals of merchandising, adver- 





tising and pricing. Write J. V. 
Grasso, 1108 Jackson St., Omaha, 
Neb., for reservation or further in- 
formation. 

RAYBESTOS DIVISION, Bridge- 
port, Conn.—A brake service course 
will be held at the Raybestos brake 
service school and work shop lo- 
eated in Stratford, Conn. This 
course will consist of five consecu- 
tive daily sessions, each session go- 





Standard-Triumph Plans 


Increased Service Here 
NEW YORK.—Standard-Triumph 


Motor Co., importers of Triumph|. 


sports cars, has announced that it 
is stepping up its service campaign. 

Two British service engineers are 
arriving in this country from the 
factory. They are George Fletcher 
and Joe Smith. Smith will tour the 
western states and Fletcher the 
east, Standard-Triumph said. 


PAYS BIG DIVIDENDS! 
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packing wear at a minimum. 





Performance tests of thousands of 
lifting operations under heavy loads, 
equivalent of up to 12 years normal 
use, prove the durability and the 
trouble-free, wear resistance of 
Globe’s packing. 





TIME PAYMENT PLAN GETS YOU A 
GLOBE “FRAME-KONTACT” HOIST 
FOR ONLY PENNIES A DAY! 


Anyone can own a world-famous 
Globe ““Frame-Kontact” Hoist and 
pay for it out of increased profits. 
Using Globe’s new Time Payment 
Plan, terms can be arranged for a 12, 
18, 24, or 36 month period, so that 
the cost of the Hoist is actually paid 
for out of the extra income gained by 
using it. The Globe Hoist best suited 
to your requirements can be pur- 
chased for “*pennies-a-day.” 

It costs so littie to have the best 
lift in your shop... as little as 69c 
per day. Write for more information. 


““Frame-Kontact” Hoist owners— 
whether they have one Hoist or a 
battery of twenty or more—are 
satisfied owners. 

The Service Manager of the shop 
having the battery of 2-post “‘Frame- 
Kontact” Hoists shown above, re- 
ports: ‘‘We did a lot of investi- 
gating before we installed this 
battery of ‘Frame-Kontact’ 
Hoists. Everybody we called on 
was enthusiastic about their per- 
formance and qualifications. 
Now, we’re enthusiastic, too. 
We've found them to be com- 
pletely satisfactory in every way. 
They get the job done in a hurry 
and help keep the shop neat and 
clean.’’ 


A repair shop is convinced Globe 
““Frame-Kontact”’ Hoists give added 
impetus to orders: ‘‘In a typical 
month, we’re writing twice as 
many orders as we did before 


Hoists 


COVERED BY GLOBE PATENTS 


The world-famous principle of 
““Frame-Kontact” lifting was invented, 
patented, pioneered, and licensed by 
Globe Hoist Company. It is covered 
by U. S. Patents: 2458986—2593630— 


our ‘Frame-Kontact’ 


were installed. There is no ques- 
tion in my mind that had we pur- 
chased lifts of amy other type, a 
good portion of this increase 
would not have been possible.’’ 

A Milwaukee, Wisconsin, service 
station owner with a single-post 
““Frame-Kontact” Hoist says: ‘‘We 
couldn’t get along without our 
‘Frame-Kontact’ Hoist. It 
helps us get jobs done faster... 
keeps our customers happy with 
better service.’”’ 

These examples are typical of the 
enthusiastic response found from 
coast to coast—and abroad—among 
users of Globe “Frame-Kontact” 
Hoists. If you would like further in- 
formation about any of the world’s 
most complete line of automotive or 
heavy-duty truck Hoists, simply 
write to: Globe Hoist Company, 
East Mermaid Lane at Queen St., 
Philadelphia 18, Penna. 


2583635 — 2612344 — 2612355 — 
2654443. Other patents are issued and 
pending. 

Globe *‘Continental’’ Adapters: 
Patents pending. 
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ing from 8 am. to 4:30 p.m. All 
phases such as major adjustments, 
minor adjustments, and complete 
overhauls of all types of both new 
and old brake systems will be cov- 
ered. Personal instruction is aug- 
mented by a technical, full-length, 
color, sound motion picture. Indi- 
viduals who successfully complete 
the course will receive a certificate 
showing that they are qualified to 
work on all types of automotive 
brakes. The course will be con- 
ducted by A. D’Andrea, chief service 
instructor, Raybestos division. Write 
to J. Kane for further information. 

SUN ELECTRIC CORP.—Classes 
in service merchandising, March 25- 
29, test equipment operation, Apr. 
1-5, principles of electrical testing, 
Apr. 8-12, engine tuneup, Apr. 15-19. 
Classes will be held at Chicago 
technical training center. Instruc- 
tors will be G. A. Lane, R. C. Heid- 
rich, A. E. Evenson, and G. A. Buhr. 
THERMOID CO., Trenton, N. J. 
No definite school schedule. 
Classes are held whenever there is 
a demand from students for brake 
service information, and are held 
by J. A. McLaine in the Thermoid 
engineering department test gar- 
age. There is no tuition, but stu- 
dents are expected to pay their own 
living expenses. Session takes ap- 
proximately five days. Text book 
furnished to students at no charge. 

+ = + 


Ohio Dealers Launch 


Shop School at Prison 
COLUMBUS, O.—The Ohio Auto- 
mobile Dealers Assn.’s vocational 
educational program at the Lon- 
don (9.) prison farm has been 


| Started. 


It is designed to help ease the 
serious shortage of mechanics and 
to “contribute greatly to the reha- 
bilitation of men who have served 
their debt to society.” 


The association noted that no 
man who had completed a course in 
other prison vocational schools had 
ever returned to a penal institution. 

The OADA said it had received a 
complete chassis, nine engines, five 
transmissions, 28 carburetors, gen- 
erators, fuel pumps, distributors, 
rear axle assemblies, differentials, 
and other parts. Firms helping the 
dealers are American Motors Corp., 
Buick, Chrysler division, Dodge, 
Plymouth, Mercury, Studebaker- 
Packard, Chevrolet and Electric 
Auto Lite Co. 

* ¢ 8 


Wholesaler Course Open 


To Members of NSPA 


CHICAGO.—The National Stand- 
ard Parts Assn. has announced that 
the sixth annual Wholesale Man- 
agement Course, sponsored by the 
National Assn, of Wholesalers, will 
be held this year June 9-15 at Ohio 
State University, Columbus, O. 

The course, said NSPA, is avail- 
able to its members through its 
affiliation with NAW. Subjects will 
include essentials of management, 
sales management, operations-per- 
sonnel, financial management, 
business case studies and industry 
forums, NSPA’s Young Executives 


| Club is conducting an essay contest 





on “Imagination Manpower 
Profits.” The winner will receive 
an all-expense trip. to the course 
at Ohio State. 


GM Exhibit in N. Y. 

NEW YORK. — A General Mo- 
tors Corp. exhibit highlighting roles 
of investors, management, labor, 
research and. engineering in indus- 
trial progress was unveiled to the 
public last week when the New 
York Stock Exchange opened a new 
exhibit hall and visitors gallery at 
20 Broad St. It presents the story 
of the growth of American business 
through investment. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
plus many other pertinent facts concerning 
the automotive industry, every week 
throughout the year. 


ONLY 


Extra-Super-Value! 
ORIGINAL 


Plymouth & Dodge = 
TRUNK MATS vs 


1953-1954 models tod. N.Y. C. 
QUANTITIES LIMITED — SEND TODAY 


TOPPS-ALL PRODUCTS CO. 
3815 Tibbett Ave., New York 63, N.Y. 





FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 


A weekly roundup of news 
and views: of special interest 
to all who sell and service 
Ford, Thunderbird, Mercury, 
Lincoln and Continental 


Check For The Ford Industial Power 
Headquarters Nearest You: 


Tractor-Equipment Distributors, Incorporated 
4770 E. 48th St., Los Angeles, Calif 


Mark Tuban Ford Industrial Products Company 


111 El Camino Real, Mountain View, Calif 


L. D. Bax 


714 Lincoln St., Denver 3, Colo 


Lee Motors of Fort Myers, Incorporated 
2070 Main St., Fort Myers, Flo 


Ernest G. Beaudry, Incorporated 
355 Luckie St., N. W., Atlante, Go 


Rossetter Motor Company 
715 Franklin St., Peoria, til 


Industrial & Marine Power Company 
23 W. Henry St., Indianapolis, Ind 

Des Moines Sales District 

Tractor & Implement Division of Ford Motor Co. 
1300 Walnut St., Des Moines 9, lowe 


Mosby-Mack Motor Company, Incorporated 


Seventh and Von Buren, Topeka, Kansos 


Industrial Engine Division 


Thurston Cooke Ford, Incorporated 
1475 S. Floyd St., Louisville 8, Ky 


Industrial Ford Products Division 
Motor Rebuilders, Incorporated 
2210 N. 18th St., Baton Rouge, La 


Cote Motor Company, Incorporated 
820 Cummins Hy., Mattapan, Mass 


Great Lakes Tractor & Equipment Company 
2100 E. Maple Rd., Birmingham, Mich 


Woodhead Power Equipment Company 


417 East Lake St., Minneapolis, Minn 


Roeper-Danz, Incorporated 
7501 Manchester, St. Louis 17, Mo 


O'Shea-Rogers Tractor & Equipment Company 
1100 N. 17th St., Lincoln 2, Nebr 


Triad Tractor & Implement Corporation 
2503 W. Whitesboro St., Utica, N. Y 


Carolina Ford Tractor Company 
4100 Mount Holly Rd., Charlotte, N. C 


Beasley-Grove Company 
761 W. Broad St., Columbus 22, Ohio 


Doenges Industrial Engine Company 
404 N. Cincinnoti, P. O. Box 2687, Tulsa 20, Okla. 


Francis Motor Car Company 

509 S. E. Hawthorne Ave., Portland, Ore 
Industrial Engine Department of 
Farm & Industrial Tractor Company 

171 Dawson St., Glenfield, Penn 
Industrial Engine Division 
Gash-Stull Company 

3100 West Fourth St., Chester, Penn. 


Dealers Industrial Power Company 
365 S. Parkway W., P. O. Box 322, Memphis, Tenn. 


Stewart Ford Industrial Engines, Inc. 
11,000 North Central Expressway, Dallas, Texas 


Petty Motor Company 
9th East 21st South, Salt Lake City, Utah 


Universal Tractor-Equipment Corporation 
1519 Summit Ave., Richmond, Va. 


Smith-Ganby, Incorporated 
Olive Way at Boren, Seattle 1, Wash 


E. A. Swendson, Incorporated 
1924 West National Ave., Milwaukee, Wis. 





No. 22 OF A SERIES 


FORD 
POWER 


your new partners in the 


Sting 
ae ata 
I 


industrial engine field. 


The sales possibilities of Ford Industrial Engines and Power Units, 
both mobile and stationary, are virtually unlimited. They are used 
to power such diversified equipment as concrete mixers, rotary rigs, 
log loaders, irrigation pumps, sawmills, generators—plus dozens of 
applications for other fields. 

To help your selling efforts in this important and specialized 
market, the Ford Division recently established a coast-to-coast 
network of Ford Industrial Power Headquarters. These modern, 
fully-equipped “power centers” provide a new way to gain extra sales 
revenue from Ford Industrial Engines and Power Units. 

For, in many cases, selling industrial engines and power units is 
like selling tailor-made suits. The engine or unit has to be adapted 
or modified to meet special operating requirements. In the past, we 
realize that many Ford dealers have felt they couldn’t easily handle 
this kind of business because they didn’t have the proper facilities 
and technical help for this modification work. 

Now, with the facilities of a nearby Ford power headquarters 
supporting you, you can take an order, call these Ford industrial 
power specialists, and together work out the modifications needed 
to close the sale. 

The sales advantages of Ford Industrial Engines and Power Units 
are outstanding for the industry. Ford Industrial Engines and Power 
Units are pre-engineered for adaptation to the broadest possible 
range of work. The six basic models of Ford Industrial Engines fea- 
ture Ford’s short-stroke, low-friction industrial engine design . . . 
hailed by engineers as the greatest advancement in industrial engine 
design of the past quarter-century. The full line includes four, six 
and eight-cylinder gasoline engines and a four-cylinder diesel engine. 

In addition, Ford’s vast research and engineering facilities . . . 
the high standards of precision in production . . . the savings. that 
accrue through quality volume production . . . and, the ready 
availability of normally needed replacement parts are all highly 
desirable features to every industrial power prospect. 

Today, Ford Industrial Engines and Power Units and the new 
Ford Industrial Power Centers offer you an unusual and profitable 
selling opportunity. 


INDUSTRIAL ENGINES 


AND POWER UNITS 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD * THUNDERBIRD ¢ MERCURY *LINCOLN ¢ CONTINENTAL 
FORD TRUCKS * TRACTORS * FARM IMPLEMENTS 
INDUSTRIAL ENGINES & POWER UNITS 
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(Continued from Page 43) 


joined the growing army of retired 
industrialists, recently gave a $100,- 
000 building on Grand River Ave. 
here in Detroit to Junior Achieve- 
ment of Southeastern Michigan. 

+ * * 


Search for a Product 

AM sure that this is but the be- 

ginning of many such expres- 
sions to the youth of our coun- 
try, since I well remember when 
Fred was looking for a home some 
years ago he bought a defunct golf 
club near Plymouth with the idea 
of rebuilding the clubhouse for a 
residence, At that time I asked 
Fred what he was going to do with 
all the landscape that went with the 
building and if he was going to 
subdivide it. 

He told me that when he and his 
wife were through with it, he 
planned to leave it to some youth 
organization, I got a different slant 
on a guy I had known— intimately, 
I thought—for years. Fred and his 
wife had no children‘and, as close 
as I was to them, I never had an 
inkling that they had any interest 
in the younger generation, 

When the old King Motor Car 
Co., of which Fred was treasurer, 
folded, Fred went into the sup- 

end of the business, Right 


He eventually found it in making 
screens and filters for all cars and 
this was the foundation of Indus- 
trial Wire Cloth Products Co. 

One day I told him that Inde- 
structible Trunk Co., in Mishawaka, 
Ind., was in a bad way and I 
thought it could be bought for a 
song. Fred immediately envisaged 
making running boards and dashes 
out of laminated wood and ex- 
pressed a desire to look the plant 


Hartford Dealers 
Tell 800 Women 
How Cars Tick 


HARTFORD. — There are now 
some 800 women in the Hartford 
area who have graduated from the 
course in simplified mechanics for 
women drivers, sponsored by the 
Hartford Automobile Dealers Assn. 

In the spring of 1953, the associa- 
tion set up the first class with room 
for 30 drivers and put a small notice 
in the bulletin board of the Hart- 
ford YWCA. 

The response was startling. 
Exactly 280 women signed up—more 
than 200 were put on a waiting list 
—and the first course was held at 
the Hartford regional technical 
school. 


Since then, 800 women have taken 
the course. This season, the associa- 
tion is working through girls’ clubs 
of insurance companies since the 
YWCA has had so many of its 
permanent residents take the course. 


For several years Frank Novick 
has been chairman of the HADA 
committee handling the course. 
Service departments of local dealers 
supply the “faculty” members and 
the teaching is down to earth. The 
girls get a thorough grounding in 
the modern car, its functions and 
care and are shown how to make 


simple repairs. 


P&S ers 
To Meet Sept. 19 


PORTLAND, Ore.—The eleventh 
annual convention of the Northwest 
Auto Dealers Parts & Service Man- 
agers Assn. will be held here at the 
Multnomah Hotel Sept. 19-21. 


The association is composed of 






and Bellingham-Mt. Vernon, all in 
ashington. 


over. He asked me to set up a meet- 
ing, which I did. 
+ * om 

The Man in the Aisle 
Ar:=™ inspecting the plant and 

deciding that the machinery 
would not make the type of ply- 
wood we had in mind, we caught a 
late train home from Niles, It was 
a full sleeper, and we had gotten 
seats in a drawing room, Of course, 
we found that our car was several 
cars away from where we got on 
the train. 

As we wended our way toward 
our seats, We came on a gentleman 
on his knees, with his suitcase 
opened across the aisle, completely 





and, reaching around Fred, I 

nudged the guy with my foot. 
When Fred told the story after- 

ward, he would introduce me as 


His eyes still light up with a 
sparkle when he tells the story. 

Draper Harvey, administrative 
executive of the 1957 National Auto- 
motive Service Show, the “regional” 
to be held in Boston May 23-26, 
writes me that even the “tent show” 
they have had to erect on the street 
in front of the commonwealth Ar- 
mory to accommodate the exhibi- 
tors is practically sold out and 
looks as if it would be the liveliest 
part of the show. 

Incidentally, I want to congratu- 
late the boys in charge of this 
“shindig” for the way they are pub- 
licizing it and the effort they are 
putting forth to make it the stand- 
out show of all time. Their drum- 






“Well even arrange an extra 
part-time job for you to help you 
pay for it!” 





be sure he has many of them 
= around his dealership. 
il So he recently sent out a 

“penny-for-your-thoughts” letter 
which begins, “It’s a wise busi- 
ness that occasionally takes stock 
of itself, and we want to find out 
how we stack up in your book. 
Obviously the best way to find out 
is to ask you point-blank for a 
straight-from-the-shoulder evalu- 
ation.” 

To make sure he received replies 
to his questions about whether his 
employes were courteous, if their 
work was satisfactory, ready when 
promised, priced right and if the 
sales staff and office personnel were 
on their toes, he promised a free 
lubrication in addition to the penny 
taped to the letter, He got back so 
; | many letters he had to ask his cus- 
tomers to make appointments for 
their free lube jobs. 

Then at Christmas he sent out a 
return-paid postcard of larger-than- 
usual size on which he asked seven 
question. They were: Was the car 





| 











gonian and now a Chevrolet-| ready when promised, were you 
Oldsmobile dealer in Corvallis, Ore.,| Teeted promptly and courteously, 
nothing happened, We coughed and eo the center of the “juley-apple” in-| Were, the, uBboltery and steering 
nothing happened. We coughed|Q’Toole Asks Questions dustry, hasn’t forgotten that “the| rect diagnosis of trouble, was work- 
louder and nothing happened. ps O'TOOLE, once advertising | customer is the most important per- ; 


manship satisfactory, was the es- 
Finally I got a little impatient manager of the Portland Ore-! son around the place.” He wants to (Continued on Page 53, Col. 3) 


blocking our passage. We waited 
patiently for a short while and | toych. 
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This“Reader’s Digest”) A 


send you more Spring 


32,000,000 readers will learn why 
Spring Drainout Service is a must! 


This special message in May Reader’s Digest tells America’s 
motorists the truth about cooling system service. In plain lan- 
guage, it explains that no anti-freeze is permanent and that 
Winter-worn coolant can seriously damage an engine. What’s 
more, the message tells customers to look for the posters shown 
below and get a complete checkup for Summer safety. Be sure 
you display these posters to get your share of profits! 





These posters will make you 
Summer Safety Service Headquarters 


This big blowup of the actual 
Reader’s Digest message head- 
lines Spring Drainout as recom- 
mended in the magazine. 
















This colorful poster features the 
8 Point Summer Safety Service 
recommended in Reader’s Digest. 
Gives youchances for extrasales. 





Drive safely this summer! 


DANGER 
don’t leave 


anti-freeze 


in your radiator! 


A powerful warning poster 
blasts old anti-freeze as danger- 
ous! You'll find a complete story 
for your customers on the back. 






OLIN MATHIESON CHEMICAL CORPORATION, Automotive Products Dept., Baltimore 3, Md. 





































‘Wolf Men Meet— 


Field sales representatives of John E. Wolf Co., Oklahoma City, assemble in the 
home office for their 24th sales conference to discuss franchised dealer service prob- 
lems and how dealers can best increase their service shop traffic. The 27 representa- 
tives cover every state in the nation. Top row, from left, are Lyle Call, St. Louis; 


st wes wwe Oa Se & 








H. M. Hoffer, Milwaukee; H. D. Krieger, Kansas City; Les Oltman, Jacksonville, Fla.; 
Ray Wolf, Oklahoma City; M. H. Snow, Chicago; Marc Ludt, Philadelphia; E. Shotwell, 
Seattle; O. Kruse, Dallas; G. Nordgarden, San Francisco. Middle row: W. K. Southgate, 
Cincinnati; C. Partlow, New York; P. C. Euchner, Buffalo; J. Burns, Memphis; Ed Stull, 
Cleveland; J. C. Christensen, Fargo, N. D.; J. Flarkey, Pittsburgh; C. Nicholas, Indian- 
opolis. Front row: C. C. Woolley, Los Angeles; G. Heim, Minneapolis; E. Hall, John 
Wolf jr., John E. Wolf, Tom Wolf, Jack Geary, home office staff; Herb Lamborn, 
Detroit, and William Miller, Denver. 
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Backshop . 


see Jack Weed 


(Continued from Page 52) 


timate of costs accurate and did 
the customer think the prices were 


fair. 
+ a +* 


Percy Hood Dies 

ACH returned card was entered 

in a prize drawing for a Chev- 

rolet Kiddie Corvette, a Reming- 
ton car-and-home electric razor, a 
front floor mat and a rear-view 
mirror, This also pulled plenty of 
replies and gave Phil some mighty 
important information about how 
his customers viewed his service 
and his personnel. 

Percy Watt Hood, who retired 
from the top sales post with the 
old Timken-Detroit Axle Co, to 
a busy life making footstools for 
guys with the gout, has made and 
sold his last Gloucester Leg 
Stool.” “Hoodie” and his wife 
passed away at their plantation 
home near Gloucester, Va., with- 


Advertisement will 


“Tt tells why every cooling 
system needs draining 
in the Spring ...why no 


anti-freeze 1s permanent !”’ 





in an hour of each other a couple 
of weeks ago. 

When I joined Timken in 1914, 
Hoodie had been ensconced in the 
New York office of the Timken 
companies for about three years 
and already was one of the best- 
known men in the automotive in- 
dustry. Always a natty dresser, he 
was the “dandy” of the Timken 
crew which, to say the least, was 
a hardy lot in those days—pioneers 
in more ways than one. 

But Hoodie had the knack of 
being well liked by the “machine- 
shop graduates,” who were the 
automobile and truck makers of 
those days, and being able to make 
his customers see his way of doing 
things. He later became sales man- 
ager and finally a vice-president be- 
fore age made him retire. 

+ : + 


2 More NuOrm Services 


ILE on the West Coast follow- 
ing the NADA convention, I 
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dropped into NuOrm Plans, Inc. 
Los Angeles, and found it had 
added two things in which my serv- 
ice friends around the circuit will 
be interested. 

Since the company added IBM 
equipment to the trucks that serv- 
ice its dealer accounts, it has been 
asked by some customers to add 
a parts inventory-taking service to 
its present promotion activities, 

This has been done, The com- 
pany has gotten together a crew, 
some part-time men who are top 
parts managers of LA dealer- 
ships, and now can step into any 
dealer’s shop and take a com- 

plete parts inventory over a 

weekend, putting all the informa- 
tion on IBM cards, completely 
priced. 

The other service enables Nu- 
Orm to make mailings.for any firm 
to every car owner in California. 
The company will have the com- 
plete car ownership on cards, as 
well as all dealers in the state, by 
May 1. This entails more than six 
million names, I understand. 

+ * * 


Brake Fluid Crusader 

NOTHER man to whom I would 

like to tip the chapeau is Hugh 

Richter, president of Sterling Auto 
Sales, Inc. (Ford), Wilmington, 
Del, He feels the same concern that 
I do about the sale of substandard 
and spurious brake fluids. Recently 
he took a column in his local paper 
to take the State officials to task 
for not making it as illegal to sell 
this potential “killer” as it is to 
sell bootleg whisky. 

His punch line slays me. In 
answer to his own question as 
to why Delaware doesn’t do some- 
thing about it, he said, “Why 
doesn’t Deleware do something 
about it—I don’t know, But Ill 
donate the cost of either the 
radio time or a column in the 
News-Journal papers to any Dela- 
ware State official who may care 
to explain it to you. 

“You all have heard the saying 
to. the effect that ‘there is nothing 
made by man that some man can- 
not make a little worse and sell a 
little cheaper.’ I believe it is equally 
true that as long as our state or 
any other state allows the sale of 
substandard brake fluid there al- 
ways will be people who are un- 
scrupulous enough to sell it and ig- 
norant enough to buy it.” 

Hugh, I congratulate you. I only 
wish that more forward-thinking 
dealers would get on this crusade 
with me to stamp out the sale of 
these dangerous fluids. 


AAR Speakers 
Outline Group’s 
Publicity Plan 


NEW YORK. — Members of the 
Automotive Affiliated Representa- 
tives were briefed on the group’s 
new publicity program at a meet- 
ing in the Park Sheraton Hotel. 

Directors of the organization have 
authorized the program in several 
national trade publications “to call 
attention to what the AAR consists 
of and what it is endeavoring to 
accomplish.” 

Speakers at the New York meet- 
ing included W, Frank Russell, im- 
mediate past president; David 
Levin, publicity committee co- 
chairman; Ben M. Asch, board 
chairman, and Ed L, Lee, executive 
secretary. 

Among the points discussed at 
the meeting was the stand that a 
trade group, in order to be success- 
ful, must have as its objective a 
firm belief in elevating the stand- 
ards of its industry. 

In this regard, speakers said, the 
group must try to better the condi- 
tions of the people comprising all 
segments of the industry and also 
must try to give the motoring pub- 
lic better service on its products. 





McKinney Purchases 


Chattanooga Discount 


CHATTANOOGA, Tenn. — Virgil 
W. McKinney jr., who formerly 
owned McKinney Buick Co. here, 
has purchased the assets of Chatta- 
nooga Discount Corp. from Harry 
F.. McCool. 

McKinney, formerly regional vice- 
president of the Tennessee Auto- 
motive Assn., has been in the auto 
business 25 years. McCool, TAA 
president in 1944, will devote full 
time to Radio & Appliance Distrib- 
‘utors, Inc., of which he is treasurer. 











Service Briefs 





VANCOUVER, B, C.—The British 
Columbia Automobile Retailers 
Assn. has presented a petition to 
the Government requesting several 
changes in laws relating to the 
auto business. 

The group seeks banning of self- 
service gasoline stations, establish- 
ment of standards for regular and 
premium gasolines, establishment of 
regulations for compulsory testing 
of cars after repairs, extension of 
the Mechanics’ Lien Act and legis- 
lation to provide legal sale of gaso- 
line on Sunday. 

The petition asked that self-serv- 
ice gas stations and coin-operated 
dispensing services be outlawed 
because of the danger of fire or ex- 


plosion. 
= = * 


Snyder Opens New Unit 

PHILADELPHIA. — Snyder Mfg. 
Co., maker of auto radio and tele- 
vision antennas and auto acces- 
sories, has opened its sixth ware- 
house. The new facility is in Seattle 


and will come under the direction 
of Milton Schindler, West Coast 
sales manager. 

. + * 


Midway Buys Peerless 
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serve colleges and universities in 
both in this country and abroad. 
Last year, more than 700 of the 
nation’s vocational high schools re- 
ceived these materials which in- 
clude Champion’s bimonthly in- 
formation bulletins, service and 
installation manuals, engineering 
manuals and pamphlets to aid both 
instructor and student. 
> * * 


Vancouver Reports 


ALBANY.—Midway Parts & Sales|Low Accident Mark 


Co., has purchased Peerless Auto 
Parts Co. Peerless was sold by 
Paul J. Simon. 

> a 2 


Anderson Buys Firm 
OMAHA, —.Carl A. Anderson, 
Inc., Omaha, has purchased the 
Magneto, Carburetor & Electric 
Co., Des Moines. 


+ = » 
Reference Aid to Schools 
Expanded by Champion 
TOLEDO. — Direct-mail distribu- 
tion of automotive instructional 


and reference materials to high 
schools by Champion Spark Plug 


VANCOUVER, B. C. — Only 8 
percent of all city traffic acci- 
dents here in the past 10 years 
have been found attributable to 
mechanical failure of the cars, 

The national average is 6.9 per- 
cent, while the provincial average 
is 6 percent. It is believed that 
the low Vancouver rate is due to 
the system of motor vehicle in- 
spection carried out here. A to- 
tal of about 210,000 cars enter 
the inspection lanes at the 
Georgia and Bidwell station an- 
nually. 


Parts Managers Elect 


LOS ANGELES. — The Metro- 
politan Buick Parts ers’ 


Co. is being expanded this year to| Club has elected the following of- 
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“By Gosh! They ARE lower this 
year.” 





ficers: Harry Butzman, Vaughn 
Buick, president; Chuck Huckins, 
Beverly Buick, vice-president, and 
Gene Fitzpatrick, Fisher Buick, sec- 
retary. Henry Gargano, Barnett 
Buick, was reelected treasurer. 

? * = 


Quick, Mary, the Wrench 

MINOT, N. D. — Parker Motor 
Co. (Dodge-Plymouth) is con- 
ducting a course in automobile 
mechanics to teach women how 
to meet emergencies brought on 


Now from the maker of more than 100,000,000 thermostats 


TEMPERATURES 
MADE 
TO 
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RADIATOR DIVISION, GENERAL MOTORS CORP., LOCKPORT, N.Y. 


Designed specifically for today’s high-pressure cooling systems! 


Harrison’s new poppet pellet thermostat brings all the advantages 

of the conventional pellet-type stat plus a revolutionary reverse-action 
valve feature which permits a more uniform, free flow of water. 

And with no soldered joints and no hinges, this new Harrison thermostat 
gives extra-rugged, extra-dependable service—assures accurate 
temperature control for modern high-compression engines 

under the most severe operating conditions. This is typical 

of the many advances made by Harrison, maker of over 

100,000,000 thermostats. For temperature is our business at Harrison— 
and we’re constantly seeking and finding new and improved ways 

to meet the heat control challenges of the automotive industry. 


Watch WIDE WIDE WORLD Sundays on NBC-TV 


by mechanical failures. The wo- 
men meet one hour a week for 
10 weeks under the direction of 
James Hilliard, dealership service 
manager. 


+ * a2 
Elliott-Lewis Picked 
PHILADELPHIA, — Motorola 


Auto Radios has picked Elliott. 
Lewis Corp, as its distributor in the 
Philadelphia area. Robert Nash igs 
sales manager for Elliott-Lewis. 

.S = - 


All-Power Picks Evans 

MONTEBELLO, Calif. — L. C. 
Evans has been named vice-presi- 
dent and general manager of All- 
Power Mfg. Co. He formerly was 
assistant to the president of Emsco 
Mfg. Co., a division of Youngstown 
Sheet & Tube Co. 


MEWA Institute Gets 


Inquiry from Pakistan 

CHICAGO.—The Motor & Equip- 
ment Wholesalers Assn. has re- 
ceived prospective student inquiries 
about its management institute 
from as far away as Karachi, Paki- 
stan. 


The interest was expressed by 
Maj. A, Majid Khan, who has spent 
18 years in the automotive in- 
dustry overseas. The institute will 
be held at the University of Illi- 
nois, May 12-17. 


* + > 


Color Movie Available 


On Tubeless-Tire Service 


MUSKEGON, Mich. — Ameri- 
can Grease Stick Co. has an- 
nounced the availability of a new 
20-minute, full-color sound movie 
titled “Simply Awful or Awfully 
Simple.” 

The film, designed for dealer 
training use, demonstrates and 
explains the major differences in 
mounting and demounting the 
new 14-inch and 15-inch tubless 
tires and emphasizes the new 
points on the rims and tires that 
must be lubricated to assure fast, 
safe servicing. 

. a 


Muscle Shoals Moves 


FLORENCE, Ala.—Muscle Shoals 
Auto Parts Co. has moved into new 
quarters at 206 So. Seminary St. 
Florence, Ala. The new facilities 
include modern offices and an en- 
shop. 


Bill Corey Moves 
PASADENA, Calif. — Bill Corey 
Engineering Co., sports-car service 
specialists, has moved to 161 W. 
Colorado, Pasadena. The new cen- 
ter has 6,000 square feet of service 
area. 


larged machine 
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B-L-H Completes Transfer 

HAMILTON, O. — Baldwin-Lima- 
Hamilton Corp. has completed the 
transfer of the sales and manufac- 
turing operations of its hydraulic 
and compacting press department 
from the Eddystone division, near 


/ Philadelphia, to the Hamilton divi- 


sion here. 
> = = 


Hutchins Has Safe Year 

CHICAGO. — Employes of the 
Hutchins plant of Arvin Industries 
had a perfect safety record in 1956. 
Arvin President Glenn W. Thomp- 
son said the record was remarkable 
because of the variety of products 
produced at the plant. 

s . * 
60th Anniversary 

PORTLAND, Ore. — Ballou and 
Wright, automotive jobbers, has 
observed its 60th anniversary. The 
firm still is headed by its founder, 
Charles F. Wright. Gene Walling 
manages operations in Washington, 
and Walter Finke heads Oregon 
operations. 

- 7 
Atlanta Branch Opened 
By Binks Mfg. Co. 

CHICAGO. — Binks Mfg. Co. has 
opened its new Atlanta branch of- 
fice, warehouse and service center. 
The company manufactures spray 
painting equipment for industrial 
finishing. 

C. E. Fuller, formerly sales pro- 
motion manager in the home office, 
has been named manager of the 
Atlanta branch. 

McEwen Cherry Co., 20-year rep- 
resentatives for Binks in the South- 
east, will continue to handle all 
jobber sales contacts. 





























































Most Powerful Transistor 
in Auto Radio! 


THE ONLY ONE BIGGER IN PERFORMANCE THAN THE PARTS IT REPLACES 


Greater Power Oufput 
Broader Tonal Range 
Longer Service Life 
Greater Fidelity with— 


Less Battery Drain 


Now—the Delco Auto Radio has more performance and sales advantages 
than any other make! That’s the new Delco unit, made with the most 
powerful transistor used in auto radio. 


Its clarity and dependability are unsurpassed—yet it operates on much 
less battery current than conventional tube-type sets. And, no vibrator 
or rectifier is required! 

Not only does this conserve the battery—it puts less strain on all radio 
parts. They last longer and operate more efficiently. And there are no 
distracting background noises caused by mechanical devices working 
with high voltage. 

Delco Radio’s new, transistor-powered auto radio has been installed in 
hundreds of thousands of Chevrolets and Pontiacs where it has proved 


PRINTED CIRCUITS INCREASE QUALITY AND DEPENDABILITY its ability to deliver long-lived, trouble-free performance under all driving 
OF DELCO RADIOS conditions. It’s another Delco Radio development that brings more 


; pleasure to your customers and more profit to you. 
No other radio uses so many advanced construction tech- 
niques to give you so much ruggedness, durability and value. 


A General Motors Value by D E LC O R A D i O 


DIVISION OF GENERAL MOTORS, KOKOMO, INDIANA 


WORLD LEADER IN AUTO RADIO 





How They're Pushing Sales .. . 


Dealer Ad Ideas 


Palm Beach County. The youngsters 
were to color the outline, and a $50 
U. S. Savings Bond was to be 
awarded to the winner. 

The project became a family af- 
fair, with parents dropping into the 
showroom to check Dodge's styling 
and color treatment. 


Stoyer’s 35th Year 


ARL STOYER (Cadillac-Oldsmo- 
bile), with dealerships in schuyl- 
kill Haven and Pottsville, Pa, has 
observed the 35th anniversary of his 


A full page ad told the story of 
a “successful 35 years.” Stoyer 
started in business when he was 20 
years old and in his career has 
sold 21,233 new and used cars. A SHOWING of 10 foreign cars in 
At the bottom of the advertise- 
ment, were pictures of the 1922 and 
1957 Oldsmobile. Stoyer extended} by Le Elliott Motor Imports, Min- 
“hearty thanks to his loyal custom-| neapolis. 
ers, his faithful employes, his Cadil- 
lac associate dealers and friends.” 


Something for the Kiddies 
STUNT aimed at the children 
helped boost showroom traffic 

at Blank & Smith, Inc. (Dodge-| "©? 

Plymouth), West Palm Beach, Fla. 

The dealership distributed an out- 
line of the 1957 Dodge to all pupils ee Buick, Inc., Lancaster, 
of the sixth grade and lower in 
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Foreign Car Show 


the court area of a suburban 
shopping center has been started 


The largest car was the MG Mag- 
nette, weighing 2,864 pounds, and 
ea Meet the smallest was the German Isetta, 
weighing 750 pounds. It was said 
to be the largest showing of sports 
and foreign cars ever held in this 


Appeal to the Fair Sex 


N. Y., wooed the women to 
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AROLUBE SERVICE REELS 


Overhead service for chassis, gear, 
A.T.F., motor oil, water and anti- 
freeze. 


promote used-car business. An ad 
featuring models wearing new 
spring fashions was captioned: 
“Wonderful travelers—the delight of 
every suburbanite.” 

Said ad copy: “To work—to play 
—to nursery school—to shop. Hop 
in and go in style in a Jack Stevens 
of Lancaster reconditioned used 
car. No worries about what’s under 
the hood—Jack Stevens’ experts 
have seen to that. And they’re 
priced right for the woman who 
works, who runs a home, or both.” 

* * + 


Drive Out for Free Meal 


ARWIN Craner and Ed Silver, 
both veterans in the San Fran- 
cisco-Oakland (Calif.) sales field, 
are giving metropolitan-area cus- 
tomers a good excuse to visit their 































tinez. 






country, get a good free lunch.” The | mannequin. 
free meal offer is good seven days 
a week and features country- |moting the “Green Cane” campaign, 
smoked ham. whereby a Chevrolet salesman is 

ee ee readily recognized because he car- 
Green Canes, Silver Dollars ries a green cane. 


HEVROLET dealers in the Kan- Some dealers are using the con- 
sas City area are currently pro-| test element in the plan, whereby, 















ARO use EQuipmMENT 


for more and more car dealers 


With ARO Reels overhead, you step up efficiency on every lube 
job ... keep floor areas clear . . . save time, steps and effort. 
Also, Aro’s eye-to-the-future styling helps to merchandise this 
service to your customers. Another big plus—Aro-engineered 
dependability! 

Feature by feature, ARO helps ring up top lube profits for car 
dealers, garages, and service stations everywhere. Whatever 
your needs~Arolube equipment is the money-making answer! 
See your Automotive Wholesaler. 

THE ARO EQUIPMENT CORPORATION © BRYAN and CLEVELAND, OHIO 

Aro of California, 3141 S. Grand Ave., Los Angeles 7, Calif. 


Aro Equipment of Canada, Ltd., Toronto 15, Ontario 
Offices in All Principal Cities 


® 
LUBE EQUIPMENT 
A Automotive—Farm—industry 
Also ... Air Tools . . . Aircraft 


Products . . . Grease Fittings 


























new Dodge dealership in rural Mar-| FitzGerald Display Draws Attention— 


Their advertisement in the city| FitzGerald Motors, Inc. (Oldsmobile), Attleboro, Mass., featured this display during 
papers suggests, “Bundle up the|its open house celebration of Washington's birthday. The exhibit attracted consider- 
family and take a nice ride in the| able attention, as did the salesmen who wore the “be my guest” vest modeled py the 





if you’re over 21, you register 
with the man on the street with 
the green cane to ride in the new 
Chevrolet, The rider taking each 
| 25th ride is presented with 11 
| silver dollars. 

| Not to be outdone on the silver 
|business whether it’s in your hair 
|or in your pocket, Intercity Auto 
| Sales, Kansas City, used-car dealer, 
has a “Hi Ho Silver Sellebration,” 
in which 10 silver dollars are given 
to every 10th person taking a dem- 
onstration ride and one to all who 
take a ride. 

The promotion claims it possible 
to win 100 silver dollars and invites 
}all over 21 to take the “Silver Dol- 
\lar Ride.” 


Wanted: Salesmen 


AVE Waite Pontiac, Buffalo, 
reflected the need for good 
salesmen in the automobile business 
with a newspaper ad in which it 
offered an attractive plan of em- 
ployment. 
The ad was captioned: “We need 
salesmen and are willing to pay.” 
The eight-point plan presented by 
the dealership mentioned weekly 
salary (not a draw); 6 percent com- 
mission on new and used cars; 
yearly bonus; company car furn- 
ished; vacations; special demonstra- 
tion plan; group insurance hospital- 
ization; sell America’s “No. One 
road car.” 





Neighborly Sales Talk 


-STEPHAN Pontiac- 

Cadillac Co. Boise, Id. has 

used personal testimonials of car 
buyers in newspaper ads. 

In addition, the firm’s ad fea- 
tures a complete list of local per- 
sons who have purchased cars 
from the firm. 

“We find this very effective,” a 
spokesman said, “because there is 
nothing more powerful as a sales 
influence than allowing a prospect 
to read about his friends and neigh- 
bors buying a new car. It influences 
sales.” 


‘New Car Best Ever’ 


. OU’LL find your new car the 

best ever made,” said the 
Scioto County (O.) New Car 
Dealers Assn. in a full-page ad 
stressing the wisdom of buying 
from a new-car dealer. 

“No matter how you look at it,” 
said the ad, “cars today are the 
best ever made in all respects— 
beauty, finish, comfort and ad- 
vanced engineering. 

“When you look at today’s high 
prices of all commodities you'll 
realize that you’re getting more 
for your money when you buy 
one of today’s new cars.” 

The ad was jointly sponsored 
bu 10 dealers. 


2 * « 
Choose Your Colors 


“COLORAMA” is the latest 

merchandising idea of Bob Yea- 
kel (Oldsmobile) on Western Ave. 
in Los Angeles and he reports that 
it is attracting considerable atten- 
tion, 

Yeakel very precisely has lined 
up all his 1957 models of different 
two-tone combinations and solid 
colors with various accent stripes 
in front of the dealership. 

Each car is numbered. When a 
prospect finds the combination that 
pleases him, he gives the number 
to a salesman and that car is 
paangee to the prospect for inspec- 
tion. 
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“Leads build our business; 
pot-T'V gets our leads,” 


says John and Del Spitzer, 
top Dodge-Plymouth Dealers, 
regarding results produced 
by WEWS, Cleveland, Ohio 


You do maintain a sales force, however? 


Certainly we do. It takes real salesmen to close 
deals on the right basis. But we won’t have our 
men waste time doing a job Spot-TV can do 
much better. 


And that job is? 


Digging up leads and attracting genuine pros- 
pects to our showrooms. Of course our TV ad- 
vertising actually does even more to help our 
salesmen. 


In what way? 


By conditioning the prospect. When they reach 
our showrooms, prospects already know we 
have a big-volume operation. They’re pretty 
well convinced we'll go the limit on a trade. So 
they’re more receptive to the deal our salesman 
presents. 






JOHN and DEL SPITZER, 

of Elyria, Ohio who rely on 

Spot-TV to maintain their More than 25,000 sales a year—at least 10,000 
of them new Dodges or Plymouths. Factory- 
figures show us Number One among all Dodge- 
Plymouth dealers—a point we’ve reached since 
starting to advertise on WEWS about two years 
ago. WEWS does an excellent job in creating 
showroom traffic for our prime area, northeast- 
ern Ohio, including Cleveland, Elyria, Grafton, 
Lorain and Mansfield. 


How much volume is involved? 





position as world’s largest 


Dodge-Plymouth dealers. 


Does “prime area” mean you have other 
dealerships? 


Yes. One in Columbus, and others in Arkansas, 
Florida and Michigan. Each one relies on 
Spot-TV to build reputation and sales-volume. 


How is your TV advertising scheduled? 


With regularity and frequency. Our basic sched- 
ule on WEWS includes at least 18 spots a week, 
week-in-and-week-out, 52 weeks a year. And 
thanks to Spot-TV, more people know about 
Spitzer when they think of trading. To sum it 
up, Sales are our lifeblood; leads are our best 
source of sales; and Spot-TV is our best source 
of leads. 





Television’s 


BLAIR-TV 
For sales building availabilities on these major-market stations...Call National 


Representative 














WTVR—Richmond WBNS-TV—Columbus WBKB—Chicago WFIL-TV—Philadelphia WPRO-TV—Providence WEWS—Cleveland KFRE-TV—Fresno WABC-TV—New York 
WDSU-TV—New Orleans | KING-TV—Seattle-Tacoma WXYZ-TV—Detroit KVOO.-TV—Tulsa WIIC—Pittsburgh WCPO-TV—Cincinnoti KGO-TV—San Francisco WFBG-TV—Altoona 
WOW-TV—Omaha KTTV—Los Angeles WABT—Birmingham WFLA-TV—Tampo-St. Petersburg | WNBF-TV—Binghamton WMCT—Memphis KFJZ-TV—Dallas-Ft. Worth) KGW-TV—Portland 








OFFICES: NEW YORK ° CHICAGO ° BOSTON ° DETROIT ° ST. LOUIS ° JACKSONVILLE ° DALLAS ° LOS ANGELES ° SAN FRANCISCO * SEATTLE 
TEmpleton 8-5800 SUperior 7-5580 HUbbard 2-3163 WOod'rd 1-6030 CHestnut 1-5688 Elgin 6-5570 Riverside 4228 DUnkirk 1-3811 YUkon 2-7068 ELliott 6270 
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BATTERY CHARGER—A line of low-cost 
utility battery chargers has been intro- 
duced by Marquete Mfg. Co., Inc., 307 E. 
Hennepin Ave., Minneapolis 14, Minn. 
Named the Marquette Bantam Boosters, 
seven models in the line provide over- 
night charging for 6, 12, and 6-12-volt 
batteries. Features which are standard in 


all models are said to include: Automatic 
reset circuit breaker; full wave selenium 
rectifier; extra capacity twin coil insulated 
transformer; convection type cooling and 
accurate charging rate indicator. 

* 


* + 





BIT HOLDER—A bit holder which at- 
taches to the cord of an electric drill has 
been marketed by Donart Co., 3921 Xerxes 
$., Minneapolis 10, Minn. Injection molded 
of rubber, the item, called Bit-Caddy, will 
hold a complete set of 13 bits, 1/16 of 
an inch to Y% of an inch. Primarily 
designed for use on the cord of a portable 
Y%-inch drill, the bit holder is equally 
handy for the work bench or tool box, it 
is claimed. 





FENDER SKIRT—Foxcraft Products Co., 
Box 128 Huntingdon Valley, Pa., has in- 
troduced its Golen ‘57 fender skirt manvu- 
factured to fit. most makes and models of 
cors. Shipped complete with a stainless 
steel moulding, the new fender skirt, 


requires no drilling for installation. 
- * * 





DIFFERENTIAL KiT—Availability of the 
Spicer Thornton Powr-Lok differential kit 
for easy replacement of old-style differ- 
entials in cars and light trucks has been 
announced by Dana Corp., Toledo 1, O. 
The Powr-Lok differential is said to assure 
nonslip delivery of controlled power to 
both driving wheels at all times, under 
all road conditions. Powr-Lok can be in- 
stalled as a replacement differential in 
the Spicer axles that are standard equip- 
ment on most cars and light trucks, it is 
claimed. 


* * 


New Auto Polisher 
Developed by Thor 


Thor Power Tool Co., Aurora, III, 
has introduced a new automobile 
polisher which was developed ex- 
pressly to meet the styling changes 
of the 1957 cars. 

The polisher, designated EL 91, 


* 
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proved version of a power feature 
that enables it to maintain under 
pressure the high speed required 
for efficient application of modern 
car finishes and other recondition- 
ing materials. 





FILTER SERVICER — The Fram Filtronic 
Service Center is designed to clean air fil- 
ter cartridges now standard on most ‘57 
cars. Rollers automatically rotate the filter 
cartridge by air from a cleaning nozzle 
supplied from the regular tire pump hose 
and forces dirt and dust into a transpar- 
ent for proper cartridge cleaning, it is 
claimed. A _ four-compartment, two-way 
drawer houses tools and oil filter cartridge 
replacements. In two large bins below 
ore air filter cartridges and a builtin 
pocket for cartridge checker and sales lit- 


erature. Fram Corp., Providence, R. |. 
Ss. 2. @ 


2,000 r.p.m, Thor said it has an im- | 


NEW PRODUCTS 















FINISHING BUFF—A 71-inch finishing 
buff for high-luster polishing has been an- 
nounced by Schlegel Mfg. Co., Roches- 
| ter, N. Y. Made of springy wool pile with 
a heavy duck backing, the Amcor No. 7 
“Beauty Buff" is said to offer high quality 
and performance at an economy price for 
finishing painted or plated surfaces. The 
unit is marketed by Automotive Materials 


Corp., 2300 Fisher Bidg., Detroit, Mich. 
* * = 











BRAKE LINING—A bonded brake lining 
program featuring both dry mix and wire- 
back lining and supplying complete cover- 
age of car and light and medium truck 
requirements is being offered by World 
Bestos, New Castle, Ind. The program con- 
sists of bonded sets for cars and trucks 
available on a shoe exchange basis from 
all World Bestos distributors, and a full 
line of undrilled segments for bonding 
(plain or precemented.) Bonded sets are 
of three types: “Prescribed Friction” (PF) 
sets for passenger cars; “Prescribed Fric- 
tion Truck” (PFT) sets for light and medium 
trucks; and “Grid Lock" (GL) sets for pas- 
senger cars and light trucks. Undrilled 
segments are also available in the “PF, 
“PFT” and “GL" formulas, in packaged 
sets labeled for each type vehicle by set 
numbers. 





NETTING—The Bemis Sleeping Porch 
and the Snap-in windows, introduced by 
the Bemis Bro. Bag Co., 408 Pine St., St. 
Lovis 2, Mo., are said to assure bug-proof 
protection for motorists. The sleeping porch 
enclosure, which is attached to the back 
of a station wagon, is made of nylon net 
and water-and-mildew resistant drill. It 
provides extra room and permits full ven- 
tilation for the entire automobile, it is 
claimed. The Bemis Snap-in mosquito net- 
ting windows are designed for the front 
doors of sedans and station wagons. 
Sleeping porches are available for most 


features increased speed, delivering | makes of station wagons. 


SHELVING—Frontier Self-Service Island 


Shelving is said to feature graduated 
shelves designed to make the merchan- 
dise completely visible and to promote 
impulse buying. Each shelf adjusts on 
three-inch centers, without the use of 
tools. Extra units can be added, or sec- 
tions can be used independently. Units 
ore 60, 54 and 48 inches high; 36 and 
48 inches wide. The bottom shelf is 24 
inches, the second, 18; the third, 16; and 
the top, 12. Frontier Mfg. Co., P. O. Box 
13266, 11200 Harry Hines Bivd., Dallas, 


Tex. 
Ss 2 2s 


Metal Cutting 


Development and applications of 
a new method for straight-line and 
shape cutting of nonferrous metals 
— 24 pages, free. Air Reduction 
Sales Co., 150 E. Forty-second St., 
New York 17, N. Y, 


2 * +. 
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STEAM CLEANER—Development of the 
Turco Steamerette, an injector unit that 
uses existing steam supplies for steam 
cleaning, paint stripping, phosphating or 
sanitizing has been announced by Turco 
Products, Inc., 6135 Central Ave., Los 
Angeles 1}, Calif. Said to provide com- 
plete steam cleaning facilities, the Turco 
Steamerette is easily operated, requiring 
only the adjustment of one valve. It will 
Operate anywhere in the range of 40-140 
psi steam and has a powerful impinging 
force at all pressures within this range, 
it is claimed. Quantity and pressure of 
solution at the nozzle may be varied to 
provide every type of delivery, from a 
slow full stream at moderate temperature, 


to a hot blast for heavy cleaning. 
* * * 


Eastman Kodak Introduces 


Lower-Cost Matrix Paper 


Verifax Matrix Paper CS, which 
is said to reduce the cost for one 








been introduced by Eastman Kodak 
Co. 

Designed as an aid for the large 
volume user with many calls for 
single photocopies, the product is 
said to provide a supplement for 
business photocopying operations 
which do not require the multiple 
copy feature of regular matrix 
paper. 





BUFFER—An electric power buffing tool 
for tubeless tires and tubes has been in- 
troduced by Dill Mfg. Co., 700 E. Eighty- 
second St., Cleveland, O. Known as the 
Dill EZ Buffer, model 5230, the product 
thoroughly cleans ond roughens inner 
tubes and liners in tubeless tires, assuring 
perfect adhesion for patches, it is claimed. 

lt is 6% inches in length, and is small 
enough to lay across the inside of a 670- 
15 tire. Its weight is 2% pounds. 

i, 





WARNING LIGHTS—The Fireball series 
of 360-degree revolving warning lights 
has been added to the line of truck safety 
lighting equipment produced by J. W. 
Speaker Corp., 3059 N. Weil St., Mil- 
waukee 12, Wis. The Fireball is available 
in two models, a portable type that 
mounts by means of permanent magnets 
and connects into any cigaret lighter; and 


in @ permanent type model that fastens | 


by means of studs and grommets. The 
Fireball is six inches high and seven, 
inches long, and is available in six or 


12-volt DC with red, amber, blue, green 
or clear lenses. 





MOTOR TESTER, STAND — The latest 
instrument in the Hanson line of auto 
testing equipment is the Hanson Ignition- 
Coil-Condenser Tester. This model 21, 
according to Harvey E. Hanson Co., Lake 
Bivd. & Commercial St., Paw Paw, Mich., 
is designed to pinpoint faults in 6 and 
12-volt ignition systems. A three-color dial 
gives indication of coil and condenser 
condition. A single rotating dial-switch 
conducts all tests for condenser leakage 
and capacity, coil efficiency and secondary 
resistance. Also announced is the Hanson 
Test Stand designed to hold all four Han- 
son testers: Dwell-Tach, |g nition-Coil- 
Condenser, Exhaust Gas and Amp-Volt- 
Ohm. The stand measures 48 inches high, 


copy to less than eight cents, has| 34% inches wide, 21 inches deep. 












































































SALES PROMOTION—Simoniz Co., 2100 
Indiana Ave., Chicago 16, Ill., announces 
another consumer premium offer will pro- 
mote 1957 sales of Bodysheen, its car 
polish with builtin cleaner. A Baver & 
Black ‘“‘Curity” first aid kit for the car will 
be mailed free to every family merely for 
returning the paper liner from the inside 
cap of a can of Bodysheen. The offer, 
which expires Aug. 31, will be backed 
with heavy national advertising. 

.-. = 


Cord that Stretches 


An electric cord that stretches 
—designed for telephones, switch- 
boards, appliances, industrial and 
military applications—has been de- 
veloped by Mutual Electronic In- 
| dustries Corp., a subsidiary of Sight- 
| master Corp. It is to be known as 
Elasticable, and utilizes a rubber- 
| core base. 





ENGINE ADDITIVES — Two automotive 


chemical products, one to benefit fuel 
systems and the other for conditioning of 
cooling systems, have been introduced by 
Alemite Division, Stewart-Warner Cor p., 
1826 Diversey Pkwy., Chicago 14, Ill. Ale- 
mite “Kleen Treet” is said to provide five- 
way protection when added to gasoline. 
It cleans carburetor jets of gums, keeps 
fuel lines and pump free of rust and cor- 
rosion, lubficates fuel pump and ups 
cylinder area, minimizes the power rob- 
bing effects of piston deposits, and acts 
as an anti-icer. Alemite “Cooling System 
Conditioner” is said to clean the cooling 
system, is an excellent rust inhibitor, and 
| acts as a water pump lubricant. 

ad * K 


New Brass Treatment 


Brasslyfe, a process that passifies 
and protects brass in one applica- 
tion, has been introduced by Logo, 
Inc., Chicago. An air-dry spray ma- 
terial, it is said to prevent tarnish- 
ing and finger stains from appear- 
ing after parts have been shipped. 

ok x * 
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MUFFLER—A muffler said to meet the 
needs of modern high-compression, big- 
horsepower engines has been marketed by 
Nu-Era Corp., Rochester, Mich. The 
muffler is said to incorporate a special- 
strength, Quadri-Lok end plate designed 
to withstand the pressures exerted by 
many consecutive backfires without rup- 
ture or leakage. Longitudinal seams use 
a double locking system. The entire unit 
is of integrated, single-unit construction to 
| provide quiet and safe operation of the 
| muffler, it is claimed. 
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3 FAMILY WEEKLY’S unique pattern of saturation coverage of non-duplicated markets offers 
: powerful and economical coverage of 512 counties. Alone, or in combination with any other of the 
“ ) 
m “Big Four” Sunday magazines, FAMILY WEEKLY adds almost four million able-to-buy families 
ig . 7 ° ~ ~* , 
d to your market. It delivers an average of over 90% coverage in 156 City Zones—and an average of 
61% coverage in the trading areas of its distributing newspapers. 
J Your FAMILY WEEKLY representative has a new study of key market factors in 156 FAMILY 
- WEEKLY markets. Ask to see it, and learn how this giant Supercity market can be profitably add- 
», . 
: ed to your coverage picture. 
\- 
1. 
FAMILY WEEKLY MAGAZINE, Inc. : 
Leonard S. Davidow, Publisher 
3-223 GENERAL MOTORS BUILDING - DETROIT 2, MICHIGAN 

NEW YORK 17: 17 Eost 45th Street 

CHICAGO 1: 153 North Michigan Avenue 

CLEVELAND 1: 1066 Hanna Building 

LOS ANGELES 5: Blanchard-Nichols, Assoc., 633 South Westmoreland Avenue 

SAN FRANCISCO 4: Blanchard-Nichols, Assoc., 33 Post Street 
> ' FAMILY WEEKLY ADVERTISING 
ALABAMA: Anniston, Dothan, Florence-Tuscumbia-Muscle Shoals, Gadsden, Huntsville, Tuscaloosa - ARIZONA: Yuma - ARKANSAS: El Dorado, Hot Springs, Pine Bluff - CALIFORNIA j 

Bakersfield, Eureka, Monterey, Sacramento, Santa Ana, Santa Barbara, Santa Rosa, Vallejo - COLORADO: Colorado Springs, Grand Junction, Pueblo - CONNECTICUTT: New Haven (Revenue) 

; FLORIDA: Daytona Beach, Fort Lauderdale, Fort Myers, Gainesville, Jacksonville, Orlando, Panama City, Pensacola, Sarasota, Tallahassee, Tampa, West Palm Beach - GEORGIA: : 


Albany, Rome + IDAHO: Boise, Idaho Falls, Lewiston, Pocatello » ILLINOIS: Bloomington, Chompaign-Urbana, Danville, Kankakee, LaSalle-Peru, Quincy, Springfield - INDIANA: Anderson, 
Huntington, Marion, Muncie, New Albany, Vincennes + IOWA: Council Bluffs, Davenport, Dubuque, Sioux City, Waterloo + KENTUCKY: Ashland, Bowling Green, Owensboro, Paducah 
LOUISIANA: Bogalusa, Lake Charles, Lafayette » MARYLAND: Cumberland - MASSACHUSETTS: Lowell - MICHIGAN: Grand Rapids - MINNESOTA: Albert Leo - MISSISSIPPI: 
Biloxi-Gulfport, Greenville, Meridian, Tupelo, Vicksburg » MISSOURI: Jefferson City, Springfield - NEVADA: Las Vegas, Reno - NEW HAMPSHIRE: Manchester - NEW JERSEY: Asbury 
Pork, New Brunswick, Trenton - NEW MEXICO: Hobbs, Roswell, Santo Fe - NEW YORK: Elmira, Poughkeepsie, Utica - NORTH CAROLINA: Concord, Fayetteville, High Point, Salisbury 

OHIO: Athens, Canton, Coshocton, Ironton, Lima, Lorain, Mansfield, Middletown, Zanesville - OKLAHOMA: Ardmore, Duncan, Enid, Lawton, Muskogee - OREGON: Eugene, Klamath Falls, 
\ Medford - PENNSYLVANIA: Altoona, Loncoster - SOUTH CAROLINA: Anderson, Florence, Spartanburg - SOUTH DAKOTA: Huron, Rapid City - TENNESSEE: Jackson, Kingsport 
TEXAS: Abilene, Austin, Big Spring, Denison, Denton, Galveston, Greenville, Kilgore, Laredo, Lufkin, Marshall, Midland, Paris, Port Arthur, Son Angelo, Snyder, Texarkana, Tyler, Victoria, 

Waco, Wichita Falls - UTAH: Logan, Ogden, Provo - VERMONT: Burlington - VIRGINIA: Danville, Lynchburg, Suffolk - WASHINGTON: Pasco-Kennewick-Richland, Walla Walla, 
Wenatchee - WEST VIRGINIA: Beckley, Bluefield, Fairmont, Parkersburg - WISCONSIN: Racine - WYOMING: Casper, Cheyenne. 
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FIRST AGAIN...now with the Mobil-D-Iicer 


AUTO AIR CONDITIONER 


The industry leader —totally redesigned for all long, low 
’57’s. Push-button operation, two 2-speed fans, three 360° 
adjustable louvers—and the exclusive Mobil-D-Icer — an 
electric-automatic control guaranteeing even coil temperature 
and maximum refrigeration at all times. 


Write for illustrated brochure and information 


MOBIL-AIRE MFG. CO. « Box 122, Denison, Texas 


*200,000,000.0 


SPENT BY INSURANCE COMPANIES 
For Auto Glass Replacements! 


displaying oe SELL MORE TO INSURANCE COMPANIES 
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SELL MORE because they do the replacement properly the first 
time . . . building policyholder satisfaction. 


SELL MORE because they carefully examine for signs of possible 
“re-breakage” . . . saving insurance this unnecessary expense. 


SELL MORE because: they replace with SHAT*R*PROOF, the 
finest automobile safety glass. 


AVWTHOOOBIZZIEDD 


Shat-R: Proof 


SAFETY GLANS 
SELL MORE by using the complete SHAT*R*PROOF written 
“PLEDGE OF GUARANTEED INSTALLATION SERVICE” Sales Kit 
containing; 


+ Well Pleqve + 15 minute color movie + Insurance Seles Manvel 
* Standard Insurance Forms + Cor Seat Napkins + Steering Wheel Togs 
+ All-new Direct Meil Progrem 
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CALL YOUR QZ 777m DISTRIBUTOR 


to find ovt how you can sell more to the vast insurance market 
with the “Pledge of Guaranteed Installation Service.” 
Write to: SHATTERPROOF GLASS CORPORATION, 4815 Cabot Avenve, Detroit 
10, Michigan, for the name of your nearby SHAT*R*PROOF Distributor, 
your business-buidding partner. 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 
T. T. wrote, as follows: “I am 
* a subscriber to AUTOMOTIVE 
News and have always read your 
Court Decisions. I have been sued 
by a customer, whom I gave a due 
bill: in the amount of $700 on Aug. 
27, 1953, for a 1948 
Ford F-6 truck to 
be “applied on 
purchase of 1953 
Ford F-6 Ford 
Truck” to be de- 
livered when he 
made the order. 

“This trade was 
made by one of 
my salesmen who 
signed the due 
bill. On Sept. 1, 

1953, I sold this L. T. Parker 
used truck for $300 cash and marked 
the $400 difference as overallowance 
on the truck. 

“The customer later came in and 
we ordered the F-6 truck according 
to his specifications. We received 
the unit Jan. 29, 1954, called the 
customer and quoted the list price 
of $2,902.66. At this time he said a 
representative had told him the new 
unit would be $2,660. 

“I explained to him I did not 
know anything about that conver- 
sation, that I was not responsible 
for what the representative might 
say and that we never quoted a 
price until we received the in- 
voice. Later, he purchased a new 


Chevrolet truck and then came to | 
me and wanted $700 cash for his | 


due bill. 


“I explained that the due bill did| 


not call for cash but that it was to 


be applied on purchase of the F-6) 
truck. I was next called in by his| 
lawyer to whom I explained the) 


events and that I was still willing 


to deliver an F-6 truck as the due| 


bill called for, or I would pay him 
the difference in the due bill and 
my gross on the F-6 truck which 
would be $58.21 and I would also 
add the $120 I had originally offered 
to discount. 

“All these offers were refused, 
and suit was filed against me. They 
were asking for $700 cash plus in- 
terest. I would appreciate any com- 
ment or advise you might be able 
to give me.” 

x « * 
Legal Complications 
O* COURSE, there are many legal 
complications in this letter and 
naturally the outcome of this suit 
will depend upon what the customer 
can prove. 

If he succeeds in convincing a 
jury that your lawful representa- 
tive promised that the $700 due 
bill was good for that much cash, 
naturally the jury will award the 
customer $700, with interest. 


However, I do not anticipate that 
any testimony the customer can 
present will induce the jury to hold 
you liable for anything even close 
to $700. Nevertheless it is possible 
that the court may hold you liable 
for $2,902.66 less the actual resale 
value of the Ford F-6 truck. 

This also is doubtful as this cus- 
tomer will have difficulty in con- 
vincing the jury that your repre- 
sentative quoted a price of $2,660 
on the truck. 

* aa * 


Employer Liable 


R W. asked this legal question: 
© “If an employe purchases an 
automobile for his employer who 
later denies that the employe had 
authority to purchase the automo- 
bile, what can we do to compel the 
employer to pay the purchase 
price?” 

Recently a higher court held that 
if an agent is authorized to contract 
for his employer, the latter is liable 
for all acts and contracts of the 
agent made within the scope of the 
employment. 

For illustration, in Midway Motors 
v. Pernworth, 296 Pac. (2d) 130, the 
testimony showed facts, as follows: 
One Perry is a dealer in automo- 
biles with his place of business in 
Kansas City, Mo, One Pernworth is 
a physician. Litigation involved pay- 
ment of a draft given Perry, the 
seller of the automobile, by Pern- 
worth’s employe. 

In subsequent litigation the 


; higher court held that since the 


evidence established actual au- 
thority or at least ostensible au- 
thority on part of the agent to 
purchase an automobile on behalf 
of Pernworth and to issue the 
draft drawn upon Pernworth, the 
latter must pay the draft. 


The higher court also held that 
where a principal, when advised 
that his agent had bought an auto. 
mobile on the principal’s behalf, 
proceeded to insure the automobile 
in the principal’s name as owner, 
he thereby ratified act of agent in 
purchasing the automobile. 


In other words, the law is well 
settled that when in any way an 
employer ratifies a contract made 
by his employe, the employer is 
fully liable. 


* * 

Repair Liability 
— to a late higher 

court decision a. finance com- 
pany always is liable for payment 
of repairs on an automobile on 
which it holds a mortgage if the 
testimony shows that an authorized 
employe of the finance company 
approved the repair work. 


For illustration, in Raymond vy. 
Commercial Credit Corp., 292 Pac, 
(2d) 327, it was shown that one 
Gay purchased an automobile un- 
|der a conditional contract of sale 
|which named the Commercial 
|Credit Corp. as mortgagee. Later 
Gay wrecked the car and he made 
|a contract with a garage owner for 
| repairs of the automobile. 


In subsequent litigation the 
higher court held Commercial 
Credit liable for $2,036 repairs on 
the automobile because the testi- 
mony showed that the adjuster 
of the finance company had 
talked with the garagemen and 
knew that these repairs were 
necessary to put the automobile 
in good condition. 

The court said: “There is no ma- 
terial conflict in the evidence, Gay's 
automobile was covered by a lien 
to secure an indebtedness due Com- 
mercial Credit Corp. At the time it 
was insured against loss by colli- 
sion by Hartford Fire Insurance 
Co.” 


* * * 


Liability for Theft 





LA month the higher courts 
rendered important decisions to 
the effect that a person who keeps 
an automobile is guilty of theft of 
the automobile left in his “cus- 
tody,” but he is not guilty of the 
crime of theft if he keeps an auto- 
mobile which a dealer allowed him 
to take as an absolute or qualified 
owner. 

For illustration, in Phillips Mo- 
tor Co. v. United States Guarantee 
Co., 285 S. W. (2d) 333, it was 
shown that Phillips held an auto- 
mobile theft insurance policy. 

The buyer of an automobile gave 
the automobile dealer a check for 
the purchase price of the automvu- 
bile, and the dealer allowed him to 
take the automobile under the 
agreement that he would try it out 
over night and that if he did not 
like it, he would return it and his 
check would be returned. 

However, the buyer did not re- 
turn and when the dealer pre- 
sented his check to the bank it was 
dishonored for lack of funds. 

In subsequent litigation, the 
higher court held that the insur- 
ance company was not liable for 
theft of the automobile, saying: 

“When the dealer voluntarily 
parts with actual possession 
rather than mere custody, the 
loss is excluded from the theft 
coverage of the contract.” 

For comparison, see McDowell 
Motor Co. v. New York Underwrit- 
ers Ins. Co., 233 N. C. 251. Here an 
automobile was turned over to a 
prospective customer to test it and 
show it to his wife for her approval 
or disapproval. The prospective 
purchaser never returned with the 
automobile. Later the higher court 
convicted him of “theft” of the 
automobile and said: 

“We think the exclusion clause 
does ‘relieve the insurer (insurance 
company) ‘from liability for theft 
where the possession of the car 
was voluntarily surrendered to an- 
other with the right to exercise 
control thereof for a purpose of his 
own.” 
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Last year New Yorkers — 


in city and suburbs — bought 


489,309 
NEW 
CARS 


‘more new cars than were 
sold in any other market 


in the country. 









Biggest salesman 

in your biggest market is 
The New York Times. 
Are you using it as much 
and as often as you 


should? 


First inautomotive advertising in your first market 
Represented in Detroit by Sawyer Ferguson Walker 


== SS 
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Greyhound Expands 
Rental, Lease Setup 


By Joseph M, Callahan 
Staff Writer 

DETROIT. — Convinced that it 
often is cheaper for a person to 
lease a car than to buy one, Grey- 
hound Rent-A-Car, Inc., is building 
a nationwide network of offices for 
leasing or renting cars to individ- 
uals or to companies. 

After operating a “pilot” leasing 
office in Cleveland for several 
months, Greyhound has recently 
opened other leasing offices in De- 
troit, New York, Chicago, Miami, 
Greyhound Key, Fla, San Fran- 
cisco, Washington, Philadelphia 
and Pittsburgh. 

In the near future, similar 
offices will be opened in Balti- 
more, Boston, Buffalo, St. Louis 
and Tuscon, Ariz, 

Ed Jacobs, general manager of 
the leasing division of Greyhound 
Rent-A-Car, said: “Our target is to 
have about 25,000 cars leased out 
in the next 24-36 months.” 

“By the end of 1957 we hope to 
have offices in 100 cities, with 
10,000 to 12,000 cars on lease. The 
majority of these cars will be 
leased to companies.” 

> + 


= 
Why Leasing Excels 
Greyhound Rent-A-Car officials 
figure that leasing a car is superior 
to buying a car for these reasons: 





1, It doesn’t tie up capital, This 
is an important factor to busi- 
ness firms but an unimportant 
one to individuals, 

2. It eliminates the downpay- 
ment and interest. 

3, It eliminates the worry about 


depreciation. 

4. It helps an individual im- 
prove his tax situation, particu- 
larly if the individual is a doctor, 
lawyer or some other person who 
uses his car a great deal on the 
job and his transportation is a 
deductible expense. 

5. It’s cheaper, if the individual 
ordinarily buys a new car every 
year. 

While there’s little doubt about 
the correctness of the first four 
reasons, the economy of leasing is 

open to debate. It can be partially 
evaluated by learning what Grey- 
hound charges for its leased cars. 
Prices are the same to individuals 
and to companies and the same in 
all parts of the country. 

If a person wants to lease a 
brand new Chevrolet Bel Aire con- 
vertible, he will have the following 
monthly fees, depending on the 
options he wants: The car, $85; in- 
surance ($100,000-$300,000 bodily in- 
jury, $50,000 property damage), $5; 
radio, $2.50; power steering, $2.50; 
power windows, $4.00; white wall 
tires, $150; power brakes, $1.50; 
power seats, $2.00; tinted glass, 
$1.50, and backup lights, 50 cents. 
There are no additional charges or 
fees. 

However, the basic $85 a month 
fee does include a $50-deductible 
insurance policy, automatic trans- 
mission, V-8 engine, two-tone paint 
and oil filter. If a standard trans- 
mission is desired, $2 a month will 
be subtracted from the basic 
charge. 

The same figures would apply to 
a Fairlane 500 convertible or a 
Plymouth Belvedere convertible. 

But, the individual is responsi- 
ble for all gas, oil and mainte- 
mance of the vehicle. Of course, 
he is eligible for the regular war- 
ranty maintenance during the 
warranty period. 

Greyhound also has a “full main- 
tenance” plan for those who wish 
to avoid the expense of auto 
repairs. This plan costs an addi- 
tional $18, or 21 percent more a 
month for the Chevrolet converti- 
ble. Under this plan, the individual 
only pays for gas, oil, washing and 
storage. 

+ € * 
Both 18-Month Plans 

Both of these plans are called 18- 
month leasing plans, meaning that 
the individual will be furnished a 
new car at the start and then 


also has two other 
— a 24-month lease sale plan 


|}and a 36-month lease sale plan. 


Under the 24-month lease sale plan, 
the individual would pay $135 a 
month for the above mentioned 
Chevrolet Bel Aire convertible for 
24 months. At the end of this 
period, he would pay Greyhound an 
additional $1 and take full posses- 


| sion of the car. 


The monthly charge for optional 
equipment is about the same as in 
the previously-mentioned plans. 

Under the 36-month plan, the in- 
dividual would pay $95 a month 
for the same car for 36 months 
and -then take possession for $1. 
Equipment charges on this plan are 
reduced proportionately. 

Greyhound bases its conclusion 


that leasing is cheaper than buy- | 


ing for the man who buys a new 
car every year on the assump- 
tions (1) that the average car 
will depreciate $750-$1,000 a year, 


ae 


Metropolitans Arrive in Los Angeles— 


Part of a contingent of three boatloads of Metropolitans are shown after unloading 
in Los Angeles. The 1957 sales goal for the Metroplitan is 20,000. Sales in 1956 
totalled 7,323. 





(2) that insurance will cost the | month replacement plan, or $150 a 
ae oe and (3) that the in- | month on the 24-month plan. 

div 1 waste considerable These prices would include 
time shopping for the best deal. | Hydramatic, radio, heater, power 
Of course, Greyhound will lease| steering, power brakes, white wall 

every model of every make — at/|tires, tinted glass, backup lights, 

varying prices, of course, | side-view mirror and $50 deduct- 
For instance, a Cadillac 62 would| ible fire-and-theft insurance. 

lease for $170 a month on the 12-| Under the full maintenance plan, 


the Cadillac 62 would cost $195 a 
month for 12 months or $175 a 
month for 24 months. 

To lease the least expensive two. 
door in other lines, the following 
monthly charges would be made: 
Mercury, $115; Pontiac, $115; 
Buick, $135; Oldsmobile, $125; 
Chrysler, $120; Imperial, $160, and 
Lincoln, $170, These cars have vary- 
ing amounts of equipment on them, 
All other makes of cars are avail- 
able, but their charges have not 
been computed as yet. 


Naturally, Greyhound is 
limited in the variety of cars it 
can offer for leasing by what the 
dealers have in stock and by 
what the factories are producing. 


Robert Teagle, manager of the 
Detroit office of Greyhound Rent- 
A-Car, said that this is quite a 
problem for all leasing companies. 

+ * = 


More Demanding 


“People are more demanding 
about the car they are going to 
lease than about the one they are 
going to buy,” he said, “It seems 
that they'll go to a dealer and be 
willing to buy something out of 
stock. But they’re extremely de- 
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NEW DU PONT M.O.A. 
STOPS BIG CAUSE OF 


WITHOUT M.O.A. 


New Du Pont M.0.A. gives your customers what they want: 


@ Gives quick, easy starts— 


@ Prevents noisy or sticking 
lifters and valves 


@ Keeps rings, pistons and other 
engine parts clean 


maintains more 


constant viscosity 


e@ Keeps oil pressure steadier 


e Keeps engine power and pep 


@ Prevents clogging of oil 
screens and filters 


e@ Cuts costly engine repair 


e Gives smoother-running engine 
e@ Reduces gas and oil consumption 


A new patented chemical discovery—contains no graphite or kerosene 


NEWEST OF THE DU PONT NO ‘7’ PRODUCTS 


From Chemical Research... for Easier 


Car Care 
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Greyhound Expands © 
Rental, Lease Setup 


(Continued from Page 62) 


Chevrolet Cites Parts Sales Leaders— 


Top-ranking Chevrolet retail parts and accessories sales managers in the nation 
were honored at a special three-day program put on by the company in Detroit. The 
94 men were the “P & A Record Club” pace-setters for parts and accessories sales 
among the 7,500 dealerships in 47 Chevrolet zones. Here, R. J. Clifford, right, of 
Rudolph Chevrolet, Phoenix, Ariz., receives his award, a commemorative wrist watch, 
from E. P. Feely, left, assistant general sales manager, and F. C. Silvey, national mana- 
ger of parts and accessories warehousing. 








manding with us—even specifying 
what upholstery they want.” 

Teagle, who was with Avis Rent- 
A-Car for five years, said the 
scarcest item now is the Imperial. 
He said that there was quite a 
demand for the Plymouth for 
several weeks after the new models 
were introduced, but that now the 
demand has returned for Chevro- 
lets and Fords—each of them being 
demanded by about 40 percent of 
the low-priced car lessees. Con- 
vertibles in all lines are also scarce 
at present. 

The Detroit office, which opened 
in December, has 15 cars on hand 
for renting, but “I hope to have 
100 cars in the near future,” Teagle 
said, No cars are kept on hand for 
leasing, because all leased vehicles 
are newly purchased, 

Because 


age of cars in many lines, Teagle 
was unable to predict how long 
it would take to get a car for a 
prospective lessee, Greyhound 
uses part of this time lag to 
check carefully on the prospect's 
credit. All leases are processed 
finally in Chicago. 

“We won’t touch a man with poor 
credit,” he declared. “It probably 
would be easier for a man with 
poor credit to buy a car.” 

Teagle said that many dealers 
throughout the country are also in 
the car leasing and renting busi- 
ness, including Floyd Rice (Ford) 
and Don McCullaugh (Chevrolet) 
in Detroit. He said that some 
dealers find it worthwhile to lease 
cars that aren’t moving. 


He added that dealers can’t give 


of the current short- (the nationwide protection that a 





ENGINE REPAIRS 





New chemical discovery keeps 
valves quieter, engine smoother- 
running, gives you repeat sales 


oo may have had to scrape sludge from around 
drain plugs at oil change. Certainly you’ve had 
your share of complaints about sticky lifters and 
noisy valves that can often be traced to sludge. 

Now, through 12 years’ research and over 4 million 
miles of road testing, Du Pont has finally solved the 
sludge problem. 

For the first time, you can wind up a lube job with 
a can of new Du Pont M.O.A. and be sure that no 
sludge will form under any driving condition. 

Your customers will notice the quiet, smoother- 
running engine and all the other benefits listed at left. 
In sales-test cities, M.O.A. proved it gets repeat 
orders. And you will see how well M.O.A. is working 
every time you check the oil. 


Dark oil — bright engine 


Big advertising support 





With Du Pont M.O.A., the oil turns dark within a 
few hundred miles. M.O.A. contains no graphite, and 
the blacking is not due to anything in the M.O.A.— 
but to sludge formers that otherwise would stick to 
vital engine parts. 

What this darkening of the oil shows is that sludge- 
forming combustion products are now kept harmless 
with M.O.A. 


M.O.A. keeps these combustion products in harm- 
less form, suspended in the oil. So they drain out at 
oil change, instead of growing and sticking to valve 
lifters and other engine parts, and clogging oil lines, 
screen, filter and possibly starving bearings. 


Du Pont is announcing this newest product in the 
No. ‘7’ line with pages in Life, the Post, and other 
leading magazines, as well as newspapers and tele- 
vision. Your customers will be asking about it. Tell 
them the facts—that new Du Pont M.O.A. is an addi- 
tive that really adds to the performance of every car. 
It’s a product you'll be proud to sell. 


REG. U. S. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING 
... THROUGH CHEMISTRY 
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large leasing organization like 
Greyhound could offer, 
+ * * 


Loaner Without Charge 


For instance, he said that on a 
full maintenance contract a lessee 
could probably borrow a car with- 
out charge from almost any Grey- 
hound office while his car was 
being repaired, 

On a full maintenance contract, 
the lessee is asked merely to send 
a supporting voucher with the 
monthly payment for any expense 
under $15. For expenses greater 
than $15, the lessee is asked to 
contact Greyhound first. 

One Greyhound official said: 
“The only way we can achieve a 
favorable profit figure is by buy- 
ing these cars at a favorable 
price.” 

Emphasizing that all Greyhound 
rented and leased cars are pur- 

chased from dealers, Jacobs said 
that thus far the company has 
bought cars in the Midwest, on the 
East Coast, West Coast and in 
Texas. 

He explained that “we intend to 
buy our cars from dealers located 
as close to our offices as possible. 
One of the obligations of our man- 
agers will be to set up purchasing 
agreements as soon as possible with 
local dealers.” 

He added that thus far there 
had been a terrific turnout of 
dealers offering to sell cars to 
Greyhound. 

Jacobs said every Greyhound 
Rent-A-Car office, most of which 
will be located at Greyhound bus 
terminals, will also be in the leas- 
ing business, Eventually they also 
will be leasing trucks. 

Discussing the rental business, 
Teagle said that about 98 percent 
of the renting was done. by 
traveling businessmen. He said 
that other travelers will take a 
cab or ride with a relative. 

He added that transient renting 
had increased about 400 percent in 
Detroit in the last few years and 
that, for some inexplicable reason, 
October was the best month every 

year. 
Teagle said that many of his cus- 
tomers were automotive vendors 
who alternately asked for a Ford, 
Chevrolet or Plymouth, depending 
on which auto firm they were con- 


He concluded: “Auto leasing ap- 
peals to very diversified groups of 
— factory workers, profes- 

sional men and others — anybody 
who thinks it will prove to be a 
cheaper method of transportation.” 


Spotlight Falls 
On Automation at 
Buffalo Meeting 


NEW YORK.—Engineers respon- 
sible for making automation work 
will consider their problems at the 
SAE national production meeting 
and forum, scheduled this week 
(March 20-22) in the Hotel Statler 
at Buffalo. 

The program, comprising six in- 
formal panel discussions with audi- 
ence participation, will be concerned 
with all phases of automation’s 
impact upon actual operations, from 
mechanics to economics. 

A panel led by S. P. Bartles, of 
Eastman Kodak, will discuss train- 
ing technicians to maintain auto- 
mated machinery and to minimize 
downtime. A panel led by E. A. 
Kehoe, of Rochester Products, will 
review methods of integrating in- 
spection of replacing human with 
machine judgment in quality con- 
trol. 

A third panel will study needs for 
automating materials handling, in- 
cluding driverless industrial trucks, 
small parts feeders and machine 
transfers. Panel leader will be R. L. 
Ballard, of Harrison Radiator. 

Computer control of machines will 
be the subject of a panel discussion 
led by T. H. Speller, General 
Riveters, Inc., while introduction of 
automated operations in foundry 
practice will be considered by a 
panel led by George Johnson, of 
Chevrolet's Tonawanda (N.Y.) 
foundry. ’ 


Super-Alloy Agreement 

PITTSBURGH.—Under terms of 
a new contract, Firth Sterling, Inc., 
will process super-alloy ingots pro- 
duced by Kolcast Industries, Inc., 
into mill products such as billets 
and hot and cold-finished bars and 
will market these products. 
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It Spells Profit for Dealer... 





esting changes and, second, because | 
a prospect sold through product 
knowledge is prouder of his pur- 
chase when he gets it home and it} 
ceases to become ‘just another auto-| 
mobile.’ 

“I think that a return to quality | 
selling also will gradually increase) 
brand loyalty, and brand loyalty) 
increases repeat business both for} 
|new and used cars and for the) 
service department. 

“We have lots of round-table 
discussions on. the new points in 
our ’57 cars,” O’Connor continued, 
“and we encourage our sales staff 
to ask questions and to relate | 
their experiences with prospects | 
and customers regarding some of 
our new features whether they 
are major or minor innovations. 

“For instance, we have an acces- 
|sory called the ‘Safety Minder’ 
which can be preset to warn the 
driver when he is exceeding a cer-| 
tain speed. With radar speed checks 
in most cities I have found this to 


By L. H. Houck 
Staff Correspondent 

SEDALIA, Mo.—This is the year 
to sell cars with product-knowledge 
methods instead of price, accord-| 
ing to H. (Mike) O’Connor, O’Con- 
nor Motor Co. (Buick-Chevrolet).| 
He said there are plenty of indica- 
tions that the public wants to know 
what’s new in each line. 

Another reason why product 
knowledge is so important in this 
year’s selling, according to O’Con- | 
nor, is that many owners of two- | 
and three-year-old cars are 
shocked at the increase in prices. | 

Consequently, he said, it is the 
responsibility of the dealer and his) 
salesmen to show by thorough 
product knowledge that the cus- 
tomer is still getting his money’s 
worth in today’s market. 

“We drill our sales staff on prod- 
uct knowledge constantly,” O’Con- 
nor said. “First because there have 
been a lot of important and inter-| 
















































































SPECIAL 





TRAD 


From March 15 to May 15 your Snap- 
on man will give you a generous trade- 
in allowance of $5.00 for your old, 
worn-out tools on a brand new Snap-on 
chisel and punch set. Take advantage 
of this low-cost way to weed out those 
old “has-beens” — get this bright new 
set of clean-cutting, sure-driving Snap-on 
chisels and punches that will handle over 
90 percent of your chisel-punch jobs. 


Special steels scientifically 
heat-treated for long life 

The special alloy steel is heat-treated under con- 
trolled atmosphere for uniform hardness. Chisel 
and punch heads are then induction-drawn under 
electronic control to reduce hardness to just the 
right degree. The result is a controlled-mush- 
rooming, long-life striking surface. 


70-degree chisel edge cuts better, 
stays sharp longer 
Exhaustive tests by Snap-on engineers 


Product Knowledge in Demand 


|manifolded into its own separate 


8082-C 28th Avenue 


be a valuable adjunct to the acces- 
sory groups. 

I asked my sales staff for cus- 
tomer reactions and discovered that 
everyone who has purchased this 
accessory has been highly pleased 
with it. 

“Another accessory that we sell| 
a lot of is twin exhaust systems,” | 
O’Connor said, “but we don’t think) 
of this item as a hot-rod accessory 
or a style accessory. 

“Our salesmen point out that! 
with each bank of a V-8 engine 


|exhaust system, an 18 percent in-| 
crease in power is obtained plus | 
considerable increase in economy.| 
| These are not our figures but those | 
of engineers who have made the| 


tests. 


“Consequently when we have a 
customer who thinks he doesn’t 
want it, we merely point out these 
solid advantages. We were sur- 
prised at the number who thought 
that twin tailpipes were just a 
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Mahdesian Opens New Dealership— 


George E. Mahdesian has selected a suburban shopping center in Schenectady N, 


Y., as the location for his new dealership Mayfair Dodge, Inc. 


Consisting of 19 retail 


stores, the shopping center is located in the main artery in the Albany-Troy-Schenec- 
tady area. The center's normal traffic is expected to supply a great number of new-car 


| buyers. 


fad to add style to the car with- 
out any practical advantages. 

“For that reason we are con- 
vinced that this is the year to sell 
product knowledge,” O’Connor con- 
tinued, “and we want to make sure 
that all our salesmen are able to 
detail the advantages of all the 
new features. 

“When this is done, we substan- 
tially lower the resistance of the 


Your old, worn-out chisels and punches are 
worth $5 on this new 372 


aG}3 Set 





Here’s why you’re time and money ahead with Smap-on : 


are shape for firm, 


SNAP-ON 7 TOOLS CORPORATION 


Kenosha, Wisconsin 


aes: *. 





prospect to the increases in price— 
increases which have been placed 
on almost all units in all lines by 
the factories due to increased cost 
of production. Whether we like 
these increases or not, we've got 
’em and we have to sell our cars as 
usual.” 


O’Connor looks for a profitable 
year in ’57 for another reason. 


“I want to commend the manu- 
facturers for their interest in ad- 
hering closely to realistic shipments 
to each dealer’s market as a means 
of eliminating the bootleg dealer,” 
he said. 


“Whenever a dealer with a 
sales potential of 400 cars, for 
instance, buys 800 cars, it is evi- 
dent that he is selling some of 
them in wholesale channels or to 
used-car dealers. The manufac- 
turers now are keying orders to 
each dealer’s territory more 
closely. 


“Certainly each dealer can get all 
the cars he can sell at a profit, but 
the manufacturer doesn’t want him 
to have so many cars that he can 
consider some of them distress mer- 
chandise. This policy on the part 
of the makers is going to go a long 
way toward eliminating our unau- 
thorized new-car dealers.” 


O’Connor emphasized that with 
product selling, quality sales staffs 
must be created and developed. 

O’Connor has a small, closely 
knit sales staff—six new-car sales- 
men and four used-car salesmen. 
He lays it on the line for this sales 
staff when the new models come 
out by telling them how many cars 
he is setting out to sell during the 
ensuing year. 


His salesmen are earning from 
$7,000 to $12,000 a year, and with 
his method they are identified 
with a sale from the signed or- 
der to the washout so it is to 
their advantage that the firm 
makes a profit. 

Recently he asked at a sales 
meeting if each man would figure 
out how it would have affected his 
annual income if he could have ob- 
tained $100 more gross on each car 
he sold. The salesmen admitted 
that in almost all cases this addi- 
tional gross could have been 
obtained. 


One salesman discovered he 
would have been $3,500 richer. Oth- 
ers discovered they would have had 
substantial increases just for work- 
ing a little harder or perhaps doing 
a little better job of product selling. 


Then O’Connor pointed out how 
much better off the dealership 
would have been with all these 
$100 added to the total sales of 
more than 2,000 units. This drove 
the profit point home so well that 
better deals are coming in all the 
time, O’Connor said. 


“When a small, compact staff of 
quality salesmen know that they 
are going to have the entire year’s 
sales to sell and that no part-timers 
or small earners are coming in to 
make a few random sales, the staff 
is ready to go all out to get the job 
done properly because it means 
bigger earnings for them,” O’Con- 
nor said. 


“It also increases the responsi- 
bility that must be shouldered by 
the sales force,” O’Connor added. 
“They are given the job of selling 
our year’s quota, and they know if 
they can’t make it, the dealership 
will have to increase its staff. 


“Naturally they don’t want to 
have a larger staff. So our idea of 
a small staff of high-quality men 
is producing for us and giving our 
salesmen a substantial income that 
often is greater than that of the 
managers of stores and factories in 
the area.” 
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ry Milwaukee’s 1957 Auto Show 
PLAC HOE biG J er Ladue MUM aue) as 

with 134,194—exceeding Detroit’s 

show attendance by 6,000. 









Milwaukee county tops all of the nation’s 


25 largest counties in the proportion 






of consumer spending units with 
incomes of $4,000 to $6,999, and is sixth 
in the group over $7,000. 








New car sales in Milwaukee county in the first six weeks 

















of 1957 exceeded the same period a year ago by 23%. 


9 out of 10 new car buyers in the Milwaukee 
metropolitan area read The Milwaukee Journal regularly. 
In 1956, The Journal was third among all 

United States newspapers in automotive linage, 

second in total advertising and first in 
ROP color advertising. It’s a better buy in 1957, 

and you can get full showroom color in your 

Journal advertising at a milline rate lower 


than B&W in many newspapers. 


THE MILWAUKEE JOURNAL 


National Representatives, O’Mara & Ormsbee, Inc 





New York Chicago Detroit San Francisco’ Los Angeles 






News to Note... 


AUTOMOTIVE NEWS, MARCH 18, 1957 


Auto World in Brief 


RICHMOND, Va.— Plans to es- 
tablish aluminum fabricating facili- 
ties in Australia have been an- 
nounced by J. Louis Reynolds, 
executive vice-president, Reynolds 
Metals Co. 

“Plans call for a foil mill of 
sufficient capacity to meet Austral- 
ian market demands for aluminum 
foil,’ Reynolds said. He added that 
construction depends upon the out- 
come of current negotiations with 
Australian government and finan- 
cial circles, Australian capital has 
been invited to participate in 
underwriting the proposed plant. 

* * * 


Trans Continental Forms 
Automotive Division 


DETROIT. — Trans Continental 
Industries, Inc., maker of marine 


and builder’s hardware, has formed 
an automotive division. 

Grover A. Whalen, chairman, said 
the division would work closely with 
customers’ engineers in designing 
special items. 

cd * ok 


Seniority Study 
CANTON, O.—More than half of 
the 15,000 employes of Timken 
Roller Bearing Co. have been with 
the firm more than 10 years, a study 
showed. More than 8 percent have 
been with Timken more than 25 


years. 
od a oe 


Auto Parts Rank Fifth 


In Air-Cargo Volume 
CHICAGO.—Auto parts and ac- 
cessories placed fifth among cargo 
commodities carried by United 


L. Mangold, manager of cargo 
sales. 


United operates 297,897 cargo 
ton miles daily over its 14,000- 
mile system. 

* . 


DKW Takes First Place 


In Washington Snow Race 

PASCO, Wash.—A German DKW 
won the Snowkhana race sponsored 
by the Richland Sports Car Club. 
From a standing start, the DKW 
ran the course in three minutes, 52 
seconds. 

DKW’’s front-wheel drive was said 
to be the determining factor in the 
five to 12 inches of snow that cov- 
ered the course. 

+ * * 


Leasing Group Elects 


Heckert as President 


CHICAGO. — J. B. Heckert, U- 
Drive-It Co., Columbus, O., has been 
elected president of the Car and 
Truck Renting and Leasing Assn. 


Other officers are: Vice-presi- 
dents, Frank J. Huster, Hertz Corp., 
Chicago; Charles Hillard, Hillard 
Rent-a-Car, Fort Worth; Clay A. 
|Barnes, Avis Rent-a-Car, Detroit; | 


|D. S. Brockman, Feld Operating} 


e_ & 


tu i \ i 


“Are you the gentleman who 
wanted the demonstration ride in 
the Streak?” 


Baker, Baker Truck Rentals, Inc., 
Denver. 


Treasurer, Armund J. Schoen, 
Four Wheels, Inc., Chicago, and sec- 
retary, Martha Dunlap, National 
Truck Leasing System, Chicago. 

* * * 


Two Leasing Firms 


Purchased by Rollins 


WILMINGTON, Del. — Rollins 
Leasing Corp. has acquired for ap- 


Air Lines in 1956, according to R. | Service, Kansas City, and Fred P.| proximately $750,000 in cash two 








They're putting their money 
on GMC! 


auto and truck leasing concerng, 
They are Car Leasing of Michigan, 
Inc., Grand Rapids, Mich., and U. § 
Car Leasing, Los Angeles. 
+ * 


* 
Phillips Heads C of C 
RICHLAND, Wash.—Auto dealer 
Ben Phillips has been elected presi- 
dent of the Richland Chamber of 
Commerce. He was first vice-presi- 


dent last year. 
* cd od 


Emery Adds Office 


AKRON. — Emery Air Freight 
Corp. has opened an office at the 
Akron-Canton Airport. Jack Baum, 
formerly assistant operations man- 
ager in Detroit, will head the new 
office which is Emery’s 35th. 


* * * 


Auto Loan Firm Opens 


NORTH AUGUSTA, S. C.—Metro- 
politan Auto Loan Co., Inc., hag 
opened at 106 W. Spring Grove. 
Officers are Henry W. Risher, presi- 
dent; Dorsey Lybrand, vice-presi- 
dent; Eric Presley, secretary, and 
Joseph L. Hixon, treasurer and 
general manager. 

* Ed * 
Gulf Announces New Gas 


For High-Compression Cars 


PITTSBURGH. —A new kind of 
gasoline, created especially for high- 
compression engines, will be 
marketed this spring by Gulf Oil 
Corp., according to C. J. Guzzo, do- 
mestic marketing vice-president. 

It will be called Gulf Crest. Guzzo 
said it is Gulf’s answer to the prob- 
lem of providing a fuel that will 
develop the full power of highest- 
compression engines without some 
form of knock or other undesirable 
effects. 


Goodrich-Gulf Plans 


Change to ‘Cold’ Rubber 
INSTITUTE, W. Va. Conver- 
sion of a 50,000-ton-capacity pro- 
duction line to manufacture “cold” 
rubber in Goodrich-Gulf Chemicals’ 
plant here has been announced by 
William I, Burt, president. 
Changeover is scheduled for early 
1958 and will cost more than $2 
million, Burt said. Goodrich-Gulf 
bought the plant from the Govern- 


ment in 1956 for $11 million. 
= * - 


Thermoid Auto Division 


Holds Regional Meetings 


TRENTON, N. J. — Thermoid’s 
automotive replacement division 
held its 1957 sales meeting of dis- 
trict managers and assistants in 
three separate regional conferences. 

East Coast managers assembled 
for three days at Trenton. Midwest 
and West Coast managers gathered 
in St. Louis and San Francisco, The 
meetings were directed by S. E. 
| Shepard, sales manager. 
| . 7” a 


| Sheriff Buys Fords 


| KANSAS CITY, Kans. The 
Johnson County Sheriff’s Patrol] has 
awarded a contract for six new 


& 





ENERAL TRUCK SALES of Nashville, Tenn., 

has been a GMC dealer since 1937. Their 
success is written all over the beautiful new 
headquarters they moved into the first of this 
year. 


It is one of the finest truck centers to be found in 
all America: An ultramodern 35,000-square- 
foot building on a 4.4-acre plot — facilities for 
servicing 40 trucks at a time — sheet metal and 
paint shops—a 12,000-item parts stock—a com- 
plete selection of new trucks. 


In other words, they’ve just invested hundreds 
of thousands of dollars in their business and its 
future. For they feel that future looks brighter 
than ever before. 


Big reason is the great new GMC Blue Chip 
MONEY-MAKER line of trucks: The most 


powerful light-duties ever built. New super- 
Diesels that deliver spectacular economies. 
Rugged new V8’s. Brawny new construction 
haulers. And the most spectacular advance since 
the pneumatic tire-GMC’s AIR SUSPENSION. 


Little wonder, then, that so many GMC dealers 
—the country over—are so confident about the 
truck-selling days—and years—ahead. And that 
they’re backing that confidence by putting their 
money into fine new truck centers—new and 
modern facilities—the very latest equipment. 


For they agree—and the records show why— 
that now, as never before, it’s great to be a 
GMC dealer! 


GMC TRUCK & COACH 
A General Motors Division 


THE BETTER YOU KNOW GMC—THE BETTER THE TRUCK BUSINESS LOOKS 


Ford cars to Mission Motor Sales 
|Co., Mission, Kans, Four other 
dealers submitted bids. Low bid was 
$16,350.66 for the new cars and an 
|allowance of $9,421 on five tradein 
| cars. 

* . . 


Local Inspection Law 


TOLEDO. — The City might con- 
sider enacting a local motor vehicle 
inspection law if the Legislature 
fails to pass a statewide law this 
session, Councilman John W. Yager 
said. 


* * . 


New Warehouse 
LOS ANGELES. — Firth Ster- 
ling, Inc., manufacturer of tool and 
die steel, sintered carbides, high- 
temperature alloys and zirconium, 
has opened a new warehouse at 
2900 S. Vail. 
” ~ - 
Edsel Office Opens 
CHICAGO. — Edsel has opened 
a Chicago district sales office in 
the Esquire Building, 65 E. South 
Water St., according to D. E. Mann- 
ing, district manager, Chicago is 
one of five districts in Edsel’s Mid- 
west region. The regional office is 
in the Palmolive Building here. 
z ” 


Missile Contract for FWD 

| CLINTONVILLE, Wis. — Four 
Wheel Drive Auto Co, has received 
subcontracts totalling almost $1,- 
500,000 from Goodyear Aircraft 
Corp. for production of components 
to be used in the Matador guided 
missile ground-support system. 
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aos progress grand? Grander 
than nature—and a lot more 
complicated? An old car-manufac- 
turer drove into a bottleneck near 
the Lincoln Tunnel the other day. 
He'd had confidence enough to 
“speed” in his own product over} 
bad roads in the teen-age of this} 
century. And the still-more confi- 
dence in today’s cars to drive in the 
flood-stream of trucks and station- 
wagons and sedans under the Hud- 
son River to New York. The Old 
Guy was I. Or with modern gram- 
mar, should it be “me?” 

Close to 22 million motor vehi- 
cles went through the Lincoln 
Tunnel last year. That more than 
doubled the 1947 volume, 


Back in the late teens of the 20th 
Century, nature was beautiful, as 
you bowled along over bumps. And 
cars were progressing like crazy. | 
Faster than the roads, Progress has 
always been grand, in this grand 
country, and never simple. I still 
get stirred when I watch it think- 
and-twist itself out of complica- 
tions. 

Take the Lincoln Tunnel: 


Motor vehicle progress had to) 
be matched by road-bridge-and- 
tunnel progress. Or what good were | 
the vehicles? Metropolitan vehicle 
concentrations everywhere are} 
pretty clogging, especially around 
Los Angeles and New York. 

Between 1930 and 1941, motor) 
traffic across and under the Hud-| 
son increased from 26 million to} 
42 million cars a year. In peak 
rush-hours, the rate was worse 
than that. 

Yet, as a thoughtful wag once 
put it: 

“The difficult we do immediately. 
The impossible just takes a little | 
longer.” 





* * * 


Third-Tube Theme 

Y 1949—only four years after the 

Lincoln Tunnel’s second tube 
opened—the Port of New York Au- 
thority planned a third tube for the | 
tunnel. It would relieve not only 
the two tubes already teeming, but 
the Holland tubes and the George 
Washington Bridge. 

They started building third 
two-lane tube on September 25, 
1952. It’s 8,013 feet long. Of that 
more than a mile and a half, 830 
feet was bored through solid 
Palisades. And 5,486 feet was cut 
through Hudson River silt. 

I had a distinguished civil en- 
gineer with me, and We swept so 
smoothly through the existing tun- 
nel that I asked him how these 





4-Door J aguar 
Sports Sedan 


Goes on Sale 


NEW YORK. — Jaguar has in- 
troduced a new four-door sports 
sedan — the “three-point-four” — 
here. It is available with full auto- 
matic transmission, Jaguar said. 

It is powered by Jaguar’s XK six- 
cylinder engine, produces 210 horse- 
power and is capable of speeds in 
excess of 120 miles per hour, the 
company said. 

The sedan also is available with 
manual transmission with over- 
drive. Jaguar said a fingertip con- 
trol enables the automatic trans- 
mission to hold a lower gear in- 
definitely. 

It also has an overhead camshaft, 
dual exhaust, twin carburetors, hy- 
draulic servo-assisted brakes and 
adjustable steering wheel, Jaguar 
said. 

Instrument panel and interior 
garnishings are of polished walnut, 
upholstery is leather over foam 
rubber and the floors are covered 
by deep-pile carpets, Jaguar said. 


Millers Open Deal 
H. E. Miller Motors, Inc., is the 
new Mercury dealership at 2015 
Burlington, North Kansas City, Mo. 
H. E. Miller is president, and Ray 
Miller, vice-president. 
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tiled underwater highways are 
built, Ain’t science fascinating as 
well as useful? 


In building this third tube, they 
excavated a 55-foot-deep shaft in 
the rock near the New Jersey 
shore. At the bottom, they erected 
a giant steel shield, It looked like 
a vast metal highball tumbler on 
its side. It weighed 240 tons, was 
31 and *4 feet in diameter, and 18 
and % feet long, Cost of the shield? 
A quarter of a million dollars, The 
whole third tube will cost $100,000,- 
000. 

Once in place, the shield was 
powered by 28 hydraulic shoving 
machines. Each packed a shove of 
200 tons each—5,600 tons, teamed 
together. One end of the shield was 
its cutting edge, and the hydraulic 


thrusters were installed inside the | 


shield, at the other end. When the 
830 feet of rock was thus tunnelled 
through—with the aid of blasting— 
the gigantic cookie-cutter plunged 
slowly through the mile-and-a-half 


of river-bottom muck. 
> ” * 


Ready by June 
OME 200 sandhogs worked 








up the permanent sheathing of the 
tunnel, 

The “hole,” begun four-and-a- 
third years ago, reached the New 
York side last June. The Port of 
New York Authority expects to 
have the new tunnel ready by 
next June—just a year after the 
hole was cookie-cut, 

Progress is grand and compli- 
cated, believe me—a far cry from 
the serious-enough-then road prob- 
lems of the days when I was proud 
of my Jordan Playboy and wonder- 
ing whether we'd have roads 
enough to accommodate the cars 
all of us were making. 

PS. And where does it all end— 
this fascinating, ingenius building 
of overland and underwater path- 


| ways into the sunset and into the 


sunrise 2 somewhere west of 
Laramie and east of Jersey? Well, 
it doesn’t, of course, Progress never 
can. Careful surveys indicate that 
by 1960 — three speeding years — 
motor vehicles crossing the Hudson 
will total 105 million. 

That’s the full capacity of the 


| George Washington Bridge and the 
| expanded Lincoln and Holland tun- 


67 








Alaska Dealer Tours DeSoto Plant— 


Visiting Detroit on their 28th wedding anniversary, Mr. and Mrs. Paul G. Greimann, 


nels. It’s been recommended that a| along with their son, Paul jr., are guided on tour of the DeSoto plant by Paul Her- 


‘7 around the clock. Some exca-| second deck be added to the bridge. 


vated silt from the front end; 
others at the rear of the shield set 





Ain’t progress grand, complicated— 
and never-ending! 





polisheimer jr., second from left, DeSoto executive. Here, Herpolsheimer shows the 
Greimanns how DeSoto’s headlights are aligned with special electonic equipment. 
Greimann is a DeSoto dealer in Fairbanks, Alaska. 





Ditzler Announces 


A Completely New Black 


Enamel 





With All These Plus Features: v 











e Made with special black pigment, 
Ditzler’s new formulation of DQE-9000 
has improved flowout, build, and sta- 
bility. It retains its high gloss and color 
better than products made with conven- 
tional materials. Unusually fast drying 
prevents dust and dirt from settling 


and marring its brilliant sheen. 


e Try Ditzler’s brilliant new HiGloss 
Black and you'll see why this improved 
formulation gives you better black 


enamel finishes 


previously tried. 


DITZLER COLOR DIVISION, 
Pittsburgh Plate Glass Company, 


than anything you've 


Detroit 4, Michigan 


DITZLER 


PAINTS © GLASS © CHEMICALS © BRUSHES © PLASTICS ¢ FIBER GLASS 
PITTSBURGH 


PLATE GLASS 


e Easy Handling 
@ Better Build 
Smoother Flowout 


e Faster Drying 


Excellent Gloss— 
Air-Dried or Baked 


Outstanding Color and 
Gloss Retention 


e Greater Durability 





COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion last week declined $1, ac- 
cording to Automotive News’ 
index. 


Current-model units recovered 
part of the extensive loss suffered 
a week earlier by advancing $33. 


ALABAMA 











JOHNSON AUTO 
AUCTIONS - 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 












CALIFORNIA 


SAN DIEGO—San Diego Auto Auc- 
tion, 4744 Federal Blvd., Ph. 
CO. 4-0157. Thursday 1 p.m. 


COLORADO 











COLORADO AUTO AUCTION 
LITTLETON, COLO. SOUTH 
S ONLY 


DEALER: 

Sale Every Monday—11:00 a.m. 
Owners: Francis R. Cassell—Cerroll Kopfer 
Phone Denver: SUnset 1-7821 
Wire Colorado Auto Auction FAX 
Denver, Colo. 


Auctioneers: 
Colonels Johnny Weed end Dean Devis 
All cars paid for by our own check through 
The Bank of Denver 















DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 


‘4595 S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 











MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 


Burden-Dudley-Caswell 
Sale every Tuesday at I! A.M. 
Phone Sherman 4-3263 








CONNECTICUT 

















Sale Every Wednesday at 11:00 


SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 





ILLINOIS 





Charlie Thale’s 
QUINCY AUTO AUCTION 
10 years old 
3220 Broadway (Ill. Hwy. 104) 
Quincy, il. (U.S. Hwy. 24) 
EVERY MONDAY 
Checks Guaranteed 


| 
| 
| 
| 
| 


| 
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June duly Aug. 


Figures alongside bars represent dollars. 


Other gains included $11 on ’53s 
and $9 on ’54s. 

All other makes declined in 
price, as follows: ’56s, down $24; 
52s, down $12; ’5is, down $9; 
50s, down $9; and ’55s, down $7. 

The losses on ‘56s and ‘55s 
carried the average ‘price on each 
of those models to a new low. 

At a group of representative 
auctions last week, the average 


consignment was 1794 units, 
compared with 1694 a week 
earlier, The sales ratio was 70.38 
percent, compared with 65.4 in 
the previous week. It was the 
first time since late January that 
the ratio topped 70 percent. 


Prices marked with an as- 
terisk indicate a unit equipped 


IOWA | MICHIGAN 





TOM FLETCHER'S | GRAND RAPIDS AUCTIONS, INC. 


DES MOINES AUTO AUCTION | O* M2!—One Hail mite west of Grandville, 


lowa's Oldest Auto Auction 
In the Heart of the Ciean Car Country 
4701 S.E. 14th Des Moines 15, lowa 
Phone ATiantic 2-8353 


"Geosentted Wien’ cnt Gaede’ 
THE HARRY GELT 
CENTRAL STATES AUTO 
AUCTION 


Every Wednesday at Noon 
te the Western Market" 
Phone 1181 or 1182 
MASON CITY, IOWA 
Guaranteed Checks and Titles 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 

















ST. LOUIS AUTO 
| AUCTION BARN, INC. 


3807 Easton Ave. 
St. Louis, Mo. 














lS Phone Franklin 1-3845 
PEABODY AUTO AUCTION, | SALES EACH TUESDAY 
INC. AND FRIDAY 


For Dealers Only 
Checks and Titles Guaranteed 
Auction Every Thursday at 11 A.M. 
Newburyport Turnpike, U. S. Rt. 1 
West Peabody, Mass. Jefferson 1-7500 
Joseph Herbert Phillip Glick 


Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
{Dealers Only) 
Operating Since 1946 





MICHIGAN 








AUTO DEALERS AUCTION, 
INC. 


Friday is Sale Day in Kansas City, Mo. 


Flint Auto Auction, Inc. 
3711 Western Rd. Flint, 
Exclusively for Dealers 


Here in the shadow of General Motors, you | 
get the best buys. 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


Michigan's Finest Sale 


Auction Company Checks to Sellers 
Guaranteed Titles to Buyers 


Bob Ring—Owner Fred Reed—Mgr. 
Open 6 days a week. Sale Friday 10:30 A.M. 





Titles and Checks Guaranteed 6200 Independence Hy 3-7470 
Auctioneers 
12:30 — SALE EVERY WEDNESDAY — 12:30 5 Werk Phil S 
M. D. McCollum, Mgr. Phone Cedar 9-4492 | Jack Erwin Jr. Whitman 











Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 


Conveniently located % mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and titles guaranteed Phone Dunkirk 3-0150 
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with an automatic transmission | 


Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Jan, 


Prices of '56s added and '48s dropped in November, 1955. Prices of '57s added and '49s dropped in November, 1956. 





or overdrive and (ps) indicates 
power steering. 


LITTLETON, COLO. 


(Colorado Auto Auction. Sale every 
Monday. Prices are for sale of March 4.) 
BUICK—’57 RM 4-dr., $3,500* (ps), $3,- 

400° (ps); Century Riviera, $3,175* (ps), 

$2,975* (ps); Super Riviera, $§2,970* 

(ps); Special Riviera, $2,675*, $2.655°. 
' ‘56 Super Riviera, $2,150* (ps), $2,145* 
(ps); Special Riviera, $2,045* (ps), $1,- 
995*, $1,940*, $1,910*. °55 Super Riviera, 





NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Aute Auction 
Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 


Ev 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% saf because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David 8B. Spielman 
John W. Becker 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, 
Checks and Titles (Wed.). 


| 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks:guaranteed. Mon. 10 A. M 


OHIO 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. S. Rovte 20A Phone 5-9535 





PENNSYLVANIA 





MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 





TENNESSEE 


MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 





— 


$1,480* (ps); Century Riviera, $1,459 
(ps). °54 Century Riviera, $1,235*. 


CADILLAC—’57 (62) 4-dr., $5,175* (ps), 
'56 (62) sedan de Ville, $4,250° (ps), 
$4,065* (ps); conv., $4,065* (ps), 


3, 600" 
(ps); 4-dr., $3,425* (ps), $3,295* (ps), 
"55 (62) coupe de Ville, $2,870* (ps), 
’54 (60) 4-dr., $2,550° (ps). 

CHEVROLET—’57 Bel Air (8) Hardtop, 
$2,400*; Two-ten (8) station wagon, $2. 
385*, $2,280°, $2,235*°. '56 Bel Air (8) 
Sport coupe, $1,865*; 4-dr., $1,705*, 9 
at $1,700*, $1,680*, $1,675*, $1,580. 
Two-ten (5) station wagon, $1,735, $1,. 
715, $1,695*; 2-dr., $1,435*, $1,370*. "55 

Air (8) Sport coupe, $1,615*, $1,. 

, $1,380*; station wagon, 2 at §1. 
500. '54 Two-ten Delray, $800; Be! Air 
4-dr., $770*. '53 Two-ten 4-dr., $625+, 
$565*. ‘52 SL Deluxe Bel Air, $350*. 

CHRYSLER—’56 NY coupe, $2,700* (ps), 
55 NY 4-dr., $1,700*%; Windsor Hard. 
top, $1,620*. '54 NY 4-dr., $1,235* (ps), 

DeSOTO—'55 Fireflite 4-dr., $1,630* (ps); 
Firedome 4-dr., $1,505* (ps); Hardtop, 
$1,495*. 

DODGE—’ 57 Coronet Hardtop, $2,575*. ‘56 


Custom Royal (8) 4-dr., $1,875* (ps); 
station wagon, $1,935*. ’ Custom Roya] 
(8) Hardtop, $1,490* (ps); Suburban, 


$1,575*. '52 Coronet (6) 4-dr., $225. 
FORD—’57 Fairlane (8) 500 Victoria, $2,. 
600* (ps), $2,220* (ps); Country sedan, 
$2,550*, $2,450; Ranch Wagon, $2,170*; 
Custom (8) 300 4-dr., $2,190; 2-dr., $1,- 
955; Fairlane (8) 2-dr., $2,090*°. ‘5 
Thunderbird, $2,745; Country sedan, §1,- 
890°, $1,760*; Fairlane (8) Victoria, $1,- 
800*, $1,795*; 4-dr., $1,565* (ps), $1,- 
550° (ps). 55 Fairlane (8) 4-dr., §$1,- 
135*; Ranch Wagon, $1,130; Custom (8) 
4-dr., $1,000*. '54 Main (8) 4-dr., $470, 
’53 Crest (8) Victoria, $710*. '51 Deluxe 
(8) 2-dr., $220. 
HUDSON—’55 Hornet (8) $1,465* 
(ps). 
LINCOLN—’56 Capri coupe, $3,190* (ps). 
MERCURY—’57 Monterey Sport coupe, §2,- 
640° (ps). °56 Custom Hardtop, $2,060* 
(ps); Monterey 4-dr., $1,910* (ps). ‘55 
Monterey Sport coupe, $1,460*. °53 Mon- 
terey Sport coupe, $780*. 
OLDSMOBILE—’57 (88) Holiday, 
"56 (88) Holiday, $2,215* 
4-dr., $2,050°. 


4-dr., 


$2,805°. 

(ps); Super 

"55 (98) Holiday, $1,906* 
(ps); (88) Super Holiday, $1,790*, $1,- 
680* (ps); Deluxe 4-dr.. $1,555*. ‘4 
(98) conv., $1,475* (ps). "52 (98) coupe, 
$700° (ps). 

PACKARD—'55 Panama Hardtop, $1,285", 
$1,205*. ‘52 4-dr., $305. ‘47 sedan, £105. 
PLYMOUTH—’'57 Belvedere (8) Sport 
coupe, $2,475*; 4-dr.. $2,405°. ‘56 Bel- 
vedere (8) 4-dr., $995. "55 Belvedere (8) 


Suburban, $1,450°; Savoy (8) 2-dr., 
$995. 

PONTIAC—'56 Chieftain (8) Catalina, $1,- 
760°, $1,750°, $1,690° (ps). ‘55 Star 
Chief (8) 4-dr., $1,460*; Chieftain (8) 
2-dr., $1,045°; 4-dr., $990°. "51 (8) 2 
dr., $260. 

STUDEBAKER — ‘52 Commander Sport 
coupe, $335*. 

WILLYS—’55 Bermuda Hardtop, $845*. "50 


Jeepster, $320. ‘49 Jeepster, $350 


JENISON, MICH. 


(Grand Rapids Auctions. Sale every Tues- 
day. Prices are for sale of March 5.) 
(Market very steady. Bidding active 
throughout the entire sale as we sold 
128 cars out of 183 offerings.) 
BUICK—’56 Century Riviera, §2,060*° (ps); 
Special 4-dr., $1,825*. '55 Special Rivi- 
era, $1,705°; 2-dr., $1,550° (ps), $1,380, 
$1,305*, $1,275°; 4-dr., $1,495*, $1,425°, 
$1,380; Century Riviera, $1,565*, $1,535°, 
$1,495*, $1,450°; Super Riviera, $1,550° 
(ps). ‘54 Super Riviera, $1,250° (ps), 
$1,225*, $1,190°; Special 4-dr., $1,110*. 
"53 Special 4-dr., $795, $700, $675, $525; 
RM Riviera, $780* (ps), $775° (ps), 
$650° (ps); Super Riviera, $735*. ‘52 
Super Riviera $390*, $340°. ‘41 2-dr., $105, 
CADILLAC—’'56 (62) club coupe, $3,435* 
(ps). "54 (62) 4-dr., $1,995* (ps). ‘53 
(62) club coupe, $1,405*. ‘52 (62) 4-dr., 


$900°. 

CHEVROLET—'57 Two-ten (8) 4-dr., $2,- 
035°, $1,880. 56 Bel Air (8) 4-dr., $1,- 
725°; Two-ten (6) sedan, $1,340. ‘55 Bel 
Air (8) 2-dr., $1,270* (ps), $1,240*, $1,- 
215, $1,150; Two-ten (8) 4-dr., $1,200, 


$1,015, $985, $890. ‘54 Two-ten 4-dr., 
$700. '53 Bel Air 4-dr., $850°. ‘52 SL 
Deluxe 4-dr., $280. ‘51 SL Deluxe 2-dr., 


$245. 
CHRYSLER—'51 Windsor sedan, $215. 
Windsor club coupe, $100°. 
DeSOTO—'55 Firedome 4-dr., $1,115*. 
DODGE—'36 Royal Lancer 2-dr., $1,815"; 
Suburban, $1,645. ‘55 Coronet 2-dr., $1,- 


"49 


185°. °54 Royal 4-dr., $725* (ps). ‘53 
Coronet 2-dr., $440°, $405, $400, $385. 
FORD—'57 Fairlane (8) 500 2-dr., §2,- 
010. ‘56 Fairlane (8) Victoria, $1,555°; 
4-dr., $1,915*, $1,625*°, $1,625; Country 
sedan, $1,965* (ps); Custom (8) 4-dr., 
$1,350, $1,290; police cars, $890, $800. 


’55 Fairlane (8) Crown Victoria, $1,525*; 
Victoria, $1,525; conmv., $1,405, $1,385°; 
4-dr., $1,270; Custom (8) 2-dr., $1,050°, 
$930, $870, $675. ‘53 Custom (8) 2-dr., 
$570, $560; Main (8) 2-dr., $300; De- 
livery sedan, $525. '51 4-dr., $300. 

HUDSON —’54 2-dr., $525. 

LINCOLN—’53 Capri club coupe, $905* 
(ps). 

MERCURY—’'55 Montclair 2-dr., $1,500°*, 
$1,380. '54 2-dr., $790*. '52 4-dr., $555*. 

OLDSMOBILE — ‘56 (98) 4-dr., $2,500° 
(ps); (88) Super 4-dr., $1,865*. '55 (88) 
Super 2-dr., $1,750, $1,520, $1,500; (98) 
4-dr., $1,550° (ps). '54 (88) 4-dr., $1,265° 
(ps), $1,110* (ps); Super 2-dr., $1,150* 
(ps). °53 (88) Holiday, $815*; Super 4- 
dr., $750. 

PACKARD—’55 Panama club coupe, §$1,- 
515°. 

PLYMOUTH—'55 Savoy (8) 4-dr., $1,410*; 
Belvedere (6) club coupe, $1,175. ‘4 
Belvedere 4-dr., 2 at $735, $595*. °52 
Suburban, $345. 

PONTIAC—’57 Star Chief (8) 4-dr., $2,- 


550* (ps). ‘55 Chieftain (8) 2-dr., $1,- 
375*, $1,000*. °54 Star ‘Chief (8) 4-dr., 
$975*, $800; 2-dr., $655. ‘53 Chieftain 


(8) Catalina, $900*, $800°; 2-dr., $535°. 
’52 Chieftain (8) Catalina, $500*; 2-dr., 
$340*. 

STUDEBAKER — 
$140. 

MISCELLANEOUS—'55 MG roadster, $980. 
’S4 Ford %-ton pickup, $575: Interna- 
tional 1-ton truck, $465. 


‘ CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of March 5.) 
(Sold 319 cars out of 500 offerings.) 
BUICK—’'56 Century Estate wagon, §$2,- 
250* (ps); Riviera, $2,100* (ps), $1,- 
975*; Super Riviera, $2,010* (ps). ‘55 
Century Estate wagon, $1,725* (ps); 4- 


(Continued on Page 69, Col. 1) 


"52 Commander 2-dr., 






or., ' 
545*, 
645* 
era 
Rivie! 
4-dr., 
Rivie 
4-dr 
Super 
$675* 
62 Fi 
era 
CADIL 
895* 
g5t'* 
'>4 
$2 50 
4-dr 
o75* 
49 ( 
CHEV! 
+ 800° 
700° 
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Be! 
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51,4500 J 
i | NASH — '55 Rambi , Fi 
, } § 55 er Cross Country $1-| CHEVROLET — '56 Two-ten (8) 4-dr. 
(De), | 475°. 53 Rambler Hardtop, $775*. *52/ $1,300, ’55 Two-ten (8) 4-dr $885, "53 
wm. ” . 
3 (Be U d e . | Ambassador 4-dr., $875; Statesman é-dr.,/ Two-ten <-dr.. $4080; 2-dr.,” $315," 61 Model Breakdown 
5. SL Deluxe 4-dr., ; 2-dr., $165°, °50 
) se a ar uc ion rices | OLDSMOBILE — '56 (88) Holiday, $2,300*| SI i ; 
KE 56 (8! y, $2,2 | SL Deluxe 4-dr., $225, $170. ’ i 
(Ps), aes *55 (88) Holiday, $1,780*; Super 4- Deluxe 2-dr., $115. . ee ee Of Auction Averages 
| dr., $1,766 (ps). ’ ‘ iday -lr -—. 7 
ir dtop, | 500°, $1.420¢:" Super 4dr, $1,170¢, °Si FORD — 06 Eeiriane (6) 2-dr., $L075./ v4, ‘““Topete i907 i007 
ir pre Segt o> $255". | 58 ‘Custom (8) 4-ar pg 1957. . $2,342 $2,404 $2,432 
5*, ition 5 bad care | PLYMOUTH — ’57 Sz - «| Panam ee » . 
L, 580": dr., $1,585 _ (ps $1,300 Riviera, $1,-, $525. '52 SL Deluxe 2-dr., $540*, $420, | 145*. '°56 Savoy iss wae, Seier, Pena | Ranch Wagon, $625; Custom (8) 2-dr., 1956.. 1,714 1,721 1,764 
5, $1, 545", $1,445* (ps); RM Riviera, $1,-| $305; club coupe, $445*, $420° 4-dr., $415 (8) 4-dr.. $1,340, 55 Belvedere (8) 4-dr.. | $325. °51 Custom (8) 4-dr., $275, $262, 1955 
gs 645* (ps); 4-dr., $1,100*; Special Rivi-| °51 SL Deluxe 2-dr., $450, $385; 4-dr., $1,350*; ‘Hardtop $1 340°: Savoy (8) 4. $140. '50 2-dr., $425, $245, $165. es 1,238 1,275 1,289 
Y $1,505* e) ,450* "Ba ‘oe , 395* $380* 35 rf SL ” a ’ . Se , & 3 « e 7” . Ps » ". 
; a, era. $1 4 an(P a = saan = ntury = + 4380 uae aes a tee =. ar $1,050, $1,020. 54 Belvedere a-dr., = —— ss —_ 4-dr., $345, $245.| 1954.. 909 906 898 
e i . 1 APs), eae aeak | ae Meade © a ee ' $760. ’°5% aza 2-dr., $530; Cranbrook . 5 eas, : 
. $1,155*: 2-dr., $1,140*; Special| SL Deluxe 4-d 260 . ROK. , 4 : 1 be f 596 609 
Sug Bf fiviera, $1,075, $1,060°, $1,055", s40*; | CHRYSLER ar $260. ar, $1.720° (ps), 4c% $525; Belvedere,’ $500*? conv. $440. | PLYMOUTH ‘53 Cranbrook Belvedere,| 125 a 
. 4-dr $1,070* Super Riviera $935* ‘53 | "54 Imperia! 4-dr., $1,400° (ps), $1 300° | —_” wae Aiael i geste be ou, PONTIAC 53 Chieft (2 d | 1962. ; 387 388 394 
7 iper Riviera 5* ) $685* 3 ‘ p ; ANT AC ; ) — "53 Chieftain (8) 4-dr., $575*, | 
(pm, ff Super Riviera, S646° (pe), S6eb° (pe). | OT — 'S6 Fi 2 PONTIAC '56 Chieftain (8) Catalina] $365. (eer? | Meee v 260 270 266 
Hard. $675* (ps), $500 Speciai 4-dr., $425. | DeSOTO 56 Firedome 4-dr. $1,980* (ps) 895* $1.725* °55 Cc ‘ : ICE 7 
(pa). "52 RM Riviera, $340*. °51 Speciai Rivi- | ’50 Powermaster 4-dr., $130*. er fon sh ae 63 520°: _s Giee s. "S558, Seb oe Cae a oo a 1956............ 193 199 200 
. eens » one } in 2 . . ‘ a, , ° * -ar., oe : - 0900, $395, ” evrolet \%- | 
pe; era, $320) i-dr., $230 — 53 Coronet Diplomat, $620*, = $1,275*.' °53 Chieftain (8) Catalina,| $372 rn —! Overall 
dtop, § CADILLAC—'56 (62) sedan de Ville | ; 00*, ’51 (8) 4-dr., $355*. °50 (8) 4- | 
895* (ps). '55 (62) coupe de Ville, -| FORD — '57 Fairlane (8) 500 2-dr., $2,300. dr., $120*. DYE Average $ 952 $ 970 §$ 981 
*. "56 950* (ps): 4-dr., $2,475* (ps), $2,425*.| °56 Country sedan, $2,055* (ps), $2,015*; | STUDEBAKER "52 Commander 4-dr., | ” -R, IND. |— 
(ps); ‘54 (62) coupe de Ville, $2,580* (ps), | Ranch Wagon, $1,730; Custom (8) 4-dr., $275. ’°50 Champion coupe, $110 "| (Dyer Auto Auction. Sale every Friday 
Royal $2.500* (ps); 4-dr., $2,005* (ps); (60) aooeee e pemeewe 2-dr., $1,150. '55 Country | MISCELLANEOUS—'56 Ford %-ton pick- | Prices are for sale of March 1.) : 4-dr., $965. '54 Bel Air 4-dr., $800, $770, 
irban, 4-dr., $2,050* (ps). '52 (62) 4-dr.. $1,-| Sedan, $1,620°, $1.415*; Fairlane (8) Vic-~| up, $905. "55 GMC %-ton pickup, $1,000°, (Market steady, but soft on ’'56 $755; Two-ten 2-dr., $755, 2 at $700, 
O75*' (ps). "51 (62) 4-dr., $700*, $585*.| toria, $1,375"; Ranch Wagon, $1,355;| $950*. 54 GMC \%-ton pickup, $750. '53| models, Sold 242 cars out of 330 offer- $695. '53 Bel Air 4-dr., $625, $610°, 
, $2, 49 (62) 4-dr., $585*. | ustom (8) 4-dr., $1,130, $1,125; 2-dr., GMC %-ton pickup, $575; Ford %-ton| ings.) $600° ; coupe, $700, $690; Two-ten 4-dr., 
edan, CHEVROLET—'56 Two-ten (S) 4-dr $1.- | ae 54 Ranch Wagon $990; Custom pickup, $575; Dodge %-ton pickup, $555. | BUICK—-’57 Century Riviera, $2,975* (ps). | $600, $560, $545, $540, $510, $505, $490, 
170°: ome00°. $1,656. Be) Air (8) Hardtop’ §1.- (8) 4-dr., $850: Main (8) 2-dr., $680: '52 Ford %-ton pickup, $370, ’48 Chevro- | ’55 RM 4-dr., $1,310* (ps). ’54 Special | $475; 2-dr., $575, $570, $565, $545: One- 
, $1,- 700°: ‘T'wo-ten (6) 4-dr., $1,530. "55 Bel| eee (6) 4-dr., $620 "53 _ Ranch let %-ton panel, $180; GMC %-ton pick- Riviera, $1,025*. °53 Super Riviera, fifty 2-dr., $395. '52 SL Deluxe 4-dr., 
ae Air (8) 2-dr., $1,395* (ps); Sport coupe,| G00 a Crest (8) conv., $665°. °52| up. $320. "47 Chevrolet %-ton pickup, | $750*; Special 4-dr., $510, '51 Super | °°: $370°, 2 at $345, $330, $250". 
$1 $1.290°, $1,260°; station wagon, $1,305;| Gustom (8) 2-dr., $585"; 4-dr., 460%. "EL| $350. 46 Chevrolet panel, $200. 4-dr., $325*, $225*; Riviera, $225*; Spe- | CHRYSLER—'55 NY St. Regis, $1,575* 
9 Bel Air (6) Sport coupe, $1,295, $1,250;| dr $245. "49° iuies tis ane pd 4- N. LI I ot Se: $135*. ’50 RM 4-dr., $120°. | SE — club coupe, $105*, *50 
” 2-dr.. $1,090; Two-ten (6) 4-dr.. $1,-! ah; Mimaan ¢% a a upe, N, ITLE “K FE | c LAC—’56 (62) coupe, $3,540* (ps). | -ar., 5. 
$1,- 320°. $1,100*. $975; 2-dr., $1,200* (ps), cas Custom (6) 4-dr., $150; club coupe, L 4 ROCK, ARK. "55 (62) coupe de Ville, $2,965* (ps), $2,- | DeSOTO "55. Fireflite 4-dr., $1,225* (ps). 
2 (8) $1,000, $895; Sport coupe, $1,140* $i,- | MERCURY 56 M > . . (Arkansas Auto Auction. Sale every | 895* (ps). "54 (62) coupe de Ville, $2,- DODGE — ’56 Royal 4-dr., $1,440*, °54 
$470, 330°: ‘station wagon, 9986: Two-ten (5) I 7 ~~ oa 5 rages Hardtop $2,050 Tuesday. Prices are for sale of March 5.) | 175* (ps). '52 (60) 4-dr., $710* (ps). "51 Coronet Diplomat, §750*: 4-dr., $755*, 
eluxe 4-dr., $1,175, $1,115*; 2-dr., $1,095; Seecienee tacaian , oe $1,860" (ps) ; (Market slow with most demand for (62) coupe de Ville, $1,005*; 4-dr., $890*, $705*, $570*. ‘52 Coronet club coupe, 
Sport coupe, $1,135*; Delray, $1.025*. "54| 1 625°. °: . op, $1,645*, $1,635" (ps), clean 52 through °55 models. Sold 35 | $590*. $255. 
465° Bel Air Sport coupe, $1,010*, $965*, $920 Tr? _ 54 Monterey Hardtop, $1,495* | cars out of 98 offerings.) | CHEVROLET—’57 Bel Air (8) coupe, $2,- | FORD—'57 Fairlane (8) 2-dr., $1,995*; 
4-dr.. $850, $645*. °53 Bel Air 2-dr. $705. | $080" a 4-dr., $1,100"; Hardtop, BUICK — '53 Super station wagon, $510*.| 320°. '56 Bel Air (8) 4-dr., $1,535°; Custom (8) 300 2-dr., $1,765. °56 Coun- 
(ps). Sport coupe, $160; 4-ar., 9068, 6690:| Seno. "G1 tub coun, Q415; bar” Gane, |CADELE enn bh nan) Two-ten (6) 2-dr., $1.430°. $1,278. '58| ‘try sedan, $1,775* (ps); Fairlane (8) 4- 
dese ee ne na BL De- |. canal canes Tee Bel Air (8) 4-dr., $1,170; Two-ten (8) (Continued on Page 70, Col. 1) 
luxe el Air 570°. °51 SL Deluxe 4- —_ - sndameemnamanttan -— ‘ 
‘55 dr., $255 
Mon- J CHRYSLER ‘56 NY Newport. $2,310* | 
. (ps). "55 Windsor Nassau, $1,450* (ps). 
305°. '53 Windsor Newport, $680* (ps) 4-dr., 
juper $460*: NY 4-dr., $575*, $515*. 52 NY 
906 4-dr., $240° (ps) ’51 station wagon, 
$1, $335° 


54 EnesoTO—'55 Firedome 2-dr., $1,640*. ‘54 


upe, Firedome 2-dr., $895*; 4-dr $785°*, 
85° $515*. °53 Firedome 4-dr $525, $450*. 
85°, EnopGE—'56 Coronet 2-dr., $1,825" (ps) om Ee Dp 





05. 55 Royal Lancer, $1,455* (ps). 54 Coro- 
AA net 2-dr., $1,055° (ps); ‘53 Coronet 4-| 
= dr., $525: Meadowbrook 2-dr., $255 
~ FORD—'57 Fairlane (8) Victoria, $2,200° 
= '56 Country sedan, $1,650* Ranch 
Wagon, $1,535, $1,505, Fairlane (8S) 2- ass @& 
~e dr. $1,465, $1,465*; Main (8) 4-dr., 
(8) $1,345*; 2-dr., $1,195. ‘55 Thunderbird, 
9 $2,095*; Fairlane (8) Crown Victoria, 
‘ 515°; Vict 1,405* 285 1,- i o hol . 
$1.51 ictoria, $1,4 x § Bower taper roller bearings d adj ent pre- d se 


135°, $1,000° 2-dr.. $1,400*° ‘ps) $1,- 
port aaae 31.- | . » - because Bower Spher-O-Honed design gives you roller heads 


i-dr.. $1.040*: Ranch Wagor 
50 040; Custom (8) 4-dr., $1,035, $1,025°, . y 
$200, ‘00 2a 5968, si o¢ Ores ground to the operating contour that other tapered bearings must 
(s Victoria *; 2-dr 65; Custom i i i i i i 
(8) 4-dr., $755. "53 Custom (4%) 2-dr., acquire through run-in. Bower exclusive higher flange design provides 
large, two-zone contact for roller heads to improve roller alignment, 


$660; Cres (8) conv., §500; Victoria, 


$440: Main (8) 2-dr., $48: 52 Custom cut d weer end fr ont play. Thot os aa 


1es- : : 
(6) 4-dr $455* 51 Custom (8) 2-dr., 
$215 : , - 

a HUDSON ‘55 Hornet 4-dr., $880". "54 that's right for you and your customers 


Hardtop, $310* '53 Wasp 2-dr $330; i : a 
2 Saree Bower roller bearings are widely used as original equipment and are 
NCOL 55 Capri 2-dr 760° S). . : 
55. Capr P readily available when you need them for replacement work. 


‘52 Cosmopolitan 4-dr., $295°. 

MERCURY—'56 Monterey 2-dr., $1,400°. 
55 Monterey 2-dr $1,.400° 4-dr $1.- 
OR5* 54 Monterey 4-dr $1.045° (ps); 
Custom 4-dr $535° "53 Sport coupe, 
$60% 52 2-dr $360°: Monterey 4-dr., 
$305*. ‘51 4-dr.. $255°, $235° 

NASH —'55 Rambler station wagon, $1,155 
"53 Rambler 2-dr $590 





05, OLDSMOBILE 56 (88) conv $2, 400° 
5° (ps Holiday, $2.280*, $2,175* (ps), $2.- 
'53 140° ps $2.060° "5S «98) con’ $1.- 
“se 850°: 4-dr.. $1,765°, $1.690° (ps 88) | 


Holiday $1,775°*, $1.750°, $1,.725° ps) 










2,- $1,705*; 2-dr.. $1,525*. "54 «98) Holiday, 
L- $1.420°; 4-dr., $1,280° SS) 4-d $1,- 
3e] 165° "53 (98 Holiday $1.025* ps); 
Le 4-dr . $800* (ps), $655*° (ps (88) 4-dr., 
”), $970* (ps), $680°: Holiday, $595, 4-dr., 
r., $680° 50 (98) 4-dr., $300° 
aL, PACKARD —'55 Patrician 4-cdr $1,.245°. 
ae 53 Clipper 4-dr., $600°. ‘5 ir., $330°; 
Hardtors 230° 
49 PLYMOUTH 56 Belvedere S) 2-d $1,- 
650° $1,625* Savoy (8) 4-dr $1,425; 
Savoy (6) 2-dr.. $1,370 55 Belvedere | 
°; (s 4-dr $1,245 Plaza (6) station 
- wagon, $1,190; 2-dr., $S8S0* Savoy (8) 
53 4-dr $1,085°, $1.020, $895 $89 2-dr., 
5. $A&SO Savoy 6 2-dr $765° $715*; 
.- Plaza (8 2-dr., $800 54 Belvedere 4- 
>. dr $795*: Plaza station wagon, $780°; 
ry 2-dr., $605. "53 Cambridge 4-dr., $330; 
‘ranbrook 4-dr., $28: 52 Cranbrook 
D. 4-dr $230 
Pe PONTIAC 57 Star Chief 8. conv $3.- 
¢ 000" ps ‘56 Chieftair s station 
,. wagon, $1.950° (ps); Catalina 1 





dr., $1,445*. "55 Star Chief (5) 
b= $1.495*, $1,395° (ps); 4-dr.. $1,365* (ps), 
$1,275*: Chieftain (8) Catalina, $1,450°; 
2-dr $1,075* ps '54 Star Chief (8) 





° con, $900*:; Catalina, $895*. ‘53 Chief- 
tain (8) 4-dr., $680*, $595*°. $42 $365; | 

o conv $640*; 2-dr., $550* 52 Chieftain | 

'e (8) 4-dr. $475" $350*, $275* 2-dr., | 

° $285*. °50 Catalina, $200° 

) STUDEBAKER 52 Commander 2Z-dr., 

) $225" 

e MISCELLANEOUS 56 Volkswagen Hard- 

® top 2,085. ‘52 Dodge %-ton pickup, 


- $230 


F PORTLAND, ORE. 


(Portiand Auto Auction, Sale every Tues- 
day. Prices are for sale of March 5 


| 
2 BUICK — ’56 Specia! Riviera, $2,070*. '55) 
Century Riviera, $1,825* ‘ps), $1,.780°; | 

- RM 4-dr., $1,650* (ps); Special 2-ar., $1,- 


595*, $1,395; 4-dr.. $1,530" ‘54 RM Rivi- 
era, $1.425* (ps Super Riviera, $1.275*. 
"53 Super 4-dr $S820*, °5) Super 4-dr.,! 
$335*. °50 Super coupe, $365*; Special 
sedanet, $240; 2-dr., $225° | 
CADILLAC °55 (62) conv., $3.275* (ps). 
"54 (62) conv $2.595* (ps). '53 (62) 4-| 
dr.. $1,310* (‘ps); (62) 4-dr $1,180* | 
(ps) "51 (62) 4-dr., $760*, ‘50 (61) | 
Hardtop, $850". } 
CHEVROLET ‘57 Bel Air (8) Hardtop, | 
$2,465*. '56 Bel Air (8) Hardtop, $2.095* | 
ps), $2,070* (ps); Two-ten (8) station} 
wagon, $1,950; 4-dr., $1,430; Two-ten 


ont station wagon, $1,800. '55 Two-ten 
(6) station wagon, $1,575, $1,540; Bel 
Air (8) Hardtop, $1,555*; 2-dr., $1,215*; BOWER FEDERAL-MOGUL SERVICE 


conv., $1,460*; Two-ten (8) 4-dr., $1,260, 
2 at $1,200; 2-dr., $1,200; Bel Air (6) 
Hardtop, $1,445. '54 Bel Air 4-dr., $950*; 
2-dr., $885*; Two-ten Delray, $935; 2-dr., 
$860. '53 Bel Air 4-dr., $880* (ps), $830*; 
2-dr., $865* (ps), $850*; Two-ten club 
coupe, $650; 2-dr.. $600; Delivery sedan, 





roller bearings 
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Used-Car Auction Prices 


(Continued from Page 69) 


dr., $1,580; Victoria, 
conv., $1,540; 


$1,550*, $1,325; 

Ranch Wagon, $1,350*; 
Custom (8) 2-dr., $1,310, $1,285*, §$1,- 
150. '55 Custom (8) 2-dr., $970, $960*, 
$950, $940, $895, $805; Main (8) 4-dr., 
$690. '54 Crest (8) Victoria, $855*. 

HUDSON—’54 Hornet coupe, $590*. ‘52 
Pacemaker 4-dr., $205. ‘51 Commodore 
4-dr., $135. '50 4-dr., $110. 

LINCOLN — ’56 Premiere conv., 
(ps); Capri coupe, $2,620* (ps). 

MERCURY—’57 Montclair coupe, $2,885* 
(ps). '56 Custom station wagon, $1,800*; 
Monterey coupe, $1,465. °55 Monterey sta- 
tion wagon, $1,445*; coupe, $1,225*; 
Montclair coupe, $1,460* (ps). '53 Mon- 
terey coupe, $935*. 

NASH — '56 Rambler 4-dr., $1,065. °55 
Rambler station wagon, $1,175. '53 
Statesman 2-dr., $330*. ‘52 Statesman 
2-dr., $230*. °51 Ambassador 4-dr., $405°*. 
"50 Ambassador 2-dr., $105. 

OLDSMOBILE "56 (98) 4-dr., 
(ps). °55 (98) Holiday, $1,820* 
(88) Super Holiday, $1,820* (ps); 
luxe Holiday, $1,580* (ps). °54 (98) 
Holiday, $1,515*, $1,380* (ps). ’53 (98) 
Holiday, $925* (ps). ‘52 (98) 
$570*; (88) 4-dr., $380*. 

PACKARD—'55 Clipper 4-dr., $1,100*. 
2-dr., $630*. '53 4-dr., $400°*, 

PLYMOUTH—-’55 Savoy (8) 4-dr., 
Plaza (6) 2-dr., $635. '54 Savoy 4-dr., 


$2,925* 


$2,015* 
(ps); 


"A 


$415*. ‘53 Cranbrook 4-dr., $385, $300*; | 


Cambridge 4-dr., $235. ‘52 Cranbrook 2- 
dr., $285, $265, $260, $180. °51 Cran- 


De. | 


4-dr., 





$950; | 


brook 4-dr., $220, $210, $175, $115; Bel- 
vedere, $200. 

PONTIAC—'54 Chieftain (8) 4-dr., $720*; 
2-dr., $645. '53 Chieftain (8) Catalina, 
$715*, $700*, $695*; 4-dr., $545, $490*, 
$475*. ’°52 Chieftain (8) Catalina, $535*. 
‘51 Catalina, $295*; conv., $290*. 


STUDEBAKER — '53 Commander Land 
Cruiser, $405*. °52 Commander coupe, 
$250*, $165*; Champion 4-dr., $195, 
$125*. 50 Champion 4-dr., $150*, 

WILLYS—’'46 Jeepster, $190. 

MISCELLANEOUS "55 English Ford 
Zephyr, $660. 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every Fri- 
day. Prices are for sale of March 1.) 
BUICK—'57 RM 4-dr., $3,400* (ps); Super 

coupe, $3,150*; Special 4-dr., $2,525*. 

‘56 Century coupe, §2,050*; Special 

coupe, $1,965*, $1,900*. '55 Super 4-dr., 

$1,600*° (ps); Special coupe, $1,560*, $1,- 

500*. ‘54 Super coupe, $1,320*. '53 RM 

4-dr., $830* (ps). 

CADILLAC—'57 (62) sedan de Ville, $5,- 
500* (ps), $5,300* (ps). °56 (60) 4-dr., 
$4,100* (ps); (62) sedan de Ville, $3,- 
750* (ps). 

CHEVROLET—’ 57 Bel 


Corvette, $3,225*; 


Air (8) Sport coupe, $2,310*, $2,285*; 4- | 
(8) sta-| 
$2,500*, $2,480*; 4-dr., $2,-| WILLYS — ‘53 station wagon, $725. °49 


dr., $2,265*, 
tionwagon, 
150, $2,045*, 


$2,225*; Two-ten 


$1,925. ‘56 Bel Air (8) 





dr., $1,575*. °55 Two-ten (8) station 
wagon, $1,525*. ’53 Bel Air 2-dr., $670; 
Two-ten 2-dr., $560. '51 SL Deluxe 4-dr., 
$270*. '50 SL Deluxe 2-dr., $180. 


CHRYSLER—’55 NY St. Regis, 
(ps); 4-dr., $1,800* (ps). 


$2,155* 


DODGE—'53 Coronet 4-dr., $400*, $375. '52| YY 


Coronet 4-dr., $335°*. 


FORD—’57 Country sedan, $2,525*, $2,- 
350; Fairlane (8) Victoria, $2,255; 4-dr., 
$2,185*; Custom (8) 300 2-dr., $1,895. 
’56 Fairlane (8) conv., $1,835* (ps); Vic- 
toria, $1,730* (ps); 4-dr., $1,525, $1,510* 
(ps); Ranch Wagon, $1,625; Custom (8) 
2-dr., $1,475*, $1,435, $1,395*,. '55 Thun- 
derbird, $2,145* (ps); Fairlane (8) Crown 
Victoria, $1,595* (ps); 4-dr., $1,125*, 
$1,100*, $1,075; Ranch Wagon, $1,250; 
Custom (8) 4-dr., $875. °54 Crest (8) 
Victoria, $880; 2-dr., $745*. °53 Custom 
4-dr., $560. '52 coupe, $550*. °51 2-dr., 
$295*. 

MERCURY—’57 Monterey coupe, $2,515*. 
"55 Montclair coupe, $1,620*, $1,465", 
$1,445*, $1.400%. ‘54 Monterey 4-dr., 
$995*, $905* (ps); coupe, $870*. ’53 Mon- 
terey coupe, $820*; Custom 4-dr., $560. 
"52 Monterey coupe, $550*. 

OLDSMOBILE—’56 (88) Super conv., $2,- 
115*. '55 (88) Holiday, $1,690*; (98) 4- 
dr., $1,650* (ps). '54 (98) Holiday, $1,- 
575* (ps); 4-dr., $1,350* (ps). 52 (98) 
4-dr., $335* (ps). ’51 (88) 4-dr., $425*. 

PLYMOUTH—’57 Plaza (6) 4-dr., $1,785. 
’56 Belvedere (8) 4-dr., 2 at $1,280, ’55 
Savoy (8) 4-dr., $1,025, $930*. ’'54 Savoy 
Suburban, $800; Belvedere 4-dr., $795. 
’51 2-dr., $135. 

PONTIAC—'55 Star Chief (8) conv., $1,- 
580* (ps); Catalina, $1,580*, $1,470*; 
Chieftain (8) 4-dr., $1,005*. 52 (8) 4- 
dr., $285. °51 (8) 2-dr., $225*. °48 (6) 
2-dr., $115. 


Jeepster, $295. 


4-dr., $1,750*, $1,665*; Two-ten (8) 4-| MISCELLANEOUS — ’57 Chevrolet %-ton 
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BUICK—’56 Super Riviera, $2,100* 


CADILLAC—’56 (62) coupe, $3,725* 


CHEVROLET—'56 Two-ten 


CHRYSLER—'53 Windsor 4-dr., 
DeSOTO—'52 


FORD—’57 Fairlane (8) 


HUDSON—'52 Hornet 4-dr., 
LINCOLN—’54 Capri 
MERCURY—’56 Monterey 4-dr., 


NASH — ’'51 Statesman 4-dr., 


BUICK 


ri 


“These windshield wipers do 
the WHOLE car!” 


pickup, $1,585. °55 Chevrolet %-ton pick- 
up, $975; Dodge walk-in van, $600. '54 
Chevrolet %-ton pickup, $750. '51 Willys 
%-ton pickup, $450. 


ALBANY 


(Tim Anspach Dealers’ Auto Auction. 


Sale every Monday. Prices are for sale of 


March 4.) 

(The market here today was really 
brisk with higher prices anticipated for 
the next few weeks. Since spring lulls 
are right around the corner, retail buyers 
are acting in advance, piling up their 
stocks for a big retail business, Fresh 
cars, selling from $500 down, were sold 
to retailers who sell for no cash down- 
payment, and export buyers made them 
pay the top buck. We need more ’51, 52 
and °53 models, New-car dealers were the 
largest consignors again, ‘‘cleaning house’’ 
for added capital to further new-car sales. 
Sold 172 cars out of 216.) 

(ps); 
Special conv., $1,960* (ps). ‘55 RM Rivi- 
era, $1,750* (ps); Special Riviera, $1,- 
675*, $1,650*. '54 Century 2-dr., $1,280° 
(ps); 4-dr., $1,000*%; RM 4-dr., $1,100* 
(ps); Super 4-dr., $1,085*. "53 Special 4- 
dr., $610 (police); Super Riviera, $460*. 
*52 Super Riviera, $550*, $450*. °51 Super 
4-dr., $400°; Special 4-dr., $290*. 
Super Riviera, $350; Special 4-dr., $240°*. 
(ps). 
"55 (62) coupe, $2,760* (ps). ‘54 (62) 
4-dr., $2,450° (ps), $2,350° (ps), $2,250° 
(ps). "50 (60) 4-dr., $595*; (61) 4-dr., 


$500*. 

(8) 2-dr., $1,- 
360°. °55 Bel Air (8) Sport coupe, $1,500* 
(ps), $1.490° (ps), $1,500° (ps); 4-dr., 
$1.350* (ps); Two-ten (6) 2-dr., $1,150° 


"50 | 





$950, $935; 4-dr., $1.070°, $1,000, $970, 
$960; Two-ten (8) 4-dr., $1,120; 2-dr., | 
$990; One-fifty (6) station wagon, $1,100. 
"54 Bel Air 4-dr., $975*, $900*; conv., 
$950; 2-dr., $800; Two-ten 2-dr., $720, | 
$700. °53 Two-ten 2-dr., $640; conv., | 
$610*; 4-dr., $585. "52 FL Deluxe 4-dr., | 
$380; 2-dr., $440; SL Deluxe 2-dr., $425*; | 
club coupe, $390. °51 SL Deluxe 2-dr., | 
$330*, $285*, $230, $200; FL Deluxe 2- 
dr., $200. °50 SL Deluxe 4-<dr., $220, '49) 
SL Deluxe 2-dr., $110. 

$590. 
$300* ; 


Firedome 4-dr., Cus- 


tom 2-dr., $200°. 


DODGE—'56 Coronet (8) 4-dr., $1,610°. "55 | wunson _ 


Royal 4-dr., $1,400° (ps). '54 Coronet 4- | 
dr., $670*. "53 Coronet 4-dr., $490*; 2-dr., | 
$335*. "50 Deluxe 4-dr., $170*. | 
500 2-dr., $2,040. 
56 Fairlane (8) Victoria, $1,775*, $1,670, | 
$1,620*; Crown Victoria, $1,710*; 2-dr., | 
$1,650*; Ranch Wagon, $1,600. "55 Coun-| 
try Squire, $1,470* (ps); Fairlane (8) 4- 
dr., $1,200, "54 Crest (8) Victoria, $1,100° | 
(ps); Ranch Wagon, $870; Custom (8) | 
2-dr., $810; 4-dr.. $770; Main (8) 4-dr., | 
$600. °53 Custom (8) 4-dr., $740, $650*; | 
2-dr., $685; club coupe, $680*; Crest (8) | 
Victoria, $850*°, $700°; Main (8) 2-dr.,/ 
$600, $560. '52 Crest (8) Victoria, $600; | 
conv., $510; Custom (8) 4-dr., $435; 2- 
dr., $440*; Main (8) 4-dr., $330. "51 Cus- | 
tom (8) Victoria, $470*; 2-dr., $320, $300, 
$210. "50 Custom (8) conv., $210. 
$240*; Com- 
modore club coupe, $150. 
4-dr., $1,210° 
"53 Cosmopolitan 4-dr., $675* (ps). 
$2,025°; | 
Sport coupe, $1,860*; Custom Sport coupe, 
$1.775*. "54 Monterey station wagon, $1,- | 
050°; Sport coupe, $935°. "50 2-dr., $120. 
$150; 2-dr., 


(ps). | 


130 


$130. 
OLDSMOBILE—’56 (98) Holiday, $2,450* 


(ps). °55 (88) Holiday, $1,810* (ps); Su- 
per Holiday, $1,760* (ps). '54 (88) Super 
4-dr., $1,325*, $1,200*; Deluxe conv. $1,- 
210; 4-dr., $1,200*, "53 (98) 4-dr., $835* 
(ps), $750° (ps), $685 (ps); Holiday, 
$810* (ps); (88) 4-dr., $600. 52 (88) 
Holiday, $620* (ps). '50 (88) 4-dr., $150*. 
"49 (76) 4-dr., $130*; (88) 2-dr., $120°*. 


PACKARD—’52 Clipper 4-dr., $310*. 
PLYMOUTH—’55 Savoy (8) 4-dr., $1,035*. 


"54 Belvedere Sport coupe, $830 (ps); 
Savoy 2-dr., $750*; 4-dr., $720*. ’53 
Cranbrook 4-dr., $530, $510*; Cambridge 
2-dr., $325. °51 Concord 4-dr., $250; 
— 4-dr., $310. °50 4-dr., $210, 
180. 


PONTIAC—’56 Star Chief (8) Catalina, $2,- 


075* (ps); Chieftain (8) Catalina, $2,- 
000*. '55 Star Chief (8) Catalina, $1,600* 
(ps); Chieftain (8) 4-dr., $1,190*, $1,- 
090*, $1,030. °54 Chieftain (8) 2-dr., 
$680*, 2 at $600. '52 Chieftain (8) 4-dr., 
$500*; Delivery sedan, $295*, '50 (8) 2- 
dr., $110* 


STUDEBAKER — ’55 Commander Sport 


coupe, $1,170* (ps). ’54 Commander sta- 
tion wagon, $875; Champion 4-dr., $470. 
"52 Champion club coupe, $310*. '51 Com- 
mander coupe, $160. 


WILLYS—’53 station wagon, $485, ’48 sta- 


tion wagon, $100. 


MISCELLANEOUS—’54 International Car- 


ry-all, $560. '53 Chevrolet %-ton pickup, 
$600, $390, '52 Ford %-ton pickup, $380. 
‘51 Henry J 2-dr., $130. 49 Ford %-ton 
pikcup, $220. 


FT. WAYNE, IND. 


(Fort Wayne Auction. Sale every Tues- 


day. Prices are for sale of March 5.) 


(Demand for good, clean cars, Prices 
steady. Sold 60 out of 84.) 
"57 Special Riviera, $2,630* (ps). 
‘53 Super Riviera, $730*; RM 4-dr., 
$625*. ‘52 Super 4-dr., $400*. ’51 Super 
4-dr., $365*. 


CADILLAC—'56 (62) sedan de Ville, $3,- 


CHEVROLET—’57 Bel Air (8) conv. 


750* (ps). '54 (62) coupe de Ville, $2. 
330* (ps). ’53 (62) coupe de Ville, $1,. 
385*; 2-dr., $1,350* (ps). "52 (62) 
Mardtop, $965* (ps). ‘51 (62) 2-dr, 
$650*; 4-dr., $630*. '49 (60) 4-dr., $420°, 

CHEVROLET-—'57 Bel Air (6) 4-dr., $1, 
890*. ‘56 Bel Air (8) Hardtop, $1,715*, 
’54 One-fifty 2-dr., $500. '53 One-fifty 
station wagon, $550. '52 SL Deluxe 2-dr, 
$135. '50 SL Deluxe 2-dr., $300. 

CHRYSLER—’53 Windsor 4-dr., $650*. '52 
Windsor Newport, $325*; Imperial 4-dr,, 
$325* (ps). 51 NY 4-dr., $125*. 

DODGE—’57 station wagon, $1,840* ‘5% 
Custom Royal 4-dr., $1,175*. °53 Coro. 
net 4-dr., $400. 

FORD—-'57 Fairlane (8) 500 4-dr., $2,170* 
(ps). ‘56 Fairlane (8) 4-dr., $1,500; 
2-dr., $1,525*, $1,480*. '55 Fairlane (8) 
Victoria, $1,075. '54 Ranch Wagon, $775: 
Custom (8) 4-dr., $650. °53 Crest (8) 
2-dr., $590*; Victoria, $505. 

MERCURY—’50 Custom 2-dr., $190. 

NASH—’53 Statesman 2-dr., $500. 

OLDSMOBILE—’56 (88) Super Holiday, 
$2,055* (ps), $1,910* (ps), $1,885". °5& 
(98) Holiday, $1,525*; (88) 2-dr., $1,- 
320* (ps). "52 (88) 2-dr., $340*. '51 (98) 
4-dr., $300*, $210*. ‘50 (88) 2-dr., $175*, 
$105. 

PACKARD—'53 Clipper 4-dr., $500. 

PLYMOUTH—’'56 Savoy (8) Suburban, $1,- 
565; 4-dr., $1,040; Belvedere (8) 4-dr, 
$1,525* (ps), $1,330. °55 Savoy 2-dr, 
$685. 

PONTIAC—’55 Star Chief (8) 
$1,365* (ps). °53 Chieftain (8) 2-dr., 
$595*. °51 Catalina, $335*; 4-dr., $300*. 

STUDEBAKER —’53 Champion 2-dr., $480*. 
’51 Champion 2-dr., $130. 

MISCELLANEOUS — '40 Chevrolet ' 
pickup, $155. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every 
Wednesday. Prices are for sale of March 6.) 
(Extremely cold weather slowed down 
activities. We predict very good retail 
sales beginning now. Sold 132 cars out of 

180 offerings.) 

BUICK —— ‘54 Super 2-dr., $1,275* (ps), 
$1,100* (ps), "52 Super 2-dr., $465* (ps); 
Special 4-dr., $255*. °51 Special 4-dr., 
$170*. °50 Special 4-dr., $165*. "49 RM 
4-dr., $175°. 

CHEVROLET—’ 56 Bel Air (6) 2-dr., $1,395. 
"55 Bel Air (8) 2-dr., $1,395*; two-ten (8) 
station wagon, $1,350*, $1,205; 4-dr., $1,- 
$235, $1,065; 2-dr., $995. '54 Two-ten 4- 
dr., $730, $650; 2-dr., $560. "53 Bel Air 2- 
dr., $755; Two-ten 2-dr., $595, $555*, 
$440; 4-dr., $240. "52 SL Deluxe station 
wagon, $565; 4-dr., $485; 2-dr., $390. ‘51 
SL Deluxe 2-dr., $355*, $305°, $300, 
$270*: conv., $235*; 4-dr., $205*; SL Spe- 
cial 2-dr., $315. 50 SL Deluxe 2-dr., 
$280. ‘49 SL Deluxe station wagon, $285. 

CHRYSLER — °'51 Windsor 4-dr., $230*. 

DeSOTO - "49 Custom 2-dr., $155. 

DODGE — '55 Royal 4-dr., $1,375*. ‘53 
Meadowbrook 2-dr., $425°. "52 Meadow- 
brook 4-dr., $245. 

FORD — ‘56 Fairlane (8) 2-dr., $1,490*, 
$1,300, $1,275*; Custom (8) 4-dr., $1,530°, 
$1,350°; 2-dr., $1,320, $1,130. ‘55 Fair- 
lane (8) 2-dr. $1,335, $1,250°, $1,155; 
Victoria, $1,255; Custom (8) 4-dr., $740*, 
$730; $510. "54 Main (8S) 4-dr. $405. ‘53 
Custom (8) 2-dr. $655, $650, $550; 4-dr., 
$680, $425. "52 Crest (8) 2-dr. $670; Cus- 
tom (8) 4-dr., $405°; 2-dr., $345. "51 Cus- 
tom (8) 2-dr. $355, $345, $315, $305, 
$300*, $295, $255°*; 4-dr.. $310°; Deluxe 
(8) 2-dr., $270*, $165. "50 Custom (8) 
2-dr. $300, $255, $225, $145*; club coupe, 
$375, $285; conv., $190; Crest (8) 2-dr., 
$240. "49 Custom (8) 2-dr. $230, $130. "47 
Deluxe club coupe $100. '40 2-dr., $175. 
*36 2-dr., $125. 

- "53 Jet 4-dr. $290; Wasp 4-dr., 
$280°*. "52 Wasp 2-dr., $155. °51 Hornet 
4-dr. $115°*. 

MERCURY — 
$1055. ‘53 Monterey 
Monterey 2-dr., $500°, "51 4-dr., $165°, 
$145*. "50 4-dr., $115*, $100°. 

OLDSMOBILE "ST (88) 2-dr., $2,505° 
(ps). °55 (98) 4-dr., $1,715* (ps). ‘53 
(88) 4-dr., $615*, $550°; 2-dr., $635*. "51 
(88) conv. $375*, $210°. "50 (S88) 2-dr., 
$140*. "49 2-dr., $130°. 

PLYMOUTH — °57 Fury 2-dr., $2,255*. ‘53 
station wagon $630, ‘51 Cranbrook 2-dr., 
$235. °49 4-dr., $150. 

PONTIAC — '56 Star Chief (8) 2-dr., $1,- 
980° (ps). "55 Chieftain (8) 2-dr., $1.,- 
415°. °53 Chieftain (8) 2-dr. $660°; 4-dr., 
$640°. '52 Chieftain (8) Catalina $540°. 
"50 Catalina $210*; 4-dr., $110*. ‘49 4-dr., 
$115*. 

STUDEBAKER—'51 Champion 2-dr., $130. 

MISCELLANEOUS-——'53 Ford ‘%-ton pick- 
up, $335. '52 Henry J. 2-dr., $155; Chev- 
rolet %-ton pickup, $480. '51 Ford %-ton 
pickup, $435; Chevrolet %-ton panel, 
$105. '48 Ford %-ton pickup, $310. 


FLINT 


(Flint Auto Auction, Inc. Sale every Wed- 

nesday. Prices are for sale of March 6.) 

(That expected boom in the prices of 
used cars has not yet arrived. As far as 
we can see the prices have remained prac- 

tieally the same. Sold 101 cars out of 167 
offerings.) 

BUICK—’56 Special Riviera, $2,050*, $1,- 
915*; 4-dr., $1,890°; Century 4-dr., $1,- 
975°, $1,945* (ps); 2-dr., $1,830*°, °55 
Century station wagon, $1,500*; 4-dr., 
$1,500°; Special 2-dr., $1,400; 4-dr. $1,- 
245; Super Riviera, $1,380* (ps). '54 Spe- 
cial 2-dr., $1,245; 4-dr., $930, $800*; RM 
2-dr., $1,225* (ps). °53 Special 2-dr.. 
$580. '51 Super Riviera, $260; Special 4- 
dr., $160°. '50 Special 2-dr., $260. 

CADILLAC—'54 (62) coupe de Ville, $2,- 
415* (ps). '50 4-dr., $365°*. 

$2,- 


400*, '56 Two-ten (8) 4-dr., $1,530, $1,- 
160; Two-ten (6) 2-dr., $1,115*. ’55 Bel 
Air (8) 2-dr., $1,410*, $1,295*, $1,160*. 
$1,070, 2 at $1,040; 4-dr., $1,065; club 
coupe, $1,365*; Two-ten (8) 4-dr., $1,- 
090*, $990*; 2-dr., $1,090, $1,075, $955; 
Delray, $880. °54 Two-ten Delray, $790*; 
4-dr., $610; 2-dr., $600. '53 Bel Air 4-dr., 
$650*; 2-dr., $550*, $545; Two-ten 4-dr., 
$585*, $575*; 2-dr., $300; One-fifty 2-dr., 
$310. '51 FL Deluxe 2-dr., $245; SL Spe- 
cial 4-dr.. $195; SL Deluxe 2-dr., $175*. 
"50 SL Deluxe station wagon, $325. 
DeSOTO—'55 Firedome 4-dr., $1,200*. 


Catalina, 


-ton 


"55 Monterey 2-dr., $1,155*, 
4-dr. $710. ‘52 


FORD—'56 Fairlane (8) Victoria, $1,680*; 


club coupe, $1,370; Custom (8) 2-dr., $1,- 
290°. '55 Fairlane (8) 2-dr., $1,085°. '54 
Custom (8) 2-dr., $765*; Custom (6) 4- 
dr., $690. '53 Custom (8) club coupe, 
$465. '52 Custom (8) station wagon, $380; 
2-dr., $305*; 4-dr., $185. 51 Custom (6) 
2-dr., $240. '50 Custom (8) conv., $100. 


MERCURY—’54 Monterey club coupe, $920; 


Custom 2-dr., $650. '53 Monterey conv., 
$675*. ‘52 Custom 4-dr., $195*, $180. 

NASH—'54 Rambler 2-dr., $635. '52 Ram- 
bler club coupe, $145. 


OLDSMOBILE—’57 (88) Super 2-dr., $2,- 


(Continued on Page 71, Col. 1) 
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PACKARD—’55 Clipper 4-dr., $1,310* (ps). 
’53 Clipper 4-dr., $500. 
e e PLYMOUTH—’56 Savoy (6) 4-dr., $1,230. 
'5S Belvedere (8) 4-dr., $1,290*. '54 Bel- 
sed- ar uc ion rices vedere 4-dr., $700*, ‘53 Cranbrook club 
coupe, $675*; 4-dr., $530. °51 Concord 2- 
dr., $125, °50 station wagon, $280; 4-dr., 
$160. °49 station wagon, $225. '47 4-dr., 
$110. 
(Continued from Page 70) PONTIAC—’56 Star Chief (8) sedan, §2,- 
050*; Catalina, $1,955*%; Chieftain (8) 
530*. °55 (88) Holiday, $1,505*, $1,310* (Cars continue scarce and prices high 2-dr., $1,830*, °55 Star Chief (8) Cata- 
(ps); Super 4-dr., $1,375* (ps), $1,335*.| on clean ones, Sold 76 out of 92.) lina, $1,400*, °53 Chieftain (8) 4-dr., 
'54 (S88) Super 4-dr.. $1,170*. °53 (88) | BUICK—’55 Super conv., $1,700* (ps). '54 $545. °52 Chieftain (8) 4-dr., $460*. 
Holiday, $785*. °51 (88) 4-dr., $306*. ord a aes $825; Riviera, See. STUDEBAKER—’53 Champion 2-dr., $485. 
r — 5 i 355, uper 4-dr., $690*. '53 Special 4-dr., $600. *50 Champion 4-dr., $120. 
a eee ee oe caste, 88 cao te Ville, $1,.| MISCELLANEOUS —'55 Ford 1¢-ton pick- 
; a y i 8 ¢ | C LLAC—'53 (62) coupe de e, -| up, $870. '51 Chevrolet 1-ton van, . 
Tee ie?. $1,005", 5 Chieftain ‘eae, =: 390°. ; ’ ’50 Chevrolet 1-ton van, $335, '46 Dodge 
390°, $1,035*, $1,015*; Star Chief (8) CHEVROLET—'55 Bel Air (6) 2-dr., $1,- \%-ton pickup, $200. 
Catalina, $1,300*; 4-dr., $1,230*. °54 130°; Two-ten f) 4-dr., $970. °53 Two- | 
Chieftain (8) station wagon, $930*; 4-dr., ten 4-dr., $650 , $390; 2-dr., $585, $380; MASON CITY. IA. 
$535° (ps); Star Chief (8) 4-dr., $860*.| One-fifty 2-dr., $505, $450. "52 SL Deluxe , 
53 Chieftain (6) 2-dr., $400, °52 (8) 2-dr., $400; 4-dr., $380*. ’51 SL Deluxe; (Central States Auto Auction, Sale every 
Catalina, $485*. °51 (8) station wagon,| 4-4T-, $435*, $380*, $315*. "50 FL Deluxe | Wednesday. Prices are for sale of March 6.) 
$330; Catalina, $165*; 2-dr., $140, "50 (6) 4-dr., $150; SL Special club coupe, $110; (Spring buying feverish. Sold 84 percent 
4-dr., $195* F conv., $105. of consignments.) 
WILLYS—’50 station wagon, $280*. DeSOTO—’53 Powermaster 4-dr., $530*. '51 | BUICK—’56 Century Riviera, $1,995* (ps); 
MISCELLANEOUS ’54 International %- 4-dr., $275°. Special Riviera, $1,905*. °55 Century 4- 
ton pickup, $460. DODGE—'55 Royal (8) 4-dr., $1,280*. '53| dr., $1,565* (ps); RM Riviera, $1,500* 
conn, on an — —— we 4-dr., | (ps). °54 Century Riviera, $1,050*. '53 
~ 450. '52 Meadowbrook 4-dr., $295. '51/| Super 4-dr., $715*. ‘52 Special Riviera, | 
MINNEAPOLIS Coronet 4-dr., $205*. ‘50 Coronet 4-dr., | $500*. ‘51 RM 4-dr., $305*. '50 Special | 
(Minneapolis Auto Auction, Sale every $170. 4-dr., $190*. 
Wednesday. Prices are for sale of March FORD—’'56 Fairlane (8) Victoria, $1,630; | CADILLAC—’56 (62) coupe, $3,700* (ps); | 
6.) oo (8) 2-dr., $1,285; Main (8) 2-dr., 4-ir., $3,460* (ps), '55 (62) coupe, $2,- 
. . £ 1,225. °55 Custom (8) 4-dr., $845, $800. 700* (ps), $2,680* (ps); (60) 4-dr., $2,- 
cn ban ae ee cae eae "53 Custom (8) 2-dr., $700. ’52 Custom; 725° (ps). '54 (62) 4-dr., $2,040* (ps). | 
good Retail remains slow up here. Sold (8) 4-dr., $400; Custom (6) 2-dr., $400*. | "53 (62) coupe, $1,465* (ps). "52 (62) 4-| 
102 cars out of 131 offerings.) F 51 Custom (6) 2-dr., $230. °50 Custom dr., $1,085*, $1,060*. °50 (60) 4-dr., 
BUICK—'56 Special conv., $1,985*. '55 Su- (8) 2-dr., $250; Deluxe (6) 2-dr., $175, $615*. 
per 4-dr., $1,440*. °54 Super 4-dr., $1,- $130; Deluxe (8) 2-dr., $130. '49 (8) se- | CHEVROLET—’57 Bei Air (8) Sport coupe, 
195*. ‘53 Special 2-dr., -$565. 52 Super| dan, $115. $2.430°. "56 Bel Air (8) Hardtop, $1,990° 
Riviera, $480*. °'51 Super 4-dr. $325*, HUDSON—’53 Hornet 4-dr., $240*. '51 Hor- (ps); conv., $1,800*; 4-dr., $1,690, $1,670, 
$250*. ‘50 Super 4-dr., $165; station wag-| ,. net club coupe, $125°. $1,655, $1,515; One-fifty (6) 2-dr., $1,100. 
on. $150 9 MERCURY 49 Custom 2-dr., $105. ‘55 One-fifty (8) station wagon, $1,170; 
ee OLDSMOBILE—’50 (88) 4-dr., $310*,. 2-dr., $875; Two-ten (8) 4-dr., $1,150°*, 
CADILLAC—'56 (62) sedan de Ville, $3,- sane . fe 
875* (ps); 4-dr., $3,510* (ps). '55 (60) 
4-dr., $2,970* (ps). '51 (62) 4-dr., $840*. 
CHEVROLET "56 Two-ten (8) station 
wagon, $1,660*; Two-ten (8) 4-dr., $1,- 
305*; One-fifty (S) 4-dr., $1,100*. ‘55 \ \ 


Two-ten (8) 4-dr., $1,150°, $1,125; 2-dr., 


$1,055; One-fifty (8) 2-dr., $905. '54 Bel 
Air 4-dr., $870*; Two-ten 4-dr., $805*, 
$800. ‘53 Bel Air 2-dr., $790*, $705*, 
$675*. "52 SL Deluxe 4-dr., $445*, $410*, 
$390, $380. ‘51 SL Deluxe 2-dr., $265°*, 
$250. '50 SL Deluxe 4-dr., $200*, $190*, 


$185. '49 SL Deluxe 2-dr., $140*, $110. 





CHRYSLER "55 NY St. Regis, $1,705* 
(ps). "53 NY 4-dr., $705*. 
DeSOTO—'53 Firedome 4-dr $665* "52 


Firedome 4-dr., $310*. '50 Custom 4-dr., 


$215°. 

DODGE—'55 Coronet 4-dr., $1,485* (ps). 
‘54 Coronet 4-dr., $850*. °53 Coronet 4- 
dr., $495*. '52 Deluxe 4-dr., $240° ‘51 
Meadowbrook 4-dr., $165*, $110 

FORD— ‘56 Custom (6) 4-dr., $1.395* (ps): 
2-dr., $1,305. "55 Fairlane (8) 4-dr., $1,- 
075*; Custom (8) 4-dr., $1,055*, $1.050°*, 
$1,910. '54 Custom (8) 4-dr., $885, $865, 
$850. °53 Custom (8) 2-dr., $705, $700: 
Main (8) 4-dr., $470*. '52 Custom (8) 
conv., $465; Deluxe 4-dr. $390*, "51 Cus- 
tom (8) 4-dr.. $295*. "50 Deluxe (8) 4- 
dr., $190°, $180. 

HUDSON—'51 Deluxe 4-dr., $110* 

MERCURY — ‘55 Monterey 4-dr., $1,260°. 
"54 Custom Sun Valley, $985* (ps). ‘51 
Custom 4-dr., $285* 

NASH—"49 Deluxe 2-dr., $100*. 

OLDSMOBILE. —'56 (S88) 2-dr., $2.149*. ‘55 
(98) 4-dr., $1,700° (ps). "54 (88) 4-dr., 
$1.105*. "53 (S88) 2-dr.. $965°. "51 (88) 
4-dr., $335°. "50 (S88) 2-dr.. $250°. 

PLYMOUTH—'55 Savoy (8) 4-dr., $965°*. 


"54 Cambridge 4-dr., $555, $535. '53 Cran- 


brook 2-dr., $460*, $455, $440, ‘52 Cran- 
brook 4-dr., $230, $220, $180. "51 Deluxe 
2-dr., $160, $135 

PONTIAC—56 Star Chief (8) Catalina, 
$2.075* (ps). "55 Chieftain (8) 4-dr., $1,- 
705°. °54 Chieftain (8) 4-dr., $790°. ‘53 
Chieftain (8) 2-dr., $565°. "51 (8) 2-dr., 
$200*, $175*. 50 2-dr., $110° 

STU DEBAKER—'49 4-cr., $160° 

MISCELLANEOUS—'56 GMC ‘*%-ton pick- 


%-ton pickup, $660; 
$645. °51 Chevrolet 
%-ton pickup, $470 


up, $1,200. '54 Ford 
Dodge ™%-ton pickup, 
%-ton pickup, $565; 


‘50 Chevrolet %-ton pickup, $290. ‘47 In- 
ternational %-ton pickup, $230 

NEW YORK CITY 
(Skyline Auto Auction, Sale every Tues- 

day. Prices are for sale of March 5.) 

BUICK—'56 RM 2-dr., $2,070° ‘ps). '55 
Super Riviera, $1,500*. °54 Super 4-dr., 
$1,160* ‘ps); Special 4-dr., $980*. ‘53 
Super Riviera, $840*; 4-dr., $790*. ‘52 
Special Riviera, $475*; Super conv., 
295°. 

CADILLAC—'53 (62) 4-dr., $1,200*. ‘52 
(62) 4-dr., $1,090*. "51 (62) 4-dr., $440*. 
"50 (62) 4-dr., $320° 

CHEVROLET '56 Two-ten (8) station 
wagon, $1,750°; 4-dr., $1,485; 2-dr., $1,- 
340. '55 Two-ten (8) 2-dr., $1,015, $965, 
$945, $905; 4-dr.. $1,180*°, $1,010, 2 at 


$970, $950, $940, $935; station wagon, $1,- 
000; One-fifty 2-dr., $815; 4-dr., S795. ‘54 
Two-ten 2-dr., $600; One-fifty 4-dr., $525, 
$260, '53 Bel Air Sport coupe, $750; De- 


livery sedan, $315; Two-ten 4-dr., $515, 
$475. '52 SL Deluxe 4-dr., $390*, $270. 
‘51 SL Deluxe 2-dr., $205*; Carryall, 
$125. 


CHRYSLER—' 52 Saratoga 4-dr., $330*; Im- 
perial 4-dr., $310*. ‘50 limousine, $100. 
DODGE—'54 Coronet 4-dr., $610*. "50 Cor- 

onet Diplomat, $210*. 
FORD—’57 Fairlane (8) 500 sed4in, $2,165* 


(ps). '56 Main (8) 2-dr., $1,300*; Cus- 
tom (6) 2-dr., $1,205. ‘55 Custom (8) 
2-dr., $950. ‘54 Custom (8) 4-dr., $750; 


Main (6) 2-dr., $625. "53 Ranch Wagon, 
$300. '52 Crest (8) 4-dr., $350*. '51 2-dr., 
$130. 

HUDSON—’'54 Hornet 4-dr., $390, '51 Com- 
modore 4-dr., $135. 

MERCURY—’'56 Custom Sport coupe, §1,- 
700*; 2-dr., $1,375*. ’55 Monterey 2-dr., 
$1,380*. '53 Monterey Hardtop, $1,020. 
"52 Custom Hardtop, $700*, $450. 

NASH—’'56 Rambler station wagon, $1.610*. 


OLDSMOBILE—'56 (88) Holiday, $2,035* 
(ps). '53 (88) 4-dr., $870* (ps). '49 (98) 
2-dr., $175*. 

PACKARD—’'52 Clipper 4-dr., $250*. 


PLYMOUTH—’'54 Savoy Suburban, $850. '53 


Cambridge 2-dr., $450*. ‘52 Cambridge 
4-dr.. $215, $210, '51 Cranbrook Belve- 
dere, $305. 

PONTIAC—’55 Chieftain (8) 4-dr., $1,300* 
(ps), $1,280* (ps); 2-dr., $1,300", ‘53 
Chieftain (8) 4-dr., $720*, $610". ‘52 
Chieftain (8) 2-dr., $415, $305, '50 Cata- 
lina, $275°*. 

STUDEBAKER — ‘53 Commander 2-<r., 
$365*. '52 Commander 2-dr., $200". 


WILLYS—’53 Aero Falcon 2-dr., $230. 


EBENSBURG, PA. 


(Ebensburg Auto Auction, Sale every Fri- 
day. Prices are for sale of March 8.) 
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$1,005, 54 Bel Air 4-dr., $875*. '53 Two- 
ten station wagon, $845; One-fifty Handy- 


man, $695. ’51 SL Deluxe 4-dr., $350*; 
2-dr., $270. '50 SL Deluxe 2-dr., $250, 
$145. 


CHRYSLER—’'56 Windsor Hardtop, $2,300*. 
’55 Windsor 4-dr., $1,465*. '53 NY 4-dr., 
$720*. ’48 Windsor 4-dr., $120. 


DeSOTO—’53 Firedome 4-dr., $675*, °52 
Custom 4-dr., $350*. °51 Custom 4-dr., 
$250°*. 

DODGE—’55 Coronet 2-dr., $1,360*, ‘54 


Coronet 4-dr., $800*. 

FORD—’'57 Fairlane (8) 500 Victoria, §$2,- | 
365* (ps); Custom (8) 300 2-dr., $1,700. 
’56 Fairlane (8) Victoria, $1,790*, $1,- 
685*; station wagon, $1,745*; Custom (8) 
2-dr., $1,195*. '55 Ranch Wagon, $1,380*; | 
Custom (6) 2-dr., $1,050*, $935*, $915; 
Custom (8) 4-dr., $1,045; Main (8) 4-dr., 
$805. 53 Ranch Wagon, $660. '52 Custom 
(8) 4-dr., $520*. 

MERCURY — '57 Monterey 2-dr., $2,655*| 
(ps), $2,650* (ps). °56 Montclair 4-dr., 
$2,005* (ps). '55 Montclair 4-dr., $1,575*; 
Monterey 4-dr., $1,325*. °54 Monterey 4- 
dr., $850*, 53 Monterey 4-dr., $790*, '51 
Custom 4-dr., $305*. 

OLDSMOBILE—’56 (88) Super 4-dr., $2,- 
200*, $2,120* (ps); Deluxe Holiday, $1,- 
895*. °55 (98) Holiday, $1,860* (ps), | 
$1,705* (ps); (88) Holiday, $1,765*. '54 | 
(88) Holiday, $1,425* (ps). '53 (88) Super | 
4-dr., $860*. '52 (98) 4-dr., $860*, $685*. | 
"51 (98) 4-dr. $315*. 

PLY MOUTH—’' 57 Savoy (8) 4-dr., $2,280*; 
2-dr.. $2,265*. '56 Savoy (8) Suburban. 
$1,730; Belvedere (8) 4-dr,, $1,665*, °55 





Savoy (8) Suburban, $1,310; 4-dr., $1,- 
050. '54 Belvedere 4-dr., $715*. '53 Cran- 
brook 2-dr., $520, $490. 

PONTIAC— 56 Chieftain (8) 4-dr., $1,650* 


(ps). "55 Chieftain (8) 4-dr., $1,445*. '54 
Star Chief (8) 4-dr., $950*. °53 Chieftain 







(8) 4-dr., $695*. °52 Chieftain (8S) 4-dr., 
$41: ’51 (8) 4-dr., $300*. 
LANEOUS -ton 


‘54 Studebaker ': 





Petersen Automotive Readers... 


own more cars! 


48.3% of all Petersen Automotive 
Group readers own two or more cars 
(against a national average of only 
17.9%!) Many own three, four, 

even five cars! So in P.A.G. you 

not only reach more qualified pros- 


pects per advertising dollar... 


eeoerereeeee eee eee eeeeeeee 


you reach more cars per prospect! 


From Bennett-Chaiken Survey, 1956. 
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pickup, $435; Ford %-ton pickup, $695, 
$670; International %-ton pickup, $530. 
’53 Ford %-ton pickup, $615. '50 Ford %- 
ton pickup, $255. 


FARGO, N. D. 


(Tri-State Auction Co, Sale every Thurs- 

day. Prices are for sale of March 7.) 

(Sold 77 cars out of 137 offerings.) 

BUICK—’56 Super Riviera, $2,225* (ps). 
’53 Super Riviera, $660*, 51 Super Rivi- 
era, $225*; 4-dr., $165*, °50 Special 2-dr., 
$125*. 

CHEVROLET — '56 One-fifty (8) Handy- 
man, $1,910*; Two-ten (8) 4-dr., $1,530, 
$1,510, $1,440; Two-ten (6) 4-dr., $1,365, 
$1,350. '55 One-fifty (8) station wagon, 
$1,425*, $1,250. '54 Bel Air 4-dr., $905*; 
Two-ten 4-dr., $805, $755. '53 Bel Air 4- 
dr., $625*; Two-ten 4-dr., $600; 2-dr., 
$590. '51 SL Deluxe 4-dr., $270, $260*, 
$200; FL Deluxe 4-dr., $190*. 50 SL De- 
luxe 4-dr., $175, $150. 

CHRYSLER—’53 Windsor club coupe, $620*. 
’51 Windsor 4-dr., $200*. 

DeSOTO—’ 50 Custom 4-dr., $100*. 

DODGE—’50 4-dr., $200. 

FORD — ’56 Ranch Wagon, $1,675, $1,625; 
Custom (8) 4-dr., $1,560*, $1,475; 2-dr., 
$1,365. °'55 Fairlane (8) 4-dr., $1,335* 
(ps); Custom (8) 4-dr., $1,190, $1,175, 
$1,035; 2-dr., $1,075. '53 Custom (8) 4- 
dr., $645, $630*, $605; 2-dr.. $560; Main 
(8) club coupe, $555. °52 Main (6) 2-dr., 
$500. '51 4-dr., $275*. '50 4-dr., $115, °49 
2-dr., $125. 

MERCURY—’ 54 station wagon, $1,165*. 53 


Custom 4-dr., $740*. ‘’51 4-dr., $150; 
coupe, $120*. 
NASH—’'56 Rambler 4-dr., $1,095. 


OLDSMOBILE—’55 (88) 
"53 (88) 2-dr., $580. 

PACKARD—’50 2-dr., $150*. 

PLYMOUTH — ’'55 Savoy (8) 4-dr., $910; 
Plaza (8) 4-dr., $805. '54 Belvedere 4-dr., 


(Continued on Page 74, Col, 1) 


Holiday, $1,775*. 
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AUTOMOTIVE NEWS, MARCH 18, 1957 _ 


| els. For V-8s, add $100.) Plaza—4-dr. sed.,|—4-dr. sed., $2,407; 2-dr. sed., $2,357.99, 
| $2, 055; 2-dr. sed., $2,008.50; bus, cpe., $1,-| President Classic — 4-dr. sed., $2,538, 
. | 899. Savoy—4-dr. sed., $2,193.75; 2-dr.| Station Wagons—2-dr., 2-seat Pelham 6 
|sed., $2,147.50; 2-dr, hardtop, $2,229.25; | $2,381.59; 2-dr. 2-seat Parkview V-8, $2. 
u r r e n T r j C e Ss oO n e W a r S 4-dr. hardtop, $2,317.25. Belvedere—4-dr. | 504.69; 4-dr, 2-seat Provincial V-8, $2,. 
sed., $2,310; 2-dr. sed., $2,263.50; 4-dr.| 560.72; 4-dr. 2-seat Broadmoor v-8. $2). 
hardtop, $2,418.50; 2-dr. hardtop, $2,348.50; | 665.97. Hawks—Silver Hawk 6 cpe., $2. 
| conv. (V-8 only), $2,925.50. Suburban—sta-| 141.59; Silver Hawk V-8 cpe., $2, 263.17; 
| tion wagons) — 2-dr, 2-seat Deluxe, $2,-| Golden Hawk V-8 2-dr. hardtop, $3,181. 82, 
The following advertised - delivered |4-dr. hardtop, $2,270.32; 2-dr. hardtop, | $3,004.80. Montelair—4-dr. sed., $3,187.80; | 330.50; 2-dr. 2-seat Custom, $2,440.25; 4-dr. (Overdrive ste andard on Golden’ Hawk 
prices include the suggested base fac- | $2,204.32; 2-dr. 2-seat stat, wag., $2,-| 4-dr. hardtop, $3,316.80; 2-dr, hardtop, $3,- | 2-seat Custom, $2,494; 4-dr, 3-seat Custom, —< 
tory list prices, Federal excise tax | 402.32; 4-dr. 2-seat stat. wag., $2,456.32; | 235.80; conv., $3,429.80. Turnptke Cruiser— | $2,649; 4-dr. 2-seat Sport, $2,622; 4-dr. 


mts and suggested dealer delivery- | 4-dr. 3- ; be \ .32, 4-dr, hardtop, $3,848.80; 2-dr, hardtop, $3,- | 3-seat Sport, $2,777. PI m h F 
and-handiing charges. Not included are | 4-dr. sed., $2,290.32; 2-dr. sed., $2,238.32; | 757.80. Station Wagons — Commuter—2-dr. PONTIAC — Chieftain — 4-dr, sed., $2,- out 9 argo 
variable items passed on to the retail | 4-dr. hardtop, $2,364.32; 2-dr, hardtop, | 2-seat, $2,902.80; 4-dr. 2-seat, $2,972.80; | 557 39. 9dr sed,. $2,463.39: 4-dr, hardtop ° ° 
buyer, such as State and local taxes, | $2,299.32; conv., $2,511.32; 4-dr, 2-seat/4-dr. 3-seat $3,069.30. Voyager—2-dr. 2-| go ¢i4'39. 9-ar “hardtop. "$2,529.39: 2-dr. To Honor Cabbies 
transportation charges and optional | stat, wag., $2,580.32; 2-dr. 2-seat Nomad | seat, $3,402.80; 4-dr, 3-seat, $3,569.80 Col- | S-geat stat. was. 2841.39: 4-dr. . 3-seat 7 
equipment, | Spe. or conv <¥-8 only) aa lolitas manterd on dientaae, ‘furneme | wag., $2,898.39. Super Chief—4-dr.| DETROIT.—For the fourth con. 
BUICK — Special — 4-dr., sed., $2,659.83; . . , $8,465.32, | O-] é clair, 


2 RUT — Spee ss car. nardtcy, $2.| CHRYSLER — Windsor —4-dr. sed., $3,-| CTuiser, Voyager and Colony Park. Power Sen Oe 3 tar gnardtop, , $2,793.39: | secutive year, the taxicab industry 
r. » 7 . Ms . & +9 9Oy~ | - 2- F: » ,735.39; -dr, 2-s s . 1 . . . 
779.83: 2-dr, hardtop, $2,703.83; conv., $2,-| 088; 4-dr, hardtop, $3,217; 2-dr. hardtop, | Steering and power brakes standard on|\,,,° $3921.39. Star Chief—4-dr. deluxe| has been invited to select outstand- 


age. | Turnpike Cruiser. ) > 220 « ‘ 
986.83; 4-dr, 2-seat stat. wag., $3,046.83; | $3,153; 4-dr. 2-seat stat. wag., $3,575; F ; sed, $2,839.39; 4-dr. custom sed., $2,896.39;| ing drivers who will be honored ag 
4-dr. 2-seat hardtop stat, wag., $3,166.83. | Saratoga—4-dr. sed., $3,718; 4-dr. hard-| METROPOLITAN — 2-dr. hardtop, $1,-| 4-ar. hardtop, $2,975.39; 2-dr, hardtop, $2,- | America’s Four-Star Drivers by 
Century—4-dr, sed., $3,234; 4-dr. hardtop,|top, $3,832; 2-dr. hardtop, $3,754. New| %4/; conv., $1,551. 901.39; conv., ‘ 3$ Bonneville conv. lCh ler CG Pl th 
$3,354; 2-dr. hardtop, $3,270; conv., $3,- | Yorker- 4-dr. sed., $4,172.50; 4-dr. hard-| NASH — Ambassador Super V-8—4-dr. | (fuel injection), 5,782.39; 2-dr. 2-seat} rysier . orp.’s ymou and depr 
598; 4-dr, 2-seat hardtop stat. wag., $3,-|top, $4,258.50; 2-dr, hardtop, $4,201.50; | sed., $2,820.80; 2-dr, hardtop, $2,910.80. | Safari stat. wag., $3,481. 39; 4-dr, 2-seat| Fargo divisions. ictt 
706. Super—4-dr. hardtop, $3,681; 2-dr. | conv., $4,638; 4-dr, 2-seat stat. wag., $4,-| Ambassador Custom V-8—4-dr. sed., $3,- Safari stat. wag., $3,636.39. (Hydra-Matic, | Thirty dri ill b h pee 
hardtop, $3,536; conv., $3,901. Roadmaster | 745.50. 300-C—2-dr. hardtop, $4,929; conv.,| 010.75; 2-dr. hardtop, $3,100.80, (Power) power steering, power brakes standard on | irty drivers will be chosen by § cust 
—4-dr, hardtop, $4,053.33; 2-dr, hadtop, | $5,359. (TofqueF lite, power steering stand-| brakes standard on Custom.) Bonneville. {an awards committee for service, mine 
$3,944.33; conv., $4,066.33 (Dynaflow|ard on Saratoga and New Yorker. Torque-| OLDSMOBILE — Series 88 — 4-<r. sed., RAMBLER — Deluxe Six — 4-dr, sed.,| citizenship, courtesy and safety, Mo: 
standard on Century, Super and Roadmas-| Flite, power brakes standard on 300-C.) $2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard- | $1,961.45. Super Six-—4-dr, sed.. $2,122. 65; | They will receive all-expense- aid 
ter. Power steering standard on Super and | CLIPPER—(Prices are for 1956 models.) | top, $2,932.47; 2-dr. hardtop, $2,854.47;|4-dar. hardtop, $2,207.65; 4-dr, 2-seat stat. | : . : P depos 
Roadmaster). | —Deluxe—4-dr, sed., $2,731. Super—4-dr.|conv., $3,182.47; 4-dr. 2-seat stat. wag.,| wag., $2,409.65. Custom Six—4-dr. sed.. visits to Detroit and Washington sto 
’ cu 
CADILLAC — Series 62 — 4-dr. hardtop, | sed., $2,866; 2-dr. hardtop, $2,916. yaerrg pce — 2-seat hardtop, stat. wag., | $2,212.65; 4-dr. 2-seat stat. wag. $2,499. 60, | June 9-11. 
‘ » Q. hardtop, $4,676.96; 4-dr.|—4-dr. sed., $3,069; 2-dr. hardtop, $3,164. | $3,313.47. Super 88—4-dr. sed., $3,030.47; | Super V-#—4-dr. sed., $2,252. 4-dr, 2- i i i ; 
i aavme” newdien, $e 256.00: 2-dr. CONTINENTAL — 2-dr, hardtop, $9,-| 2-@T-_ sed., $2,968.47; 4-dr. hardtop, $3,-| seat stat. wag., $2,539.65. Custom v-8 3: | Applications will be judged May 13, depos 
Coupe deVille hardtop, $5,115.96; conv.,| 966, (Turbo-Drive, power steering, power | 257-47; 2-dr. hardtop, $3,180.47; conv., $3,- | dr. sed., $2,342.65; 4-dr. hardtop, $2,427.65 | by the awards committee which will J tome’ 
$5,292.96; Eldorado Seville 2-dr. hard-| prakes standard.) sa eeat te 7 eee ok ay oso stat, wag., $2,629.65; 4-dr. 2-| consist of safety authorities and his ¢ 
to 7,285.96; Eldorado Biarritz conv., . 47. ries -dr. sed. seat hardtop stat. wag., $2,714.60. Rebel v-| ; 
$7 595°06 Sixty Speetal_-4-dr, hardtop, $5,.| ,-DeSOTO — Firesweep — 4-dr. sed.,  $2,-| 4dr. hardtop, $4,012.55; 2-dr. hardtop, $3,- | 8—4-dr. hardtop, $2,785.90, representatives of the American fivince 
614.32 Series 75—8-pass. sed., $7,439.88; | 777-25; nts aan oan oe aad aan aa 936.55; conv., $4,216.55 (Jetaway Hydra-| ope pEBAKER—Champion 6—4-dr. cus- | Taxicab Assn. and the National 
Imperial limousine, $7,677.88 "(Hy dr | tb. $2835.75; 4adr, 2-seat stat. ea aio'2s | Matic, Dower steering, power brakes stand-/ tom sec.. $2,048.89; 4-dr. deluxe sed., §2,- | ASSN. of Taxicab Owners. Coordinat- [twice 
Matic, power steering, power brakes stand- | | Fire 4dr, sed., $2,957.75: 4-dr. a) oo Series 98. ) 170.79; 2-dr. custom sed., $2,000.59; 2-dr.|ing chairmen of the program are Th 
ard.) top, $3,141.75; 2- dr, hardtop, $3,084.75; PACKARD CLIPPER—4-dr. sed., $3,212; | deluxe sed., $2,122.99. 

















2 ee vV-8—- r a ! ; 
CHEVROLET — (Prices are for 6-cyl.| conv., $3,361.25. Fireflite—4-dt. sed. $3,.| 474%, 2-seat stat. wag., $3,384, (Flighto-|4-dr. custom sed., $2,173.29; 4-dr. detuxe | a G. os Fargo vice-president, : 
models. For V-8s, add $100.) One-fifty— | 496. 75; 4-dr, hardtop, $3,670.75; 2-dr, hard- matic standard. ) ‘ sed., $2,295.09: 2-dr. custom sed., $2,123.59; | 4N x rugman, fleet manager, liver. 
4-dr. sed., $2,048.32; 2-dr. sed., $1,996.32;| top, $3,613.75; conv., $3,890.25; 4-dr. 2-seat PLYMOL TH—(Prices are for 6-cyl. mod- 2-dr, deluxe sed., $2,242.09. President v-8| Chrysler Motors Corp. 
util, sed., $1,885.32; 2-dr. 2-seat stat. wag.,| stat. wag., $3,981.75; 4-dr. 3-seat stat. | : 
$2,307.32. rari sed., $2162.32: | wag., $4,123.75, Adventurer—2-dr, hardtop, . ‘ ‘ 
2-dr. sed., $2,122.32; club cpe., 162. $3,996.75; conv., $4,272.25. (TorqueFlite N 
a ~———— | standard on Fireflite and Adventurer. Power | Cw omm t 
; ,’ | brakes standard on Adventurer.) | ercia ar e ~ ra 10ns, 
Md. 10 for Law | DODGE—Coronet 6—4-dr. sed., $2,451; | All S 
|2-dr. sed., $2,370.25. Coronet V-8—4-dr. t t f 
di d ° Wak sed., $2,558.50; 2-dr. sed., $2,478; 4-dr. | ates tor anuar * = 
tu te un e hardtop, $2,665; 2-dr. hardtop, $2,580; 
| conv., $2,841.50. Royal V-8—4-dr. sed., $2,- / 7 
F d 711.50; 4-dr, hardtop, $2,818; 2-dr, hard-| | Truck registrations by states ’ 
ege TQAUGS | top, $2,768.50. Custom Royal V-8—4-dr. | | are released here weekly, 25 | Brock. Chee ont | ¢ nation | Stude- | | 
sed., $2,881; 4-dr. hardtop, $2,990; 2-dr. compile y R. L. Polk repre- | | i | . 
BALTIMORE.—<Auto buyers who) hardtop, $2,920; conv., $3,146. Station| | sentatives in state capitals. way | rece T | Sedge) Ford c Mack | Reo baker | White | Willys | Misc. TAL 
insur-| Wacons—2-dr. 2-seat Suburban, $2,860; | : 
have been a a = f 4-dr, 2-seat Sierra, $2,945; 4-dr. 3-seat| 34 States Previously 31) 11795 72| 2264) 7346; 2869; 4586) 794) 122 394 708; 1243 477| 3280! 
ance premiums may be in for a) Sierra, $3,073; 4-dr. 2-seat Custom Sierra, Reported for January ‘ 40; 11417 90| 2288) 10538! 3614; 4684 656) 21) 430 805 732 319; 35034 
windfall under the state law which) $3,087; 4-dr. 3-seat Custom Sierra, $3,214. | Alabama | 576} d 28; «225 s«126| Sst) 2 10 18 4) 11a 
allows a buyer to recover 10 times| rorp—(Prices are for 6-cyl. models. | ‘5 oh OL. 2} 402 188 38 i 0 20 4 3) 140 
the amount. | For V-8s, add $99.98.) Custom—4-dr. sed.,| Arkansas 7 | 449 3 68 280 121 134 ee 4 4 rT i 1084 
The attorney general’s office is| $2. 041.88; 2-dr. sed., $1,990.60; bus. 2-dr., | 861} 2 


38 712 280; 265 27 4 7 2267 
$1,878.64. Custom 300 — 4-dr. sed., $2,-| <—~—— - a _ - — 
preparing an opinion at the request) 156.56; 2-dr. sed., $2,105.28  Fairiane—| California cae a oa pean. oe a isi 31 5! 173, 279| aa 
of state agencies concerned WHR) | Sar. hardt > "92.387, 4a; - an a - | Georgia 7 — 6i7/ 17, 8s 451 «156 190) a2| — 20 . “3 ied 
-dr. hardtop, r. hardtop -|S ' | 1 
financing and insurance. | 292.80, Fairlane 500—4-dr. sed., $2,332.68; = ___ 56 299 4 #8: 300 126 91 17 5 5 931 
It was estimated that Maryland | 2-dr. ‘sed., $2,281.40; 4-dr. hardtop, $2,-| indiana ‘57 |) Ses; 25) 105) 393) 032 290| 24) 12) ~~ 60 38; 30) 104 
auto buyers have id out more | 403.76; 2-dr. hardtop, $2,339.12; conv., $2.-| 56 | 795) 159! ; 6 
to ¥ _ | 505.32. Station Wagons—2-dr. 2-seat Ranch , —>—- ~~~ - —-——- ——— >, ————- —- =. : = = - . = — ~ vs 20 ’ 24% 
than $1 million in such exces8) Worc, $2,300.72; 2dr, 2-seat Del neh | lowa 338) —C«C«S ee 2 " 3 888 
charges. Frauds which have been! Ranch Wagon, $2,397.32; 4-dr. 2-seat Coun-|__ 885 96} 268 2} i é 5 8) 125! 
uncovered in other states will be ay stem, a>: oo. by Country | Kentucky Bo 303) 3| 33; bee = 4 | 9 | 83 
e subject of a U. S. Senate inquiry. |%°°?", I einen ails ee snc Noi Dit ON oe Ee io} 2 385 
a a GUITY-| Squire, $2,683.64. Thunderbird — hardtop | [ouisiana 85! | 9) %: 507 137; «WA 12| % 16 35 1394 
e opinion will be based on a) cpe. (V-8 only), $3,408.12. 56) | 937] 15) 68! «659 264 167 8) = 2060 
so-called “model case” of over-| HUDSON—Hornet Super V-8—4-dr. sed.. | Winnesota | 385) 71 78: 215) 91 191 “2 3 23 1035 
charging which has come to light) ee re oOS ee arte ee o1o tS: eae | ‘56 342} 2] 70} 383,107) —Ss te] » 15 10 f hav 
here. It was chosen, it was said,| hardtop, $3,100.80, (Power brakes standard | Mississippi 57 370; ~—~C«<‘S:Cti(i‘éw YC 80; 103 7| ea / Se 
because it illustrated varied types| on Custom.) eitidindieniet inal Eiaaaaaeeee 2| =i ej Ln | et ca le 928 G 
of overcharging, not on insurance BO — Seats — +e. wt, $4,- | Missouri = sd al hi | 223) 4  § $ = 2 1823 ( 
alone but on auto financing. -50; 4-dr. hardtop, $4,837.50; 2-dr. hard- | Rang a i a cis ___23| __ 2630 
3 - top, $4,735.50. Crown—4-dr., sedan, $5,406; 57) j j 
Meanwhile, the State Insurance fdr. “hardtop, $5,406: 2-dr. hardtop, | $5, | _— 4 =| ol ee say ~\— 3 He a ee $8 
i i j 50; ., $5,597.50. Baroa—4-¢2. | 5 —<$<$£@ —_______,,|§ ——-. —_§ —— ss ——— , — —-~.- — — 
Commission said that it is trying) 200-°°;, riod: ‘de bardten $3 742.90, | Oregon ‘57 24) 449) 78) CO) 6! | a oe 
to handle a barrage of complaints) | jmousine prices not available. (TorqueFlite, | $6) a ccerias 34 _ 285 iz2j_ i OR Re 2i|__ 1073 P 
from auto buyers, convinced they) power steering, power brakes standard.) | South Carolina 57 | 269) 38! 208) 60) 57 17) 6 4 F 4, 65 


12 
were fleeced. LINCOLN—Capri—4-dr. sed., $4,794; 4-| ‘56 i 652} | 91 484 178 148) 28) 2 16 27 16 5| 1647 A 


| dr, hardtop, $4,794; 2-dr. hardtop, $4,649. | Washington *57|  230;—i‘aY:!~CMNY 23 131; 134) iol is} ~S—sté«C ae ? 
John H. Coppage, deputy commis Premiere—4-dr. sed., $5,293.50; 4-dr. hard- . "56! | a7 8} 82} a it aaa WI : aI s = rt a 
sioner, said his small office had not/top, $5,293.50; 2-dr. hardtop, $5,148.50; | ——<————— : L . Fa ee een 2 ; 
enough time yet to process many| conv., $5,381. (Turbo-drive, power steering,| 4 !! States $7| St 20820) 308) 3881) 13296) 5157/ 7539/1016; 238/497) 1015, 1873) 1070, 56979 Bin, ; 
goues Ganins chanaeee.) *| For January "56) 75| 22286} 318) 4140) 19044) 6872) 8108) 959] ~—218 849) 1251; «1311 710} 66141 
complaints. All personnel, he said, . EEO 


were engaged full time in merely MERCURY — Monterey — 4-dr. sed., $2,- “The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 


&. 644.80; 2-dr. sed., $2,575.80; 4-dr. hardtop, eee insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. L 
receiving them. $2,762.80; 2-dr. hardtop, $2,692.80; conv.,| R. L. Polk “> Co. cannot assume any liability by reason of inaccuracies or omissions.""—R. L. Polk a’ co ent 
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New Passenger Car Registrations, All States for January, 1957- 1956 | 


— registrations by states AM. f 


released here weekly, as | Ram- | Metro-| Hud- MO- | Chrys-| impe-/| De- Piym- |CHRYS- Con- Mer- | FORD Cadil- |Chev- Oids- | Pon- | G. M./| Pack- | Stude- S-P |Misce' a | 
LER | Ford | tinen- |Lincoin cury |TOTAL) Buick | tac rolet |mobile} tiac |TOTAL! ard baker | TOTAL — TOTAL cor 
i i | eous 


compiled by R. L. Polk rep-| bler |politan| son | Nash | tors | ler | rial | Soto |Dodge! outh 
compiled by R state — TOTAL 





TOTAL tal 


| 30am] 3280) sue) saa7, 714) t4i98) serue area] — 34/1237) ame} Bama) taust) 4631) (44233) 12493) | S500) e24RR| 177} 104) 221 eT) ee BE ne 
Reported for January ‘Sol 202) 1050} 3930} 3603) — 324] ~—«3134) 657315901] 29535] 36066) _— 88-1237) ~—« 8057 45448) 17884) 4467) 46013| 15413/ 11652) 95429) 1245/2872 _—4117| 1496) ‘179955 
Alabama *s7| 22) | 7 oo 7 15; S2)—«A7B|— 49) 735) 1508) | 2} me 6 Se ee el eS CU Be 
ait eel 6} 6} 50; SB 6) |} __ 182) 498) ~—B2h| (1435) 2} | _—265|_—1727| — 386) 76) 2206) = 432|_ 413] 3763 a 
California ‘57 | = s| | 791; 783 ee a a ae ee 2210 13764) 3300, 1419/9511) ~—«3110) 2679) “20019; ~~ 42) —=—«S22|—S—«S| «3 742| 46306 j 
‘S6| 457 54| 18; _—858|~—857|_—s23|_~—«770|_—*1596| +3406; + 752|_—«8477|_~—S37|_~—411| ~—'2863| 11788) 5662! 1521) 10625) 3633/3432) 24873, —286|~—«853| Ls 2310) 477m § PM 
Georgia ‘s7| = is; 90; ~—«s4)—S«)SsC«iN) SCWCD) ~—«SOS| 3070 | 38) 304) 3492) 7e4| —«*177|—«3019) Sa) S95) ~—S2ae S| 78,8392) «10806 ¢ 
‘56 | 20 4 3 6; -33;_—«00},_—S7|_——s7t|_~—253|_—S98) 1039) ~—«1525 1| 30) ——34i|_—897|_—=sSE9| ~—t10)—«1707|_~—«S37) «S61 3479] ~— 23} 78|_—stt|~——si2| sels pre 
ida. 7 Sl Pa i) ae,SC«US | El 514) 1174) oo 3318 | 2 574) 3996, 1170, 343) «2604|~—=«91S| SOT! ~=S779 ~—=«I9|—=St«A|SS833) SCO) SSO 
‘56 | 3|___—39 = 323 38] -301| 653] _—t4zz|— = 3} 102} ~=79 oa __1751|__ 360 3763|_—1405|_—1122| 8401 oa S4i| 655, —-48|_—*16252:«*# Jar 
lowa ‘s7 a ae 9 Cay stays? 316) a 1s 30 = 568117) 1705) —«S18| + 340|—«a248 em Sl ae OD in 
‘56 60 1 5| 40 y) te] tte} tt] St] 238 1328 4|__41|__- 280} _—'1653|_—629|_—sit17|__—*1876) ~—488|_— 367) 3477 331261189638 Af 
Kentucky ‘57 | a air yy CS 2| as a a a 16; 208) 1499) 413) 68) —st30z)~—=«335) S282) 2350) 2S 2) SS a 2) 4613 
"56! f Ht 3 54 303 881 137} 1031| 374] 45g 1362) —345| 799-2365 15] 43) 58 7|__ 402% 
Louisiane , a : “ | 26 2) s3i' 149) "2003; 652) S48) 4323 7 2 4 3 = 
‘56 0 4 H 59} 78} s7i| 948 331|__1975|_—«597;_—st17|,— 2606! 624] 33] 4577|_—S 38} 135|_— 173] 23|_—7755 
chusetts *57} a 7 z| a —"379—_ 193/47! 176) 295) 374| 2320; 619/263) (1526/72, ~=—«405) 3594, ~=—=SO)SSCs«C| SC] SS) «=A 
56] __—«st72 a4; 708}_—92|_——3|__—t67|_—312|_—* 761] 1445 343] 2089|_91|_—207|_—*1699|_— 964] S63] 4344) 9! 3] 182) 96) 844 : 
Michigan ‘s7 et ee a ; 456) S06, les) 614) ‘1217 oa a y 230; 1437|e924{ 2084/1087 a . 202i! 1383)" 11978 7 a pe 26%3 | th 
56 7 | sal 4u| 439] 3 = 927| _2055| 3973 13|__230| — 6965| 3399/1350] 7717|_—-2328)—1717|_—«165t1| 57] 327) 484] 130) 28497 
6 oe 13 


5607 
Minnesota BI ml 1e7|—«149 2 2m 1616 2464 1 | $| i; 3010; — 7%! a RR | 742| mi Sol 5| i 146 61 9297 
a ‘56 69 a 89 189 105 10 217 a 860} 1237 6 1626 643) 153] 1814 i 3504 33 183 B = 
Mississippi ‘s7 i" . —4 o 7 14} rd iT) ml ml I 989 | 13 tas 1147 19| | a = 1930 4| a 48 ie 
) _ 10 i 2 a. ae 2 7 on 495 620 10 139 769 264; OH 206! = 1643 18} 69 87) 3010 
Missouri af le =< -— 138 % él 
New Mexico "57 |_& 


31 States Previously 2427) 7 asl 


Massachusetts 
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Delayed Delivery Is Costly 


Dealers Find Profits Can Vanish as Tradein 
Depreciates; Work Out Answers 


By L. H, Houck 
Staff Correspondent 

CAIRO, Ill—Dealers who are un- 
able to supply new cars for immedi- 
ate delivery have a vexing prob- 
Jem—the depreciation of the tradein 
left in the hands of the customer 
pending delivery of the new car. 

Unless the deal has been han- 
died properly, the tradein can 
depreciate so much that the profit 
picture changes materially. The 
customer can also change his 
mind and cancel the deal. 

Most dealers admit that a cash 
deposit is hard to get from most 
customers and some don’t even try. 
At best, one dealer reported, the 
deposit is so small that the cus- 
tomer can still cancel and forfeit 
his deposit if another dealer con- 
vinces him that he is giving him a 
deal that will, in effect, give him 
twice his money back. 

The wise dealer requires the 
buyer who can’t get immediate de- 
livery to sign over the title to the 
trade. If the car is several years) 
old, the buyer may be allowed to 
keep it until his new car arrives. | 
If it is a late model, one dealer, at 
least, requires delivery of the trade | 
so it can be sold and furnishes the) 
customer with a car of some kind. 

It may be a demonstrator or any) 
other convenient vehicle that can| 
be loaned. The purpose is to keep) 
from disturbing the profit picture) 
and possibilities of the original deal. | 
In some cases, a customer may be 
furnished two or three different 
cars during the period. 

Another factor in keeping the 
customer from getting dissatis- 
fied with the wait is to be sure 
that some special items, such as 
colors and accessories, are or- 
dered with the customer’s car 
and to emphasize that the car is 
being built to the customer’s spec- 
ifications. 

This puts the burden of waiting 
on the customer rather than the 
dealer. The dealer can always say 
that if the customer had taken a 
car “run of the mill,” he would 
have gotten it earlier. This also 


Goodyear Spends 
$89 Million on 


Plant Expansion 


AKRON.—A worldwide expansion 
program by Goodyear resulted in 
record capital outlays of $89 million 
in 1956, according to the company’s 
annual report. 

Last year, new Goodyear plants 
entered production in the Philip- 
pines, Colombia and Venezuela, 
while plants in England, Luxem- 
bourg and Sweden were substanti- 
ally enlarged. 

An electronics research building 
in Litchfield Park, Ariz. and and 
a test fleet center in Akron were 








completed, as were expansions of 
a number of domestic facilities. A 
new plant in Scotland, an aircraft 
research laboratory in Akron and 
a tread rubber plant in Chehalis, 
Wash., were brought closer to com- 
pletion. 

Goodyear expects to begin tire 
production in 1957 in the new plant 
under construction at Glasgow, Scot- 
land. Authorized expansions of exist- 
ing plants in Australia; Cuba, South 
Africa, Mexico and Indonesia also 
will provide increased output late 
in 1957, it was stated. 

The report reveals that Goodyear 
Atomic Corp. last year became a 
fully operating production unit in 
the nation’s atomic energy pro- 
gram. 


Cadillac Parts Aid 


School Programs 


-DETROIT.— Cadillac gave auto- 
motive components to 96 schools in 
31 states during the past year, ac- 
cording to James M. Roche, general 
manager. The items were for use 
in vocational programs and were 
valued at more than $45,000. 

The gifts included chassis, en- 
gines, transmissions, carburetors, 
fuel pumps, power brake units, bat- 
teries and distributors. 

Most of the components came 
from the Cadillac classrooms in the 
30 General Motors training centers 
across the country, Roche said. 


takes care of possible trouble when 
a load of new cars comes in and the 
customer may accuse the dealer of 
selling his car to some other cus- 
tomer. 


When it is impressed on the cus- 
tomer—as he comes in from time 
to time to inquire about his car— 
that he has ordered it with special 
accessories and that it can’t be de- 
livered to him until it arrives, he is 
less likely to want to cancel. 


In the case of one Chevrolet 
dealer who put a special order 
through, however, the car was can- 
celled because of a change made by 
the factory. The order specified 
certain colors in the upholstery, but 
when it was delivered some six 
weeks later, the factory had made 
a change in the upholstery. 


The customer gave it one look 
and told them to keep it, as after 
waiting that long he wanted it the 
way he ordered it. He said that if 
he had to take what was offered 


him he would rather go some 
place else and bargain for one in 
stock for immediate delivery, 

Obviously, in such a case, if the 
customer had delivered his tradein; 
he would have waited for a unit 
with the preferred upholstery. The 
way it stood, the dealer not only 
lost a sale but lost the good will 
and the business of a regular cus- 
tomer because of being too easy 
with him in the first place. 

The dealer could have placed the 
unit on the floor and offered it for 
sale, taking up with the factory the 
matter of properly filling the cus- 
tomer order. Then if the customer 
had seen the car and decided he 
would forego his exact demands on 
upholstery, it could have been de- 
livered to him. 

The dealer would have been en- 
tirely within his rights and on an 
ethical foundation, had he told the 
customer that his special order had 
not arrived, since obviously this 
car had not been completed ac- 
cording to specifications. 


customer. 


| troubles, but I would much rather 





| abundance.” 


He possibly could have saved the! 
| of 7,000 spectators at a local parade. Milton J, Schiller, standing beside car, of 

As one dealer put it, “The short- | Schiller Motors, capitalizing on the recent purchase of Dodge pursuit cars by the 
age introduces its own brand of| Texas Rangers, put this Dodge sedan on display in the parade. Schiller's family as- 


have a shortage of cars than an | 


73 





Horsepower on Parade— 
Followup with a punch by a Cameron, Tex., Dodge dealer caught the collective eye 


sisted in the promotion, with brother Jerry holding the horse, and daughters Peggy 
and Nancy on the horse and left front fender, respectively. Jerry's daughter, Marcia, 
took her place on the car's right fender. 





THE ALL NEW... 


Gis” Warrior 


SCHOOL BUS BLAZES THE TRAIL 
THAT LEADS TO THE SALE! 





ONEIDA DISTRIBUTORS 


You're on the right path to Greater Sales 


when you follow the Oneida Warrior . . . 


. ° . . ws . . . . 
Oneida Distributors, located in key ... It’s clearly marked by these distinguishing features: 
areas across the country, will work 
with you to completion of the sale. ALL NEW! Glare-Proof Driver Area. Salt and pepper spackle finish 
They'll supply you with new, colorful reduces glare and prevents reflections. 
literature, specifications, sales aids, and ALL NEW! Interior Color Scheme. Handsome combinations in seat 
complete bidding information upholstery. New color in ceiling and floor. 
ALL NEW! More Powerful Heater, fed by newly designed Fresh 
Air Intakes. 
ALL NEW! Illuminated School Bus Signs, for dark days and. safer 
A Few Choice night driving. 
Territories For ALL NEW! Door Control by Driver. Positive action makes door 
Oneida Distributorship opening and closing safe and sure. 
nei 
ALL NEW! Wide, double-flouted Rub Rails, riveted to body frame 
NOW OPEN every few inches. 
For complete information write ALL NEW! sSuper-size Windshield Wipers effectively»remove rain, 
Oneida at the address below. snow or mud. 
ABD TO these new features the famous Oneida’ Cradle of Steel 









foundation; the full wrap-around windshield and rear 
windows; the wider, single direction, forward folding 
entrance door; the life-long bonded exterior, finish; as 
well as many other. exclusive Oneida features, andiyou 
have the safest, smartest, most modern-looking School 
Bus available today. 


a Ue | : 


CANASTOTA, N. Y. 
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Used-Car Auction Prices 


(Continued from Page 71) 


$610*, $575; club sedan, $355. '52 Cran- 
brook 4-dr., $305, °'51 Concord coupe, 
$145. 

PONTIAC—’53 Chieftain (8) station wag- 
on, $690; Chieftain (6) 2-dr., $260, '51 
4-dr., $200. '50 4-dr., $175*, °'49 4-dr., 
$140. 

STUDEBAKER—’51 Champion 4-dr., $130. 

WILLYS—'49 Jeepster, $350. 


MISCELLANEOUS — '54 Chevrolet %-ton | 
pickup, $850. ’53 Chevrolet %-ton pickup, | 


$625. °52 Ford 1-ton truck, $700, '48 In- 
ternational %-ton pickup, $125. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of March 8.) 
(Weather cold, but we had lots of 
a present as we sold 176 cars out 


) 
BUICK—’56 Super Riviera, $1,900* (ps). 
‘55 Century 2-dr., $1,500*. 
OADILLAC—'55 (62) 4-dr., $2,700* 
$2,690 (ps). '54 (62) 4-dr., 
(ps). °52 (62) coupe de Ville, $1,000*. 
"51 (62) 2-dr., $840*; (60) 4-dr., $625*. 
CHEVROLET—’'56 Corvette, $2,000* (ps); 
Bel Air (8) 2-dr., $1,775* (ps); Hard- 
top, $1,700* (ps); 4-dr., $1,575*; Two- 
ten (8) 4-dr., $1,400*; Delray coupe, 
$1,325; 2-dr., $1,280; One-fifty 4-dr., 
$1,065. °55 Two-ten (8) station wagon, 
$1,355*; Bel Air (8) 4-dr., $1,150* (ps), 


(ps), 


$2,300* | 


$1,085. °54 Bel Air 4-dr.. $715*; Two-| 


ten 2-dr., $625. '53 Two-ten 4-dr., $540. 
"52 SL Deluxe Bel Air, $470*; 4-dr., 
$400. ’51 SL Deluxe Bei Air, $350; 4- 
dr., $350*. ‘50 SL Deluxe 2-dr., $280, 
$225; 4-dr., $225. 

| DODGE—’56 Coronet 2-dr., $1,150. ’50 4- 
dr., $180. 


FORD—’57 Fairlane (8) 500 4-dr., $2,300* 
(ps). °56 Fairlane (8) conv., $1,650* 
(ps), $1,475*; 4-dr., $1,560* (ps), $1,- 
185*; Custom (8) 2-dr., $1,260. '55 Fair- 
lane (8) 4-dr., $1,330* (ps); Victoria, 
$1,250*, $1,185; Custom (6) 4-dr., $850*. 
"54 Crest (8) Victoria, $775*; Custom 
(8) 2-dr., $750*; Main (6) 2-dr., $425. 
"53 Custom (8) 2-dr., $575; Main (6) 4- 
dr., $300. '51 2-dr., $290, $200. '50 club 
coupe, $215. ~ 


HUDSON—’52 Hornet Sport coupe, 
LINCOLN—’38 Zephyr, $205. 
MERCURY — '56 Medalist 4-dr., 

Custom 4-dr., $1,400*. 
| "50 4-dr., $230. 

NASH - '56 Ambassador sedan, $1,410*. 
‘53 Rambler Hardtop, $400*. 

OLDSMOBILE *56 (88) conv., 
(ps). °55 (S88) Holiday, $1,675* 
Super Holiday, $1,625*. °52 
$225*. ‘51 (88) 2-dr., $185. 
$130. 

PLYMOUTH—’56 Savoy (6) 4-dr., $900. 
"54 Plaza Suburban, $730. ‘53 Cam- 
bridge 4-dr., $385, $365. °51 Cranbrook 
2-dr., $235. 

PONTIAC—'55 Chieftain (8) 4-dr., $1,335* 


$210*. 


$1,500; 
53 4-dr., $500. 


$2,050* 

(ps); 
(88) 4-dr., 
"49 conv., 





(ps), °53 Chieftain 4-dr., $575*. 
4-dr., $300*. '50 conv., $305*. 


STUDEBAKER — ’54 Commander coupe, 
$660*. 


"52 


MISCELLANEOUS—’56 Chevrolet %-ton 
pickup, $875. °54 Ford %-ton pickup, 
$685. °51 Chevrolet 2-ton truck, $290. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 
March 7.) 

(Sold 296 cars out of 413 offerings.) 
BUICK—’56 Century Riviera, $1,975*. 

RM Riviera, $1,675* (ps), $1,420* (ps); 

Special Riviera, $1,630*; 4-dr., $1,370*; 

Super Riviera, $1,600* (ps), $1,490* (ps). 

’54 Century Riviera, $1,125* (ps); RM 

Riviera, $1,000* (ps); Special conv., 

$985; 2-dr., $740. °53 Super conv., $845*; 

Riviera, $830*, $600*; Special conv., 

$745*. ‘52 Special 4-dr., $300*; RM 

Riviera, $265*. °51 RM conv., $215*. 


CADILLAC—’'56 (62) sedan de Ville, $4,- 
O70* (ps); coupe, $3,565* (ps), $3,550* 
(ps), $3,425* (ps). °55 (62) coupe de 
Ville, $2,985* (ps); conv., $2,820* (ps); 
4-dr., $2,290* (ps). '54 (62) 4-dr., $2,- 
200* (ps), $2,040* (ps), $2,000* 
$1,980* (ps); coupe de Ville, $2,050* 
(ps). °53 (7) 4-dr., $1,500* (ps); (62) 
4-dr., $1,345* (ps), $1,095* (ps). 


"49 (60) 4-dr., $300*. 

CHEVROLET—’56 Bel Air (8) conv., $2,- 
090* (ps); 4-dr., $1,750*; 2-dr., §$1,- 
580°; Bel Air (6) 4-dr., $1,700*; 2-dr., 
$1,500*; Two-ten (8) station wagon, $1,- 
610; 2-dr., $1,425*; Two-ten (6) 2-dr., 
$1,380. '55 Bel Air (8) station wagon, 
$1,505*, $1,400*; conv., $1,415*; Sport 
coupe, $1,410*, $1,250*; 4-dr., $1,105, 
$1;025; Bel Air (6) conv., $1,455*; 
Sport coupe, $1,340* (ps); 4-dr., $1,255; 





Pete Penn helps you 


GET MORE OIL PROFITS 


WITH PENNSYLVANIA 
MOTOR OIL 


You’re a car-maintenance expert when 


you recommend a brand of Pennsy]l- 


vania Motor Oil to your oil-change cus- 


tomers. Customers will thank you for 


extra oil mileage and less engine wear. 


Made from the world’s finest crude, 


Pennsylvania Motor Oil is the out- 


standing lubricant for the fast-moving, 


close-fitting parts in today’s high- 


compression engines. Suggest a refill 


with Pennsylvania. 


IN 1957... 
96,500,000 MESSAGES 


by Pete Penn in these leading national magazines will 
be selling car-owners on Pennsylvania Motor Oil. Your 
suggestion to “refill with Pennsylvania” will help you 


capitalize on Pennsylvania’s superior reputation, 


"55 | 





(ps), | 


"52 | 
(62) coupe, $495*. "50 (62) 4-dr., $345*. | 


VEO WwAaKks 
Fi SALES 
| STUMULATOR 


“He may be a phony, but I’m 
leaving no stone unturned.” 


Two-ten (8) 2-dr., $1,260*; One-fifty 
(6) 4-dr., $995. ’54 Bel Air Sport coupe, 
$900*; 4-dr., $825*, $780*; 2-dr., $815*, 
$750; Two-ten 2-dr., $760*; 4-dr., $750*, 
$650. °53 Two-ten station wagon, $745; 
4-dr., $605, $500*, $490*; 2-dr., $405; 
Bel Air 4-dr., $675*, $610*; Sport coupe, 
$500. "52 SL Deluxe Bel Air, $450. ’50 
SL Deluxe Bel Air, $240*. 
CHRYSLER—’56 NY 2-dr., $2,155* 
‘55 Windsor 2-dr., $1,610*; 4-dr., 
325* (ps). '52 NY 4-dr., $245*. ’51 Im- 
perial Newport, $330* (ps). 
DeSOTO—’57 Firedome Sportsman, §2,- 
725* (ps). °'56 Firedome Hardtop, §$2,- 


(ps). 


main- 


tained through 33 years of consistent advertising. 


MAKE MORE OIL PROFITS WITH A BRAND OF 


PENNSYLVANIA 


MOTOR OIL 


, Bee 
100%PURE @ 


$1,- | 


—_= 


250* £900* 
(ps). 

DODGE—’57 Coronet 4-dr., $2,250*; <-dr, 
$1,975*. °56 Royal (8) Lancer, $1 775 
(ps). ’55 Coronet (8) Hardtop, $1,: 05s; 
2-dr., $1,170*. '54 Meadowbrook 4-dr,, 
$550. 


(ps). °54 Firedome 4-dr., 


FORD—’57 Fairlane (8) 500 Victoria, $2,. 
190; Fairlane (8) Victoria, $2,135. ‘5g 
Country sedan, $1,745*, $1,620*; air. 
lane (8) Victoria, $1,680*; Custom (§) 
4-dr., $1,325*; Main (6) 2-dr., $1,305, 
*55 Thunderbird, $2,070*; Country sedan, 
$1,475* (ps), $1,450*; Fairlane (8) Vic. 
toria, $1,375, $1,325*; 2-dr., $1,135*, $1,. 
100* ; Custom (8) 4-dr., $1,080*, $1,075, 
$1,025, $950, $945; 2-dr., $995; Custom 
(6) 2-dr., $890. °54 Crest (8) 4-dr,, 
$850*; Victoria, $700; Custom (8) 2-dr,, 
$700; Ranch Wagon, $690. °53 Custom 
(6) 2-dr., $355, $300; Main (6) 2-dr,, 
$355, $300. '52 Crest (8) Victoria, $520°, 


HUDSON—’55 Hornet 4-dr., $1,230*. ‘54 
Hornet 4-dr., $690. 
LINCOLN—’53 Capri 
"52 Cosmopolitan 4-dr., 
2-dr., $385*. 
MERCURY—’57 Monterey 4-dr., $2,545* 
(ps). "55 Monterey Sport coupe, $1,355", 
$1,315*; 4-dr., $1,220*, $1,195*, $1,070, 
’54 Monterey 4-dr., $980*; Custom 2-dr,, 
$875; 4-dr., $700. °53 Monterey coupe, 
$905*, $500. °52 Custom 2-dr., $245 
NASH—’54 Statesman Country club, $700*, 
$610, °53 Statesman Country club, $605*, 
OLDSMOBILE—’57 (88) Holiday, $2,850* 
(ps). °56 (98) Holiday, $2,420* (ps), 
$2,350* (ps); (88) Super Holiday, §2,- 
270*; Deluxe Holiday, $2,110* (ps), §$2,- 
105* (ps), $1,995*; 2-dr., $1,675*. °55 
(88) coupe, $1,600*; 4-dr.. $1,350°. ‘54 
(88) Holiday, $1,200*, ‘53 (98) 4-dr., 
$975* (ps); Holiday, $955* (ps). ‘52 
(88) 4-dr., $270*. 
PACKARD—'53 (400) 
| Clipper 4-dr., $440*. ‘52 (200) 
| §205*. °51 (200) 4-dr., $210*. 
PLYMOUTH—'56 Fury Sport coupe, §$1,- 
| 900*; Savoy (6) station wagon, $1,550. 
‘55 Belvedere (6) Sport coupe, $1,200; 
Plaza (8) station wagon, $1,200*; Savoy 
(8) 4-dr., $1,035, $1,025*. °54 Belvedere 
4-dr., $730. °53 Cranbrook Suburban, 
$660; 4-dr., $580, $420; 2-dr., $565, 
$390. 
PONTIAC——'56 Star 


$995* 
"51 


coupe, 
$610*. 


(Ds). 
Capri 





4-dr., $635* (ps); 


2-dr., 


Chief (8S) Catalina, 
$2,090* (ps). ‘55 Star Chief (8) Cata- 
lina, $1,505* (ps); conv., $1,390°; 4-dr., 
$1,350*. °53 Chieftain (S) Catalina, 
$850*, $570*. ‘52 (8) 2-dr., $380*. 

MISCELLANEOUS—'57 Ford *,-ton 
up, $1,775. 


pick- 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of March 7.) 

(Bidding brisker. Clean cars sold at 
good prices.) 

BUICK—’55 Century Riviera, $1,650*, $1,- 
600*. "54 Super conv., $1,000* (ps); Spe- 
cial 2-dr., $910; 4-dr., $910*. ‘53 Super 
coupe, $590* 52 Super 4-dr., $305* 

CADILLAC—'57 (62) coupe, $4,950* (ps). 
'55 (62) 4-dr., $2,590* (ps). "54 (62) 
4-dr., $2,100* (ps). "51 (62) 4-dr., $900*. 
49 4-dr., $435* (ps). '46 4-dr., $150* 

CHEVROLET—'57 Bel Air (8) 4-dr., $2,- 
150*, °56 Bel Air (8) 4-dr., $1,695*; 
Two-ten (8) Delray, $1,650*; 

630*, $1,545, $1,435; 2-dr., 

at $1,435. °55 Bel Air (8) 4-dr., 2 ; 
Two-ten (6) 4-dr., $1,045, $920; Two-ten 
(8S) 4-dr., $900. ‘54 Two-ten Delray, 
$915°. °5 Bel Air 2-dr., $820; Sport 
coupe, 4-dr., $680, $650; Two-ten 
2-dr., $585. ‘52 SL Deluxe Bel Air, $370; 

| 2-dr., $325. "50 SL Deluxe 4-dr., $150*. 

| CHRYSLER ‘56 NY Town & Country, 

$2,675* (ps). "51 NY 4-dr., $335°. 

| DeSOTO—’'54 4-dr., $885* (ps). 

| DODGE ‘55 Coronet 4-dr., 

Coronet 4-dr., $240*. 

FORD ’57 Fairlane (8S) 4-dr., $2,205*. 
56 Fairlane (8) Victoria, $1,505* 3); 
4-dr., $1,640*%; Ranch Wagon, ,025; 
Custom (8) 2-dr., $1,375; 4-dr., $825. 
'55 Fairlane (8) Crown Victoria, $1,- 
515*; Victoria, $1,370* (ps); coupe, $1,- 
295*. "54 Custom (S) 4-dr., $855*, $5840; 
Main (8) 4-dr., $720. '53 Crest (8) Vic- 

toria, $760*; Custom (8) 4-dr., $745. ‘51 

(8) 4-dr., $350*; 2-dr., $315°. 

'56 Monterey Sport .coupe, 
$1,750*. "53 Monterey Hardtop, $900*. 

OLDSMOBILE—’'55 (88) Holiday, $1,595*. 
'54 (88) Holiday, $1,275*. ‘53 (98) 4-dr., 
$925*; (88) Super 4-dr., $735°*. "52 (88) 
Super 2-dr., $690*. ss 

PACKARD—'54 Panama Hardtop, $970*. 

| PLYMOUTH-—'55 Savoy (6) 4-dr., §$1,- 

000*; Savoy (8) 4-dr., $970. ‘53 Cam- 
bridge 2-dr., $380, $365*. ‘51 Concord 
Savoy, $500; 2-dr., $250. 

PONTIAC—’'55 Chieftain (8) 2-dr., $930. 

STUDEBAKER—'56 Golden Hawk Sport 
sedan, $1,980*. ‘52 Commander 4-dr., 
$225. 

MISCELLANEOUS 53 Dodge %-ton 
pickup, $535*. °51 Chevrolet 1-ton truck, 
$1,000; %-ton pickup, $355. ‘49 Ford 1- 
ton truck, $430. 


WAREHOUSE POINT, CONN. 


(Southern Auto Sales, Inc, Auction. 
Sale every Wednesday. Prices are for sale 
of March 6.) 

(Market steady. Sold 156 cars out of 
212 onterings.) 

BUICK '55 Special Riviera, $1,720*; 
Super Riviera, $1,625* (ps), $1,570*. '54 
Century conv., $1,410* (ps); 4-dr., $1,- 
055*; Super 4-dr., $1,140* (ps). ‘51 
Special 4-dr., $275*. °50 Super 4-dr., 
$175*, $120*, $100. 

CADILLAC—(62) coupe de Ville, $3,510* 
(ps). °55 (62) coupe de Ville, $2,750° 
(ps). °54 Eldorado conv., $2,900* (ps). 
’53 (62) coupe de Ville, $1,525* (ps); 
coupe, $1,525* (ps), $1,200. '52 (62) 4- 
dr., $1,075*, $975*. ‘49 (62) conv., 
$410*. 

CHEVROLET—’'55 Two-ten (8) 4-dr., $1,- 
000, $965, $925, $900; One-fifty 2-dr., 
$805. '54 Bel Air 4-dr., $950, $900; Two- 
ten 4-dr., $785. '53 Two-ten 4-dr., $740, 
$670, $580, $565, $560, $460; Bel Air 4- 
dr., $655, $615, $545, $525; One-fifty 
2-dr., $420, $285. °52 SL Special 4-dr., 
$400. '51 SL Deluxe 4-dr., $410, $405*, 
$380, $350, $260, 2 at $250, $180. ‘50 
SL Special 2-dr., $250, $140, $110. °49 
SL Deluxe 2-dr., $130, $100. 

CHRYSLER—’'56 NY 4-dr., $2,030* (ps). 
’55 Windsor 4-dr., $1,380* (ps). ‘52 
Windsor 4-dr., $390; NY 4-dr., $305*. 

DeSOTO—’50 Custom 2-dr., $150. 

DODGE—’55 Coronet (6) 4-dr., $1,025*. 
'53 Coronet station wagon, $625; Mea- 
dowbrook 4-dr., $425, $310. °52 Coro- 
net 2-dr., $185*. '51 conv., $230, $160. 
"50 Meadowbrook 4-dr., $120. 

FORD—’56 Country sedan, $1,750*; 2-dr., 

(Continued on Page 75, Col, 1) 
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(Continued from Page 74) 
$240, $235, $220, $200, $150. 


$1,475*. °55 Thunderbird, $2,180*; Fair- 
lane (8) Victoria, $1,260*; 2-dr., $1,250. 


*h4 Crest (8) Victoria, $760*; Deluxe 
(8) 2-dr., $400 (police), ‘53 Country 
sedan, $825, $805; 4-dr., $690, $685, 
$545; Main (8) 2-dr., $545. ’52 Custom | 
(6) 2-dr., $455. °51 Custom (8) Vic- 
toria, $305, $250; 4-dr., $235, $225. °50 
Custom (8) 4-dr., $230, $160. 
NCOLN—’56 Capri conv., $3,130* (ps). | 
54 Capril coupe, $1,105* (ps). | 
MERCURY—’56 Custom 2-dr., $930 (po- 
lice). "55 Monterey 4-dr., $825. °54 Cus- 


tom 2-dr., $830*. 52 Custom 2-dr., $375. 
"51 4-dr., $285*, $260*. 50 2-dr., $110. 
49 2-dr., $125. 

NASH—’55 Rambler station wagon, $1,100. 
53 Rambler Hardtop, $610, $550; 
Statesman Hardtop, $525. °'52 Rambler | 
2-dr., $350; Statesman 4-dr., $260. | 

PDLDSMOBILE "55 (88) 4-dr., $1,460*. 
’564 (88) 4-dr., $1,120*. '53 (88) 4-dr., | 
$775*. °52 (98) conv., $450*. °'51 (88) 
2-dr., $175*. "50 (88) 4-dr., $125, $115*. 

PACKARD "52 4-dr., $190. °51 4-dr., 
$160. °50 2-dr., $125. 

PLYMOUTH — ‘56 Plaza (8) station 
wagon, $1,230*. ‘55 Plaza (62) 2-dr., 
$850. °54 Plaza 4-dr., $530*, $465. °53) 
Cranbrook 2-dr., $480, $425. ‘52 Con- 
cord Savoy, $485. ‘51 Cranbrook 2-dr., 
$325, $310, $245; Cambridge Sport 
coupe, $160. '50 Deluxe conv., $155. 
NTIAC—'54 Chieftain (8) 2-dr., $710*, | 
$485. °53 Chieftain (8) Catalina, $875°, | 
$725, $575*. ‘52 Chieftain (8) Catalina, 
$475*. °50 4-dr., $170*. 

STUDEBAKER — ‘53 Champion Hardtop, | 
$485. °52 Champion 4-dr., 
LLYS "56 Jeep Delivery, 
Aero sedan, $270, $250, $110. 
ISCELLANEOUS—'56 Volkswagen sta- 
tion wagon, $1,800, "54 Ford %-ton pick- | 
up, $650. "53 Henry J Sedan, $185. °51| 
Chevrolet %-ton pickup, $335. °49 Chev- | 
rolet %-ton pickup, $150. | 

| 
j 


PEABODY, MASS. 


(Peabody Auto Auction, Inc. Sale every 


ursday. Prices are for sale of March 7.) | 
(A fast 


selling sale today with a 
good percentage, 106 out of 156 sold. 
Prices stable.) 


WICK—'56 RM Riviera, $2,250* (ps). °55 
Special 2-dr., $1,390°; 4-dr.. $1,375* | 
(ps). °54 Super conv., $1,275*; Special | 
4-dr., $1,210; 2-dr., $1,065*. °53 Super | 
4-dr., $890*; Special 4-dr., $675*, $550*. 
‘52 RM 4-dr., $475*; Special Riviera, | 
$275*; Super 4-dr.. $175*. ‘51 Special 
Riviera, $275*. ‘50 Special 2-dr., $235. 
‘49 Super 4-dr., $175. 
CADILLAC—'52 (62) 

(62) 4-dr., $230°. 

HEVROLET—'56 Bel Air (8) 4-dr., 
710°; One-fifty (8) 4-dr., $1,400 
Two-ten (8) 2-dr., $1,175*, $1,125*, 
065*. ‘54 Bel Air 2-dr., §805°; 
4-dr.. $785*; One-fifty 4-dr., 

Bel Air 4-dr., $675*, $585*; Two-ten 4- 
dr., $605. "52 SL Deluxe 2-dr., $450. '51 
SL Deluxe 4-dr., $425*. "50 SL Deluxe 


Chevrolet Offers 
$500,000 in Driver, 


Salesmen Contests | 


DETROIT.—Prizes totalling more} 
an $500,000 in value, including 57 | 
mew cars, are being awarded by | 
evrolet in two separate March 
land April contests for retail sales- 
men and motorists. In the $250,000 
competition for salesmen, which | 
ends Apr. 30, the top-scoring sales- 
man in each zone will be awarded 
$1,000 in U. S. savings bonds. The 
second place salesman in each zone 
will win a $500 bond, A total of an 
additional $179,500 in bonds will be 
awarded in the amount of $100 each 
to salesmen who are group winners 
in each zone. 

Winning salesmen are being se- 
lected on the basis of a point scor- 
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| MERCURY—’56 Medalist 2-dr., $1,310, $1,- 





ing system for new-car sales in the 
two months. To qualify, a salesman 
must make the equivalent of one 
road demonstration a day to owners 
of two other competing makes of 
cars. 

In a “lucky traveler” contest for 
drivers, the company is offering a 
total of $126,500 in cash and 57 new 
cars. The competition is open to 
anyone of driving age in the U. S. 
and Alaska except associates of the 
company. 

To enter, a driver must supply a 
fourth line for a three-line jingle 
and identify four famous American 
vacation spots shown in map sec- 
tions on the contest form. Entries 
are deposited in a contest box in 
a Chevrolet dealer’s showroom. 

The division said that contest 
blanks are being distributed to 
8,000,000 American car owners. 
Further forms are available at 
dealerships. The contest opened 
March 15 and ends Apr. 15. A 
national contest-judging organiza- 
tion will select winners. 

Four top national prizes offer 
$25,000 and a ’57 Chevrolet each. 
There will be 53 additional prizes 
of $500 each and a new car, for a 
total of 57 cars. 


4-dr., 
SL Deluxe conv., $125. 

DeSOTO—’51 station wagon, $320. 

DODGE—’53 Coronet 4-dr., $480. 51 Mea- 
dowbrook 2-dr., $295. 

FORD—'56 Fairlane (8) 4-dr., $1,625*; 
Custom (8) 2-dr., $1,490*%; Custom (6) 
4-dr., $1,325. ’55 Custom (8) 4-dr., $1,- 
075*, $990*. '54 Custom (8) 2-dr., $760, 
$750; Custom (6) 4-dr., $935, $795*, 
$720. 53 Custom (8) conv., $750*; 2-dr., 
$585. ’52 Custom (8) 4-dr., $375, $300. 
‘51 Custom (8) conv., $360*. '50 Deluxe 
(6) 2-dr., $260. 49 Deluxe 4-dr., $110. 

HUDSON *54 Hornet 2-dr., $790*, °51 
Hornet 4-dr., $150. 

LINCOLN—’51 4-dr., $240*. 


"49 


080, $985. '55 Monterey Sport coupe, 
$1,580*. '54 Monterey Sport coupe, $1,- 
380*. ’53 Monterey 4-dr., $750. 52 Mon- 
terey 4-dr., $525*; Hardtop, $515*. ’51 
Custom 4-dr., $375. "50 4-dr., $260. 
NASH—’55 Ambassador 4-dr., $1,175*. '54 
Rambler 2-dr., $745. °'53 Statesman 2- 
dr., $400. ’50 Statesman 4-dr., $140. 
OLDSMOBILE—'56 (88) 4-dr., $1,910*. '55 
(88) 2-dr., $1,530*. °54 (88) Super Holi- 
day, $1,450*. °53 (88) 4-dr., $630*; (98) 





4-dr., $605*. } 

| PLYMOUTH—’56 Savoy (8) 4-dr., $1,-| 
475*. '55 Savoy (8) 2-dr., $1,190*. ’54 
Belvedere 4-dr., $800%; Savoy 4-dr., 
$600. ’53 Cambridge 2-dr., $250. ‘51 
Cranbrook 4-dr., $175; Concord 2-dr., 
$175. °49 2-dr., 2 at $105. 
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PONTIAC—’56 Chieftain (8) Catalina, $1,- 
850*. °55 Chieftain (8) Catalina, $1,605*, 
$1,500*, $1,450*. 

STUDEBAKER—’54 Champion 4-dr., $625. 
’50 Champion conv., $145; 4-dr., $125. 

WILLYS—’46 Jeepster snow plow, $450. 

MISCELLANEOUS—’56 Volkswagen bus, 
$1,955. ’54 Chevrolet %-ton pickup, $535. 
’53 Chevrolet 1%-ton pickup, $375. 

* * * 


— Auctions in Brief — 
INDIANAPOLIS 


Ken Schaefer Auto Auction, Inc, Sale 
every Thursday (March 7), All cars re- 
mained steady in price. The demand for 
clean cars is terrific here, and they com- 
manded top dollar, Sold 78 percent of 235 
consignments, 

* * * 
WINDSOR, VA. 

Windsor Auto Auction, Sale every Thurs- 
day (March 7). We had a very good sale 
today, with practically every make and 
model represented, Percentage of sales was 
high. 

* * * 
SYRACUSE 

Syracuse Auto Auction. Sale every Wed- 
nesday (March 6). Today’s sale was sensa- 
tional as we sold 114 cars out of 140. 

* * * 
BEL AIR, MD. 

Bel Air Auto Auction, Sale every Thurs- 
day (March 7). In spite of wet weather, we 
enjoyed an excellent sale, Prices were good, 
selling was active and buyers were on hand 
to absorb all of the cars entered. 

* * * 
MANHEIM, PA. 

Manheim Auto Auction, Sale every Friday 
(March 8). Cold and rain today, but dealers 
attending our auction cared little about the 
weather, for they brought 412 cars of which 
312 were sold. Prices were very good. 








And in Top Shape— 


This 1927 Chevrolet touring car was traded to Ralph Penney Chevrolet Co., Lubbock, 
Tex., on a 1958 Chevrolet convertible to be delivered next year. Jim Brown, behind 
the wheel, drove the car from his home near Levelland, Tex., for the trade. Everything 
on the car is in top shape and it has passed safety inspection tests for the past five 
years. Inspecting the car, from left, are Holland L. Graves, service manager; Wayne 
Eliette, general sales manager; and Ralph Penney, who plans to use the car for parades 
and auto shows. 





How ‘“Over-pressure” Causes Carburetor Flooding 


The term “Flooding” is used to describe a fuel slop-over 


condition within the 


that the fuel rises above the high limit level or float 
adjustment as specified by the manufacturer. As the raw 


carburetor. This occurs any time 


gasoline spills over the main nozzle into the manifold, it 


produces a rich air-fu 


el ratio. This results in hard start- 


ing, rough idling, poor engine performance and fuel 
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PREVENTS CARBURETOR 


FILT-O-REG provides a constant, unrestricted even fuel 


pressure on the carburetor float valve and seat...main- 
taining the proper float level under all driving condi- 
tions. It makes any engine perform better because it 
feeds the full and required volume of filtered fuel to the 
carburetor at minimum pressure for correct air-fuel 
mixture under all speeds and load conditions. FILT-O- 
REG requires no adjustment of original manufacturers 


factory specifications. 


waste. The purpose of the Fuel Pump is to supply fuel as 
it is demanded by the carburetor. The opening and clos- 
ing of the needle valve is controlled by the level of the 
fuel in the float chamber and the float buoyancy. As the 
float drops... the needle valve moves away from the seat. 
As the float rises, it closes the valve and shuts off the 
fuel supply. 


FIG. 


AS THE ENGINE DRAWS FUEL FROM THE CAR- 
BURETOR THE FUEL LEVEL LOWERS SLIGHTLY. 
FLOAT IS DOWN ...NEEDLE VALVE OPEN. 


Change in fuel level is slightly exaggerated for purpose of illustration. 


FIG. 


FUEL RISES TO SPECIFIED LEVEL AS CARBURE- 
TOR RECEIVES REQUIRED VOLUME. NEEDLE 
VALVE CLOSES AND MOMENTARILY SHUTS OFF 
FUEL FROM PUMP. 


FIG. 


HIGH FUEL PUMP PRESSURES (necessary in order 
to deliver the required volume) PUSH HARD 
AGAINST THE NEEDLE VALVE. ALSO, FLOAT 
BOBS UP AND DOWN ON WAVES CAUSED BY 
ROAD SHOCKS. FLOAT DOES NOT ALWAYS 
HOLD VALVE TIGHTLY IN SEAT UNDER THESE 
HIGHER OVER-PRESSURES. MORE UNWANTED 
FUEL IS PUSHED PAST THE DELICATE NEEDLE 
VALVE THAN AT LOWER, MORE EFFICIENT 
PRESSURES CAUSING A VERY RICH AIR-FUEL 
RATIO RESULTING IN FLOODING, STALLING, 
SURGING AND (IN MANY CASES) EXCESSIVE 
FUEL CONSUMPTION. 


FLOODING FROM ‘OVER-PRESSURE’’ 


MAKE THIS TEST! Many carburetors have a plugged 
porthole on the side of the float chamber. Remove this 
plug. Observe position of float and watch its action with 
motor running at various speeds. NOW, install FILT- 
O-REG and note how FILT-O-REG has lowered the float 
shut-off level and stabilized its action. Here’s proof posi- 
tive of FILT-O-REG’s effectiveness in eliminating this 
fuel system over-pressure problem. 


MAKES GASOLINE ENGINES RUN BETTER! 


SOLD ONLY THROUGH JOBBERS ¢ WRITE FOR PRICES AND DISCOUNTS 
Copyright 1957 ALONDRA SALES, INC., 959 CRENSHAW BLVD., LOS ANGELES 19, CALIF. 
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Plan Ford Ad Campaign— 


Shown reviewing the Ford dealers’ advertising campaign in the Los Angeles area, 
from left, are John L. McQuigg, vice-president, J. Walter Thompson Co., Detroit, who 
heads the Ford account nationally; E. J. Reeser, vice-president, J. Walter Thompson, 
who is director of field services; Phil Johnston, president, Los Angeles District Ford 
Dealers Advertising Assn.; William H. Klein, Ford district sales manager, and Joseph 
D. Swoyer, account executive, J. Walter Thompson, who is assigned to the Ford 
account in Los Angeles. 


Affecting Factories and Dealers .. . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

The top 34 advertising agencies 
in the U. S. had billings totalling 
more than $2,396,400,000 in 1956, up 
from the $2,097,400,000 billed by the 
same group the previous year. 

J. Walter Thompson led all other 
agencies with billings totalling $255 
million, according to a report pub- 
lished by Advertising Age. 

The top 34 agencies all had bill- 
ings exceeding $25 million. 

= = a 


Courtesy in TV Deal 


The largest single retail adver- 
tiser purchase of a feature film 
package for television has been 
made by Courtesy Motor Sales, Inc., 
according to Station WBKD in 
Chicago. 

The purchase price for a series 
of 86 first run Twentieth Century 
Fox movies was $750,000. The pack- 
age was owned by WBKD and dis- 
tributed by National Telefilm 


Associates, Inc., according to James 
M. Moran, president of Courtesy 
Motor Sales. 

* + 


Radley Retires at Oakite 


Charles F. Radley, one of the 
original directors of Oakite Prod- 
ucts, Inc., has retired from active 
duty as director of publicity and 
member of the company’s board of 
directors. 

He is, however, continuing in the 
employ of the company as a con- 
sultant on advertising, public rela- 
tions, and general management 
policy. 


’- + # 


Monaghan Opens in N. Y. 

Patrick Monaghan, formerly 
director of public relations at 
Studebaker-Packard Corp., has 
opened Patrick Monaghan Associ- 
ates, Inc., a public relations firm 
at 420 Madison Ave., New York. 

Monaghan plans to open offices 


You can sell the world’s safest, smoothest 
braking power to all your truck customers 


Bendix-Westinghouse Kits make 
Conversion to Air Brakes easy! 


It’s an accepted fact with trucking men that air brakes 
are the world’s smoothest, safest stopping power. That’s 
why today so many more trucks of all sizes are being 
equipped with air brakes. This trend opens up great new 
profit possibilities for you that are easy to cash in on by 
recommending Bendix-Westinghouse Air Brakes for 


every truck you sell regardless of size. 
Your local Bendix-Westinghouse distributor has a 


complete line of kits designed 


to meet the specific 


requirements of practically every truck made. See him 


today. He’ll provide you with all the convincing sales 


information you need. And, of course, keep in mind that 


this extra profit is even easier to come by on the heavy 


models which offer Bendix-Westinghouse straight air 


brakes as factory-installed equipment. Either way, 


straight air or kits, you'll profit and so will your customers! 


a AIR 


BENDIX-WESTINGHOUSE AUTOMOTIVE AIR BRAKE COMPANY «¢ General Offices and Factory—Elyria, Ohio + Branches—Berkeley, Calif. and Oklahoma City, Okla. 


in Detroit and Chicago in the 


future. 
oa + + 


Fried Moves Operations 


Ad Fried Advertising Agency hag 
moved all operations to its ow, 
building at 160 Santa Clara Ave, 
Oakland, Calif. 

+ 


* * 


POPAI Exhibit Apr. 10-12 


The 11th Annual Symposium ang 
Exhibit sponsored by the Point-of. 
Purchase Advertising Institute wil] 
be held Apr. 10-12 at the Palmer 
House in Chicago. 

Between 10,000 to 15,000 persons 


are expected to attend. 
+ * a 


Data on New England 


People in New England have a 
10 percent higher per capita income 
than the U. S. average, according to 
a fact book published by Hearst 
Advertising Service. 

Entitled “An Operating Sales 
Control for the Boston Marketing 
Area,” the 180 page book classifies 
19,487 retail outlets, maps 61 city 
zone sales divisions, six suburban 
zone sales divisions, 147 city zone 
shopping areas and 68 suburban 
zone shopping areas in 112 subur- 


ban towns. 
* = * 


Shiefman Opens Agency 
Saul Sheifman, formerly with 
Sidney Bielfield Agency, Detroit, has 


opened his own public relations 
offices at 2115 Book Tower, Detroit. 


> * # 


New Data for OAI 


New findings by the Starch Con- 
tinuing Study of Outdoor Advertis- 
ing reveal that 2,306,000 urban 
people throughout the U. S. intend 
to buy a new automobile within 
the next six months. 

Of this group, 1,928,000, or & 
percent, read and remember cur- 
rent outdoor posters, according to 
Howard Stone, president of Starch. 

The Continuing Outdoor Study, 
sponsored by Outdoor Advertising 
Inc., was launched over a year ago. 

* . > 
New Do-Ray Campaign 

Do-Ray Lamp Co., Chicago, is 
planning the most intensive mer- 
chandising program in its 37-year 
history, according to S. M. Dover, 
president. 

Garfield Linn & Co., Chicago, has 
been retained to handle the firm’s 
total marketing and advertising 
program. Do-Ray manufactures and 
distributes automotive lighting 


equipment and accessories. 
: * * 


Mercury Promotes Fisher 


Robert J. Fisher has been pro- 
moted to the position of advertising 
and sales promotion manager of 
Mercury. Since 1954, Fisher has 
served as advertising manager for 
Mercury. He succeeds T. J. Henry, 
who is returning to advertising 
agency work. 

= > . 


Arvin Picks Selz 


Arvin Industries, Inc., Columbus, 
Ind., has announced the appoint- 
ment of the Lawrence H, Selz 
Organization, Chicago, as public 
relations counsel. 

Arvin makes automotive parts for 


car manufacturers. 
a - ” 


Award for Galion 


Hercules Galion Products, Inc, 
Galion, O., recently received an 
“award of excellence” from the 
Cleveland Advertising Club for its 
1955-56 advertising program. 

* a ” 


Motor Trend Scores High 


Readership marks 250 percent 
higher than those made by maga- 
zines of a general nature have been 
scored by Petersen Publishing’s 
monthly Motor Trend in a special 
Starch Research Survey. 

In quizzing readers of a repre- 
sentative issue of the magazine, 
slanted at U. S. car owners and 
auto hobbyists, Starch researchers 
learned that at least three articles 
in the single issue had scored higer 
than 50 percent in the “Read Most” 
category—a mark more than twice 
as high as usual magazine editorial 
readership. 

Advertisers in the issue made out 
equally well. Scores in the 30s, 40s 
and even 50s were made in the 
“Noted” category with J-Wax scor- 
ing a 56 percent. 

7 


* ” 
AAC Sets Meeting Dates 


S. R, Robinson, president of Au- 
tomotive Advertisers Council, has 
(Continued on Page 77, Col. 1) 
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Affecting Factories and Dealers... 





Auto Advertising 


(Continued from Page 76) 


announced that the Council’s spring 
meeting will be held at the Cham- 
perlain Hotel, Old Point Comfort, 
Ft. Monroe, Va., June 3-6, The fall 
meeting has again been scheduled 
for the St. Clair Inn, near Detroit, 
Sept. 23-26. 


* * 


Simoniz Names Bulger 

William E, Doscher, market re- 
search manager of Simoniz Co., 
has announced the appointment of 
William P. Bulger as consumer re- 
search supervisor in the market 
research department. 

Bulger formerly was marketing 
research manager at Illinois Tool 
Works. 

Also appointed, was Philip Ca- 
tugno as market analyst. He was 
recently released from military 
service. “i 

* 


Purolater Project in April 


The 1957 National Filter ‘Check 
Time promotion swings, into opera- 
tion in April under the sponsorship 
of Purolator Products, Rahway, N. 
. manufacturer of automotive fil-| 
ters. 

The promotion will be backed by 
the full strength of national adver- 
tising and point of sale merchan- 
dising by all dealers from coast to| 
coast selling Purolator oil filters. 

* ” * 





Highway Writers Contest 


Entries in the 1956-57 Ted V. Rod-| 
gers journalism awards competition | 
from writers of articles and edi- 
torials dealing with highway im- 
provement or problems of highway | 
use are now being accepted by the| 
American Trucking Assns. Founda- | 
tion, 1424 Sixteenth St. N. W.,| 
Washington 6, D. C., it has been} 
announced by Walter F. Carey,| 


chairman. 
* ? > 


j 
Names 

Ralph G. Hesler, formerly in| 
charge of public relations for) 
Chrysler Corp.’s Indiana plants, has | 
been promoted to the new position 
of public relations representative | 
for the company’s central market-| 
ing area, comprising 13 midwestern | 
and southeastern states, operating 
from headquarters in Detroit. Rod- | 
ney C. Anderson succeeds Hesler | 
as public relations representative 
for the corporation's Indiana 
plants, with headquarters in Indi- 
anapolis. 

Siler Freeman has joined Kudner 
Agency’s public relations staff in| 
the Detroit office. Freeman was in-| 
dustrial editor of Crowell-Collier| 
magazines. 

Gustave L. Saelens has been ad- 
vanced by Geyer Advertising Inc.| 
to manager of its production and 
traffic department. Saelins joined 
the agency in 1950 as typographic 
art director and was subsequently | 
named production manager. 

Frank B. Heib has been appointed | 
district manager for Michigan and| 
the Toledo area to handle advertis- 
ing accounts for Automotive Serv- 
ice Digest, according to an an- 
nouncement made by Oscar H. 
Baehler, publisher. 

He formerly covered the Detroit 
area for many years for American 
Weekly. 


James V. Miniter has been named 
an account executive for Hall-Scott 
& Associates advertising and mer- 
chandising agency, Detroit. 

Lewis H. Happ has been ap- 
pointed media director for Geyer 
Advertising, Inc. Happ joined Geyer 
in 1954 as senior space buyer. 

John H. Breiel has been ap- 
pointed advertising director of the 





international editions of Reader’s 
Digest. Breiel joined Reader’s 
Digest in 1945, has been associate 
advertising director of the interna- 
tional editions since 1954. 


Halsey Davidson, vice - president 
of Campbell-Ewald Co., Detroit na- 
tional advertising agency, has been 
appointed a member of the board 
of the Development Council of the 
University of Michigan. 

Emory R, Chenoweth, formerly 
with the Crowell-Collier Publishing 
Co., has joined the New York ad- 
vertising sales staff of “U. 8S. News 
é& World Report.” John K, Chris- 


tian, also formerly of Crowell- 
Collier, has joined the paper’s St. 
Louis office. 


William A. Renner has joined 
Dodge as assistant sales promotion 
manager, Renner fomerly was as- 
sistant account executive with 
Campbell-Ewald. 


Ethel Norling has joined the staff 
of Renault of France, where she 
will act as personal assistant to 
Robert L. Lamaison, General Man- 
ager, for public relations and adver- 
tising matters. For the past six 
years, Miss Norling has been adver- 
tising and overseas sales manager 
for Hambro Automotive Corp. 

Anthony M. Costanzo has joined 
the staff of the newly-formed Gen- 
eral Public Relations, Inc., division 
of Benton & Bowles. In his new 
post he will continue to handle au- 
tomotive public relations for the 
Upholstery Leather Group account. 





Before joining Benton & Bowles, 
Costanzo was employed by Arndt, 
Preston, Chapin, Lamb & Keen. 

John H. Slemenda, sales promo- 
tion manager of Homestead Valve 
Mfg. Co., Coraopolis, Pa, has been 
appointed chairman of the Adver- 
tising Distribution Practices Com- 
mittee of the Automotive Adver- 
tisers Council. Slemenda succeeds 
Robert Schoonover, Thompson 
Products, Inc., who has relinquished 
his position on the Council due to 
transfer to other activities with his 
company. 

Roger A. Purdon has been ap- 
pointed vice-president of McCann- 
Erickson, and New York group 
head on the Chrysler division 
account. Purdon formerly was with 
Bryan Houston, Inc., where he 
served as vice-president and crea- 
tive director. 

Richard Malkin, who for the past 
four years has been an account 
executive for J. Walter Thompson 
advertising agency, has joined 
Look magazine as assistant mer- 
chandising manager. 

Reg W. Twiggs has been elected 
a vice-president of McCann-Erick- 
son advertising agency, and man- 
ager of the agency’s Los Angeles 
office. He succeeds Burt Cochran, 


who has been vice-president and 
manager since 1941. Cochran 
remains as a member of the advis- 
ory committee of the agency. 


William Callahan and Allan La- 
Bow have been appointed Detroit 
advertising representatives for 
Motor Trend magazine. 


Harry M. Detjen, formerly east- 
advertising manager of Family 
Weekly, has joined the magazine 
sales staff of Metropolitan Sunday 
Newspapers, Inc. 

Rex L. Riley, formerly with the 
Adrian, (Mich.) Daily Telegram, 
has joined the sales staff of the 
Detroit office of Scolaro, Meeker & 
Scott, newspaper representatives. 

Donald R. Brown, former editor 
of the Detroit Adcrafter, has joined 
the advertising firm of Denman and 
Baker, Inc. as a copywriter. 

Donald M. Mullen has been 
named a group account supervisor 
for Campbell-E w ald Co., Detroit. 
He has been associated with several 
national advertising agencies in De- 
troit. 

Joseph W. Pearson has been ap- 
pointed an account executive in the 
Detroit sales office of Outdoor Ad- 
vertising, Inc. He formerly was a 
partner in Todd & Pearson, outdoor 


advertising sales representatives 
firm. 

T. Jack Henry has been elected 
a vice-president of McCann-Erick- 
son, Inc., and director of client 
service in Detroit. Henry formerly 
was advertising and sales promo- 
tion manager of Mercury. 

William D. Laurie jr., has been 
named director of planning for the 
Detroit office of J. Walter Thomp- 
son Co, Laurie formerly was vice- 
president and director of Maxon, 
Inc., Detroit. 

M. J. Wurzbach has been named 
to the new post of staff director of 
product information at U. S, Steel 
Corp. Wurzbach leaves the position 
of assistant district director of 
public relations in Cleveland to 
establish offices of the new section 
in Pittsburgh, 


Longpre Aids Hospital 

MONROVIA, Calif. — Bob Long- 
pre (Pontiac) has donated a new 
sedan to the Santa Teresita Hos- 
pital in its drive to raise $350,000 
for a new maternity wing. The Pon- 
tiac was purchased for $5,000 and 
the money turned over to the hos- 
pital, 
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The answer was found by Dunlop in the AccuRay® industrial nucleonic 
process. This advanced atomic powered machine assures an exact amount 
of protective rubber uniformly applied to each and every ply cord. 


Asa result... 
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Combined with Tension-Free Construction, Max-Grip Tread, Infra- 
Red “tempering” of Nylon and other advances...Dunlop offers the 


best value in tires. 


DUNLOP'S AccuRay PROCESS 


Beta Rays, emitted from Strontium “90”, 
scan sheets of coated tire cord, controlling i 
uniform application of select insulating rub- 
ber within precise tolerances of +.001 inch. 
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Dunlop plies are stronger through every square inch. They— 
insure greater-than-ever protection against road hazards. 

eliminate dangerous ply-chafing...internal heat build-up... 
premature tire failure. 
are better balanced to introduce new driving comfort and 
additional mileage. 


ATOMIC ENERGY 


For years, tire producers have been trying to come up with a sure 
method of obtaining uniform application of rubber to cord plies. Too 
much rubber coating results in excess friction and heat build-up. Too 
little permits critical ply separation and shearing action between plies. 
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DUNLOP 


DUNLOP TIRE & RUBBER CORPORATION, BUFFALO 5, N.Y. 
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Alloy Steels Adds Laboratory— 


Here is a partial view of the fully equipped metallurgical laboratory now a part 
of the facilities for serving customers of Alloy Steels, Inc., Detroit. The laboratory will 
enable metallurgists to offer prompt assistance to customers with problems related to 
hardness, structure or heat treatment of steels for any specific requirements. It also 
makes available on-the-spot consulting service for rapid and complete analysis of 
metallurgical problems involving tool and alloy steels. J. E. Carter, shown seated at 
the microscope, will be in charge of the laboratory. 


Technical 


Olin Mathieson Names 


Rowe; Hunt Heads Plant 


Olin Mathieson Chemical Corp. 
has named Carl R, Rowe manager 
of its Omal (O.) rolling mill and 
Troy B. Hunt has been named plant 
manager of Olin Revere Metals 
Corp.’s reduction plant in the same 
city. 

Hunt formerly was reduction 
plant superintendent for Reynolds 
Metals Co. at Lister Hill, Ala, 
Longview, Wash., and Corpus 
Christi, Tex. Rowe had been pro- 
duction engineer at Kaiser Alumi- 
num & Chemical Corp. 

° * + * 


Buick Boosts McGrath, 


3 Others in Engineering 


Paul E. McGrath has been ap- 
pointed Buick staff engineer in 
charge of experimental engineer- 
ing. He succeeds Adolph Braun, 
who has been appointed chief en- 
gineer of Rochester Products divi- 
sion of General Motors, 

Other Buick promotions include 


Personnel 


Levi R. Grandy, assistant experi- 
mental engineer; Lewis G., Wixon, 
superintendent of experimental 
manufacturing and Leland Furse, 
assistant superintendent of experi- 
mental manufacturing. 

+ + * 


Bohn Names Kingsley 
Bohn Aluminum & Brass Corp., 
has announced appointment of Dr. 
Gerald V. Kingsley as director of 
research, replacing William E, Mc- 
Cullough, retired. Dr. Kinsley was 
chief metallurgist before his pro- 


motion. 
2 = 


AC Spark Plug Names 


Fitzgerald and McDougall 
Glen R. Fitzgerald has been 
appointed chief automotive en- 
gineer of AC Spark Plug and 
John A, McDougal has been 
named assistant chief engineer 
of the instrument group. 
Fitzgerald has been director of 
process development section of 
General Motors’ manufacturing 


THIS GUARANTEE 


Dares to 


be Different! 


Only Kendall’s Unique Lubrication Guarantee Plan 
Gives You All These Benefits 


Gives you complete freedom in selecting the 
items you choose to include in the contract. 
Lets you retain complete control of pian. 
Your customer list never leaves your hands. 
Free choice of how the contract is offered. 


Increases your service absorption per- 
centage. 


Assures customer satisfaction by extending 


new car warranty. Guarantee can even be 
transferred to second purchaser at your 


option. 


Keeps customers returning to you regu/arly — 
every 3O days or 1000 miles. 

Free Follow-up, Seasonal and Thank-you 
cards. Custom imprinted for you. 


More customer contact increases opportu- 


nity for repeat car sales. 


BACKED BY KENDALL DEALER LUBRICATION WARRANTY 
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staff since June 1, 1953. Me- 
Dougal, since Dec. 1, 1956, hag 
been special assignment engineer 
in automotive electronics. 

+ * : 
Hall Appointed Director 
At GM Technical Center 


Harry D. Hall has been appointed 
a director of proc. 
ess development 
section at Gen. 
eral Motor Tech. 
nical Center, De. 
troit. 
Hall succeeds 
Glen R, Fitzger. 
ald, who has been 
appointed chief 
engineer of auto- 
motive products 
for AC Spark 
MH, D, Hall Plug division, A 
master mechanic at New Departure 
division’s Bristol (Conn.) plant and 
a 1942 graduate of GM Institute 
Hall joined GM in 1939 with Tern- 
stedt division, Trenton, N. J. 
+ + e 


Simons Heads Research 


At Bostrum; Radke Named 


Allison K. Simons has been ap- 
pointed director of engineering 
and research for Bostrum Mfg. 
Co., Milwaukee. 

Replacing Simons as chief engi- 
neer is Arthur O. Radke. Radke 
formerly was chief experimental 
engineer and worked with Simons 
on company research projects. 

* > . 


Swallow Heads Plant 


William J. Swallow has been 
named manager of Ford division's 
Chicago assembly plant. He for- 
merly was plant manager in Buf- 
falo. In Chicago, Swallow succeeds 
S. L. Simmons, who has been pro- 
moted to plant manager at Mah- 
wah, N. J. 

* * * 
Neulinger Appointed 

Appointment of Karl H. Neulin- 
ger to commercial engineering 
manager of the Westinghouse mini- 
ature lamp department has been 
announced, Neulinger will make his 


|office at the lamp division head- 


quarters in Bloomfield, N. J. 
+ . > 


AMC Promotes Cenzer 
To Chief Body Engineer 
Carl W. Cenzer has been pro- 
moted to chief engineer in charge 
of all body activities for American 
Motors Corp. 
A 29-year vet- 


| eran of the auto 


industry, Cenzer 

formerly was on 

special assign- 

ment in the body- 

engineering sec- 

tion. He had been 

development en- 

gineer for Hudson 

from 1944 until 

the Nash-Hudson 

merger in 1954. C. W. Cenzer 
Cenzer entered the auto industry in 
1927 with Dodge and later served 
with Graham-Paige and Willys- 
Overland. 


+ > > 


Hagar and Landy Named 


Firth Sterling, Inc., has an- 
nounced appointment of Herbert H. 
Hager as general superintendent, 

(Continued on Page 79, Col. 1) 


Exhaust Study 
Canadians Eye Device 


To Burn Fumes 


TORONTO. — An exhaust after- 
burner may be used in new cars 
later this year to reduce drastically 
deadly fumes. 

At least one major auto pro- 
ducer reportedly is considering 
using an adaption of the after- 
burner on its 1958 models to ignite 
the unburned fuel and consume the 
many forms of hydrocarbons now 
spewed from exhausts, 

According to one expert close to 
the experiments, an estimated 50 
percent of the fumes now hazard- 
ous to life and crops would be elim- 
inated. 

Paul Martin, minister of health, 
revealed in the House of Commons 
that two large Canadian manufac- 
turers are pooling research to com- 
bat the menace of exhaust fumes. 


Mattison Adds Line 
ROCKFORD, Ill. — The line of 
production grinders formerly built 
by Mercury Engineering Corp. has 
been purchased by Mattison Ma- 
chine Works here. 
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Technical Personnel 





(Continued from Page 78) 


steel production, Hager joined the 
steel division in 1937, He formerly 
was superintendent of production 
planning in the division, Thomas 
E. Landy, formerly assistant super- 
visor of steel production, replaces 
Hager. 

* + 5 
Rochester Appoints Olson 
Engineering, Sales Director 


Elmer Olson has been promoted 
to the newly created position of 
engineering. and sales direction at 


~~. 





A, F, Braun 


Elmer Olson 
the Rochester products division, 
General Motors Corp., Rochester, 
N. Y. 

Succeeding Olson as chief engi- 
neer will be Adolph F, Braun, staff 
engineer of experimental engineer- 
ing for Buick. F. Dean Lowell will 
continue as sales manager, report- 
ing to Olson, as will Braun, and 
E. A. Kehoe will continue as assist- 
ant chief engineer, reporting to 


—.. *" 2 *e—~er™. .... 
Firth Ups McKown 


Kenneth E. McKown has been 
appointed product manager, Class 
I steel products and special shapes, 
for Firth Sterling, Inc., Pittsburgh. 

= * * 


Cary Elected Vice-President 


Of Standard Products 


Beecher B. Cary has been elected 
engineering and research vice- 
president for Standard Products 
To., Ctevelard. 

Cary joined Standard Products in 


L. A. Young Builds 
Garbage-Loading 
Body for Trucks 


“~DETROIT.—L, A. Young Spring 
& Wire Corp. has announced that 
it has acquired manufacturing and 
sales rights to a newly designed 
garbage and rubbish truck body 
with a continuous loading tailgate 
assembly. 


-_~-- 


A license agreement gives L. A.| 


Young exclusive worldwide rights 
with the exception of Canada, said 
N. D. Ely, president. 


He said the unit will be manu- | 


factured by the company’s Day- 
brook Hydraulic division of Bowl- 
ing Green and Upper Sandusky, O. 
It will be sold in the U. S. through 
Daybrook’s dealer organization. 

The new hopper-type garbage and 
rubbish truck body is designed to 
permit loading and packing in a 
continuous, automatic cycle. There 
is no waiting for the hopper to be 
emptied. 

Bigger loads are made possible 
by an exclusive pre-crushing action 
which compresses large cans, crates 
and boxes into a small space-saving 
area, said Ely. A safety feature is 
the elimination of gears, chains or 
any exposed mechanism that could 
be dangerous to loading personnel, 
he said. 


Wagener Offers 
Plating Chemicals 


DETROIT, — Wagner Brothers, 
Inc., manufacturer of plating auto- 
mation, equipment and _ supplies, 
has entered the plating chemical 
Processing field, 

The following processes are com- 
pounded: Iso-brite copper, white 
brass, cadmium, zinc, Iso-Lok chro- 
mate finishes, Wabrite nickel and 
Krome-on, 

Also introduced recently is a line 
of metal cleaners. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
Plus many other pertinent facts concerning 
the automotive industry, every week 
throughout the year. 








1951 as director of engineering and 
research. He formerly was engi- 
neering vice-president and a direc- 
tor of Hayes Industries, Jackson, 
Mich., and was graduated from the 
University of Michigan in 1930 with 
a degree in aeronautical engineer- 
ing. 
= + * 


Handy Joins Seiberling 


Donald A. Handy has been named 
manager of the newly-created | 
methods department at Seiberling 
Rubber Co., Akron. He formerly 
was @ supervising engineer with 
Kenneth A. McIntyre Associates, 
Cleveland management consulting 
firm. 


* * * 


Steckling Is Appointed 
Plymouth Chief Engineer 


Arnold W. Steckling has been 
appointed chief engineer of Plym- 
outh, succeeding Robert Anderson, 
who has been assigned new duties 





as an executive engineer in Chrys- 
ler Corp.’s engineering division. 

Steckling came to Plymouth from 
the Chrysler engineering proving 
grounds, where he was assistant 
chief engineer in charge of vehicle 
testing. He joined Chrysler Corp. in 
1936 and was assigned to the dyna- 
mometer laboratory at central engi- 
neering until early in World War II 
when he was made project enginer, 
the devolopment and testing of the 
tank engine. 

= * = 


Sutton Corp. Appoints 


Five Field Engineers 


The appointment of five field serv- 
ice engineers has been announced 


by O. A. Sutton Corp., Inc., Wichita, . 


Kans. 

They are J. Shenos jr., Washing- 
ton; Jim Middleton, California; 
Claude Rhea, Memphis; W. G. 
Nichol, Kansas City, and W. E. 
Patterson, Cleveland. Other engi- 


|neers with Sutton include Gene 


Bogardus, New York; Ralph Ball, 
Atlanta, and J. N. Kirkland, Hous- 


ton. 
* * > 


Wilkening Promotes 


Braendel, Two Others 
Wilkening Mfg. Co., Philadelphia, 





has announced the following pro- 
motions: 


H. G. Braendel, director of engi- 
neering and production, to vice- 
president in charge of engineering; 
J. O. Lutz, assistant chief engineer, 
to chief engineer, and H. O. Mof- 
fett, production manager, to factory 


manager. 
+ 


Delco-Remy Names Kruger 
Assistant Chief Engineer 
Rine Kruger jr. has been named 
assistant chief engineer in charge 
of all divisional 
battery engineer- 
ing activities for 
Delco-Remy, An- 
derson, Ind. 
Kruger has di- 
rected Delco- 
Remy’s battery 
engineering since 
August, 1955, re- 
porting to T. L. 
Kendall, who re- 
q cently moved to 

Rine Kruger jr. GM’s United Mo- 
tors Service division as merchandis- 
ing manager for the Delco battery 
line. 

In his new post, Kruger will re- 
port to Chief Engineer Herman L. 
Hartzell. 





High Fidelity Aids 


Ears of Grinders 


WAUKEGAN, Ill.—Grinder oper- 
ators at Johnson Motors here say 
they “play by ear” by listening to 
the dressing tool during its pass 
across the wheel, The sound tells 
them when the wheel has “sparked 
out,” indicating a properly dressed 
wheel. 

However, at Johnson they have 
added high fidelity electronic equip- 
ment to amplify the sound to elim- 
inate guess work. 

This equipment has been mounted 
on two Norton six-inch angular 
wheel head grinders used to plunge- 
grind the thrust face and bearing 
diameter on spiral gears used in 
the Johnson outboard motors. 


Legette Honored 

CAIRO, Ga. — Howard Legette, 
owner of Cairo Motor Co., has 
been chosen Grady County’s “Man 
of the Year” for his service in 
civic activities and community 
development. The award was pre- 
sented at the annual Chamber 
of Commerce banquet. 
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New Yorker Buys in Missouri 


ST. LOUIS, — Personality is still 
one of the most important factors 
in making an auto sale—and this 
is attested by the fact that a dealer 
in a town near here sold one of 
his highest priced models to a visi- 
tor from New York. 

It happened that a New York 
couple was visiting friends in the 
dealer’s town. 

The hosts were friends of the 
dealer, but were not customers, The 
visiting couple were discussing a 
certain make automobile and the 
host suggested t hat he call his 
friend, the dealer, and they have a 
look at it. 

The dealer was glad to show the 
car and the visitor went into price 
and accessory details and picked 
out a car and trimmed it the way 
he wanted it. The dealer had no 
idea of making the sale but told 
him about what would be allowed 
for the car he was driving. In the 


end it was all wrapped up for fun 
—like playing poker for matches. 

Then the New York visitor asked 
calmly: 

“When can I get it?” 

The dealer somewhat flustered 
said he didn’t know, since it would 
have to be ordered. They talked an 
hour over coffee and still the dealer 
did not consider it a bona-fide deal. 

A week after the couple had 
returned to New York, the pros- 
pect called long-distance and told 
the dealer he wanted the car and 
asked him to order it. 

He ordered the car and before it 
arrived, he received another call 
from the New Yorker to discuss 
more details. When the car arrived, 
it was serviced and the buyer noti- 
fied. Then came another call to 
talk about details of picking it up. 

The dealer told the buyer he had 
a son in Washington who he ex- 
pected to pick up in a car and 
suggested that he drive the new car 
and meet the New Yorkers half- 
way. The end result was that he 





delivered the car to the new owners 
in Pittsburgh, 

The man’s wife was delighted 
with it. They turned over their 
tradein, paid for the new car and 
promised to buy another car from 
the dealer in a couple of years. 

Exactly why the New Yorker 
bought his car in Missouri is not 
known precisely, except that after 
the first conversation the New 
Yorkers voiced their enthusiasm 
for the dealer’s honesty and candor. 

An added result of the deal is 
that the host is an executive in a 
large plant and he has been driving 
a car of a make different from that 
handled by his dealer-friend. He is 
now impressed that this dealer has 
something that he has not been 
getting from other dealers, and he 
is looking over the new crop of 
cars. 

His influence in sending buyers to 
this dealer is valuable and impor- 
tant. 

“I thought I was working for 
nothing,” the dealer said, “and I 


Vv 
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Dodge Stresses Customer Service— 


Dodge officials are stressing the firm's new customer-service plan in a series of 


regional meetings throughout the country. 


Here, service division executives from Lo; 


Angeles, San Francisco and Portland (Ore.) regions show their enthusiasm for the 
service program at a meeting in Los Angeles. Standing at the head of the table, 
from left, are R. H. Kline, Dodge field supervisor; W. M. Spencer, national service 
director; and L. F. Desmond, sales vice-president. 


never did try to sell him. I did 
try to give him all the information 
he wanted on the car for which I 
was the dealer so that he could 


The best things in life are ...W-H-A-A-T?!7? 


If your product is sunshine and blue skies, you’ve 
got it made. But if you sell down-to-earth things 
like shiny new cars or good things to eat you know 
how important it is to reach the people with the 


most buying power. 


There’s a goodly amount of buying power in Met- 
ropolitan Detroit, and WJR is the radio station 
that can help you reach it. You see, 81% of the 
purchasing power is controlled by folks 30 years 
and over. In an average day WJR reaches more 


listeners in this select group than the next six 
Detroit stations combined! 


These fabulous figures are through the courtesy 
of the Bureau of the Census—and the result of a 


survey made by Alfred Politz Research, Inc. They 


The Great Voice of the Great Lakes 


WIJR... 


CBS Radio Network 


50,000 Watts 


prove just who has the buying power, and how 
completely WJR reaches them. 


If you have something to sell in the Detroit-Great 
Lakes area, ask your ad manager or have him con- 
tact the Henry I. Christal office nearest you. 


* 


Your children will have 
more buying power in 
the future if they have 


better schools toda y- 


make an intelligent buy from any 
other dealer. 

“It all goes to show that when 
you're telling people about the 
desirable qualities of the cars you 
are selling that you are never work- 
ing for nothing and that you never 
can tell when bread on the waters 
will return multiplied.” 

—L. H. Howck. 


New Trico Blade 
Aims at De-Icing 


Auto Windshields 


BUFFALO. — Winter weather is 
spurring talk in the auto industry 
of developments in windshield 
wipers for cold-weather driving. 

Trico Products Corp, here said 
it has experimented with a number 
of such devices, Once it turned out 
a “sleet blade” which had a chem- 
ical solution to cut ice. And Tricos 
engineers have worked on a wiper 
blade with heated water conducted 
through it. 

Right now Trico said it is bank- 
ing on its “arctic” blade. This blade 
and its moving parts are encased 
in a rubber jacket which clears 
the windshield in much the same 
manner as an airplane wing is de- 
iced. 

Heated blades, generally, have 
not been regarded by the auto in- 
dustry as very promising because 
of two principal factors: Vast im- 
provement in car heaters and 
defrosters over the years, and the 
possibility of cracking the wind- 
shield while at rest. 


Southwest Show 
Slates Banquet 


DALLAS. — The Southwest Auto- 
motive Show has completed plans 
for a banquet in the Statler Hilton 
Hotel Apr. 4, the opening day of the 
exhibition. 

Nearly 250 manufacturers will 
occupy 400 booths at the show 
which will be staged in the Auto- 
mobile Building of Dallas’ Fair 
Park. About 350 jobbers have 
signed up as sponsors of the event. 

This will be the last Southwest 
show until 1959. The site of the 1959 
event has not yet been decided. 


Used-Car Notes 


NEW YORK. — The New York 
Used-Car Dealers Assn. has an- 
nounced that its 11th anual dinner 
meeting will be heid at the Waldorf- 
Astoria Hotel, May 12. 

At that time, the 1957 Buyer’s 
Guide will be off the presses. It is 
distributed, said Julian Ostro, exec- 
utive director, among the used-car 
dealers in the state of New York. 
The committee handling arrange- 
ments of the meeting includes 
George Rankell, chairman, Joseph L 
Wolfe, and Harry Gottlieb. 

* 7 


a 

Bonding Firm Signs 125 

ALHAMBRA, Calif. Bewley 
Allen, of Bewley Allen Automobile 
Co. here, has reported that more 
than 125 dealers in Southern Cali- 
fornia have signed with National 
Bonded Cars. The firm insures 1953 
to 1957 cars against mechanical 
failures for one year, after in- 
spection. 














Net sales billed by Westinghouse 
lectric Corp. during 1956 totalled 
$1,525,375,000, an increase of 6 per- 
sent over 1955, Gwilym A. Price, 
hairman and president, said last| 
Net income, after applying the) 
last-in-first-out method of inventory 
valuation, was $3,492,000, he said. | 
Before giving effect to inventory | 
valuation, he said, net income was} 



















000 in 1955. 





Sharon Steel Sets Record 
With $180,044,408 Sales 


rom lo, 4. >2les and revenues of Sharon 
for the Steel Corp. totalled a record $180,- 
e table, $044,408 in 1956, compared with $173,- 

service §095,949 in 1955. 
___ § Total earnings amounted to $6,- 
005,530, compared with $7,987,622 in 


m any ithe previous year. 
* * * 






eries of 







- = Sealed Power Reports 


rs you Dnd-Best Sales Earnings 















work- 7 he 1956 sales and earnings of 
| never Kealed Power Corp., Muskegon, 
waters ich., were the second highest in 
—_ ompany history, according to Pres- 


dent Paul C. Johnson. The record 
year in each category was 1955. 
Earnings in 1956 were $1,496,769 
bn sales of $22,574,092. In 1955, the 
rompany earned $1,744,958 on sales 
bf $23,780,499. 





le 


8 
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ther is 
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- * + 

Profit of $12,980,828 
Reported by Eaton 

Eaton Mfg. Co. has reported a 
1956 net income of $12,980,828, as 
compared with its record $13,285,496 
umber fin 1955. 

ed out § The report said that sales of the 
chem- Feompany’s 16 divisions and two 
Tricos Jsubsidiaries amounted to $227,196,- 
wiper 9703 in 1956, as compared with the 
ducted Bprevious record of $218,116,159 in 


955. 
bank- * * * 
can Waukesha Earnings 
‘aaa Waukesha Motor Co., Waukesha, | 
same }i8., announced that its earnings | 
is de. POF Six months ended Jan. 31 were) 
956,132. 
> * * 
have : 
ito in- Tung-Sol Electric 


pcause Tung-Sol Electric, Inc., annual} 
st im- freport, 1956 vs. 1955: Earnings, $2,- 
s and §§09,397 and $3,239,393; sales, $53,- 
1d the §838,822 and $51,114,549. 
yind- * * * 


Commercial Solvents 


Commercial Solvents Corp., New 
j York, annual report, 1956 vs. 1955: 
Net earnings, $2,830,591 and $3,451,- 
$13; sales, $58,745,254 and $56,623,754. 
- : - 
Auto- Lee Rubber & Tire 


lans 
hiiton Lee Rubber & Tire Corp., first, 


of the quarter of fiscal year, 1957 vs. 1956: 
Net sales, $10,612,968 and $10,845,626; 
. wil] Paet profit, $336,417 and $312,795. 


show * * * 
Auto- Towmotor 
Fair 


have Towmotor Corp., 1956 vs. 1955: Net | 
event reales, a record $34,964,086 and $23-| 
hwest 417,094; net earnings, a record $2,- 
e 1959 861,034 and $1,869,128. 


d. + = * 
Flintkote 


Flintkote Co., 1956 vs. 1955: Sales, | 
& record $107,085,509 and $100,995,- 
922; income, $5,801,974 and $4,945,694. | 

* © + | 


York [$3,055,503 Profit in ’56 
s_an- [Reported by Houdaille 


inner 
roe Houdaille Industries has reported 


a net profit of $3,055,503 for 1956, 
uyer’s [compared with $2,753,754 for 1955. | 
It is | This was earned on net sales of 
exec- 1$75,423,565 which compares with 
d-car |sales of $84,576,426 for the year 1955, 
York. }according to Ralph F. Peo, presi- 
ange- | dent. 
ludes . « * 


ph L Goodyear of Canada 


Goodyear Tire & Rubber Co. of 

Ss Canada, Ltd., annual report, 1956 

owley vs. 1955: Earnings, $6,222,804 and 
$4,397,946. 


1obile a oe 
Gals Allied Van Lines 





ional | Allied Van Lines, Broadview, Ill. 
$1953 |has reported gross revenues for 
nical {1956 of $49,178,239 which was said 
* inm- [to be an increase of 9.7 percent 

over the 1955 record. Total ship- 





On the Financial Front 


ments for 1956 were 118,997 as com- 
pared to 106,170 in 1955. 


* ¥* + 
Industrial Rayon 
Industrial Rayon Co., Cleveland, 
annual report, 1956 vs. 1955: Profits, 
$4,543,719 and $10,681,279; sales, $59,- 
316,290 and $83,657,815. 


x * * 


Associates Investment Buys 


$15,537,000, compared with $42,803,-| Denver Insurance Firm 


Associates Investment Co.’s offer 
to exchange 85,000 shares of its $10 
par value common stock for all of 
the issued and outstanding shares 
of Capitol Life Insurance Co., Den- 
ver, has been accepted by Capitol 
shareholders, according to Robert 
L. Oare, Associates board chair- 
man. 

Capitol was founded in 1905. Total 
admitted assets were in excess of 
$35 million and insurance in force 
amounted to more than $200 million 
as of Dec. 31, 1956. Oare said Clar- 
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ence J. Daly would continue as 


president. 
* * 


Station WJR 


Radio Station WJR, Detroit, 1956 
vs. 1955: Advertising revenue, a rec- 
ord $3,516,764.70 and $2,759,802.76; 
net earnings, $478,112.09 and $274,- 
738.61, 

* * * 
3M Reports Increases 


In °56 Sales, Earnings 


Minnesota Mining & Mfg. Co. re- 
ported that consolidated sales for 
1956 were $330,807,692, an increase 
of 17 percent over the 1955 volume 
of $281,860,717. Net income was $38,- 
437,684, compared with $34,323,370 
in 1955. 

President Herbert P. Buetow and 
Board Chairman William L. Mc- 
Knight called 1956 one of the com- 
pany’s “best and busiest years.” 
They noted that consolidated sales 
have nearly doubled in the past five 
years. 


Patrol Cars Purchased 
AIKEN, S. C. — The Aiken 
county sheriff’s department has 
purchased three new patrol cars 
from Hollingsworth Chevrolet Co., 
low bidders. 





There are important differences in oil. 


100% Pure Pennsylvania—the world’s finest 
—Wotr’s HEap is refined three steps beyond 
ordinary motor oils and then Scientifically 
Fortified to make it the “finest of the fine.”’ 
Wo tr’s HEap is the superior Premium motor 
oil that makes a difference—to your cus- 


tomers . . . and to you. 


To your customers, WouLF’s HEap lubrication 
can mean the difference between happy, 
trouble-free motoring . . 
and costly, avoidable repairs. To you, it can 
mean the difference between occasional cus- 
tomers and satisfied, steady customers who 
know that they are getting the best. 


to both you 


and your 
customers! 


. or faulty operation 


That’s quite a difference. 


Freel 








WOLF’S HEAD OIL REFINING CO., INC. 


OIL CITY, PA. 


“GUIDE TO THE WEATHER” 
Folder. Tells how to forecast 
weather. Write for a copy. 











Luncheon Conferees— 


More than 50 Dodge dealers in the Cleveland area were addressed at a luncheon 
meeting by M. C. Patterson, Dodge president, and L. F. Desmond, sales vice-president, 
in the second of a series of management-dealer meetings scheduled throughout the 
nation. Among those in attendance were, from left, Alex Dragon, Frank Elliott, Benny 
Blaushild, Desmond, Sandy Miller, and Al Podway. 





100% PURE 
PENNSYLVANIA 


@ Longer lasting 
®@ Superior protection 

@ Keeps engines clean 
@ Keeps power high 
















Aa el ae: 


SIMCA 


DEALERSHIPS 
AVAILABLE 
for the 


EASTERN U. S. 


SIMCA, the number two car in 1956 
west coast import registration, is now 
being introduced in the east. 









For qualified dealers, SIMCA offers un- 
usual profit opportunities without any 
increase in overhead— 













© SIMCA may be dualed ® Family, Sport, Suburban 
with domestic cars. See 
Feb. 18th AUTOMOTIVE 
NEWS. 


© A great and ever ex- 
panding market. 


© Wide price and model 
range—$1595 to $2889. 


for complete details, write on your 
company letterhead to: 


PARIS AUTO, Inc., 


41-38 39th St., Long Island City 4, N. Y. 


and Commercial Models. 






©@ Full mark-up. 







® Extra sales to tourists 





going abroad. 
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Canada’s “Tight Money’ Hit 


Accountant Urges Pressure on Government, 


Or Bank Will ‘Run Things’ 


By F. H. Fullerton 
Staff Correspondent 

VANCOUVER, B, C.—Executives 
who do nothing about the present 
tight-money situation in Canada 
simply are letting the Bank of 
Canada run things, according to 
William M. Anderson, a chartered 
accountant, speaking before the 
joint convention of the Vancouver 
and British Columbia Motor Assns, 
here. 

Anderson said it was his belief 
that the government was not 100 
percent in favor of the restric- 
tions, but by absence of protest 
from businessmen it would let the 
policy run along. 

“The spending budget of the Gov- 
ernment is encouraging inflation by 
draining off men, money and ma- 
terials badly needed by industry,” 
he said. 

Anderson said that he knew of 
instances where business firms had 
to cut down on purchases of cars 
and trucks this year. He told the 
dealers that, in many instances, 
chartered accountants were re- 
quired to accompany their clients 
to the bank to “give substance to 
a firm’s request for a loan.” 

George Black was elected presi- 
dent of the Vancouver association 
and Harry Gladwell will head the 


Ch 
“il 





+. 


i 


‘, 
cB 


British Columbia group througk the 
coming year. 

Evan Wolfe is first vice- 
president and Fred Deeley jr. is 
second vice-president of the Van- 
couver association, Directors are 
Ed Dueck, William Johnston, 
Lawson Oates, Dan McLean and 
Stewart Begg. 

Black succeeds Roy Begg and J. 


of the British Columbia association. 
Vancouver dealers are consider- 
ing a “strike” against the accept- 


display purposes as they fear a rep- 
etition of last year and an excise 
tax cut cost some dealers thousands 
of dollars, 

The Government ruled that they 
had to pay the tax on unsold cars 
held in stock and they were unable 
to charge this to the buyer, but had 
to absorb the loss themselves, 

Dr. Gordon Shrum, dean of 
graduate studies, University of 
British Columbia, urged develop- 
ment of a distinguished Canadian 





| Canadians for Canadians, 

| He said Canada bought and 
|drove a major fraction of the 
| world’s automobiles but all that 


Canadian manufacturers did was to| 


|copy some other nation’s designs. 


Many industries in Canada| 


| would benefit by the development 
of a truly Canadian car, he said. 
Elson G. Sims, Vincennes, Ind., 
spoke on “Your Profits and Mine.” 
| He said automobile retailers have 
| been operating the greatest 
wholesale give-away program in 
| history over the past four years, 
Increased volume without a pro- 
portionate increase in net profit, he 


WASHINGTON. — Several bills 
have been introduced in Congress 
which propose changes in the Fed- 
eral-Aid Highway Act of 1956 as 
well as additions to the interstate 
systems, according to the National 
Highway Users Conference. 

Rep. J. Arthur Younger, Cali- 
fornia Republican, has introduced 
a measure to create a Department 
of Transportation and Communi- 





cations to be headed by a secre- 
tary of Cabinet rank. 

Under Younger’s bill, all functions 
of the Secretary of Commerce under 
the new highway acts and certain 
independent agencies would be 
transferred to the new department. 

The office of Undersecretary of 
Commerce for Transportation 
would be abolished. 

States that do not levy third- 


structure taxes would be authorized | 


to receive additional Federal-aid 
funds under a bill submitted by Rep. 
James W. Trimble, Arkansas Demo- 
crat. 

The funds would amount to 5 per- 


cent of those authorized under the) 


1956 act. 

The bill states that the policies 
of Congress relative to an acceler- 
ated road building program are 
being obstructed and made in- 
effective by certain highway-use 
taxes, the conference said. 

A bill introduced by Rep. Edward 
H. Rees, Kansas Republican, would 
deny Federal funds for any project 
unless the governing authority 
agrees to maintain speed limits not 
in’ excess of 65 miles per hour on 
controlled-access dual highways and 
60 and 55 miles per hour, by day 
and night respectively, on all other 
highways. 

Use of billboards and other out- 

7 
Triumph Opens 
Se . a. 
rvice Campaign 

NEW YORK.—Two English auto 
service engineers have opened 
Standard -Triumph’s campaign to 
ensure authentic factory mainte- 
nance in Triumph dealerships in 
the U. S. 

George Fletcher and Joe Smith, 
automotive engineers for 24 years 
each, will conduct informal service 
schools across the country for Tri- 


umph dealers, distributors and 
service personnel. 


| ear, designed and engineered by | 






said, was the most devastating 
dangerous and disastrous thing 
that has ever been allowed to be 
perpetrated upon the industry, 

Dealer insolvency has always 
been caused by excessive overall 
allowances and big discounts 
coupled with too much volume in 
relation to potential, Sims said, 
“The time has come for the 
world’s biggest industry supplying 
the most-wanted product in his 
to dig itself out of the hole it jg 
now in, 

“I urge you to resolve that 
from here on you are going to 
sell your cars at a profit, or they 
are going to sit on your lots 


W. Sherwood is outgoing president; until Doomsday,” Sims said, 


A feature of the convention wag 
a@ panel discussion on the care and 
development of salesmen, led by 


ance of more than enough cars for|Clarke Simpkins. Other speakers 


included Edmund Allen, Depart. 
ment of Labor, and Alden R. Clark, 
president of the Federation of 
Automobile Dealers of Canada. 
The Vancouver association is 
planning to hold its first automo- 
bile show in three years here this 
spring. Details are expected to be 
announced this month, 





Dealer Bankruptcies 


Decline in Canada 


OTTAWA, — There were 22 
auto-dealer bankruptcies in the 
first three quarters of 1956 com- 
pared with 35 in the correspond- 
ing period of 1955, according to 
Canadian Government reports. 

Chief reason for the decline was 
a drop in Quebec, where nine 
bankruptcies occurred compared 
with 21 the previous year. Ontario 
rose from eight to nine, and the 
Atlantic Provinces had one, com- 
pared with none in the 1955 
period. The Prairie Provinces 
dropped from four to three and 
British Columbia from two to 
none. 











Bills in Congress Hopper TT 


New Highway Proposals 


door advertising along the inter- 
state system would be restricted by 
bills introduced by Rep. Robert 
Hale, Maine Republican, and Sena- 
tor Richard Neuberger, Oregon 
Democrat. 


The conference said a number of 
bills have been introduced to in- 
crease mileage of the interstate 
system. Reps. John B. Bennett and 

Victor A. Knox, Michigan Republi- 
cans, and Walt Horn, Washington 
Republican, have brought up a bill 
|calling for a 2,300-mile interstate 
| route from Miehigan to Washington 
State. 

Reps. Dante B. Fascell and Paul 
| G. Rogers, and Senator Spessard 
| L. Holland, Florida Democrats, 

propose bills which would add a 

route from Tampa to Homestead, 
| Fla. 

Senator Margaret Chase Smith, 
Maine Republican, wants two addi- 
tional interstate routes in Maine to 
connect with the international 
boundary. 

Rep. Edwin B. Dooley, New York 
Republican, has asked that all state 
parkways be considered as primary 
highways in the Federal-aid system. 


Mack Expands 
Sidney (O.) Plant 


SIDNEY, O.—As part of the plant 
expansion program of Mack 
Trucks, Inc. ground has been 
broken for a $1.5 
million addition 
to the plant of 
the company’s 
Sidney Division, 
according to 
Mack President 
P. O. Peterson. 

The new con- 
struction will 
provide 143,000 
. quare feet of 

oor space, which fon 
will more than ©: % Peterson 
triple the plant area, Peterson said. 
Completion is scheduled for late 
fall of 1957, but many of the new 
facilities will be in operation before 
that time. 

Peterson said Mack plans to 
move some production operations 
here from its Allentown (Pa.) 
plant. 
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He started work as a farm hand. 

He once studied for the ministry. 
He’s the do-it-yourself genius 

who revolutionized the auto business. 


The Wonderful World of Charles F. Kettering, in the cur- 
rent LOOK, takes you on an inspiring journey. It’s a story 
of the fulfillment of the American dream . . . of an Ohio 
farmboy who became a giant of industry. The article, writ- 
ten by a close associate, tells how “Ket” spent his first wages 
on a telephone so he could take it apart . . . how he over- 
came near-blindness and early failures to develop the self- 
starter, battery ignition, Ethyl gasoline . . . how, at 80, he’s 
hard at work on one of his most ambitious projects. 


The Charles Kettering biography is a typical LOOK 
story—warm, compelling, about people. Through it, and 


many other LOOK automotive articles, 20,000,000 LOOK 
readers more fully understand the great contribution of the 
industry and its people to American family life. 


Through LOOK, automotive advertisers efficiently reach 
a vast, car-minded audience . . . more car-owners and car- 
buyers per advertising dollar than are delivered by any other 
major magazine. That’s an important reason why, in 1956, 
LOOK gained more automotive advertising pages and reve- 
nue than any other magazine . . . why LOOK, America’s 
fastest-growing major magazine, is such a big, convincing 
salesman for the products of the automotive industry. 


| y ( y ( y ie the exciting story of people 
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SOME DEALERS HAVE 100% ABSORPTION FIGURES! 
{National Average is 65°) 


We gvarantee to increase your service absorption figures and fill your shop with cus- 
feber « co otamuate non-productive and unapplied time ... and increase 


and you do not have a service 
+ We promise some new slants 


2170 South Canalport Avenue 


- Call Service Control iu7) ‘Sniise, chicago 8. iN 








WORLD’S BEST FISHING! 
_ LA PAZ, B.C., MEXICO, in Gulf of California 


Many different kinds of game fish in La Paz waters. Marlin, 

* Swordfish and Sails, the broncos of the ocean, latter part of 
March to December. Smaller fish plentiful the year round. 
Good skippers and guides. 5-hour flight in DC3. 8-day trips. 
I conduct every trip. Good boats, hotels. $290.00 includes 
everything. Ideal climate. Plan as far in advance as pos- 
sible. You will like this trip. Write for brochure. 


JOHN D. ARDAIZ Phone LAmbert 5-0792 
1008 No. Highland, Fullerton, Calif. 


Yu 
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WHEN WILL 
BLAKE'S CAR 
BE READY? 


a 


Here’s how you can help increase 


ERVICE JOBS UP T0 50% 


with your present setup! 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 


Lecilone 


INTERCOM, VOICE-PAGING AND 


EXECUTONE, INC., a U-10 
415 Lexington Ave., New York 17, N. Y. 
Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 
Name 
eels 
a 

In Canada—331 Bartlett Ave., Toronto 


L ncahaiciiiacanenes 


AMC Granting 


Single Franchises 
For Metropolitan 


MILWAUKEE.—American Motors 
has begun granting separate fran- 
chises for its British-built Metro- 
politan, according to Roy Aber- 
nethy, automotive distribution 
vice-president. The cars formerly 
were handled by Nash and Hudson 
dealers only. 

He added that the company is 
giving “serious thought” to expand- 
ing the Metropolitan line which now | 
consists of a hardtop coupe and a| 
convertible. 

Abernethy said the growing popu- | 
larity of small foreign cars in this 





country is related to the rising price | 
of gasoline. He mentioned ease of | 
handling as another prime factor} 
and added, “And there’s a certain 
romance for people in buying a car 
imported from Europe.” 

He said the West Coast was the) 
first big market for the Metropoli-| 
tan, followed by the East and the 
South. He said the Midwest was) 
slow in developing, but now is be-| 
coming important. 

If production can be stepped up| 
fast enough, Abernethy said, AMC) 
hopes to sell up to 20,000 Metropoli- | 
| tans this year. 
| Abernethy was in Milwaukee to 
attend an award luncheon for Irv-| 
ing Rosenberg, president of Mil- 
| waukee Nash. In 1956, the company 
| was one of the nation’s three top 
| Nash capeeamnys oe in sales. 





Packaging Parley | 
‘To Open Apr. 8 


NEW os — More than 1,000 
| specialists in packaging, shipping, 
traffic management, materials 
| handling and merchandisng will 
attend the American Management 
| Assn.’s National Packaging Con- 
ference Apr. 8-10 in Chicago. 

The National Packaging Exposi- 
tion will run Apr. 8-11 at the In- 
| ternational Amphitheatre. 

At the conference, the industrial 
| side of packaging will be covered 
| by five representatives of Bendix 
| Aviation Corp. They will form a 
| panel to describe their organiza- 
| tional setup for packaging and its 
| operations. They will also explain 
| Bendix’s program of working with 
| vendors on the packaging of items 
| that become a part of their opera- 
| tion. 


Willys Cheers 


Puerto Rico Teems 
With Jeeps 

SAN JOSE, Costa Rica. — Last! 
|year the residents of Puerto Rico 
| bought more than 1,000 Jeeps, add- 
|ing to a Jeep population estimated 
| to be in the neighborhood of 10,000 | 
units. 

W. S. Pickett, sales manager, 
Willys - Overland Export Corp., 
claims he has never seen such a 
peacetime concentration of Jeeps, | 
with the possible exception of Fort 
| Benning, Ga. 
| What do people do with so many 
| Jeeps on an island scarcely 100) 
| miles long and no more than 35) 
miles wide? 

Feliz A. Thillet, 65, who with his| 
| son, Felix. operates the Jeep fran- 


chise in San Juan, reported that| 
that several hundred Jeeps are be-| 


|ing used by the Puerto Rican police 
to regulate traffic and maintain 
| discipline. 

| Gov. Luis Munoz Marin also has 
| advised citizens that it would be 
| well for them to purchase Jeeps 
to conserve highway space and 
as an economy measure. 


16 Renault Dealer Aides 


Take Course in France 


NEW YORK.—Sixteen representa- 
tives of U. S. dealers and distribu- 
tors for Renault of France are at- 
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tending a two-week automobile 
technology training course in 
France. 

The men are from New York, 
Washington, California, Florida, 
Maine, Oregon and Texas. Purpose 
of the course, Renault said, is to 
keep service facilities in pace with 
the increased imports of Renault 
cars to the United States. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
plus many other pertinent facts concerning 
the automotive industry, every week 
throughout the year. 


HOUSTON now FIRST 


in City Zone Population Standings of Daily 
Newspaper Cities... 500,000 to 1,000,000 


as listed in Standard Rate & Data Service 


500,000 to 1,000,000 
(22 cities) 


Houston, Tex. ............ 
Cincinnati, Ohio ... 
Milwaukee, Wis. 
Minneapolis, Minn. 

San Francisco, Calif. 
PEs He Wesccsccscccse 
Kansas City, Mo...... 
Seattle, Wash........ 
New Orleans, La. 

Denver, Colo. 

Nassau a Long Island 
Atlanta, Ga. . 

Miami, Fla... 

Oakland, Caiif.. 

Dalla en . 
ouisville 

Jersey City, hey. 
Birmingham, Ala. . 
Indianapolis, Ind. 
San Diego, Calif... 
Providence, R. |. 
Columbus, Ohio 


The Houston Post has done the 
best job of keeping apace with 
Houston’s rapid population 
growth. It has the largest circu- 
lation gain, 1950-56. 


Get the new facts on Houston, 


Current population estimate for 
Houston A.B.C. city zone is now 
924,318!* Almost 200,000 more 
people than in 1950. With this 
26.5% population increase in the 
Houston city zone, one shining 
truth becomes apparent — you 
need The Houston Post to cover where the trend to The Post 
the Houston market. grows and grows. 


*Based on information obtained from city officials, city zone increase 
to 924,318 as of February 1, 1956. 
A.B. Publisher's statement for six months ending September 30, 1956. 


THE HOUSTON POST 


Represented Nationally By MOLONEY, REGAN & SCHMITT 
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UNUSUAL OPPORTUNITY 


Top Automotive Salesmen for 
District Manager Franchises 


Inspection and Warranty Service, successfully being sold to New and 
Used Car Dealers. Men selected must have successful automotive sales 
record . . . Able to handle men and be own administrator. 

Repeat sales give you high, repeat earnings. Exclusive territory, no 
investment, write in detail giving qualifications. 


Box No. 8, Automotive News, Detroit 26. 
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or 1957 Duties .. . 


a Committee Members 


Announced by NADA 


(Continued from Page 3) 














TEE — A. Leftwich Sinclair jr., 
Washington, chairman; Allan 
Mims, Rocky Mount, N. C.; H. L. 
Galles jr., Albuquerque, N. M. 
BUSINESS MANAGEMENT 
COMMITTEE — George H. Davis, 
Lewiston, Me. chairman; James A. 
Ayers, Chattanooga, Tenn., vice- 
chairman; J. A. Hinote, Reno, Nev.; 
W. M. McCune, Kittanning, Pa.; 
W. N. Neff, Fremont, Neb.; George 
Dixon, Fargo, N. D. (ATAM); John 
f, Binns (NADA); Clark D. Moody 
(NADA). 
BYLAWS COMMITTEE — Wil- 
A H. Mitchell jr, Waltham, 








































WwW. L, Mallon R, D. McKay 
ass., chairman; William C. Davis, 
Bismarck, N. D.; J. J. Verschoor, 
itchell, S. D.; Stephen S. Simmer- 
(NADA). 

CONVENTION COMMITTEE — 
Charles B. Tutan, Miami, chair- 
John H. Lander, Atlanta, 
ice-chairman; W. S. Edwards jr., 
Birmingham, Ala; L. Flowers 
Hamrick, Greenwood, Miss.; J. W. 
Pickens, ‘Orangeburg, S. C.; Walter 
Mallory, Orlando, Fila. (ATAM); 
Walter M. Kiplinger (NADA); Le- 
oy J. Smith (NADA). 
INDUSTRY RELATIONS 
COMMITTEE—Foster W. Talbott 





W. H. Mitchell 
Baltimore, chairman; J. 


Allan Mims 
(Ford), 
E. O’Daniel (Oldsmobile), Evans- 
ville, Ind., vice-chairman; Earle 
0. Baker (Nash), Washington; 
A. W. Bartlett (Chrysler), Ogden, 
Utah; Ray S. Darwin (Buick), 
Albuquerque, N. M.; Charles C. 
Freed (DeSoto), Salt Lake City; 
Frank Gillman (Pontiac), Hous- 
ton. 


Also, Bagby Hall 
Diversification 
alled New Era 


n Management 


FORT BELVOIR, Va.—A success- 
/ manager is one who has de- 
veloped his operating team to such 
n extent that he can devote his 
time to forward planning and the 
naking of basic decisions, T. J. 
ult told the Command Manage- 
ment School here. 

Ault, president and general man- 
ger of Long Mfg. division, Borg- 
Warner Corp., said this is a part of 
liversification of management, “a 
relatively new idea which is usher- 
ing in a new era of management.” 
He explained, “The person re- 
sponsible for making decisions 
must know how they will affect 
others. In order to know this, he 
must know what goes on in other 
departments, and he must know 
their area of responsibility and au- 
thority. Management of this type is 
what we mean by diversified man- 
agement.” 

Ault said several methods are 
being used to develop college grad- 
uates into diversified managers. 
Among them are cooperative edu- 
cation, employer owned and operat- 
ed schools, graduate school courses 
for promising graduate trainees, 
job rotation and management 
training courses. 


(Lincoln-Mer- 


cury), Jackson, Miss.; Byron C. 
Hawn (Studebaker), Waterloo, Ia.; 
Bill Hermann (Hudson), Detroit; 
John H, Lander (Dodge), Atlanta; 
Guy S. Means (Cadillac), Fort 
Wayne, Ind.; Richard C. Quinlevan 
(Packard), Milwaukee; C. E. Web- 
ster (Chevrolet), Cody, Wyo.; Her- 
man Schaefer (ATAM), Indianapo- 
lis; Frank Schattschneider 
(NADA). 

INVESTMENT COMMITTEE— 
Allan Mims, Rocky Mount, N. C., 
chairman; Robert S. Armacost, 
Kansas City; Birkett L. Williams, 
Cleveland, and Frederick J. Bell, 
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James C. Moore, James F. Cousins 
(all of NADA). 

TRUCK COMMITTEE — E. A. 
Sahli, Beaver Falls, Pa., chairman; 
Bob Purcell, Syracuse, vice-chair- 
man; Paul Matheny, Parkersburg 
W. Va.; Jerry Valliant, Salisbury, 
Md.; Millar White, Oklahoma City; 
Lew Ulirich, Louisville (ATAM); 





A, L, ‘Sinelatr 
Ray A. 


E. A. Sahil 
Leroy J. Smith (NADA); 
Sullivan (NADA). 

PERSONNEL RELATIONS 
COMMITTEE — James R. John- 


son, Hartford, Conn., chairman; 
Leon E. Titus, Tacoma, Wash., 








vice-chairman; Maurice J. Grant, 





85 
Norwich, N. Y.; James R. Johnson, 


Manchester, N. H.; Al Long, De- | Hartford; George H. Davis, Lewis- 


troit; J. W. Pickens, Orangeburg,- 
S. C.; Charlies B. McFee jr., Rich- 
mond, Va. (ATAM); Stephen S. 
Simmerman (NADA); Ray A. 
Sullivan (NADA). 

POLICY AND PLANNING COM- 
MITTEE—William L. Mallon, New- 
ark, N. J., chairman; J. M. San- 
ders, Washington; Foster W. Tal- 
bott, Baltimore; Stephen S. Sim- 
merman (NADA). 


PUBLIC RELATIONS COMMIT- 
TEE—Carl E. Fribley, Norwich, N. 
Y., chairman; Roland Hughes, 
Jonesboro, Ark. vice-chairman; 
John H. Lander, Atlanta; William 
H. Mitchell jr, Waltham, Mass.; 
A. E. Bob White, Columbus, O.; 
William V. Hood, Auburn, Me. 


(ATAM); William C, Hamilton 
(NADA); Walter M. Kiplinger 
(NADA). 


YOUNG AUTOMOTIVE MAN- 
AGERS OF NADA ADVISORY 
COMMITTEE — Frank H. Yarnall, 
Chicago, chairman; Carl E. Fribley, 





Tires Called Main Concern of Motorists 


WILMINGTON, Del. — Motor- 
ists on the road are more concerned 
about tires than any other per- 
formance feature on their cars, but 
retailers are lax in promoting tire 
sales. 

This was established in a motiva- 
tion research study conducted by 
Psychological Corp. of New York 
for DuPont. Personal interviews, 
with a national urban cross-section 
of 325 recent purchasers of tires as 
original or replacement equipment, 
were made in 88 towns and cities. 

Of the motorists’ main concern 
while on the road, one-half men- 
tioned tires, compared with one- 
third mentioning brakes and one 
in six citing engine trouble. 

The survey probed three other 
related subjects —- specific concerns 
about tires, consumer knowledge of 
nylon tire cord and consumer buy- 
ing patterns. 

Of all possible tire problems, mo- 
torists were most concerned about 
blowouts. The danger of skidding 
or the inconvenience caused by a 
flat tire was of concern, but only 
to a secondary degree. 


According to the survey, mo- 
torists do not “shop” for their 
tires. Less than one-fifth went 
to more than one outlet before 
buying their tires, while more 
than one in four listed dealer 
loyalty as their reason for buy- 
ing at a particular place. 

Fifteen percent cited the brand 
carried as the reason for buying 
from a specific dealer. Only 7 per- 
cent of those interviewed men- 
tioned discounts as a major factor. 

Drivers attributed most blowouts 
to old or worn-out tires and fast 
driving — both controllable by the 
individual — but 22 percent cited 
“materials and workmanship” as 
factors that could lead to blowouts. 

Since other survey data support 
the growing significance of the 
service station as a tire outlet 
(roughly one-third of replace- 
ment tires are sold through such 
outlets), DuPont said it is appar- 
ent that motorists look to the 
service station for many of their 
automotive purchases. The tire 
brand, in such cases, is incidental 
to the purchase. 

The survey also disclosed wide- 
spread lack of selling effort on be- 
half of tires. Only 15 percent of 
those interviewed had had the need 
for new tires called to their atten- 
tion. Two-thirds of these were 
prompted to buy new tires by 
service station attendants. The 
remainder were cautioned primar- 
ily by neighbors and friends. 

Occasionally, consumers will buy 
tires for special events such as a 
vacation trip. Normally, motorists 
do not plan a tire purchase well in 


Return Charge Dropped 
On Hertz Vehicles 


CHICAGO.—A nationwide policy 
of “no return charge” for rent-it- 
here, leave-it-there service has been 
adopted by Hertz Rent A Car Sys- 
tem, according to Joseph J. Ste- 
dem, executive vice-president. 

He said Hertz cars now can be 
rented in more than 850 cities and 
driven to any other city. in the 
Hertz System without a return) 
charge. 





advance of the time they buy, 
according to the survey. Once the 
decision to buy tires is reached, 
nearly one-half of the motorists 





Utica’s Boston Store 


Gives Free Plymouth 

UTICA, N. Y.—In what is be- 
lieved to be the first Utica de- 
partment store promotion of an 
automobile, Boston store has 
marked its 39th anniversary by 
offering a free 1957 _ Plymouth 
club sedan to the holder of the 
lucky ticket. 

The drawing took place last 
week. The car was purchased 
from Harry Heiman, Inc. (Chrys- 
ler-Plymouth). Heiman’s also will 
take care of the yy of the 
auto for the winner. A free ticket 





buy within one week; three out of 
four buy within one month. 

The survey also noted that pur- 
chasers tend to buy replacement 
tires in sets of two or four, with 
less than one out of five respond- 
ents replacing only one tire at 
a time, 

When respondents were asked 
what materials went into a tire, 
one-half mentioned nylon with 
other fibers mentioned by one in 
five of those interviewed. In addi- 
tion, almost one-third mentioned 
cord without specifying the type of 
fiber. 

In terms of safety and strength, 
car owners considered the kind of 
cord more important than any 
other listed component (thickness 
of rubber, kind of rubber, number 
of plies, tread design) in the tire. 

Given a choice between nylon and 
rayon, almost four out of five 
selected nylon as the best fiber for 
tire cord. Of this group, three out 
of four listed “strength” as their 
chief reason. 


ton, Me. 

GUIDE BOOK COMMITTEE 
OF NATIONAL AUTOMOBILE 
DEALERS USED CAR GUIDE 
CO.—H, L. Galles jr., Albuquer- 
que, N, M., chairman; George B. 
Wallace, Portland, Ore., vice- 
chairman; D. E. St. 
Louis; Samuel Stowell, Rutland, 





C. B. Tutan F, W. Talbott 
Vt.; John M, Walker, Covington, 
Tenn.; Gilbert L. Haley, Lansing 
(ATAM); Everett M. Lawrence 
(NADA). 

Two special study committees 
also were appointed. A 1957 con- 
vention analysis unit will consist of 
the 1957 operating committee, Han- 





F, H, Yarnall R, D, Wilson 

ford A. Crockard, Berkeley, Calif.; 
A. Leftwich Sinclair jr., Washing- 
ton, and Frank H. Yarnall, Chi- 
cago. 
Another group will study a retire- 
ment plan for the retail automobile 
industry (NADA members and 
their employes). 

Members are: R. D. McKay, 
Wichita, chairman; George H. 
Davis, Lewiston, Me.; Charles C. 
Freed, Salt Lake City; George F. 
Ziesmer, Mankato, Minn., and Fred- 
erick J. Bell, James F. Cousins and 
James C. Moore, all of NADA. 


BORROUGHS C= BINS 


cut costs im your parts department 


@ Cut your dollar investment and increase your 
profits by maintaining EASY balance of inventory. 
@ Cut “hide-and-seek” routine. © Reduce inven- 
tory and have every part in proper place, and you 
will cut time in preparing orders and finding parts 
to make sales. €} Cut possibility of. overstocking 
and obsolescence. @ Write to Dept. (B) for more 
ways to cut costs and make more profits in your 


parts department. 


sliding shelves 7 
out bolting 


adjustable with- 
.. they slide in and 
out instantly, on 1%” centers. 


sliding dividers .. slide into po- 
sition any place you want them 
.- labels travel with dividers. 


Bin (F) 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 
3026 NORTH BURDICK ali KALAMAZOO, MICHIGAN 
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Sales Conditions in Various Areas... 


Auto Market Reports 


eechcraft 


Has Fine Opportunities For 
FLYING SALES EXECUTIVES 


Exceptional opportunities exist now for qualified, experienced 
salesmen who would like to supervise and direct the sales organ- 
izational work in a fast growing business aircraft market within 
key regions of the U. S. Those who have executive management 
experience necessary to initiate and administer sales programs 
in the field, and who are qualified pilots, should send complete 
resume and recent photo to Robert J. Geis, Marketing Manager, 
Commercial Sales, Beech Aircraft Corporation, Wichita 1, Kansas. 


Sioux City, Ia. 


A total of 213 new cars were 
in Woodbury County 
(Sioux City), Ia, during February, 


registered 


some 9 percent fewer than the 234 
sold in January. 


Truck sales also dipped nearly 9 


percent, from 35 to 32. 

By make, new-car registrations 
were: Ford, 56; Chevrolet, 49; 
Oldsmobile, 19; Plymovth, 19; 
Buick, 12; Pontiac, 12; Cadillac, 
11; Mercury, 6; Chrysler, 5; Dodge, 
5; Volkswagen, 5; Nash, 4; DeSoto, 


3; Hudson, 2; Imperial, 2; Stade- 
baker, 2, and Lincoln, 1. 


Truck registrations were: Ford, 
11; International, 9; _Chevrolet, 6; 








Spray guns 
for EVERY 


me Chem) 


ze 


Q Mode! 18—factory quality finishing ©) Model 19—general finishing service 
© model 26—general touch-up work O med! 140B— engine cleaning Qwode! 7E2—vundercoating 
GQ Medel 190—dusting or drying (J Model 15—touch-up and shading () Medel 171 —flocking 
Model 1608—oil spraying; and other guns for every automotive job. 


Painting...undercoating...cleaning 
flocking...oiling...dusting 


Wherever compressed air and a 
spray gun can be combined to do 
a job better, you'll find automo- 
tive professionals using Binks 
guns. 


Reason 2. Binks nationwide serv- 
ice makes assistance or service as 
close as your phone. Parts are 
readily available from over 6000 
Binks jobbers. 


For complete 
information... . 

ask your Binks jobber 
for a copy of Catalog 
105 or write direct to 
the address below. 


Reason 1. Where profits and cus- 
tomer satisfaction depend on do- 
ing a job right—the first time—de- 
pendable performing equipment 
is a must. 


Ask about our spray painting school 
Open to all...NO TUITION ...Covers all phases 


3124-34 West Carroll Ave., Chicago 12, Illinois 
REPRESENTATIVES IM PRINCIPAL U.S. ANO CANADIAN CITIES - SEE Your coassitieo 4G pinectoey 


GMC, 3; Diamond T, 1; Dodge, 1, 
and Studebaker, 1. 
* + = 
Baltimore 
A total of 2,219 new cars were 
registered in Baltimore during Jan- 
uary, a slight gain over the 2,137 
counted in the previous month, ac- 
cording to figures compiled by the 
Automobile Trade Assn. of Mary- 

land. 

New-truck registrations amounted 
to 302, compared with 295 the pre- 
vious month. 

Car sales were shared as fol- 
lows: Chevrolet, 530; Ford, 468; 
Plymouth, 335; Oldsmobile, 185; 
Pontiac, 134; Buick, 131; Dodge, 
112; Chrysler, 74; Mercury, 73; 
Cadillac, 56; DeSoto, 52; Stude- 
baker, 22; Nash, 18; Lincoln, 11; 
Hudson, 3, and miscellaneous, 15. 
Truck registrations were: Chevro- 

let, 97; Ford, 69; International, 47; 
GMC, 42; Dodge, 25; White, 6; 
Mack, 5; Reo, 4; Willys, 2; Autocar, 
1, and miscellaneous, 4. — (Kate 
Savage.) 


* = 


Akron 


Ford has taken a commanding 
lead over Chevrolet in new-car 
}sales in the first two months of 
}1957 in Summit County (Akron), 
with Plymouth running’ a strong 
| third. 
| Up to March 1, registration fig- 
jures show Ford in front, 807 to 636. 
| Plymouth has third place sewed up 
with 520 sales to 292 for Buick, 
while Oldsmobile has moved into 
| fifth with 235. 

Next comes Dodge with 209, 
Mercury with 202 and Pontiac, 
usually fifth, is now eighth with 
| an even 200. 
| February registrations in the 
county reached 1,844, some 122 
jahead of January, but they trailed 
|February of 1956 by about 4 per- 
cent. Total sales for the two 
months were 3,566, slightly ahead 
of the same period a year ago. 

Truck sales for the two months 
are running about 10 percent be- 
hind 1956 despite a gain in Febru- 
ary.—(Joe Kuebler.) 

7 > 


Pittsburgh 

New-car registrations in the 
Pittsburgh area set a weekly rec- 
ord for 1957 in the seven-day period 
ended March 2, according to the 
Bureau of Business Research of the 
University of Pittsburgh. 

The bureau’s index of general 
business activity rose to 115.6 
percent of the 1947-49 average 
during the week. It had been 
113.6 percent in the previous 
week. 

The steel-ingot rate sagged to 98 
percent of practical capacity dur- 
ing the week.—(Leon M. Leffing- 
well.) 





. > > 


Hartford, Conn. 

is the most appropriate 
word for the new-car market in 
Hartford, Conn. 

Registrations are down and there 
has been a reduction in employ- 
ment. 

However, reports of increasing 
overtime hours in Connecticut fac- 
tories could do much to stimulate 
sales from now on, — (Thomas 
Marks.) 


“Slow” 


7” > > 
Philadelphia 

The sale of new cars in Philadel- 
phia in January declined to 4,735 
from 5,424 recorded in the same 
month a year ago. 

Sales by makes were: Chevrolet, 
1,191; Ford, 921; Plymouth, 848; 
Oldsmobile, 268. Buick, 238; Dodge, 
217; Mercury, 193; Pontiac, 189; 
Chrysler, 179; DeSoto, 156; Cadil- 
lac, 148; Imperial, 41; Lincoln, 26; 
Rambler, 25; Studebaker, 24; Nash, 
8; Packard, 4; Hudson, 2, and mis- 


cellaneous, 57.—(Allen Sommers.) 
” * * 


Manhattan, Kans. 


After an upturn in January, sales 
of new cars slumped in February 
in Riley County (Manhattan), 
Kans., according to the county 
treasurer. 

There were 54 new units sold last 
month, compared to January sales 
of 83 cars. 

Used-car sales held about.steady, 





with 317 in February and 319 jp 
January. 

Sales of new trucks slumpe 
from seven in January to only four 
in February. 

The downturn in sales also &. 
tended into the used-truck depart. 
ment. The score: 32 in January, % 
in February. — (George M. Hun. 
holz.) 


Buffalo 

Despite the “tight-money” talk, 
new and used-car buyers are not 
having any more difficulty finane. 
ing their purchases than a year 
ago, according to local bankers and 
branch managers of finance com- 
panies. 

Finance-firm executives say they 
have no evidence that the tight- 
money situation is hurting auto 
sales to any marked degree. It was 
observed, however, that some deal- 
ers are becoming more selective in 
their deals and screening custom- 
ers more carefully. 

A local bank which is active 
in the auto finance field reported 
that its delinquency and collec- 
tion rates have shown improve- 
ment from a year ago and that 
repossessions are being held at a 
low level. 

However, finance companies re- 
ported this current problem: A con- 
siderable number of owners of 1955 
models are back in the market this 
year. In cases where these custom- 
ers made small downpayments on 
three-year loans, they find they 
don’t have sufficient equity in their 
cars to make downpayments on the 
1957 models.—(George E. Toles.) 


. > * 


Indianapolis 

The new-car market in Indianapo- 
lis was cut back 14 percent in Feb- 
ruary, when registrations totalled 
1,594, compared with 1,851 in the 
previous month. 

Although its lead was cut, Ford 
managed to hold first place with 
365 registrations, compared with 326 
for Chevrolet. Plymouth was solidly 
in third with 205, compared with 
148 for Buick. 

Other registrations were: Pon- 
tiac, 89; Dodge, 87; Oldsmobile, 
67; Cadillac, 64; DeSoto, 49; Mer- 
cury, 47; Studebaker, 35; Chrysler, 
32; Rambler, 20; Imperial, 14; 
Volkswagen, 13; Packard, 9; Lin- 
coln, 5; Nash, 4; Hudson, 3; 
Jaguar, 2; Metropolitan, 2; Tri- 
umph, 2; Austin-Healey, 1; Bent- 
ley, 1; Borgward, 1; Hillman, 1; 
Mercedes, 1, and MG, 1. 

New-truck registrations in Febru- 
ary totalled 219, down 4 percent 
from the previous month’s 229. 

By makes, the February total 
was: Ford, 57; Chevrolet, 56; Inter- 

(Continued on Page 88, Col. 2) 
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Puff Patterns— 


Raised diamonds give a three-dimen- 
sional character to the new ‘“Textilene 
Sunsure Poly-Puf" patterns in the line of 
seat cover fiber fabrics produced by E. W. 
Twitchell, Inc., Philadelphia. The diamond's 
color, Neptune bive, traffic red, Lombardy 
green or magic black, is repeated in the 
base of each pattern, with small white 
squares for added interest. The raised- 
effecf fabrics are said to provide excep- 
tional durability as well as decorative ap- 
peal. Stock width is 63 inches. 





Mr. Ed Wallis 
Sales Manager 

KYW Radio 

815 Superior Avenue 
Cleveland 14, Ohio 


I I I Oh ecte 


Dear Ed: 


3 


I would like to express my sincere appreciation to you and yo 
station for the fine job you are doing in advertising our firm. 


We came to Cleveland on November 1, 1955. Since that time we 
have tried every medium of advertising available. We tried to get our 
message to the public by using newspapers, both sul n and metro- 
politan. We tried television with one-minute spots, n-second spots 
and a five-minute sports program. We tried call cards on the buses. 
We tried direct mail by the thousands. As a matter of literal fact, 
we have tried everything but skywriting, and we have not found any 
medium that produced the effect in reaching the masses of people 
in Cleveland that your station does on a saturation program. Eighty- 
five out of one hundred people comment they have heard our adver- 
tising on KYW. That is what I call real response. 


ee ee ee ee ee ee ee ee ae | 


One year ago if you had told me that these results were possible 
by using radio I would not have believed you. You see, our experience 


Pe a ae ee ee oe ee ee oe 


in the automobile business is based on two agencies in small towns. 

In this type of community the person who lives more than five minutes 
from his home is inconvenienced, so he spends very little time listen- 
ing to his car radio. In Cleveland the opposite is true; in most cases 
he has to spend an hour or more in his car a day, and he spends a 
great deal of this time listening to KYW - 1100 on your dial. His 

wife responds, too - she must listen all day long. 


Now about the most important subject - the cost. It has proven 
to be importantly less expensive to reach more people by KYW radio 
than any other medium now available in Cleveland. Again I would like 
to thank you for presenting us with this saturation program and for the 
continuing cooperation that is making it successful. 


Sincerely yours, 


EARL DAVIS BUICK, INC, 


cleveland’s la ; dealer 


e 
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“It has proven to be importantly less ex- In Cleveland, no selling campaign is complete without the WBC station 


pensive to reach more people by KYW 
radio than any other medium now avail- 


able in Cleveland. Again I would like to 


OU a thank you for presenting us with this © © RADIO 
saturation program and for the continuing © WESTINGHOUSE BROADCASTING 


ee ed king it 7 COMPANY, INC. 
coopera 10n at 1s ma & 1U SUCCESS - RADIO— BOSTON, W8Z+WBZA; PITTSBURGH, KOKA: CLEVELAND, KYW: 


FORT WAYNE, WOWO: CHICAGO, WIND: PORTLAND, KEX 
EArt Davis BUICK, INc. TELEVISION — BOSTON, WBZ-TV; PITTSBURGH, KDKA-TV: 
CLEVELAND, KYW-TV: SAN FRANCISCO, KPIX 


WIND REPRESENTED BY AM RADIO SALES * KPIX REPRESENTED BY 
THE KATZ AGENCY. INC. * ALL OTHER WBC STATIONS REPRESENTED 
BY PETERS, GRIFFIN, WOODWARD, INC. 
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Clinics on Wheels— 


Chevrolet's “rolling clinics” and their 
instructors prepare to begin their 1957 
tour. The program, now in its fourth year, 
demonstrates the latest methods, materials 
and equipment in reconditioning used 
cars and trucks and trains dealer per- 
sonnel in the most efficient use of them. 
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Auto Markets 


(Continued from Page 86) 


national, 43, Dodge, 20; GMC, 12; 

White, 11; Willys, 11; Autocar, 4; 

Reo, 3; Diveo, 1, and Studebaker, 

1—(C. L. Kern.) 
* 


* * 


Columbus, O. 


A slight gain of 3 percent marked 
new-car registrations in Franklin 
County (Columbus), O., during Feb- 
ruary, when the total rose to 2,272 
from the 2,206 counted the previous 
month. . 

Tax-paid used-car transactions 
dropped slightly, from 4,586 to 4,531. 

Also down were truck sales. New 
trucks dropped from 150 to 132 and 
used trucks fell from 286 to 241. 

By make, new-car registrations 
were: Ford, 667; Chevrolet, 446; 
Plymouth, 193; Buick, 187; Olds- 
mobile, 148; Dodge, 134; Mercury, 
128; Pontiac, 108; DeSoto, 54; 
Cadillac, 50; Chrysler, 44; Volks- 
wagen, 35; Imperial, 16; Lincoln, 
15; Studebaker, 13; Rambler, 8; 
Checker, 5; MG, 4; Triumph, 3; 
Continental, 2; Hillman, 2; Jaguar, 





© HERE'S A REAL MAINTENANCE 


: MONEY SAVER... MONEY MAKER! 


Uses % as much fuel...a real whirlwind 
of a cost cutting, dirt-and-grease cutting 
machine. Outperforms big machines 
where a handy cleaner is needed. Pres- 
sure impact of steam penetrates smallest 
cracks and crevices. Permanent mount 
or portable on rubber tire wheels (op- 
tional at small additional cost.) 


Send for complete information 


SCOSSHSOHSOSSSSOSSHESSSESSOESSHSSOSEOSOSEEEESESESESESESD 


Vapor Heating 
Cleaner. 
Company 


City 


@eteseeeeseeeeeeeseoeeeees 


80 East Jackson Boulevard, Chicago 4, illinois Dept. 19-c 
Give me all the facts about the new Vapor “45” Steam 


I recsctneichaieiataetercieinencana NOUN eee eens 
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2; Packard, 2; Austin, 1; DKW, 1; 
Isetta, 1; Nash, 1; Porsche, 1, and 
Renault, 1. 

New-truck registrations were: 
Chevrolet, 35; Ford, 30; GMC, 23; 
International, 16; Dodge, 14; White, 
7; Reo, 5, and Diamond T, 2.—(Bert 
Strang.) 


* + 


Houston 

A total of 4,127 new cars were 
registered 
(Houston), Tex., during February, 
a decline of 5 percent from the 
January total of 4,337. 

Truck registrations, meanwhile, 
edged upward to 553 from 549 re- 
corded a month earlier. 

New-car registrations by make 
were: Ford, 1,366; Chevrolet, 959; 
Oldsmobile, 338; Plymouth, 337; 
Buick, 250; Pontiac, 186; Mercury, 
182; Dodge, 107; Cadillac, 94; 


* 


Chrysler, 71; DeSoto, 49; Volks- | 


wagen, 37; Imperial, 28; Rambler, 
27; Studebaker, 24; Lincoln, 17; 
MG, 16; Metropolitan, 9; Willys, 
8; Hudson, 5; Nash, 5; Volvo, 5; 
Packard, 2; Triumph, 2; Goliath, 
1; Porsche, 1, and Renault, 1. 


Truck registrations were: Ford, | 


210; Chevrolet, 199; International, 
56; GMC, 32; White, 17; Mack, 15; 
Diamond T, 6; Dodge, 6; Interna- 
tional Bus, 4; Reo, 4; Willys, 2; 
FWD, 1, and Studebaker, 1—(Ruby 


Fenoglio.) 


* > * 


Cincinnati 
New-car registrations in Hamilton 
County (Cincinnati), O. during 
February totalled 3,048, compared 
with 3,210 in January. 

New-car registrations by makes 
were: Chevrolet, 760; Ford, 678; 
Plymouth, 385; Oldsmobile, 270; 
Buick, 244; Pontiac, 161: Dodge, 
128; Mercury, 116; Cadillac, 75; 
Chrysler, 63; DeSoto, 44; Imperial, 
25; Rambler, 25; Studebaker, 23; 
Volkswagen, 18; Lincoln, 11; Hud- 
son, 9; Nash, 8; Packard, 7; MG, 
2, and miscellaneous, 6. 
New-truck registrations during 

February amounted to 236, com- 
pared with 217 in January. By make, 
they were: Ford, 73; Chevrolet, 67; 
International, 48; GMC, 26; Mack, 
7; White, 4; Dodge, 3; Divco, 3; 
Willys, 3; Studebaker, 1, and mis- 
cellaneous, 1.—(Frank Kappel.) 
> 


Providence 

New-car registrations in Rhode 
Island in January totalled 2,426, 
compared with 2,802 in the same 
month a year ago. 

Ford paced the field with 544, 
while Chevrolet was second with 
481 and Plymouth third with 260. 

Registrations for other makes 


in Harris County) 


were as follows: Buick, 194; Olds- 
mobile, 193; Pontiac, 135; Cadil- 
lac, 105; Mercury, 99; Dodge, 92; 
Chrysler, 53; Nash, 52; DeSoto, 
41; Studebaker, 33; Imperial, 23; 
Lincoln, 22; Hudson, 13; Rambler, 
10; Willys, 8; Packard, 2; Clip- 
per, 1, and miscellaneous, 65. 

New-truck registrations aggre- 
gated 198, as against 282 in Janu- 
ary, 1956. according to figures 
compiled by the Rhode Island Au- 
tomobile Dealers’ Assn.—(Thomas | 
L. Forbes.) 


* * 


Minneapolis 


Sales of new cars in Hennepin 


* 


two months of 1957 exceeded sales 


| scant margin of five cars. 
| saw 5,490 New cars delivered, while | 
the figure was 5,485 last year. Total 
| registrations in February were 2,722, 
| compared with 2,768 in January. 

Ford led the field in February 
| with 623 registrations. Chevrolet 
| was second with 493. A breakdown 
of other sales by makes shows: 
Plymouth, 359; Buick, 230; Olds- 
mobile, 216; Pontiac, 171; Mer- 
cury, 134; Dodge, 122; Cadillac, 75; 
DeSoto, 75; Chrysler, 62; Stude- 
baker, 41; Rambler, 34; Lincoln, 
27; Nash, 18; Volkswagen, 8; 
Packard, 5; Hudson, 5, and mis- 
cellaneous, 20. 

New-truck sales during February 
amounted to 198. By makes, they 
were: Chevrolet, 64; Ford, 48; Inter- 
national, 38; Dodge, 22; GMC, 6; 
Willys, 4; Reo, 3; White, 3; Stude- 
baker, 2; Volkswagen, 1, and mis- 
cellaneous, 7—(Donald M. Lyons.) 


+ * > 


Louisville 
New-car dealers in Louisville were 





County (Minneapolis) for the first) | 
for the same period of 1956 by a); 


The two-month period this year) 


ee, 


Renault Adds 5 Dealers 


Renault of France has added fiye 
dealers in Florida. They are Sun. 
shine Motors, Daytona Beach; Im. 
ported Car Center, Inc., 1410 San 
March Blvd., Jacksonville; Mont. 
gomery Pontiac, 220 N.W. Eighth 
Ave., Gainsville; Troup Importeg 
Cars, 117 N. Orange Ave., New 
Smyrna Beach, and McClellan 
Motors, Ninth Ave., Jacksonville 
Beach. 
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disappointed over February, which 
saw only 1,530 new cars registered. 

Combined with the January total 
of 1,600, that makes total sales for 
the first two months of 1957 amount 
to only 3,130 units, compared with 
4,111 for the comparable period of 
last year. 

There has been, however, a good 
demand for late-model used cars. 

February new-car registrations 
were divided as follows: Ford, 461; 

Chevrolet, 427; Oldsmobile, 126; 

Piymouth, 126; Buick, 99; Pontiac, 
80; Mercury, 70; Cadillac, 25; 
Dodge, 25; DeSoto, 23; Chrysler, 

18; Nash, 14; Volkswagen, 13; 
Studebaker. 9; Hudson, 6; Im- 
perial, 4; Hillman, 1; MG, 1; Pack- 
ard, 1, and Renault, 1. 

New-truck registrations also dis- 
appointed dealers, with the Febru- 
ary total of 158 and the January 
total of 172 combining for 330, com- 
pared with 525 in the first two 
months of 1956. 

February's new-truck registra- 
tions were: Ford, 66: Chevrolet, 54; 
International, 12; White, 7; Mack, 
6; Dodge, 4; Studebaker, 2; Willys, 
2; Autocar, 1; Hendrickson, 1, and 
miscellaneous, 1.—(A. W. Williams.) 


Cornell Safety Car Near .. . 


For ‘Maximum Safety’ 


By George E. Toles 
Staff Correspondent 

BUFFALO. — A radical experi- 
mental “maximum safety” car being 
built by Cornell Aeronautical Lab- 
oratory will be ready to take to the 
road this summer. It may well 
change the design thinking of the 
nation’s big auto producers. 

The car won’t be for sale. It will 
be valued at several hundred thou- 
sand dollars. But if Cornell Lab 
scientists have their way, some of 
its novel safety features or their 
variations will appear on the car of 
the future. 

The job was undertaken by Cor- 
nell Lab under contract with the 
Liberty Mutual Imsurance Co., 
and Cornell Lab has some of its 
own funds in the project. A num- 
ber of outside companies also are 
spending thousands of dollars to 
develop and “contribute” certain 
components, such as the wind- 
shield, the six fiberglass bucket 
seats, instrument panel, etc. 

Here are just a few of the car’s 
innovations: Placing the driver in 
the front center of the compart- 
ment; rearranging the seating of 
other passengers, including one seat 
back-to-back against driver’s seat; 
replacement of the steering wheel 
and column with two yoked levers 
operating on a push-pull principal; 
installation of two bars circling the 


car in case of roll overs; accordion- 
type doors, and shock-absorbing 
side bumpers. 

To make the car, Cornell Lab 
Started with a 1955 model. It dis- 
mantled it and now is rebuilding it 
from the ground up. 

Edward R. Dye, head of the 
Cornell’s Safety Research Depart- 
ment, says the car is believed to 
be the first one ever designed 
from the inside out. 

“We let the lines of the car fall 
where they might — unlike style- 
conscious Detroit,” he said. 

Dye says the whole idea is to 
“trigger the thinking of other engi- 
neers to further the art of safety 
packaging of the rider.” 

The car will be shown at various 
auto shows and similar functions 
around the country to “sell” the 
ideas it embodies. 


Pirelli to Concentrate 
On Supersport Tires 

MILAN, Italy.—Pirelli, the Italian 
tire maker, has announced that it 
will cease production of racing tires 
to concentrate on its Supersport line 
of casings. 

The Supersport line is extremely 
well-suited for racing use, Pirelli 
said, adding that henceforth all re- 
search and production facilities 
would be devoted to the Supersport. 
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for dry, safe, tidy floors 
New, green-flecked Sol-Speedi-Dri floor absorbent 
does more. .. does it better. Abserts—thirsty for oils, 
greases, liquids. fetaias—picks up more . . . holds more. 
Covers— goes further than ever Resists— won't cake, mat, 
break up, or getmushy.” Bastiessaess—most dust-free 
you can buy. Gellerm—bag after bag, ton after ton. 

For sample, see your local jobber, or write Speedi-Dri 
Div., Minerals & Chemicals Corp. of America, Essex 
Turnpike, Menlo Park, N. J. 
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THE FIRST 


“NEW LOOK’”’ 
PENNANTS 


in over 2,000 years 


Send for our free literature illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof, Make your 
place stand out like a sore thumb. You 
get attention with Myrio. products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohio 
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orrespondent George L. Glaser Writes .. . 


Auto Letter from Europe 


BUERLERTHAL, Germany.—In- 
stead of skiing, I spent the day at 

vog, a producer of electric motors 

d windshield wiper equipment, 
here in the Black Forest. 

The workers have a magnificent 
view from the large windows of the 
modern factory. 

Ernest Nanz, just returned from 

a visit to the U, S., commented 

that Germany now is in the 

“fourth period” since the end of 

World War IL. 


The first, he said, was concerned 
with food; second, clothing; third, 
travel (some seven million Germans 
traveled in foreign countries in 
1956), and the fourth is concerned 
with comfort, or upgrading of 
desires. 

Nanz described a new high-torque 
wiper arrangement with two speeds 
and exact parking of blades. This is 
done by a new motor which stops 
by counter-electrical current within 


rus-Deutz air-blower cooled engine 
mounted lengthwise in the rear. 

Now the firm has brought out 
a new type with an independent 
front wheel suspension. Coil 
springs ride on top of the A-frame 
with shock absorbers inward, 
parallel with the springs. 

This bus is offered with optional 
fully automatic transmission. 

* + + 

European Notes 


UICKLY touring the Conti- 
nent: 
NapLes: A new program suppos- | 


Avis Adds Feld Transient 


ST. LOUIS, — The transient au- 
tomobile rental business of Feld} 
Auto Rental Co. has been sold to} 
Avis Rent-a-Car System, according | 
to Fred A. Mudgett, Avis vice- 
president, The long term leasing | 
end of Feld’s business was not in- 
cluded. Feld is a subsidiary of Feld 








edly has been presented to the 
World Bank in order to industri- 
alize Southern Italy. In Naples a 
Fiat factory employing about 1,800 
will be built. 

France: Time payments for 
cars can now be arranged over a 
21-month period instead of 18. 

Stuttcart: Rumors about the big 
eight-cylinder Mercedes car to sell 
at about $10,000 per unit are getting 
more persistent. The car should 
continue the tradition of the pre- 
war big Mercedes types. 

MunicH: R,. Schleicher, director 
of Bavarian Motor Works, has re- 
ceived a patent for a gas pedal 
which can be turned sideways in 
order to permit the foot to switch 


89 





position on long drives. It is ru-| Independent Front Suspension— 


mored that BMW’s planned 
medium-sized four-cylinder car will 
be ready before summer. 


Shown above is Krauss-Maffei's independent front suspension for its new bus. The 
| firm, former Royal Bavarian locomotive builder, has been producing buses with uni- 
| tized designs and an air-cooled, V-8 engine mounted lengthwise in the rear. Coil 


The AUTOMOTIVE NEWS ALMANAC is springs ride on top of the A-frame with shock absorbers mounted inward, parallel 


a year-round friend. Use it often for statis- 


one revolution after being turned 
off. 












* * * 


Nallinger Predicts 


ROF. NALLINGER, technical 
head of Daimler-Benz, maker 
of Mercedes—also just returned 
from the U. S.—let a bit of the cat 
put of the bag when he predicted | 
things to come in his story for 
Motor Rundschau. 


Four groups are important, he 
said: Riding safety, riding com- 
fort, economy and optical view. | 
The last group shows the change | 
of thinking at Daimler-Benz. 
Nallinger predicts larger dis- 

placement of engines for better 
torque curves, more automatic| 
transmissions, larger windows, bet-| 
ter accuracy with less quality dif-| 
ferences in series production, lower| 
sauto contours and more flowing 
lines. 


However, Mercedes will not rely| 
on trim, rather on lines and the| 
cell-type construction from which 
complete units can be removed! 
within minutes will be expanded. 

7 > * 








pDors ‘ a ie 

senate No ‘Revolution | 
y for oils, aE OWnVER, he warned against! 
yids more. expecting any revolutionary de- 
ake,mat, B velopments from the Daimler-Benz| 
oo factory near Stuttgart, Germany, | 
peodi-Dri since the company only will work | 
ca, Essex along evolutionary lines. 


A group of German motor writ- | 
ers have been taken to Paris in | 
order to study the traffic prob- 
lems—from the air. 


This was done in the new French 
Djinn helicopter powered by a small 
gas turbine which drives the rotor| 
blades by “air pressure drive” 
rather than by any mechanical 
means. 


This air pressure created by the 
turbine is blown into the hollow) 
blades and drives these by back-| 
pressure. The hot-air ‘copter—in- 
stead of the traffic studies—nearly 
stole the show. 

7 - ” 


New Front Suspension 
K R4US-MAFFEI, former Royal| 
Bavarian locomotive builder, | 


has been producing buses featuring 
unitized designs with a V-8 Magi-| 





Sales ‘Brainstorm’ | 


Theme of MEWA’s| 


St. Louis Sessions 


CHICAGO. — “Brainstorming | 
your way to sales” will be the} 
theme of the Motor & Equipment | 
Wholesalers Assn.’s national sales 
conference in St. Louis May 8, | 
according to B. W Ruark, general 
manager. 

The conference will precede the 
Midwest Automotive Trade Show 
which opens May 9, at Kiel Audi- 
torium and closes May 12. 

Ross C. Shanrion, president, Ross 
Shannon Associates, a sales man- 
agement consulting firm, will be} 
speaker at the noon luncheon. | 

A question and answer period 
will follow Shannon’s address and 
there also will be morning and 
afternoon sessions of a manufac- 
turer-jobber sales clinic and work- | 
shop when panel discussions will be 
held. 








Ny | 


Chevrolet Co. 





Give your agency more 


tics, buyer information and personnel data. | with the springs. 


attacuon 








.-- with a Pittsburgh hen-Vision Front! 


Many a good automobile agency, doing 
a steady business, has developed into a 
real money-maker — after a thorough 
modernization with a Pittsburgh Open- 
Vision Front. Modern thinking people 
are apt to shop in an atmosphere which 
is also modern. They are attracted by 
bright, up-to-date establishments where 
they expect to find the latest cars, the 
finest accessories. All of which adds up 
to greater profit for the owner who keeps 
in step with the times. 

This good-looking agency—Ed Hoff- 
man Motors, Corpus Christi, Texas—is 
an example of good car display. The big 
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iat ee See Me Ge ae 
IN CANADA: 





Pt aT & 
CANADIAN PITTSBURGH INDUSTRIES LIMITED 


windows of Pittsburgh Polished Plate 
Glass let in lots of natural light and give 
the passers-by good opportunity to view 
the cars on display from several angles. 
There is no feeling of crowding or 
cramping. Architect: Richard S. Colley, 
Corpus Christi, Texas. 

For more information on Pittsburgh 
Store Front Products and Pittsburgh 
Store Front design, just send in the con- 
venient coupon. We will send you our 
free store front booklet, “How To Give 
Your Store The Look That Sells.” It’s 
full of examples and illustrations of mod- 
ernization jobs. There is no obligation. 


GLASS - CHEMICALS - BRUSHES - PLASTICS - FIBER GLASS 


Gtass COMPANY 
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| Pittsburgh Plate Glass Company 

! Room 7218, 632 Fort Duquesne Bivd. 
| Pittsburgh 22, Pa. 
| 

l 

| 

| 

| 

| 

! 

| 
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Please send me a FREE copy of your store 
front booklet. 
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Bulletin Board... 





Plastic Closures 


Information about CaPlugs (poly- 
ethylene closures) — free. CaPlugs 
division, Protective Closures, Inc., 
2207 Elmwood, Buffalo 23, N. Y. 


* * * 


Gar Wood Catalog 


Catalog describing medium - duty 
dump bodies and arm-type hoists— 
12 pages, free. Gar Wood Industries, 
Cust omer Service Department, 
Wayne, Mich. 

* 


* * 


Punched Card Annual 


“The Punched Card Annual of 
Machine Accounting and Data Pro- 


cessing” — Volume Five, 200 pages, 
$8.50 plus postage. Set of five vol- 
umes, $37.50 plus postage. The 
Punched Card, 836 Maccabees Build- 
ing, Detroit 2, Mich. 


* * * 


‘Products, Processes’ 
“Asarco Products and Processes” 
—28 pages, free. Public relations 
Department, American Smelting & 
Refining Co., 120 Broadway, New 
York 5, N.Y. 


* + * 


Bijur Lubricators 


Service instruction sheet on semi- 
automatic spring discharge piston 





Put Your Sales Message 


See It Coming and Going! 


With a 
SPECTRUCKULAR 


(Reg. U. 8. Pat. 
Office) 


Mel Becker, 
for 
nation's 
largest Chevrolet 


salesman 
of the 


On Top! 


For real low-cost 
advertising use a 


SPECTRUCKULAR 
(Reg. U. 8. Pat. Office) 


the spectacular attention- 
getter! 


star 
one 


dealers puts his 


sales talk on top! 


Read from All Angles! 
@ Two-Minute Installation. 


@ Lightweight, 1 man handles easily 


—Remove Instantly! 


@ Strong, Weatherproof, V-Brace 
Construction. Modern Fin Design! 


(Car Top Display Unit) 
For Your Demonstrators, 
Used Cars, Etc. 


Cheapest and most attractive 
Advertising yet! Complete with 
beautiful, easily installed 
mounting unit. 


@ Colorful, No Messy Guy-Wires— 


No-Mar Mounting. 
Send Check or Money Order To 


AUTOMOTIVE DIVISION 
PATENT PERFECT CORP. 


U. 5S. MERCHANDISE MART BLDG. 
1121 14th St. N. W. 
Wash. 5, D. C. 


ORDER NOW! 


BE THE NO. 1 DEALER 
IN YOUR AREA! 
FOR 


ONLY $? 4° 


PLUS LOW TRUCK FREIGHT 
Weight 20 Pounds 


New! ELBOW ACTION-BODYGUARD, Soon! 


(Reg. U. 8. 


Pat. Office) 











“Vacuuming the interior sure 
keeps the customer happy.” 


ground-in dirt from step-down 
cars like a Pullman Vacmobile.” 


P or 
cd ow Be 


It’s the Pullman Vac that 


What makes a regular customer? 
LY x a serviced 
car in spick and span condition. You can 

m any car, even with the new step- 
down models in less than 60 seconds 


Little extras like returni 


brings ‘em back 


LOOK AT THESE EXCLUSIVE 
PULLMAN FEATURES 


@ Patented Accordion Hose 
s-t-r-e-t-c-h-e-s without moving vac. 


with a Pullman Vacmobile. Pullman’s 


extra power quickly removes ground-in 
dirt from car rugs... cleans motor, in- 


terior and trunk. 


__ Ask your jobber about the versa- 
tile, business-building Pullman Vacmo- 
bile. He’ll explain Pullman’s liberal 
credit plan... pay only $12 a month, 
12 months — $144 complete, or get the 


full story through the mail. 


man! 


VACMOBILE 


@ Designed for automotive trade. 


@ Fully equipped at no extra cost. 
Accessories include 5” handy cleaning 
tool with slide-on brush and chrome 
crevice tool. 


@ Handsome professional appearance. 
impresses clientele and your people. 


@ Never-C Filter 
tains full jon on the 


ACT TODAY. . . MAIL THIS COUPON! 
eeeeeeeeeooooeeoeeee 
Puliman Vacuum Cleaner Corp. AN-3 

25 Buick Street, Boston 15, Mass. 


Have your re; tative call to dem- 
onstrate the Vacmobile. No 
obligation. 


- Main- 
jobs. 


pump lubricators—two pages, free. 
Bijur Lubricating Corp., 151 W. 
Passaic St., Rochelle Park, N. J. 


* * * 


Steel Platen Conveyors 
Data on Conveymatic Carrousel 
steel platen conveyors—Bulletin C- 
1056, four pages, free. Visi-Trol 
Engineering Co., 9345 Hubbell, 
Detroit 28, Mich. 


* * a 
Descaling Equipment 
Data on Hydra-Jet descaling 
equipment—36 pages, free. Catalog 
D-57-C. Commercial Shearing & 
Stamping Co., Cleveland 1, O. 


* * * 


‘Answer Book’ 
“Statistical Abstract of the United 
States” — (“Uncle Sam’s Answer 
Book” )—$3.75. Supt. of Documents, 
U. S. Government Printing Office, 
Washington, D. C. 


* * * 


Pumps, Motors, Valves 
“Oil Hydraulic Pumps, Fluid 
Motors and Valves”—16 pages, free. 
Webster Electric Co., 1900 Clark 
Ave., Racine, Wis. 
. - * 


Auto Condensers 


A data sheet covering the Conti- 
nental Carbon line of automobile 
condensers and suppressors — free. 
Continental Carbon Division, Wirt 
Co., 5221 Greene St., Philadelphia 
44, Pa. 

* * 


Portable Machine 


A catalog describing the advant- 
ages and applications of Airco’s No. 
4 Monograph portable shape cutting 
machine—eight pages, free. Air Re- 
duction Sales Co., 150 E. Forty- 
second St., New York 17, N. Y. 


* * * 


Automobile Year 1957 


“Automobile Year 1957” — $9.59. 
Hanover House, Doubleday & Co., 
Inc., 575 Madison Ave., New York 
22, N. Y. 


+ * * 


Duran Clad Folder 


Folder describing Masland Duran 
Clad for metals — free. Masland 
Duraleather Co., Philadelphia 34, 
Pa, 


* . * 


Muffler Comic Book 


Comic book explains mufflers— 
12 pages, free. AP Parts Corp., 
Toledo 1, Ohio. 


* * * 


Package Cost Reduction 
Little Packaging Library (re- 
vised) — 24 pages, free. Hinde & 
Dauch, Sandusky, O. 


* * * 


Automatic Lubricators 


A service instruction sheet de- 
scribing cyclic-type automatic 
lubricators driven by the machines 
they serve—two pages, free. Bijur 
Lubricating Corp., 151 W. Passaic 
St., Rochelle Park, N. J. 


* * * 


Molybdenum Disulfide 


A bulletin describing the uses of 
molybdenum disulfide as a filler in 
plastics, synthetic rubber and as- 
bestos — four pages, free, Climax 
Molybdenum Co., Dept. L, 500 Fifth 
Ave., New York 36, N. Y. 


* * * 


Carburetor Flooding 


A technical bulletin on carburetor 
flooding and fuel-pressure regula- 
tion—free. Alondra Sales, Inc., 959 
Crenshaw Blvd., Los Angeles 19, 
Calif. 


* * * 


Sleeve Installation 


A catalog giving instructions for 
installing cylinder sleeves—12 pages, 
free. Dura-Bond Engine Parts Co., 
715 Loma Verde Ave., Palo Alto, 
Calif. 

* * + 
Maintenance Tips 


Information on materials to help 
solve maintenance problems — six 
pages, free. Stonhard Co., Inc., 1306 
Spring Garden, Philadelphia 23, Pa. 


* * * 


Chemical Tire Patches 
A new folder describing Dilco 
chemical patches for tubeless-tire 
repair—four pages, free. Dill Mfg. 
Co., 700 E. 82nd St., Cleveland 3, O. 


ss * *# 


Stonpach and Stonhard 


Information on Stonpach, for re- 
pairing pitted concrete floors, and 
Stonhard plastics and liquid roof 








resurfacers — two six-page folders, 
free, Stonhard Co., Inc., 1306 Spring 
Garden St., Philadelphia 23, Pa. 
* * * 
Merchandising Data 

“Automation Retail, 1957”—folder 
describing current merchandising 
problems and techniques, free. Sitka 
Store Fixture Mfg. Co., 50 Kansas 
Ave., Kansas City 5, Kans. 


x * * 


Truck-Tire Valve Chart 


A truck-tire valve chart for drop- 
center rims—free. Dill Mfg. Co., 700 
E. 82nd St., Cleveland 3, O. 


* * * 


Truck Body 


A bulletin covering specifications 
and special features of the Model 
YLW-96 line construction truck 
body—six pages, free. York-Hoover 
Corp., York, Pa. 

* * * 
Printing Costs 

A booklet giving detailed infor- 
mation on how to compute printing 
costs—16 pages, $1. Regina Services 
Corp., 118 E. 25th St. New York 
10, N. Y. 

+ om * 
Accessory Catalog 

A catalog listing 353 safety ac- 
cessories for cars and trucks—28 
pages, free. Yankee Metal Products 
Corp., Norwalk, Conn. 


* * « 


Speed Reducers 
A catalog covering shaft-mounted 
speed reducers designed for screw 
conveyor application—free. Ameri- 





Vie I’ Community 


NEEDS 


— 


can Pulley Co., 4201 Wissahickon 
Ave., Philadelphia 29, Pa. 


ad + * 
Cummins Fuel Injection 
“Cummins PT Fuel Injection Sys 
tem”—12 pages, free. Cummins En. 


gine Co., Inc., Columbus, Ind, 
* * * 












Regulators and Valves 
A catalog covering meters, regy- 
lators and valves—28 pages, free 
Meter and Valve Division, Rockwel] 
Mfg. Co., 400 N, Lexington Ave, 
Pittsburgh 8, Pa. 


* * * 


Imported Parts 
A catalog of parts and equipment 
for various makes of foreign cars— 
88 pages, free. Columbia Motors 
Corp., 245 W. Fifty-sixth St. New 
York, N, Y. 


x * oa 


Fastcut N-Mill Catalog 

Fastcut tool catalog — 36 pages, 
free. Fastcut Tool Co., 7405 E. Davi- 
son, Detroit 7, Mich. 
Engineering Department 
Created by Ethyl Corp. 

NEW YORK. — Formation of a 
separate engineering department in 
Ethyl Corp. has been announced by 
E. L. Shea, chairman of the board. 

The new department, Shea said, 
will encompass the general engi- 
neering and construction coordina- 
tion functions which were formerly 
a part of the research and engi- 
neering department, It will be 
headed by A. C. Burdick, as chief 
engineer. 


; Vor Industry 


YOUR 


SUPPORT 


\ 
« 
‘ 
‘ 
\ 
% 
\ 
. 
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identify your dealership with safe driving 
COOPERATE IN THE 


Join the automotive industry and “Back the Attack on 
Traffic Accidents” by encouraging every motorist to 
“Enjoy Your Ride—Drive Safely in a Safety-Checked Car’”’. 


Supported by: 
Inter-Industry Highway Safety Committee 


Automobile and Tire Manufacturers 
National Automobile Dealers Association 


% official promotion kit to: 


13271 Mt. Elliott - 


National Tire Dealers & Retreaders 
Association, Inc. 


For complete information, see your factory representa- 
tive or send $16.75 ( plus 3% sales tax in Mich.) for your 


MODERN DISPLAYS, INC. 


Detroit 12, Michigan 





~amaariaa VAs sa 





- 


3¢ 
Re 


raried, 
lollow: 
N. 


ie 6 


a suffi 
tar Sal 
9 | 











mana 
the r 
to Pp 
a m 





egu- 
free, 


Ave, 


nent 
rs— 
tors 
New 


ges, 
avi- 


of a 
t in 
i by 
ard. 
aid, 
ngi- 


ina- 









varied, but may be summed up as 
follows: 
* + * 

NADA said it “resulted almost 
e entirely from failure to retain 
a sufficient gross margin from new- 
tar sales.” 

2. A dealer expert on business 
management said it likely was 
the result of many dealers’ failing 
to prorate certain expenses on 
a monthly basis and charging 
them off for the full year on 
Dec. 31. 

3. A tax source said there was 
3 possibility that dealers paid them- 
selves extra bonuses at the end 
f the year so that the dealership 
self would show lower earnings. 
hile this would raise taxes on the 
ealer’s personal income, it could 
keep the dealership out of surtax 
rackets. 

> 
xpenses in Upswing 

HE impact of any or all of those 

three factors, of course, is 
eflected in “operating expense” 
gures. 

Here’s what happened on aver- 
age operating expenses last year: 
They jumped from 9.4 percent of 
sales at the end of nine months 
to 9.8 percent at the end of the 


N. H. Dealers Seek 
To Halt Misuse 
Of License Tags 


CONCORD, N. H. — In a move to 
police its own ranks against misuse 
of dealer plates, the New Hamp- 
shire Automobile Dealers’ Assn. has 

ggested to State Vehicle Commis- 

tioner Frederick N. Clarke that 
hey get together and recommend 
egislation to remedy what the 
ommissioner has described as 
quite a problem.” 

Clarke confirmed reports that 
he state is losing thousands of 
ollars in potential revenue every 

ar because dealer plates, which 
nay be obtained at a fraction of 
he cost of regular registration 

es, are being furnished in many 
nstances to members of the 
palers’ families, in-laws and even 
atives of employes for use on 
heir privately owned cars. 

The commissioner was pleased 

th the auto dealers’ offer of co- 
peration and expressed the hope 
hat he would be authorized by the 

gislature to exercise greater con- 
rol over issuance of the dealer 


“For $50,” he said, “a dealer can 
obtain a certificate and three sets 
of dealer plates. He is assigned a 
general distinguishing number and 
A, B and C sets of plates. A dealer 
may obtain as many additional sets 
as he wishes for $8 a set. Some 


dealers have gone through the 


ntire alphabet (26 sets) and into 
a second alphabet. 

“With 686 dealers registered in 
the state, this means a minimum 
of 2,058 dealer plates, figuring the 
initial three plates per dealer. But 
most have more sets.” 













Warranty, policy, delivery .......... 


pensation to salesmen 


_ All other salaries, wages 
(except mechanics) 


Shop tools and supplies 


cooperative 
Insurance, other than building 
All other expense 


TOTAL EXPENSE 










Rent and expense in lieu of rent........ 
*Advertising, other than factory 


ear-End Shrinkage in Profit .. . 


30% of Dealers Show 
Red Ink for 1956 


(Continued from Page 1) 


year. (NADA noted that they 
| included all salaries and bonuses.) 
In 1955, operating expense for 
|the full year amounted to only 8.5 


|percent of sales. 


* * * 


_ practice of waiting until | 
year-end to charge off full-year | 
|expenses was discussed with| 
Stanley Pressler, Oldsmobile-| 
Studebaker dealer in Bloomington, 
Ind., who spoke on profit control 
at the last NADA convention. 

“Monthly statements do not 

necessarily reflect the state of | 
the business,” Pressler said last 
week, 

“A great many dealers charge off 
costs in December under factory- 
installed accounting systems which 
encourage them to defer the adjust- 
ment of accounts until the end of 
the year.” 

; Pressler continued, “Other dealers 

just fall into the habit of deferring 

chargeoffs, insurance accounts and 

items that have not been accrued. 
= . + 


Profits Fell Off 


"7 E dealer I know, who has an 

annual volume of $5 million, 
does not settle any loss on bad 
debts until the end of the year. 
You can imagine what that does 
oo books when he finally enters 
it. 

Pressler also noted that higher 
gross profits which resulted from 
the introduction of °57 models 
“slipped away rapidly” in the 
course of the fourth quarter. 

On the tax question, it was noted 
by another source, an incorporated 





| 


firm pays 30 percent on the first’ 


$25,000 of earnings. On every dollar 
above $25,000, it must pay 30 per- 
cent “normal” tax and 22 percent 
surtax. 

If a dealership is not incorporated, 
the so-called “progressive” tax rate 
jumps to 38 percent on earnings 
above $10,000, to 56 percent above 
$20,000 and to 75 percent in the 
$50,000-$60,000 bracket. 

These rates, is was suggested, 
could well tempt a dealer to cut 
down his firm’s earnings by paying 
himself a bonus in cases where 
the savings on the dealership's 
taxes would outweight the boost in 
his personal tax bill. 

= 7 > 
r CHARGING that the poor 
profit showing was a result of 
insufficient gross, NADA said: 

“Total gross from combined new 
and used unit sales averaged out 
to $403 per new unit sold, After 
direct selling expenses of $193, this 
margin was reduced to $210. 

“Remaining expenses averaged 

$434 per new unit. In the normal 
dealer operation, the new and 
used-car departments could 
reasonably be expected to absorb 
the larger portion of these other 
expenses, They actually covered 
less than 44 percent, with the 
$210 grossed after direct selling 
costs. 

“Gross profit from service, parts 
and other sources averaged $313 
per new unit, Matching this against 
the $274 portion of expense not 
absorbed by the new and used-car 


Breakdown of Dealer Expense, '56-55 


(PERCENTAGE OF TOTAL SALES) 


Salaries, commissions, other com- 


Group I Group I Group Ul Group IV Ind, Average 

1956 1955 1956 1955 1956 1955 1956 1955 1956 1955 

seibtesgiaiiy 85 96 100 +4112 4100 ~ 1.03 36 81.08 93 1.02 
sceadadiots 1.76 160 2.13 2.05 220 221 2.16 220 197 187 
Senbaiiuaaed 5.07 4.58 486 3.96 444 3.60 432 3.51 484 4.16 
A2 42 39 38 -30 30 29 26 38 38 

1.12 24 104 82 94 -18 85 7 1.04 87 

cecobennanans -70 66 91 12 98 83 97 -96 83 -73 
Sinai 39 36 31 30 26 24 22 17 33 30 
i aad 3.57 286 343 2.72 293 247 281 235 335 2.71 


*Includes travel, promotion and service training for Ford and Lincoln-Mercury dealers. 
+Includes all owners’ salaries and employes’ bonuses. 
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How Dealers Fared in ‘56 


departments left an operating profit 
of only $39 per car.” 

On the basis of an average $4,957 
in total sales per each new unit 
retailed, the $39 profit per car 
represented 0.8 percent of total 


sales. 
+” * ” 


Gross Boosted to $716 


ESPITE NADA’s singling out of 
the gross-profit factor, dealers 
did boost their gross during the 
fourth quarter—enough to hike the 


|nine-month average of $700, or 14.3 


percent per new unit retailed, to 
$716, or 14.5 percent, for the full 
year, (The 12-month gross included 
finance reserves.) 

Total expense, however, also 
rose. Selling expense, which 
amounted to $187, or 3.8 percent 
per new unit sold, at the end of 
three quarters, was $193, or 3.9 
percent, for the full year. 
Operating expense jumped from 

$457, or 9.4 percent per unit, to 
$484, or 9.8 percent. . 

Thus, total expense increased 
from $644, or 13.2 percent, at the 
end of three quarters, to 677, or 
13.7 percent, at the end of the 
year. 

If dealers had been able to hold 
the line on expense, as established 
for the first nine months, in the 
face of the improved gross during 
the fourth quarter, profit would) 
have averaged $72 per unit, or a 
respectable 1.3 percent. 

a - om 





7 survey split dealerships | 
into four volume groups, as | 
follows: Group I, 1 to 149 units 
retailed during the year; Group II, 
150 to 399; Group III, 400 to 749, 
and Group IV, 750 units and more. | 

Full-year profit showed less 
variation than usual among the | 
volume groups, ranging only from 
0.7 percent to 0.9 percent. A year 
ago, for example, profit ranged 
from 1.5 percent to 2.1 percent. 

In every volume group, gross 
profit per deal was boosted over 
1955 figures. Dealers in Group II 
increased gross profit 0.9 per- 
centage points during 1956, with 
gains amounting to 0.8 in Group I, | 
0.3 in Group III and 0.1 in Group 
IV. 

The only dealers to trim selling 
expense in 1956 were those in 
Group IV, who jammed through a 
reduction of 0.1 percentage points. 

In the other groups, selling ex- | 
pense rose 0.5 points in Group II, 
0.4 in Group I and 0.2 in Group III. 

Operating expense skyrocketed in 
all groups. It was up 1.5 percentage 
points (over 27 percent on a dollar 
basis) in Group II; 1.4 points in 
Group IV; 1.3 points in Group III, 
and 1.1 points in Group L. 

* . as 


Otherwise, Increases 


- NEARLY all individual aspects 
of business, aside from profits, 
dealers had a bettter year in 1956 
than they did in 1955, according 
to figures compiled by the survey. 

Both new-car and used-car in- 
ventories were down, average 
used-unit selling prices were up, 
there were fewer 30-day used 
units in stock, parts sales were 
up, stock turnover was speeded 
up, customer labor sales jumped 
as did total service sales and the 
percentage of gross profit to 
sales was increased in parts, labor 
and total service sales. 

The only drawback was the slight 
reduction in service absorption 


(including officers or owners’ | 


salaries), which edged downward 


from an average 55.5 percent in| 


(Continued on Page 93, Col, 1) 













—From NADA Survey. 


On Expenses, Profits 


Eprror’s Norte: 


The following figures are taken from NADA’s 
latest “Operating Averages for the Automobile Retailing Industry.” 


Operating Profit Before Taxes, 1956-1955 














1956 
Per 
Percent New Unit 
of Sales Retailed 
*VOLUME GROUP I 
Pg fy ne. f $779 
BOUIN TECPOMBS oececrcccceccccseserscesscoccvens 3.5 184 
Operating Expense . 10.4 554 
TOTAL EXPENSE.  ........:cccccceeeeccseee 13.9 738 
OPERATING PROBIT _ ..........:c0c0000 8 41 
VOLUME GROUP II ‘ 
GROSS PROFIT 14.8 $756 
Selling Expense ........ 4.3 221 
Operating Expense 9.8 499 
TOTAL EXPENSE ... 14.1 720 
OPERATING PROFIT _ ........:..::0000008 of 36 
VOLUME GROUP III 
GD PUREE siitincninennediuns Ene $666 
Selling Expense 4.3 206 
Operating Expense 8.7 418 
TOTAL EXPENSE. ............:cc000.c00000. 13.0 624 
OPERATING PROFIT _ ........:.:ccc00 9 42 
VOLUME GROUP IV 
GD ORE ceccccisecceensesccesssemersives «= BOD $497 
GREE. IND cvccosncsccesesesvssiceceeovnense 4.2 153 
Operating Expense  ............ccccccceeeeeeeee 8.4 309 
TOTAL EXPENSE.  ..............:c0cs00006. 12.6 462 
OPERATING PROFIT .............c04 9 35 
INDUSTRY AVERAGE 
GROSS PROFIT .. nm 716 
Selling Expense . jntisinhneniauinmneeticars 3.9 193 
Operating Expense ............. eoscneen 9.8 484 
TOTAL EXPENSE . : ‘ 13.7 677 
OPERATING PROFIT ....... 8 39 


*Volume groups are based on 1956 deliveries of new cars and trucks as follows: 
Group I, 1 to 149 units; Group II, 150 to 399 units; Group III, 400 to 749 units, 


and Group IV, 750 units and more. 


New Cars and Trucks 
Inventory Per Dealer 


Cars Truck 


(Per TruckDealer) 
Dec. 31, Dec. 31, Dec. 31, Dec. 31, Dec. 31, Dec. 31, Dee, 31, Dec. 31, 


s 


1956 1955 1956 §6=-: 1955 

Group | ......... 6.7 8.5 3.3 2.3 

Group II ....... 16.7 21.2 3.3 5.8 

Group III . 33.8 38.5 14.4 10.6 

Group IV ...... 85.6 82.5 20.2 19.4 
Industry 

Average .... 10.5 12.8 4.1 3.4 


Percent 
of Sales 


1955 
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Days’ 

Supply 

Cars 
1956 1955 
37.4 39.4 
29.0 34.8 
27.3 27.8 
26.4 23.7 
32.0 34.3 


Days’ 
Supply 
Trucks 


1956 
+ 


***Days’ Supply Trucks’’ is included in ‘‘Days’ Supply Cars’’ for 1956. 








Used Cars 
No. Days’ Supply 
Selling Price Ratio Used-Unit in Inventory 
Per Unit Sales to New Dec. 31, Dee. 31, 
1956 1955 1956 1955 1956 1955 
Group I $690 2.06 1.82 36.3 42.7 
Group II 735 1.76 1.63 28.8 30.7 
Group III 719 1.43 1.41 21.4 23.0 
Group IV . 631 1.02 1.14 18.4 19.9 
Industry Average 738 700 1.73 1.62 30.8 34.8 
Average Cost Pet. of Used 
Per Used Unit Vehicles in Stock 
in Inventory 30 Days or Longer 
Dee. 31, Dec. 31, Dec. 31, Dee. 31, 
1956 1955 1956 1955 
Group I $627 47.9 53.8 
Group II 660 39.1 42.8 
Group III 753 34.5 32.1 
Group IV 716 27.46 29.1 
Industry Average .........::----. 726 647 43.5 47.8 
Parts 
(Accessories Not Included) 
Average Sales Percentage of Number Months’ Annual 
Per New Unit Gross Profit Supply in Turnover of 
Sold To Sales Inventory Investment 
1956 1955 1956 1955 1956 1955 1956 1955 
Group I ....$410 $332 31.0 30.5 5.9 6.7 2.0 1.8 
Group II ... 382 251 31.5 31.3 4.7 5.3 2.6 2.3 
Group III ..... 297 222 30.1 30.0 4.1 4.7 2.9 2.6 
Group IV ...... 222 181 27.6 28.6 3.5 4.2 3.4 2.9 
Industry 
Average 345 274 30.7 30.5 5.1 5.9 2.3 2.0 


Customer Labor Sales 


Average Sales 
Per New Unit Sold 


1956 





1955 


$233 


187 
166 
125 
196 


Total Service Sales 


(Includes labor, parts and all other service and stockroom sales, 


Percentage of Gross 


Profit to Sales 
1956 1955 
39.7 39.2 
43.7 42.5 
47.2 47.0 
47.7 49.1 
42.5 41.9 


except accessories with new vehicles) 


Average Sales 
Per New Unit 





sold 
1956 1955 
Sibctacsendsbdouaben $963 $809 
Ste eakia 777 629 
5 becuase 663 520 
bse iaetaes 479 409 
Industry Average .... 799 665 


*The percentage of operating (or fixed or semi-fixed) expense covered by gross profit 
from all service and parts operations. Officers’ or owners’ salaries included, 


Percent of 
Gross Profit 
To Sales 
1956 1955 
31.6 30.9 
34.4 34.1 
36.0 35.9 
36.0 36.9 
33.3 32.8 


*Percentage of 
Service Absorption 


1956 
54.8 
53.5 
57.1 
55.9 
54.9 


Percentage of Departmental Sales to Total Sales 


New Cars Used Cars 

and Trucks and Trucks 

1956 §= 1955 1956 8=—: 1955 

em  Giciomte 52.7 56.2 27.8 25.7 

Group IZ ........... 57.0 60.4 26.0 25.4 

Group III ......... 60.7 64.0 244 23.0 

Group IV ......... 66.9 68.9 191 19.8 
Industry 

Average ........ 56.6 59.8 25.9 246 


Total Service Miscellaneous 
and Parts Sales 

1956 1955 1956 

18.1 16.5 14 

15.2 13.2 18 

13.9 118 1.0 

13.0 112 1.0 

161 144 14 


New Unit 
Retailed 







































































Per 


$681 
151 
457 
608 
73 


$658 
182 
392 
574 
84 


$600 
181 
324 
505 
95 


$489 
158 
253 
411 
78 


$637 
165 
392 
557 
80 


1955 
65.6 
50.5 
47.6 
33.7 


54.7 


















1955 
54.7 
54.7 
57.6 
59.6 
55.5 

























1955 
1.6 
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sler Dealers Cite Splitoff . .. 


Price Claims Prompt 
‘Beat This’ Ford Ad 


By John K. Teahen Jr, 
Staff Writer 

YORK area Ford dealers 
slapped back at their rivals in 
the medium-priced field last week 
with an advertisement offering a 
Gustom two-door sedan for $1,819 

plus state and local taxes. 

The kicker was buried in the 
copy. Repeating the $1,319 figure, 
it declared: “This proves an im- 
portant point—you can buy a fine 
Ford for hundreds less than the 
cheapest models of the medium- 
priced cars ...” 

The ad may well have been aimed 
at some makers in the medium- 
priced field who have been mention- 
ing advertised-delivered prices in 
national ads. Some of these manu- 
facturers have said that their 
prices start “just a few dollars” 
above some models in the low- 
priced field. 

” = * 


HRYSLER CORP’s “Operation 
Splitoff” triggered ads in Akron 
and Baltimore. 

Borden Auto Co., Akron, an- 
nounced, “We have a limited stock 
of new 1957 Plymouths which we 
are closing out at greatly reduced 
prices . .. These cars must be 
sold quickly, as we are now your 


Kucher Directs 
Ford Engineering; 
MacPherson Ill 


DEARBORN.—Andrew A. Kucher, 
director of Ford Motor Co.’s scien- 
tific laboratory, has been appointed 
director of the engineering staff, 
President Henry Ford II, announced 
last week. Kucher will be 59 Wed- 
nesday. 

In the absence 
of Earle S. Mac- 
Pherson, engi- 
neering vice-pres- 
ident, who is ill, 
Kucher will su- 
pervise the cen- 
tral engineering 
staff and all other 
product engineer- 
ing activities 
throughout Ford 
Motor. 

A. A. Kucher Kucher joined 
Ford six years ago as director of 
the newly created scientific labora- 
tory. He has been an authority on 
engineering research for more than 
a quarter century and holds patents 
on nearly 100 inventions and indus- 
trial processes. He developed a 
sealed-unit refrigerating machine, 
pioneered a new method of aircraft 
construction and invented one of 
the first all-fresh-air-conditioning 
systems for homes. 

Before joining Ford, Kucher had 
served as research vice-president of 
Bendix Aviation and manager of 
research engineering at Frigidaire. 

MacPherson, 65, is the third Ford 
executive to be stricken in recent 
weeks. Executive Vice-President 
Lewis D. Crusoe, 62, and Dealer Re- 
lations Vice-President Benson Ford, 
37, are convalescing from heart 
attacks. 


Rambler Takes 3rd Spot 
In Decatur (Ill.) Sales 


DECATUR, llL—January regis- 
trations in Macon County, which 
includes Decatur, showed that 
Rambler had moved into third 
— sales, behind Chevrolet 


ymouth. 
Rambler registered 59 units 


during the month, 13.7 of the 
county total of 431. 
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exclusive Chrysler and Imperial 
dealer.” 

West End Motors, Baltimore, 
was granted an exclusive Plym- 
outh franchise and declared, 
“We're out to sell 300 Plymouths 
in the next 30 days.” Belvedere 
sedans, with automatic transmis- 
sion, radio, heater and other 
extras, were offered for $2,395. 

A clever ad by Woods Ford, 
Tupelo, Miss., borrowed the “While 
the cat’s away ...” theme. It said, 
“The boss is gone and we're trading 
wild.” 

+ * + 
O PAYMENTS for six months 
was the offer of Feld Chevrolet, 
Kansas City, which said it had 
“broken the time-payment barrier 
for our 37th anniversary.” The deal 
was limited to 10 days. 

Giveaways appeared in Louis- 
ville and Albuquerque, N. M. 
Cooke Pontiac, Louisville, offered 
a trunkful of free groceries, while 
Albuquerque Auto Sales (Ford) 
spoke of a one-week vacation at 
a ranch near Lake City, Colo. 
The vacation included airline 

transportation, $50 worth of fishing 
equipment and a fur stole. It was 
reported that the ranch operator 
made the offer to publicize his 
enterprise and that the only cost 
to dealer Ralph Pool was advertis- 
ing. 

Another Louisville dealer went 
acrobatic. 

“Yes, we'll stand on our heads to 
trade with you during ‘Operation 
Turnover,’” said Louisville Motors 
(Ford). 

- > * 
N . PITTSBURGH, McMillen & 

Baer (Dodge-Plymouth), 


Dealers 





screamed, “The price, the terms 
you never thought you’d see... 
We'll never change our policy of 
offering superior service, rigid 
ethics and courteous treatment. But 
when it comes to price and terms, 
we're in a fighting mood.” 

High tradeins were the lure of 
Bratten Pontiac Corp., Norfolk, Va. 
The firm offered up to $800 for 
1948 and older models, up to $1,400 
for ’52s and up to $2,400 for ’55s. 

In Portiand, Ore., Tonkin Mer- 
cury asked, “Do you own a BOP 
(Buick, Olds or Pontiac)? If you 
do, drive, push or tow it to 
Tonkin Mercury ... Get our un- 
beatable challenge deal... ” 

Hague Motor Co. (Lincoln-Mer- 
cury), Parkersburg, W. Va., in- 
serted a rather startling ad in 
conjunction with its first anni- 
versary. It said, “For one week 
only, during our anniversary ‘sella- 
bration,’ we will deliver without 
gimmicks” a 1957 Mercury Monterey 
two-door sedan for $2,595. 

An observer wondered, “Does 
that mean there will be gimmicks 
after the one-week sale?” 

* * . 
iw PITTSBURGH, a Dodge-Plym- 
outh dealer declared, “You have 
heard ‘volume sales’ talked to 
death, but the lid is really off at 
Mt. Lebanon Motors. L-o-n-g-e-s-t 
terms, high trade allowances.” 

A half-page ad by Southern 
Chevrolet Co., Alexandria, Va, 
claimed, “A well-known fact — 
We will not be outtraded; we 
will not be undersold. Come do 
business where business is being 
done.” 
A St. Louis dealer used large 
type to proclaim, “New 1957 four- | 
door hardtop, $1,275.” Small type 
deflated the offer—“if your tradein 
is worth $1,875.” 

“The big type gives it to you, and 
the small type takes it away,” an- 
other dealer remarked wryly. 


Tell Me 


Favorable Reaction in Toledo .. . 


Notes on the Auto Shows 


By W. C. Lockwood 
Staff Writer 
At awe of approximately 
25,000 at the first two days of 
the Toledo auto show has been re- 
ported by the Toledo Automobile 
Dealers Assn. 

It was the first show held there 
under one roof since 1938 and 
was operated in conjunction with 
the annual Sports, Home and 
Boat Show. 

The association said that com- 
ments from salesmen were favor- 
able. The group had suggested 
prior to the show’s opening that 
dealers “advise your men that they 


$43 Million Loss 
Reported by S-P 
On °56 Operations 


SOUTH BEND. — Studebaker- 
Packard Corp. had an operating 
loss of $43.3 million in 1956, before 
special charges of $60 million. 

The special charges consisted 
mostly of reserves to pay for the 
consolidation of auto manufactur- 
ing in South Bend and for the de- 
preciation of plants and inventories. 

Harold E. Churchill, S-P presi- 
dent, explained that the company 
made an operating profit of $895,000 
in the final two months of 1956 
which, together with “favorable 
year-end adjustments,” reduced op- 
erating losses from the $49.6 million 
reported for the first nine months. 

He said S-P had developed a pro- 
gram for broadening its line of 
cars and trucks which will enhance 
S-P’s prospects in the second half 
of 1957 and in 1958. 

In line with this program, Chur- 
chill said, “We have just completed 








(Continued from Page 3) 


dealer in one area lengthens hours 
of operation, and if all other dealers 
lengthen theirs, is any new business 
created? Or is it simply that we 
take a longer time to do the same 
amount of business? 

“So, it would behoove us to take 
a good look at the number of hours 
we operate, or attempt to operate, 
and consider this in view of the 
shrinking hours required of sales 
people in the rest of the retail busi- 
ness today. 

“Next, we may hire good men, 
but do we supervise, do we help 
them in their jobs, do we attempt 
to train them, do we attempt to 
keep them? 

“Too many dealers take the atti- 
tude that salesmen are expendable. 
Get what you can out of them and 
get rid of them when they are no 
longer useful to you. Actually, there 
just aren’t that many men around. 
We will have to train our own 
men, maintain a constant training 
program, and must not be too quick 
to hire and fire. 


* * 


+o 

Mechanics Are Trained 
“FpecAves of a shortage of me- 

chanics, General Motors Corp. 
(at great expense) has established 
training centers. Is the shortage of 
salesmen any less acute? Perhaps 
we should have a similar setup for 
training salesmen. 


“First, we must be sure that we 


give them every opportunity to 
do the job that we require. Fourth, 
that we give them every assist- 
ance in doing this job. 

“By assistance, I: mean sensible 
supervision and follow up by sales 
managers and dealers alike. The 
situation we find ourselves in today 
in regard to salesmen is not a situa- 
tion that has happened overnight, 
but rather an outgrowth of a situa- 
tion that has existed for some time. 

“We now are beginning to feel 
the effects of it, and this shall be 
increasingly difficult as time goes 
by. I firmly believe that if we in- 
tend to attract the right kind of 


men to automobile sales, we must 
take some forceful and forthright 
action as a dealer body and in- 
dividual dealers as well. We must 
upgrade salesmen and do everything 
we can to promote his social ac- 
ceptance. 

“Second, we must do everything 
we can to see that their hours 
are comparable to the hours of 
other retail sales people. And, 
third, we certainly should pay 
every salesman a living wage so 
that he can support his family in 
a decent and comfortable style (if 
he is accomplishing his job.) 

“Fourth, be not quite so ready to 
hire and fire. We must give every 
man that we hire full opportunity 
to do the job, give him sound and 
sensible supervision. If we do all 
these things we will help ourselves 
in time, but it will be a gradual 
process.” 


Burke Leaves $219,000 
HARTFORD. An estate of 
$219,896 was left by Augustus M. 
Burke, of West Hartford, a pioneer 
auto dealer in Rockville, Conn., 
who later held a car dealership in 
Hartford for many years. 


First Edsels Show Up 


On Registration Rolls 

DETROIT. — Edsel is now on 
the record. 

Ford Motor Co.’s new car, set 
for unveiling this fall, has 
cracked the new-car registration 
rolls with two units listed for 
Wayne County in February. 

An Edsel spokesman said the 
two cars are being used for test- 
ing purposes on public roads. 
The registered Edsels, he said, 
are “cobbled” cars and are de- 
chromed and painted black. 

Understandably modest about 
their baby, Edsel engineers usu- 
ally wait until dark before start- 
ing their back-road cruises. 


the first phase of a continuing series 
of meetings with our dealers 
throughout the United States.” 


Spitzers Open 


Ford Dealership 


CLEVELAND. — John and Adel- 
bert Spitzer, owners of a string of 
Chrysler Corp. dealerships from 
Michigan to Florida, have added a 
Ford outlet. Their father, the late 
George C. Spitzer, began his auto 
career as a Ford dealer in Graf- 
ton, O., in 1913. 

John and Adelbert are president 
and secretary, respectively, of the 
new Spitzer Ford, Inc. Harold 
Stann is vice-president and general 
manager, and Joseph Morris is 
treasurer and business manager. 

Also in Cleveland, the name of 
Don McCullagh Chevrolet Co. has 
been changed to Jim Connell Chev- 
rolet, Inc., with Connell buying out 
his Detroit partner. McCullagh 
owns Don McCullagh, Inc. (Chev- 
rolet), Detroit. 





can get from the show exactly what 
they put into it.” 
2 * * 

7_ auto shows closed yesterday 
(March 17), One in Lincoln, 

Neb., ran for five days and the 

show in Orlando, Fla., was open 

for four. 

The five-day show of West 
Texas dealers in Lubbock, Tex, 
will open Wednesday (March 20) 
and close the following Sunday. 
The March 29-31 show in Hutch- 

inson, Kans., will close out the auto 
show season, although autos will 
share in an exposition in Oklahoma 
City this summer. 

* > = 


__—— grand prizes of expense- 
paid vacations were offered in 
conjunction with the three - day 
show sponsored by the Scranton 
(Pa.) New Car Dealers Association, 
> * +. 

N CLEVELAND, dealers have 
taken an option on space at 
Public Hall for an auto show in 
January, 1958. A decision on 
whether the show will be renewed 
will be made soon, the dealers said. 


The last Cleveland show was 
held in 1956. At a general mem- 
bership meeting of the association, 
dealers were asked to notify their 
line group trustees of their pref- 
erence, The trustees will vote later 
on the show. 


Service Course 


Scheduled for 
Isetta Dealers 


NEW YORK. — A two-month 
training course for Isetta dealers in 
five U. S. cities has been launched 
by Fadex Commercial Corp., im- 
porter of the German-built midget. 

The course will be conducted by 
factory service chiefs in New York, 
Pittsburgh, Detroit, Los Angeles 
and Miami. 

Fadex has also announced 24-hour 
service facilities for Isetta at 421 E. 
Ninety-first St. in New York City 
and 519 W. Fifteenth St. Long 
Beach, Calif. 


Anthony Opens 
Chrysler Outlet 


SAN FRANCISCO. — Earle C. 
Anthony, a Packard dealer and dis- 
tributor on the West Coast for 50 
years, has been appointed a Chrys- 
ler-Imperial dealer here. 

Edward P. Letscher, western area 
director for Chrysler Corp.’s mar- 
keting organization, said, “Chrysler 
Corp.’s marketing organization, said, 
“Chrysler is proud to welcome Earle 
C. Anthony, Inc., to its enthusiastic 
and dynamic dealer organization.” 

Willard Scott, San Francisco resi- 
dent manager for Earle C. Anthony, 
Inc., will be in charge of the dealer- 
ship and Alex Logan, a veteran 
Chrysler salesman, will be sales 
manager. 


Cheer Up, Clare, It's Good News— 


Despite his dour expression, Clare E. Briggs, center, is imparting good news to 
Pittsburgh-area dealers. Briggs, Chrysler division sales vice-president, is telling them 


that Imperial sales broke alltime records 


in December, January and February. The 


February total was 3,162, which was 14 percent ahead of January. With Briggs are, 
from left, Jack Skeels, Jack Skeels Motors, Ingram, Pa.; Thomas A. Lyons, Pittsburgh 
regional manager; C. J. Thompson, Thompson-Haldeman Co., Pittsburgh, and Don 


Crane, Stauffer Motors, Dormont, Pa. 
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ear-End Adjusting Shrinks Average Profit . . . 

















(Continued from Page 91) 
1955 to 54.9 percent in 1956. (Dealers 
Group I boosted their average 
bsorption, 
In its new-car survey, NADA 
ound the average dealer at the 
nd of the year had 10.5 cars and 4.1 
cks (for truck dealers) in stock. 
year earlier, inventories averaged 
42.8 cars and 3.4 trucks. 

. * ~*~ 

| 





roup IV to 6.7 units per dealer in 
roup I, Truck stocks were highest 
20.2 units per group IV dealer 


n Groups I and II. 

The average dealer had a 32- 
day supply of new cars and trucks 
on hand at the end of 1956. 
Average days’ supply of cars and 


trucks was computed separately | 


a year ago, with a figure of 34.3 
for cars and 54.7 for trucks on 
Dec. 31, 1955. 

NADA found that the average 

elling price of used cars was $738 

1956, compared with $700 in 1955 
nd $707 in 1954. The average cost 
of each unit in inventory was $726 
n 1956, compared with only $647 

1955. 

The average dealer in 1956 sold 
1.73 used units for every new unit, 
compared with 1.62 used units for 
very new unit a year earlier. 

. * * 


Used Stocks Decline 


SED-vehicle inventory ratios 
were reduced considerably dur- 
ing 1956, representing a 29.4-days’ 
supply at year-end, compared with 
a 34.8-days’ supply a year earlier. 
There were also fewer used units 
“nailed to the lot” last year. Only 
43.4 percent had been in stock 30 
days or longer, compared with 47.8 
percent in that category in 1955. 
In parts sales, aside from acces- 
















EW-CAR stocks in 1956 ranged | 
from 85.6 units per dealer in| 


d lowest at 3.3 units per dealer | 


| sories, the average dealer in 1956 
| sold $345 worth for each new unit 
retailed, for an average gross 
profit of 30.7 percent. 

A year earlier, his sales had 
amounted to $274 for a gross profit 
|of 30.5 percent. 

He had a 5.1-month supply on 
|hand, and turned over his invest- 
ment 2.3 times during 1956, com- 
|pared with a 5.9-month supply in 
1955, which he turned over 2.0 
| times, 
|labor per unit rose sharply during 
|the year, from $196 in 1955 to $245 





}in 1956. Gross profit on labor sales 


also was up, from 41.9 percent to| 


42.5 percent. 

| * * * 

| FN TOTAL service, which includes 
all labor and parts sales, ex- 

cept accessories sold with new ve- 

hicles, the average dealer’s sales 

amounted to $799, with a gross of 

33.3 percent. That compared with 

sales of $665 and a gross of 32.8 

percent a year earlier. 

The average dealer in 1956 
carried out 56.6 percent of his 
total sales in new cars and 
trucks, Used vehicles accounted 
for 25.9 percent; total service 
and parts, 16.1 percent, and mis- 
cellaneous sales, 1.4 percent. 

In 1955, the figures were: New 
vehicles, 59.8 percent; used vehicles, 
24.6 percent; total service and parts, 
14.4 percent, and miscellaneous, 1.2. 

7 7 = 


‘Not What, but How’ 


ADA fired this parting shot at 
dealers: 


“It must be obvious from these 
| figures that the hope for better 
| profits in the year ahead lies in 
|a better understanding of the true 
| costs of doing business. No amount 


One of First Exclusives... 
Pushing for Plymouth 


/ 





By Joe Kuebler 

Staff Correspondent 
AKRON. — One of the country’s 
first Plymouth exclusives (March 
1, 1956) in the first metropolitan 











ships, Greenwald Plymouth here is 
demonstrating the volume possibili- 
ties of the Plymouth car. 
Running the show are James 
Greenwald, 33, and his brother, 
Burton, 35. They sold 102 new 
cars in January, 133 in February 
and have set a goal of 182 for 
March, 
January-February sales were 71 
percent ahead of the corresponding 
months of 1956, and last year’s vol- 
ume of 1,127 new cars was 68 per- 
cent higher than 1955. 
Their March goal is a lofty one, 
but that’s where the flair for pro- 
motion comes in. The Greenwalds 
hope the “Greenwald-Plymouth 
Mark 60” will help them attain it. 
When received from the factory 
these models are painted “Daytona 
gold” (named by the Greenwalds), 
with tops of seafoam white. White 
“slash-sweep” styling and stainless- 
steel moldings are installed at the 
dealership, as is the gold-and-silver 
metallic “Mark 60” nameplate. 
A sports-car steering wheel, 
twin-strut dual side mirrors and 
wheel. covers are standard equip- 
ment. Options include the Fury 
301 V-8 engine with power kit 
and a continental rear wheel. 
The Mark 60 is available in two- 
door and four-door sedans and 
a station wagon. 
The Greenwalds hope to have re- 
ceived 150 of these cars from the 
factory by the end of March. 
Other special merchandising ef- 
forts are “Sell-A-Thons,” which are 
conducted two or three times a 
year. The dealership remains open 
36 consecutive hours, and the 
brothers say many cars are sold at 
3 a.m, and 4 a.m. 
. Late shift workers and night 
> owls drop by the dealership to par- 
take of free coffee and doughnuts. 
Founded in 1928 by Harry Green- 


area to have a complete line of} 
single-line Chrysler Corp. dealer-| 


|outh, then Studebaker and later 
DeSoto and Plymouth. It became a 
Plymouth exclusive March 1, 1956. 

“We work on the basis of vol- 
ume and fast turnover plus good 
service,” explained James Green- 
wald, “We have a separate serv- 
ice department for new cars and 


for this operation.” 

The brothers believe the industry 
is heading for multiple dealerships. 
They say it is the only way to re- 
| duce overhead. 


a part of their operation, and they 
increase the allotment before and 
during special promotions. 

A series of radio and newspaper 
teaser ads preceded the Mark 60 
introduction, with a full-page ad 
the day before the introduction. 
Six column-by-20-inch ads ap- 
peared every other day along with 
frequent radio spots, and “Green- 
wald’s TV Theater,” a weekly show, 
devoted three of its four commer- 
cials to the Mark 60. 

- 7 





The dollar value of customer | 


we are constructing a building | 


Generous advertising budgets are | 


30% of Dealers Lost Money in °56 


of hocus-pocus or figure-juggling 
can alter the facts... 

“The time-tested formula of 
wringing a profit out of every new- 
car sale has been successful in the 
past, and will continue to be the 
best guarantee of profits in the 
future, There is still truth in the 
old saying that ‘it isn’t what you 
sell, but how you sell what you 
sell.’” 


‘6 Rubber Firms 
‘Fined in Case 
‘On V-Belt Prices 


DENVER, — Six major rubber 
manufacturing firms were fined a 
total of $145,000 last week on a 
| Federal District Court finding that 
|they had conspired to fix prices 
| on industrial V-belts. 


| The six firms had been allowed 
|to plead “no contest” to the 
charges, although the U. S. De- 
partment of Justice had opposed 
the technical pleas. 

Punishment was set under a 1955 
amendment of the Sherman Anti- 
trust Act. The judge said he con- 
sidered each firm’s relative role in 
|the conspiracy in deciding the 
amount of the fine for each one. 

Firms fined, and the amounts, 
were: Gates Rubber Co., $30,000; 
Dayton Rubber Co., $30,000; Good- 
year Tire & Rubber Co. $30,000; 
B. F. Goodrich Co., $25,000; U. S. 
| Rubber Co., $20,000, and Boston | 
Woven Hose & Rubber Co., $10,000. 





Car Length Called 
Only Way to Grow 


TORONTO.—The automobile has} 
reached its limit in lowness, width| 
|and road clearance—but it might 
grow longer, Wil- 
liam A. Wecker, 
president of Gen- 
eral Motors of 
Canada, said. 

In his last press 





conference before 
retiring Apr. 1, 
Wecker said man- 
ufacturers also 
have gone about 
as far as they can 
goinreducing 
the diameter of 
wheels. The trend is not for a 
longer or wider car, he said. 

“If anything, the car of the future | 
will likely be narrower,” he pre- 
dicted. 


GM Ends Franchises 


In Ore. Dealer’s Death | 


| COOS BAY, Ore.—Lou Blanc, Inc.,| 
| pioneer Coos Bay dealer, has re-| 
verted to a general auto service and | 
used-car sales organization as the 
| result of losing its Oldsmobile and 
Cadillac franchises. 

General Manager Clayton Driscoll 
explained that GM policy calls for 
franchises to be held by an indi- 
vidual and expire automatically 
with the death of the individual: 
the Coos Bay franchises were in 





W. A. Weeker 





the name of Lou Blanc and expired 
with his death last fall. 


© 





Greenwald's Plymouth Mark 60— 


Greenwald Plymouth, Inc., Akron, is offering its customers something special—the 
Plymouth Mark 60. The dealership adds stainless-steel moldings and a new two-tone 


effect to a standard gold-and-white Plymouth, and affixes a gold-and-silver Mark 60 


wald, the boys’ father, the dealer-| emblem. Greenwald's January-February sales were 71 percent ahead of 1956 and the 


ship first handled Dodge and Plym- 


firm expects the Mark 60 to boost them to even higher levels. 


1957 
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Ford's ‘Typhoon’ Struts Stuff— 


A free-piston turbine engine, installed for the first time in a farm tractor, was dem- 
onstrated last week by the tractor and implement division of Ford Motor Co. at Bir- 
mingham, Mich. The tractor, called Typhoon, is rated at 50 horsepower, although Ford 
engineers said it is capable of producing 100 horsepower. The tractor's power plant 
has one cylinder, containing two pistons, which generate hot gases to drive a turbine. 

+ * * 


Free-Piston Turbine Tractor 
Demonstrated by Ford 


BIRMINGHAM, Mich.—An ex- 
perimental farm tractor powered 
by a free-piston turbine engine, 
was demonstrated last week by 
Ford Motor Co.’s tractor and im- 
plement division at its research 
center here. 

Called the Typhoon, the tractor 
has the jirst known installation 
of such a power source in a farm 
machine, said Merritt D. Hill, 
general manager. 

“We have high hopes that the ex- 


| perimental Typhoon tractor may be 


the forerunner of a totally new 


|concept of farm power,” Hill said. 


“It brings us to the threshold of 


| power capabilities of which farmers 


previously could only dream, 

“For their initial test work, the 
engineers have deliberately held 
the potential power of the Typhoon 
down to the useful level of 50 draw- 
bar horsepower. The power plant 
can produce 100 horsepower,” he 
said. 

The engine was developed at 
Ford’s Scientific Laboratory in 
Dearborn, Its characteristics es- 
pecially suit it to installation in a 
tractor, according to Andrew A. 
Kucher, laboratory director. 

Capable of running on a wide 
variety of hydrocarbon fuels in- 
cluding many agricultural products, 
the engine produces heated gases 
to drive a turbine, Kucher ex- 
plained. 

Much of the expense and com- 
plexity of the mechanical power 
train used in current internal 
combustion engines is eliminated. 
Crankshaft, camshaft, connecting 
rods, mushroom-type intake and 
exhaust valves and spark plugs, 
along with most parts of a re- 
ciprocating engine, are not re- 
quired, Kucher said. Nor does 
the engine use the costly and 
critical high - temperature - resist- 


ant metals that are used in con- | 


ventional gas turbine or jet en- 
gines, he added. 

The engine admittedly is years 
away from actual production. 

The Typhoon is equipped with 
hydraulic systems and power take- 
off shaft necessary to operate farm 
implements. With its 99-inch wheel- 
base, it is 14 inches longer than the 
largest Ford tractor now in produc- 
tion. - 

In demonstrations last week, the 
Typhoon pulled a tow dynamo- 
meter, a standard test vehicle that 
accurately records power measure- 
ments, Starting torque, throttle 
response and power flow were 
demonstrated. Farm implements, 
operated by power take-off, were 
controlled independently of the 
tractor’s forward motion. 

Ford engineers, commenting on 
the Typhoon said fuel economy ap- 
pears promising, engine friction is 
substantially lessened by the reduc- 
tion of moving parts and vibration 
is virtually eliminated by the in- 
herent balance of the engine. 

Heart of the engine is the gas 
generater, or gasifier. It is cylin- 
drical in shape and about the size 
of a farm milk can. The engine 
cylinder contains two horizontally 
opposed pistons, free to move to- 
ward each other to compress air 
for the firing charge. 

Fuel is injected at the center into 








the air that is superheated by com- 
pression between the pistons. The 
heated air ignites the fuel, and-its 
expansion during burning drives 
the pistons apart. The operation is 
like that of a diesel engine, without 
spark ignition. 

The gases exhausted from the en- 
gine cylinder are collected in a 
surge tank from which they flow 
into a six-inch diameter turbine 


| wheel. Like water rotating a water- 


wheel, the action of the gases 
causes the turbine wheel to spin. 
The high-speed turbine transmits 
its power through a gear-reduction 
system to the tractor’s power train. 

Accessories such as hydraulic 
pumps, cooling fan, and fuel pump 
operate from the gear-reduction 
system. A drive shaft transmits the 
turbine’s power to the tractor’s 
transmission for application at the 
wheels and at the implement-oper- 
ating power take-off shaft. 

A compressed-air bottle supplies 
pressure to push the pistons to- 
gether rapidly, bringing about the 
first firing cycle. No lengthy “warm- 
up” time is required, and no supple- 
mental fuels or spark ignition sys- 
tem is required for the start. 

The Typhoon has power steer- 

ing and an experimental power- 
shift transmission with 10 speeds 
forward and two reverse. - 

Gear speeds are changed with a 
finger-tip selector. At the operator’s 
discretion, power shifts into or 
through all gear ratios can be made 
without stopping, manual clutching 
or interrupting the power flow. 

“Feathering” is provided for at- 
taching implements or slowly start- 
ing a load in any gear. 


Tire Shipments, 


Output Climb 


NEW YORK.—Replacement pas- 
senger car tire shipments in Janu- 
ary scored a 40.40 percent increase 
over December, while production 
rose 11.73 percent, according to the 
Rubber Manufacturers Assn. 

Shipments of truck and bus tires 
during January were 10.94 percent 
above December. Shipments of auto- 
motive inner tubes in January 
climbed 34.94 percent. 


Blalock Heads Dealers 
In Anson County, N. C. 


WADESBORO, N. C.— Members 
of the Anson County Auto Dealers 
Assn. have elected officers for 1957. 

The new president is David Bla- 
lock, Blalock Motor Sales Co. Other 
officers are Bob Faulkner, vice- 
president, Faulkner Pontiac Co., 
and secretary-treasurer, George C. 
Vernon jr., Vernon Chevrolet, Inc., 
all of Wadesboro. 


Maremont, Glen Alden 
Call Off Merger Plans 


CHICAGO. — Maremont Automo- 
tive Products, Inc., and Glen Alden 
Corp. have given up plans to merge 
operations of the two firms. 

The decision followed a dispute 
among Glen Alden stockholders 
over the contract to acquire the 
assets of Maremont. 
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Bank Reports Some ‘Soft Spots’. . . 


Business Continues Strong 


CHICAGO. — Business across the 
country continues to be “basically 
strong,” the Federal Reserve Bank 
of Chicago reported Friday, al- 
though the rate of gain appears 
to be leveling off. 

In its monthly review, Business 
Conditions, the bank pointed to two 
major leveling influences: 

1. A slowing in the upsurge of 
business spending. 

2. Further lag in residential con- 
struction. 

Other “bearish” signs noted in- 


41 New Dealers 
Added by AMC 
During Month 


DETROIT. — American Motors 
Corp. added 41 new dealers in 
February, bringing to 94 the num- 
ber signed in the first two months 
of 1957. 

The new dealers are Pankey 
Motor Co. Oregon City, Ore.; 
O’Brien Motor Co., New Eagle, Pa.; 
Emmett Ferrell Motors, Wheeling, 
W. Va.; Town & Country Motor 
Sales, Warren, R. 1; C. G. Peck, 
Inc., Canandaigua, N. Y.; Bidwell’s 
Garage, Oxford, Pa.; Learn Mc- 
Cartney, Ephrata, Wash.; Shemorry 
Motor Co., Williston, N. D., and 
Jamison Motor Co., Inc., Radford, 
Va. 

Brown County Nash - Hudson, 
Brownwood, Tex.; E. W. Parrish & 
Sons, Richmond, Ind.; McCoskey 
Motors, Oroville, Calif.; Thomas 
Farris Motors Co., Rocky Mount, 
N. C.; Brooks & Thomas Motor Co., 
Columbus, Ga.; L & C Motor Co., 
San Angelo, Tex.; A. J. Toner, Inc., 
Fitchburg, Mass.; Poe Motor Co., 
Baker, Ore.; Quillen Motors, Kengs- 
port, Tenn., and Penn Erie Motors 
Inc., Erie, Pa. 

LaMonica Motor Sales, Inc. 
Rome, N. Y.; Babcock Motor Sales, 
Niles, Mich.; Beard Motor Co., 
Peoria, Ill.; Frystock Hudson Sales 
& Service Corp., Colonia, N. J.; 
Horan Motor Sales, Danbury, Conn.; 
Seaford Motors, Inc., Seaford, N. 
Y., and Lynch’s Motor Sales, Paw- 
tucket, R. I. 





Klepinger Motor Co., San Jose, | 


Calif.; Bellevue Motors, Bellevue, 
Neb.; Davis Motors, Salem, Ind.; 
Baumann Brothers, Inc., Grafton, 
Neb.; I. M. Clompus, West Chester, 
Pa.; Christensen Implement Co., 


clude: Price declines in several 
important commodities, a lag in 
rail freight and truck loadings, and 
a greater than usual early-year 
shrinkage in bank loans. 

In addition, a reduction in the 
average factory work week brought 
weekly earnings down 2 percent 
from the December record. 

These developments, coupled with 
a@ squeeze on profit margins and 
a decline in new orders for capital 
goods, have contributed to some 
weakening in business confidence. 


Nevertheless, the bank said, the | 
list of soft spots on the current | 


business scene is hardly more im- 
posing than those which appeared 
early in 1956—a year which proved 
to be by far the nation’s most 
prosperous. 


Consumer spending and Govern- | 


ment outlays continue to show 
buoyancy on the verge of spring. 
Strength in these sectors may well 
prove more than a match for the 
mild weaknesses cropping up in 
some areas. 

Retail sales in January, the 
bank said, equaled those of 
December, on a seasonally ad- 
justed basis. Moreover, sales con- 
tinued strong into February. 


of production workers 
facturing, total nonfarm employ- 
ment showed a further small rise 
in January, running one million 
above a year ago. Unemployment, 


| SALEM, Ore.—Automobile dealers 
and salesmen have told the Oregon 
House Judiciary Committee that 
|they were under pressure from 
| manufacturers to keep their show- 
|rooms open seven days a week. 


peared before the committee to 
urge approval of a bill that 
would prohibit sale of exchange 


| 


Seattle City Council has been asked 
to adopt a law banning Sunday 
sales. The petitioner was H. J. 
Hauck, pre sident of Local 88, 
Automobile Drivers’ and Demon- 


Despite a decline in the number | 
in manu-| 


The dealers and salesmen ap- | 
| 


of cars on Sunday. 
Elsewhere in the Northwest, the | house, both of Portland, and Fred | 


in 57 


meanwhile, rose to 2.9 million, 
about the same as in early 1956. 

The bank reported that borrow- 
ing costs of small business have 
gone up less rapidly since mid- 
1955 than have interest rates on 
loans to big firms, Over this period, 
the bank said, rising demands for 
funds pushed interest rates up. 

U, S. spending in the fiscal year 
starting July 1, 1957, is expected to 
more than double the level of 10 
years ago, the bank said. 

The total defense share will be 
$43 billion of the $83 billion total, 
the bank said. This, it said, rep- 
resents a fourfold rise in spend- 
ing for defense in the past 10 
years, 

The most “consistent and impres- 
sive” rise, though at a lower level, 
has been the pattern of U. S. out- 

\lays on retirement and disability 
programs, This category, the bank 
|said, has risen from $1 billion in 
fiscal 1948 to an estimated $9 bil- 
lion in the coming fiscal year. 

Most of this has come from the 
substantial gain in Social Security 
payments, the bank said. 

The bank reported that home 
building in the Midwest dropped 
off slightly more than in the 
U. S. as a whole during 1956. 

Housing permits in the Midwest 
dropped 15 percent below 1955 for 
the first 11 months of the year, the 
bank reported, as compared to 13 

|percent for the rest of the nation. 





Oregon Dealers Slap Makers... 


Sunday Pressure Charged 


laboring people and 95 percent of 
the dealers.” 

In the Oregon action, William 

Masters, of Portland, attorney 
for the Oregon Automobile 
Dealers Assn., proposed that the 
law not only ban Sunday sales, 
but also prohibit dealers from 
advertising in Sunday news- 
| papers “so the public won’t be 
| misled.” 
Clark Graham and Neil New- 
|Reedy, of Salem, told the com- 
mittee that manufacturers pres- 
sured dealers to remain open every 
day. 

They said some dealers tried to 


A Hit in Kansas City— 


Part of the opening-day attendance at the 1957 Kansas City auto show is shown 
clustered around Ford division’s new retractable nardtop convertible. Featuring the 
the show was sponsored by the Motor Car Dealers 


theme “Designed for Tomorrow, 
Assn. of Greater Kansas City. 


Oldsmobile Personnel Get 
4-Week Sales Refresher 


LANSING. — Oldsmobile has be- 

|gun a series of sales seminars to 

refresh field and home office person- 

nel on sales techniques, according 

to B. N. Barber, Oldsmobile general 

merchandising manager. 
Conducted at Lansing, the four- 

week seminars include a trip to the 

GM Technical 

| Center and Prov- 

| ing Grounds. They 

combine the ex- 

periences of vete- 

ran employes with 

| the fresh ideas of 

| newer personnel, 

| While sales me- 

|thods are the 

principal subject 

of the seminar, 

many sessions are 

also devoted to B. N. Barber 
human relations so that the field 
men may better present their ideas 

| from their listeners viewpoint. 
From 8 a.m. to 5:30 p.m, each 

day the trainees attend lectures 

by qualified instructors and Olds- 

| mobile department heads, The 

| field men are acquainted with the 

| Oldsmobile organization, particu- 

| larly in the areas related to the 

| salesman’s efforts. 


Thus far about 150 men have 





have resulted in achievement of 
greater success.” 

One of the seminar alumni 
stated, “I have had numerous 
occasions where I could use the 
principles of the sales seminar. 
It has been most interesting to 
organize and present my conver- 
sation, at the same time making 
sure that I was speaking from my 
listener’s point of view.” 
Other seminars are scheduled 

throughout the years so that all 
field personnel will have the oppor- 
tunity to attend. 





Simoniz Acquires 


Vinyl-Coat Firm 


CHICAGO.—Simoniz Co. has ac- 
quired controlling interest of Clad- 
Rex Corp., of Denver, manufacturer 
of vinyl coating for steel, aluminum 
and magnesium. 

Simoniz President Elmer Rich jr. 
said Simoniz is considering boosting 
the manufacturing facilities of the 
newly acquired firm by establishing 
another plant. Detroit, Chicago and 
Toledo are under consideration as 
the plant site, Rich said. 


Owatonna, Minn.; Main Motor Co.; 


operate on a six-day week, but|/attended the first six seminars. 


Henryetta, Okla., and Service Tire 
& Repair, Beaumont, Tex. 
Cecille’s Nash Motors, Corbin, 
Ky.; Walton Service Co., Torring- 
ton, N. Y.; Hill & Hill Co., Abilene, 
Tex.; Bill Kay, Inc., Columbus, O.; 
Frank R. Truitt Service, Kirks- 
ville, Mo.; City Line Garage, Inc., 
Jamestown, N. Y., and Oxford 


|strators Union. 

Hauk cited a “serious problem 
due to a few dealers who insist on 
staying open seven days a week.” 
He said they cause others to remain 


had lost business to competitors | 
|who kept open-on Sundays. How- | 
|}ever, Masters said a Sunday-closing | 
law shouldn’t prevent a salesman | 
|from demonstrating a car on that | 


day. 





Each class has 20-25 trainees. 
Barber said, “The end results ob- 
tained by those who have attended 
the seminar have been most gratify- 
ing. We regularly receive letters 
from graduates telling us the prin- 


open on Sundays to meet the com- 
petition. 
A Sunday sales ban, he said, | 


Rep. W. H. Holstrom, an auto 
salesman in Gearhart, Ore., said 


| ciples learned in the class and ap- 
| plied by them in their daily contacts 


Rich will serve as chairman of 
the Clad-Rex board. Other officers 
include Bert Carr, vice-president of 
Simoniz, named vice-chairman of 
Clad-Rex; Harold B. Wright, Den- 
ver, president, and David Loveless, 
Denver, treasurer. 
| partner in Clad-Rex when it was 
formed in 1952. 








Wright was a r 


Motors, Oxford, N. is 


would have the support of “all 





Waterloo Wins ‘Million-Dollar' Trophy— 


For the second consecutive year, Waterloo Motors, Lid., Edmonton, Alta., has won 
the “Million-Dollar” trophy for leading Ford of Canada dealers in parts and ac- 
cessories purchases. The firm last year purchased more than $1 million worth of parts 

accessories for Mercury, Lincoln and Meteor cars. At the presentation were, from 

R. R. Reichelt, P and A merchandising sales manager; Gerry Erskine, Alberta 

P and A division manager; Stewart Keays, dealership president, and R. O. 
. P and A merchandising manager. Reichelt and Bowen received individual 
ies. 


| salesmen should not be forbidden 
| to contact prospects on Sunday. 
New and used-car salesmen testi- 
fying said almost unanimously 
that they favored a six-day week. 
A Salem law bans Sunday sales, 
while Portland two years ago re- 
turned to Sunday sales after a 
court test threw out a closing law 
enacted several years before. 


Pa. Tax Rulings 
Affect Cars Used 
By Rental Firms 


PHILADELPHIA, — Three 
supplementary regulations have 
been adopted by the sales tax 
division. of the Pennsylvania de- 
partment of revenue which affect 
auto rental firms, according to the 
eats Automotive Trade 

n. 


It was ruled that sales tax does 
not have to be paid on purchases 
of tires and parts to be used on an 
auto used exclusively for rental, 
since these are considered to be 
bought for resale. 


The same ruling applies to lubri- 
cants which will be used on rental 
autos. 


However, an auto rental company 
must pay the tax upon purchases 
of all other supplies used on their 
units. Such materials were not 
considered as being for resale, it 
was ruled, 


Mercury Officials, Dealer Council Meet— 


National Dealer Council representing 3,100 Mercury and Lincoln dealers is pictured 
in session with top Mercury officials in Dearborn. Seated around the outer side of 
the table, beginning at the foreground and going clockwise are Arthur Kumpf, Den- 
ver; F. W. Mitchell, Minneapolis; W. C. Rowell, Portland, Me.; Al Rudolf, Appleton, 
Wis.; Bagby Hall, Jackson, Miss.; Robert R. Nadal, Mercury manager dealer affairs; 
Chester E. Bowie, Mercury sales manager; F. C. Reith, Mercury general manager; 
George S. Coats, Mercury general marketing manager; J. P. Morrow, Lincoln, Neb., 
who was elected council chairman; James Van Etta, Santa Barbara, Calif., who was 
elected secretary; Harry G. McCready, Portsmouth, Va.; Lawrence A. Sauve, Braden- 
ton, Fla.; E. S. Shaffer, Massillon, O.; Roger R. Sorensen, Houston; T. E. Dickerson, St. 
Lovis; Richard M. Thackray, Johnstown, Pa.; Seated in the inner side of the table, 
front row, from left, are Tom B. Yancey jr., Kingsport, Tenn.; Lucius A. Henson, Syra- 
cuse; R. H. McMahon, Marion, O.; Floyde Little, Waco, Tex.; A. W. Hauck, Seattle. 
Seated, second row in the inner table, from left, are Marty Franich, Watsonville, 
Calif.; A. W. Wheatley, Fayetteville, N. C.; Douglas D. Cooper, Easton, Pa.; Dwight 
Thomas, Hutchinson, Kans., and Ivan R. Gale, Glen Falls, N. Y. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 


























Week Week Jan. 1 
Ended Same Ended Output, To 
March Week, March March, March 
16, 1957 1956* 9,1957* To Date 17, 1956* 16, 1957 
[ERICAN MOTORS 2,275 3,765 2,350 5,301 37,325 19,898 
EEE cxscovccnsccscesscessesees 45 275 49 104 2,947 561 
SEIS iwesoeesovvccvessteeesesscobesues 130 W7 126 298 71,562 1,389 
REDE? cosccecevsessussevesess 2,100 2,713 2,175 4,899 26,816 17,948 
MHRYSLER CORP. ...... 29.350 16,311 29,758 65,333 215,630 313,475 
Chrysler .......................... 3,150 2,247 2,974 7,118 27,234 33,979 
Imperial .................... 1,050 283 1,010 2,384 3,405 9,746 
SEED seccesrcccecvecereevemees 3,100 2,179 3,076 6,829 26,305 37,823 
t SEED. <svcsceccceccecscsscvecseenees 7,050 2,928 7,079 + §=15,523 43,588 70,220 
Plymouth ...............004 15,000 8,674 15,619 33,479 115,098 161,707 
DRD MOTOR. .............. 43,630 31,727 44,030 97,031 374,148 462,282 
Continental. .................. 30 24 30 67 716 218 
SIIEE . svewvicvsuvssteievteccenenevoes 34,000 28,180 34,353 75,861 306,305 362,785 
BIEIEEE: . cccessccccssocsveceerccons 1,100 607 1,107 2,414 12,448 12,663 
BEY eovesecsescssecvesnevsees 8,500 2,916 8,540 18,689 54,679 86,616 
GENERAL MOTORS .. 64,544 176,662 62,328 139,358 825,745 711,191 
SEINE. siqsecssvsctnnenscsenseosseses 11,070 14,818 10,146 22,725 166,013 122,999 
UIE - vesescsnserencsereomenses 3.360 3,385 3,367 7,405 36,500 35,948 
CUNO on ccctscccccsscescoece 29,800 36,991 30,461 66,631 395,252 343,047 
Oldsmobile ................... 11,014 12,095 9,741 22,910 129,570 111,483 
SPMIIENED secnssssscenscccnosecesoaes 9,300 9,373 8,613 19,687 98,410 97,714 
SE” GEPUEEE 6 sevcccnssscsssctecsovese 1,740 2,742 1,695 3,928 32,419 17,085 
SEITE seccvsescccessinvensancen 300 671 288 702 5,284 4,444 
Studebaker .................... 1,440 2,071 1,407 3,226 27,135 12,641 
Total Cars, U. S............ 141,539 131,207 140,161 310,951 1,485,267 1,523,931 
"Revised. 
COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
March Week, March March, March March 
16, 1957 1956* 9,1957* To Date 17, 1956* 16, 1957 
CHEVROLET ................-.- 7,100 7,738 7,720 =16,177 91,519 79,536 
DIAMOND T ..............--.-+- 80 107 15 170 1,059 862 
sinatanisgeiasnistionewemnipsiesi 80 80 80 177 991 846 
sincelibclantinsiecninaniapiinat 1,900 1,620 1,789 4,044 18,166 19,230 
i atplpteliahinniinetinngmesitiii 6,300 6,461 5,289 13,366 70,290 68,367 
Lito. adaipatiiieabeestininnvel 1,420 2,251 1,163 2,763 22,846 16,255 
INTERNATIONAL ..... 2,131 2,945 1,590 4,453 31,348 19,785 
actaessieslieinbiiaaiauabendiesauh 360 355 345 772 4,249 4,084 
Sa cichealibesilitcniualiatalcintaneesiaseiieee 30 74 7 170 785 723 
siimideieited 250 14 211 570 2,647 2,605 
355 356 354 726 4,263 3,592 
‘ecaaieiiliaeamenpieinagrenee 1,645 BE icncnenees 1,890 14,486 14,743 
MISCELLANEOUS*** 55 46 50 114 524 590 
Total Trucks, U. S....... 22,256 23,501 18,738 46,392 263,673 231,718 
Total Cars, Trucks, 
en 163,795 154,708 158,899 356,343 1,748,940 1,755,649 
Total Cars, Trucks, 
IED ciniscouninioes ... 10277 «12,036 9 10,057 24,485 81,972 103,582 


——_——— 


Grand Total, 
Cars and Trucks, 


U. S. and Canada......174,072 166,744 168,956 380,828 1,830,912 1,859,231 





*Revised. 
Drive, ete. 


in Mack totals. 


Harvey Nestle, Pioneer 


In Factory Service 

DETROIT.—Harvey J. Nestle, 63, 
president of the Harvey J. Nestle 
Co., manufacturers’ agency repre- 
senting Bear Mfg. Co. and others 
in the tool and equipment business, 
died here March 14 after an opera- 
tion. Mr. Nestle was one of the pio- 
neers in factory service, having 
started with Oldsmobile in Cleve- 
land. 

From Cleveland, he moved to the 
factory at Lansing and then to 
Chrysler, where he became head of 
Central Service division. He left to 
go into a Kaiser-Frazer Corp. dis- 
tributorship in Tampa, Fla. Follow- 
ing the closing of this operation, he 
started his own company. 

n af + 
Archie McGowan 


BURNS, Ore.—Archie McGowan, 81, Ore- 
gon’s first Ford dealer and son of the 
founder of the city of Burns, died in the 
county hospital of a heart attack. He 
started the Burns dealership in 1910, after 
he brought the first car here in 1907. 

* * * 


Elisha E. Bell 


SALINA, Kans.-—Elisha Edwin Bell, 69, 
who founded Bell Motor Co. here in 1935 











Miscellancous includes Corbitt, Marmon-Herrington, Federal, F o u r-Wheel 


N.B.: All U. S. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White totals; Brockway included 


Obituaries 


and retired in 1954, died of a heart attack 
at his home March 8, in Phoenix, Ariz. 
Bell Motor now is owned by his three sons, 
Edward H., David E. and Morris K. Bell. 


. * * 


John W. Richards 


HILLSBORO, O.—John W. Richards, 78, 
for many years a partner with Raymond 
C. Morris in an auto dealership here, died 
Feb. 27. He also was widely known as an 


educator. 
* * * 


John DePalma 


LOS ANGELES. — John DePalma, 71, 
brother of the late Ralph DePalma and an 
automotive public relations executivs:, died 
March 8. Mr. DePalma’s brother, Ralph, 
was a noted racing car driver. 

* * * 


Charles Howard Remde 


DALLAS. — Charles Howard Remde, 51, 
southwestern division manager for Hastings 
Mfg. Co., died here March 9 after suffering 
a heart attack. Mr. Remde had been with 
Hastings for 18 years. 

* * * 


Thomas H. Towell 


CLEVELAND HEIGHTS, 0.—Thomas H. 
Towell, 84, a longtime Cadillac dealer whose 
outlets embraced Northern Ohio, died at his 
home here March 10. 

* * * 


F. H. Wilkins 


MORGANTOWN, W. Va.—F. H. (Cap) 
Wilkins, 84, who became a Chrysler-Plym- 
outh distributor on March 25, 1925, and 
continued in the business until 1950, died 
at his home. His two sons now operate 
Wilkins Motors. 


Car Produc 


Ford, Chrysler Get 51% ... 


tion Tops 


«| Weekly ’57 Average 


(Continued from Page 1) 


cent for General Motors; 1.3 per- 
cent for American Motors, and 1.1 
percent for Studebaker-Packard. 
Individually, Ford has taken 30.3 
percent and Chrysler 20.6 percent 
of total output. 


A year ago, GM was far out in 
front with a corporate output of 55.6 
percent of total output; Ford and 
Chrysler produced a combined 39.7 
percent; AMC, 2.5 percent, and S-P, 
2.2 percent. 

Ford’s output for the first 11 
weeks of 1956 was good for 25.2 per- 
cent of total industry assemblies, 
and Chrysler for 14.5 percent. 

ck + * 


Y GM and S-P showed out- 

put increases last week as Ford, 

Chrysler and AMC sustained slight 

declines from their previous week’s 
levels. 

GM_ showed the biggest im- 
provement as it jumped assem- 
blies from 62,328 units a week 
earlier to 64,544 cars last week. 
The increase was brought about 
by production hikes at Buick, 
Oldsmobile and Pontiac. 

A breakdown of GM operations 
showed Buick with an estimated 
11,070 assemblies last week, com- 
pared with 10,146 a week earlier; 
Oldsmobile, up from 9,741 to 11,014; 
Pontiac, up from 8,613 to 9,300; 
Chevrolet, off from 30,461 to 29,800, 
and Cadillac, down from 3,367 to 
3,360. 

a aa = 

-P’s HIKE from 1,695 units the 

previous week to 1,740 last week 





was brought about by output in- 
creases at both its Studebaker and 
Packard divisions. 


Studebaker upped its schedules 
from 1,407 units a week earlier to 
1,440 last week, while Packard 
rose from 288 to 300. 

Ford Motor’s decline from a com- 
panywide output of 44,030 units the 
previous week to 43,630 last week 
was a result of slight cutbacks at 
all divisions except Continental. 
The latter remained on par with the 
30 units produced the previous week. 

* oa * 


ORD division, which worked only 

its Kansas City (Claycomo) and 
Long Beach car assembly lines Sat- 
urday, dropped from 34,353 cars a 
week earlier to 34,000 last week, 
while Mercury was down from 8,540 
to 8,500 and Lincoln from 1,107 to 
1,100. 

Chrysler Corp., with its Dodge 
and Plymouth divisions showing 
declines, dropped from 29,758 units 
the previous week to 29,350 last 
week. 

A breakdown of Chrysler opera- 
tions showed Plymouth down from 
15,619 a week earlier to 15,000 cars 
last week; Dodge, off from 7,079 to 
7,050; DeSoto, up from 3,076 to 
3,100; Chrysler division (excluding 
Imperial), up from 2,974 to 3,150, 
and Imperial, up from 1,010 to 1,050 


units. 


* * * 


was up from 126 to 130, but Rambler 
was off from 2,175 to 2,100 and Hud- 
son, from 49 to 45. 

Truck output totalled an _ esti- 
mated 22,256 units last week, or a 
18.8 percent hike over the previous 
week’s output of 18,738 trucks. The 
same week a year ago 23,501 units 
were built. Truck output for the 
first 11 weeks of this year was run- 
ning about 12.1 percent behind the 
same period a year ago. 

Canadian car-truck operations 
produced an estimated 10,277 vehi- 
cles last week, for a 220-unit in- 
crease over the previous week’s 
10,057 vehicles. 


Ford Kansas City Plant 


Plans Car Output Hike 


KANSAS CITY. — Ford division’s 
Kansas City assembly plant an- 
nounces it will hire an additional 
1,300 employes for a second passen- 
ger-car shift which will begin June 
3. The plant was opened Jan. 7. 

The Claycomo Ford plant has a 
planned production capacity of 36 
passenger cars and 18 trucks an 
hour, for a total of 432 units in an 
eight-hour day. The new second 
shift will add 288 passenger cars 
to the daily output and rank the 
Claycomo plant fourth in car output 
among the 15 plants operated na- 
tionally by Ford Division. 


Chevrolet’s Atlanta Plant 


Makes 2-Millionth Car 


ATLANTA. — On March 6, the 
Chevrolet assembly plant in Atlanta 
produced its two-millionth Chevro- 
let—a Bel Air four-door sport sedan. 
The plant opened in April, 1928, and 
now employes 3,590 persons. 

Leonard F. Coyle, plant manager, 
reported that it took 20 years to 


* 


AMERICAN MOTORS assemblies| produce the first million cars but 


dropped from 2,350 cars the pre- only eight years to build the second 


| million. 


vious week to 2,275 last week. Nash 


House Safety Probe to Resume _ 


WASHINGTON. — The special 
House subcommittee on traffic 
safety will resume hearings on the 
causes of and cures for highway 
mishaps March 25, with opening 
testimony from the National Safety 
Council and American Bar Associa- 
tion. 

Various safety associations also 
have been notified and may ask to 
appear. A subcommittee spokes- 
man said they include the Ameri- 
can Automobile Assn., Automobile 
Manufacturers Assn., American 
Trucking Assns., and Automotive 
Safety Foundations. 

Testimony from these groups was 
scheduled last November, but the 
hearings were cancelled at the last 
minute owing to the death of Rep. 
J. Percy Priest, Tennessee Demo- 
crat, and chairman of the House 
Interstate and Foreign Commerce 
Committee, the safety subcommit- 
tee’s parent unit. 

The subcommittee expired with 
the end of the last Congress but 
its life was renewed recently upon 
the strong urging of its chairman, 
Rep. Kenneth A. Roberts, Alabama 
Democrat. Roberts said continu- 
ation of the traffic safety probe was 
“urgent.” 

The subcommittee’s work last 
year included tours of the Detroit 
auto plants to see what the makers 
were doing about safety. 

In its report, the congresssional 
unit made no recommendations as 
to Federal legislation on control 
of auto design or other matters. 
Roberts himself has gone a little 
farther in introducing a bill for 
Federal assistance to states in set- 
ting up high school driver train- 
ing education. 

In other Washington develop- 
ments last week, NADA reiterated 
its opposition to any change in the 
present exemption of dealers, as 
local retailers, to the Fair Labor 
Standards Act. President Frederick 
M. Sutter presented the testimony 
before the House labor subcommit- 
tee headed by Rep. Augustine 
Kelley, Pennsylvania Democrat. 

A spokesman for the American 
Retail Federation, in also protesting 
extension of the Federal law to re- 
tail and service establishments, 
claimed that bringing retailers 
under coverage would boost con- 
sumer prices by 10 percent. The 
witness was George Priehs, general 
manager of a department store in 
Mount Clemens, Mich. 

A spate of prospective probes were 
also announced last week. Senator 


Estes Kefauver, Tennessee Demo- 
crat, said his antitrust subcommit- 
tee will investigate price increases 
in what he termed “administered 
price” industries. While he didn’t 
say so specifically, all indications 
are that autos will be on the list. 

He mentioned the auto industry 
as one of several in which prod- 
uct prices have risen, thereby add- 
ing “to the high cost of living 
which represents the Number One 
domestic problem to the American 
Consumer.” 

The senator contended that the 
“distinguishing characteristic of ad- 
ministered price industries,” which 
sets them apart from normally 
competitive industries is the pos- 
session of “monopoly power” by a 
few big companies which produce 
most of the industry’s output. 

He said the tightmoney policy 
has little influence on these com- 
panies because they can “manipu- 
late” prices up even in the face of 
falling demand. 

The House Small Business Com- 
mittee, however, is not being shoved 
out of the limelight by Kefauver. It 
has several probes on the fire, all 


Mitchell-Bentley 
Doubles Staff on 
Wagon-Body Line 


IONIA, Mich. — Employment at 
Mitchell-Bentley Corp.. manufac- 
turer of station wagon bodies for 
Buick, Oldsmobile and Mercury, 
has almost doubled in the past 
year. 

Don R. Mitchell, president, said 
that employment at the Ionia 
(Mich.) manufacturing division 
had risen from 2,500 to 4,846. Em- 
ploye rolls at Mitchell-Bentley’s 
Owosso (Mich.) plant have risen 
similarly. 

The payroll for salary and hourly 
personnel amounts to $2 million a 
month in Ionia and $192,000 a 
month in Owosso, The recent pay- 
rolls are the largest in the firm’s 
56-year history. 

Starting as a manufacturer of 
reed furniture several years ago, 
Mitchell-Bentley began to make 
station wagon bodies for Buick and 
Mercury. Last fall, when Oldsmo- 
bile added a wagon, Mitchell- 
Bentley got the contract. 

The company also makes busi- 
ness machine stands for Burroughs 
Corp. 





of which were revealed last week 
by Chairman Wright Patman, Texas 
Democrat. 

Its distribution subcommittee, 
headed by Rep. James Roosevelt, 
California Democrat, will look into 
automotive parts and accessories 
distribution, specifically the rela- 
tions between manufacturers and 
jobbers and dealers. 

Roosevelt has already introduced 
a bill to bar oil companies from 
receiving payment from tire com- 
panies for promoting the sale of 
TBA products through their service 
stations. 

Roosevelt also plans hearings in 
early April on his bill to give gas- 
oline retailers the same “day-in- 
court” privileges received last year 
by auto dealers. 

Patman said his committee would 
investigate “how well private finan- 
cial institutions are serving small 
business and to get a clearer pic- 
ture than we now have of the 
effects of present monetary policy 
on small-business financing.” 

Rep. Abraham Multer, New York 
Democrat, will head another sub- 
committee probe into operations and 
effectiveness of the Small Business 
Administration, including the re- 
lated question of whether SBA is 
“adequately performing” its func- 
tion of granting financial assistance 
to small business—particularly in 
a tight credit market. 


Kansas Dealers 
Slate O’Mahoney, 


Sims, Jacobson 


WICHITA.—A senator, a dealer 
and a factory executive will be the 
chief speakers at the 26th annual 
convention of the Kansas Motor 
Car Dealers Assn, scheduled Apr. 
3-4 at the Broadview Hotel here. 

They are Senator Joseph C. 
O'Mahoney, Wyoming Democrat 
and author of the “day-in-court” 
law; Elson G. Sims (Ford), Vin- 
cennes, Ind., an expert on profit 
control, and C. L. Jacobson, Chrys- 
ler Corp. dealer-re!ations vice-pres- 
ident. 

Convention chairman Ben Robin- 
son (Buick), Wichita, also invited 
Kansas Gov. George Docking to 
address the dealers, Robinson re- 
ported that the governor has prom- 
ised to appear on the program “if 
at all possible.” 
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sler Statement... 


UAW Roars at °Sell-Out’ Hint 


By Joseph M. Callahan 
Staff Writer 

HE loudest roar since the atom 

bombings of Hiroshima and Na- 

gasaki was emitted by the United 

Auto Workers following the state- 

ment by a Chrysler Corp. vice-presi- 

dent that Chrysler’s improvement 

was due partly to a union-company 

agreement to boost work standards. 

Frank W. Misch, 

financial vice- presi- 

dent and former 

chairman of the 

Chrysler committee 

on reorganization, 

said that one of the many things 

that will enable Chrysler Corp. to 

show record earnings in the first 

1957 quarter were new work stand- 

ards which made Chrysler’s produc- 

tivity somewhat comparable to Gen- 
eral Motors’ and Ford’s. 

Complicating the situation was 
the information, learned elsewhere, 
that 20,000 jobs had been eliminated 
by Chrysler Corp. and that about 
8,000 of these men were still unem- 
ployed. 

To some, it appeared that Misch 
was merely complimenting the 
UAW for its cooperative attitude 
during the corporation’s fight for 
survival. 

However, when the Detroit papers 
picked up these few paragraphs 
deep in Misch’s speech and devel- 
oped them into top headlines com- 
plete with behind-the-scenes stories, 
the top UAW officials concluded 
that the story had only one mean- 
ing to thousands of Detroit produc- 
tion-line workers—“sellout.” 


> > * 
UAW Jumps In 
S° THE UAW jumped vigorously 
into the fray to defend its repu- 
tation among the workers who read 
Detroit's papers. 

The first missive was an unusu- 
ally bitter statement from Walter 
P. Reuther, UAW president, and 
Norman Matthews, director of the 
Chrysler department of the UAW. 

They declared, “The inaccurate 

and irresponsible statements of a 
Chrysler vice-president who has 
never had anything to do with 
collective bargaining, has unfor- 
tunately created a completely 
false picture of the situation in 
the Chrysler Corp. and the rela- 
tionship between the corporation 

and the UAW. 

“This is another example of the 
ineptness of the Chrysler Corp. in 
handling its labor relations, and it 
comes at the very time when there 
are more strikes pending over pro- 
duction standards in Chrysler Corp. 
plants than in the rest of the UAW 
combined.” 

They said the UAW has and will 
continue to authorize strikes over 
production standards whenever 
democratic votes by the rank and 
file have been completed if the pro- 
duction standards are not worked 
out to the workers’ satisfaction. 

= «“ * 


International Defended 


said that this authorization 
of work-standards strikes by the 
UAW belies the impressions created 


Cadillac, Olds Thief 
Sought by Chicago, FBI 


CHICAGO.—The Chicago police 
and the FBI are looking for an 
unknown subject using the name 
of Nathan Tarnoff, wanted for 
stealing and selling late-model 
Cadillac and Oldsmobile cars. The 
subject is described as being a 
white male, 26 to 28, 53 9”, 150 
pounds, and having dark brown or 
black hair receding at temples. 
He parts hair on the right side, 
has noticeably long eye lashes, 
is conservatively dressed, is a 
heavy drinker and claims to be an 
engineer. 

He may have in his possession 
or for sale a stolen 55 Oldsmobile, 
Motor No. V534515, stolen Oct. 18, 
1956, from Washington, D. C., or 
may already have sold this car. 
He is known to have operated in 
Illinois, Florida, Maryland, 
Georgia and California. This sub- 
ject may have a partner—no de- 
scription available on this man at 
this time. If whereabouts are 
known, notify Lt. Shannon, stolen 
auto section, Chicago police de- 
partment, or your local FBI. 


by Misch’s speech. 

“The UAW’s policy: on production 
standards is of long standing,” 
Reuther and Matthews continued, 
“and applies equally to Chrysler 
Corp., to General Motors, to Ford 
and to any other company under 
contract to the UAW. 

“In all meetings with Chrysler 
Corp., UAW officers and repre- 
sentatives have at all times ad- 
vised Chrysler Corp. of this policy 
and at no time has Chrysler Corp. 
been given any assurances or un- 
derstanding contrary to this pol- 
icy.” 

Declaring that the International 
will continue to work in good faith 
to resolve production-standards dis- 
putes in Chrysler plants, they 
concluded, “However, we will not 
permit Chrysler Corp. or any other 
corporation to push its workers 
around.” 

The day after this statement was 
issued Reuther called a meeting of 
all the Chrysler local officers in the 
Detroit area to clarify the union’s 
position on Misch’s speech and to 
deny the implication that a “deal” 
had been made. The meeting ended 
after the local officers gave the 
UAW’s Chrysler department a vote 
of confidence. 

To further explain its position, 
the UAW is publishing a four-page 
tabloid this week for rank and file 
union members in the Detroit area. 

+. +. * 
Disputes Continue 


eesnwars, disputes over 
work standards were continu- 
ing, with Chrysler Corp., General 
Motors and Ford Motor Co. each 
being involved last week. 

In Los Angeles, production at 
Chrysler Corp.’s Maywood plant 
was halted last Monday (March 
11) when 2,500 workers failed to 
return to their jobs after lunch 
in a protest over what they called 
a production speedup. 

In Detroit, officers of UAW Local 
212 at the Chrysler automotive body 
division threatened a strike last 
week unless the company settles a 
long list of grievances. 

Pat Caruso, local president, said, 
“Despite reports to the contrary, 
the labor-management scene at the 
Chrysler Corp.’s ABD plants is not 
peaceful, but actually is a stormy 
tempest.” 

In North Tarrytown, N. Y., 4,500 
UAW members walked out of the 
Chevrolet and Fisher Body plants 
after the union and the company 


failed to reach an agreement over | 
in- 


the disciplining of unionists 
volved in an alleged speedup. 
In Chester, Pa. 1,700 members of 
UAW Local 918 at Ford Motor Co.’s | 
assembly plant have requested the 
International to authorize a strike 
over work standards. A union-hired 
time study expert surveyed the sit- 


uation and upheld the union. 
* 7 ” 


Dealer Pays $6,863 
THE dealership front, the 
New York State Labor Rela-| 
tions Board has ordered two New 
York dealerships, Aaron Bring Bay 


Ridge, Inc., and Aaron Bring Chev- | 


rolet Co.; to pay $6,863 in back pay 


to three salesmen who were dis- | 


charged for union activity. 


Unfair labor charges were filed 


against the dealerships after the 
owner, Aaron Bring, fired the three 
salesmen when he was informed 
that these men were represented by 
Local 917 of the Teamsters Union. 
In addition to awarding the 
three salesmen their total back 
pay, minus the small amounts 
they have earned since May, 1956, 
the Board ordered Bring to cease 
and desist from: 

“Requiring employes, as a condi- 
tion of employment, to refrain from 
forming, joining or assisting Inter- 
national Brotherhood of Teamsters, 
Local 917, AFL-CIO, or any other 
labor organization of the employes’ 
own choosing.” 

The dealership was also ordered 
to bargain with the union, to offer 
the salesmen their former jobs, even 
if it meant discharging their re- 
placements and to retain them with- 
out prejudice to any rights previ- 
ously enjoyed. Bring was given 10 
days to advise the board of his com- 


pliance. 
* © + 


Galesburg Date Set 


i GALESBURG, Ill, Judge Bur- 
ton Roeth will hold a hearing 


é 





| SERVICE MANAGER. Top man, Ford ex- 


Wednesday (March 20) on the re- 
quest of 11 Galesburg dealers that 
the Teamsters and the Machinists 
be enjoined from picketing the deal- 
erships. 

Several top-flight union attorneys 
reportedly came to Galesburg after 
reports that the legality of picketing 
is going to be tested. Picketing, 
which has been spotty in recent 
weeks, was continuing last week at 
five of the dealerships. 


In Albany, John Zinzow was 
struck by a car while picketing 
Capitol Buick Co. He was treated 
for injuries to his right leg and 
hip. 

Zinzow and 20 other Capitol shop 
employes began picketing the com- 
pany Feb. 20 in-an effort to get 
recognition for Local 895 of the 


Teamster Leader Hoffa 
Arrested by FBI 


WASHINGTON, — James R. 
Hoffa, chairman of the Team- 
sters’ central states conference 
and the leading force behind the 
Teamster drive to organize deal- 
ership employes, was arrested 
here last week by the FBI on 
charges that he tried to bribe an 
attorney to get information from 
records of the McClellan com- 
mittee, now probing labor 
rackets. 


Hoffa, who had committee doc- 
uments in his possession when 
arrested, was accused of hiring 
Attorney John Cheasty to get a 
job on the committee and to 
channel information to him for a 
promised $18,000. Cheasty re- 
ported the matter to the FBL 


Teamsters and Lodge 838 of the 


Machinists. 


Meanwhile, mechanics at 12 auto 


—, 


repair shops and a truck garage in 
Fairmont, Minn., have voted to be 
represented by Local 487 of the 
Teamsters. 

* » + 
Pickets in Springfield 

N SPRINGFIELD, IIl., 19 em. 

ployes of Drone Ford Sales Co, 
represented by the Machinists Un. 
ion, have gone on strike in a drive 
to get a 20-to-25-cents-an-hour wage 
increase. Picketing was begun 

William Hammond, Machinist 
representative, said the company 
offered to increase the hourly wage 
from $1.85 to $2.05 an hour. 

The Automobile Dealers Assn, 
of West Virginia has reported 
that the unions have opened an 
organizing drive for dealerships 
mechanics in southern West Vir- 
ginia. 

The association said that in one 
town a meeting was held in which 
90 percent of one dealer’s mechanics 
were signed up without his knowl- 
edge. 
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WANT AD DEPT., 


HELP WANTED 


MECHANIC—MUST BE experienced with 
General Motors cars. Cashier—must have | 
been cashier in General Motors dealership. | 
Larry Dimmitt, Inc., Chevrolet- Cadiiinc | 
Dealership, Clearwater, Fila. 


UNUSUAL OPPORTUNITY. Service =a 
ager wanted. Central Michigan Chevrolet- | 
Oldsmobile dealership needs top notch, 
experienced service manager. If you can 
organize and operate a profitable 7 man 
shop by assuming complete responsibility, | 
can lead and train a growing organiza- 
tion, plan and promote service sales and | 
efficiency, you have wonderful opportunity 
in this aggressive, long established 350 | 
car dealership. Opportunity to buy-in | 
deal with yearly bonus after proven to be | 
right man, Here’s a challenge for young | 
man that wants to get ahead and some 
day become a dealer. Write Box 6915, c/o 
Automotive News, Detroit 26, giving full | 
particulars including recent photo. 


GENERAL SALES h MANAGER, | Volume 
Chevrolet dealer needs key man to direct | 
sales of all departments. Qualifications: 
28-45 years of age, proven ability to han- 
die volume deal and unquestionable char- 
acter. Deal is well financed has fine | 
reputation based on over 30 years’ service, | 
excellent facilities, prime location in| 
large city—a potential for growth and) 
young management. Salary and percent-| 
age of profit. Replies kept confidential. 
Please outline qualifications and give 
references. Box 6916, c/o Automotive | 
News, Detroit 26. 


NYLON THREAD SALESMAN wanted. | 
Detroit area with strong contacts in auto- 
mobile manufacturing. High quality man- | 
ufacturer. Commission. Exclusive, Write | 
Box 1888, 217-7 Ave., New York, N. Y. 





| 





perience, modern shop, employing 12. 
Good future for man with proven ability | 
and able to handle customer relations. 
Reply in full detail, enclosing photo, Box 
6928, c/o Automotive News, Detroit 26. 


AUTO SALESMEN. Sell the complete Gen- 
eral Motors’ line all under one roof. Out- 
standing opportunities for young aggres- 
sive type salesmen who are not afraid 
of work! Wonderful climate, good place 
to bring up children, and best of schools. 
We have openings for three men who 
have record of selling. Must furnish ref- 
erences. Check our compensation plan. 
Give complete information about yourself, 
including age, experience, references, 
photo, etc., in your first letter, All 
applications will be kept in complete con- 
fidence. Southern Arizona Auto Co., 1200 
G. Avenue, Douglas, Ariz. 





AUTO CLOSER 


Excellent opportunity for experienced 
closer. Volume Brooklyn Ford dealer. Only 
men used to earning $12,000 need apply. 
Attractive salary plus good commission. 
Write, give full details in first letter. 
Our men know of this ad. Box 6935, c/o 
Automotive News, Detroit 26. 


SALES career 


Nation-wide automotive parts and key- 
machine mfgr.-distributor offers depres- 
sion-proof sales opportunity. Protected 
territories with established accounts now 
available. Average earnings $8,000 to 


$10,000 per year. pany expansion 
also opens great opportunities for ad- 
vancement to executive positions. Write 
today giving background and sales 
experience. 


CURTIS INDUSTRIES, INC. 
“OVER A QUARTER OF A CENTURY 


OF SERVICE" 
1130 E. 222nd. St. © Cleveland 17, Ohio 


POSITION WANTED 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH 


POSITION WANTED 





ACCOUNTANT-OFFICE manager. Young, 


energetic executive—fourteen years with | 


volume operations including GM dealer. 
Familiar with Motor Holding manage- 
ment and will assume full responsibility 
for expense controls. New York area. 
Box 6871, c/o Automotive News, Detroit 
26. 





SERVICE MANAGER. Shop foreman. Well | 


experienced—trucks and cars. Sober. Box 
6887, c/o Automotive News, Detroit 26. 





GENERAL OR USED CAR manager, Un- 
der 35 with seven years’ retail manage- 
ment experience. Top record of results in 
medium dealership. ‘“‘Big Two’’'—south- 
east only. Buyin desirable. Box 6892, c/o 
Automotive News, Detroit 26. 

AUTOMOTIVE HARDW ARE salesman with 
established trade in New Jersey, seeking 
additional line. Box 6929, c/o Automotive 
News, Detroit 26. 


| SERVICE MANAGER in dealership with 
Ford products. Ten years’ experience in 
small and large dealerships. Would con- 
sider parts and service supervisor. Age 
36. References furnished on request. 
Phone 4-8691 or write 618 Waugh Ave., 
Greensboro, N. C. 





THIRTY YEARS’ MOPAR parts experi- 
ence. Now empioyed. Desires position 
with dealer or wholesaler, Full knowledge 
of receiving, shipping, ordering, specify- 
ing. Best of references. MoPar preferred. 
Box 6917, c/o Automotive News, Detroit 
26. 


OFFICE ‘MANAGER- ACCOU NTANT. Seven | 


years’ experience with principal city Ford 
dealer. Age 29, married, two children. 


Three years’ college. Excellent references. | 


Will consider same or related position. 


Box 6918, c/o Automotive News, Detroit 


26. 


GENERAL MANAGER-sales manager or 
buyout. Capable assuming complete re- 
sponsibility of dealership up 1,000 units. 
Over eight years of sales experience, last 
four as new and used sales manager, all 
GM experience. Know proven methods of 
retailing new-used cars on profit volume 
basis. Can develop sales department of 
quality-volume salesmen. I am 33 years 
old, college education, former army offi- 
cer, married, non-drinker, Desire GM- 
Ford location in southwest or California; 
also have $10,000 for desirable buyout. 
Know all phases of dealership operation. 
Have excellent profit background, Box 
6919, c/o Automotive News, Detroit 26. 


ATTENTION 
MR. DEALER 


44-year-old Ford dealer has advan- 
tageously sold his 200 car deal. Have 
solid record of achievement with Ford 
Division including leadership with 
profit continuously over past four years. 
Looking for job as general manager 
or sales manager of 300 to 500 car 
deal—preferably Ford or Ford-Edsel 
dual. Middle Atlantic States or Florida 
preferred. Experience includes truck 
management, sales manager of 1,500 
car multiple point Ford deal and six 
years as dealer. Available when pres- 
ent deol is transferred to buyer, ap- 
proximately 60 days. 
Box 6910, c/o Automotive News, 


Detroit 26. 





| GONTROLLER—AVAILABLE immediately. 


Fully qualified and experienced account- 
ant, age 40, in New York City or vicinity. 
Write Monarch Buick Co., Hempstead, 
N. Y., or call [Vanhoe 9-3800. 

GENERAL MANAGER, Executive engineer 
services available. 25 years’ of qualified 
experience, unique approach. Assume full 
responsibility. Analyze and pin point 
problems, Aggressive solution for sales— 
cars and trucks. No deal too difficult. 
Compensation open for discussion. Best of 
references. Buy-in. Inquiry confidential. 
Box 6930, c/o Automotive News, Detroit 
26. 


"DEALERSHIPS AVAILABLE | 


DEALERSHIP HANDLING INTERNA- 
TIONAL trucks in small northwestern 
Pennsylvania community. Good market. 
Complete shop handles all service jobs. 
Dwelling with rental apartment may be 
purchased with other assets. Excellent 
opportunity. Terms. Box 6876, c/o Auto- 
motive News, Detroit 26. 


LUCRATIVE METROPOLITAN New York 
City deal handling GM 350-500 units. 
Health makes sale imperative. No blue 
sky. Box 6906, c/o Automotive News, 
Detroit 26. 

LARGE DEALERSHIP FOR SALE, han- 
dling Buick, in lovely suburban New York 
community. Apply Box 6905, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP FOR SALE (One of Big 
Two)—Toronto-Hamilton, Ontario metro- 
politan area. Presently handling 500 cars 
a year. Unlimited opportunity. Good 
buildings plus two good used car lots in 
heart of city. Will sell or lease. Box 6904, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Lincoln - Mer- 
cury-Continentals. Southwestern city of 
37,000 population plus trading area of 
five counties. Owner has other interests. 
Box 6907, c/o Automotive News, Detroit 
26. 


ONLY DEALERSHIP IN iarge Pacific 
northwest city handling General Motors 
car. Owned for many years by present 
operator who is retiring. Requires well 
financed buyer and owner might retain an 
interest for term. Box 6897, c/o Automo 
tive New, Detroit 26. 


SOUTH FLORIDA DEALERSHIP—One of 
the ‘“‘Big Three."’ Good facilities—excel- 
lent lease. No used cars or accounts re 
ceivable. $50,000. Principals only. Box 
6899, c/o Automotive News, Detroit 26. 


a ee 

DEALERSHIP FOR SALE handling Dodge 
and Plymouth cars and Dodge trucks 
located in beautiful Tidewater Virginia 
on the Chesapeake Bay. If you are look- 
ing for an excellent small business call 
or write Roland L, Foster, Foster Motor 
Co., Hudgins, Va. 


HANDLING GM DEALERSHIP on Fiori- 
da’s fabulous East Coast. Located in 
fastest growing area in Florida, Will take 
$20,000. Not a big deal, just a comfort- 
able living. Reply Box 6920, c/o Automo- 
tive News, Detroit 26. 


HANDLING THREE GM LINES plus prof- 
itable independent commercial, Long es 
tablished in finest Rocky Mountain region. 
200 car potential. Up to 100% shop cover- 
age! 
Average gross sales $500,000 and av- 
erage net profits $35,000—over 10-year 
period. Parts, accessories, office and shop 
equipment $55,000, Will sell or consider 
long term l>se on ultra modern building 
and used car lot. Owner, Box 6921, c/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING Lincoln-Mer- 
cury in southern California—600 to 700 
car potential. Well located with excellent 
facilities, $125,000 will handle. Box 6932, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING top GM line, 
principal southern California city—600 to 
800 new cars yearly. Complete modern 
facilities, Principals only. Box 6933, c/o 
Automotive News, Detroit 26. 
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rage in ExnpDLING DeSOTO-PLYMOUTH near 
d to be J Fresno, California. Parts and supplies at 
¢ _ Office equipment, shop equipment, 
Of the | jeasehold improvements at individual in- 
ventory fair market value, Retain receiv- 
ables. 1956 net profit—$22,000. $20,000 
will handle. Some terms available. Box 
4934, c/o Automotive News, Detroit 26. 
1 SACRIFICE new dual car agency 
9 em- nandling one of the ‘‘big three.’’ Cause 
les Co. sacrifice, sickness, Fine location and 
, ” & pest facilities, located in middlewest, pop- 
sts Un- giation approximately 60,000, Will sacri- 
@ drive | fice sixty-cents (60c) on the dollar. Box 
ir w. 6922, c/o Automotive News, Detroit 26. 
in = SANDLING PONTIAC—the fast car with 
wing popularity, All facilities, growing 
achinigt § established business. Michigan’s good bus- 
jness area. Full price $21,500 should pay 
ompany Pack in one year, Other interests. Write 
ly wage | Box 6923, c/o Automotive News, Detroit 
26. 
A '‘ALERSHIP HANDLING good General 
ssn. Motors line. Kentucky. Over 150 new cars 
ported | jast year. Perfect location and physical 
ied an | setup. Box 6924, c/o Automotive News, 
rships Detroit 26. 
st Vir- LERSHIP HANDLING BUICK. Well 
established. Located in central Arkansas 
—rapid growing industrial city of 8,000. 
in one | Bxcellent college. Consistent sales of 
hi §600,000 annually. New building, desirable 
L Ww ich jease. Same ownership since 1939, Reason 
chanics | for selling, other business interest. Box 
knowl- | 6925, c/o Automotive News, Detroit 26. 


NDLING IMPERIAL-CHRYSLER-Plym- 
outh. Very attractive deal. Has always 
own good profit, Near New York, 150- 
pO units. With or without real estate or 


cars. Attractive lease. Am offered 
ger deal. Box 6926, c/o Automotive 
, Detroit 26. 


LERSHIP HANDLING CHEVROLET. 
blished 30 years, 110 car planning 
ential. Finest faciiities and personnel— 
rtheastern Indiana, good farm and in- 
strial country. Building and used car 
can be leased. Owner taking bigger 
1, Box 6927, c/o Automotive News, 
Detroit 26. 


IMPORTED CAR AGENCY 


established. Located in the number | 
area in the United States (San Fer- 
Valley, Calif.). Sold 700 units 1956. 
profitable fine lease show room, service 
, used car lot. $7500 handies. Box 6914, 
Automotive News, Detroit 26. 


| 




















rediately. 
account- 
vicinity. 
—— AUTO AGENCY 
“engineer HANDLING FORD 
qualified (, Central Minnesota. Will sell equipment at 
ume full : 
in point 500 and inventory at cost. Building can be | 
r sales— perchased or leased. Owner must sell due to | 
difficult. business interests. Write Box 691!, c/o | 
. Best of otive News, Detroit 26. 
fidential 
, Detroit 
=__# VOLVO peatersnip 
TERNA- 
hwestern Offers Big Opportunity 
ee Sell Sweden's “hot VOLVO—American 
may be car comfort, sports car handling and 
Excellent performance, miserly economy, Swedish 
/o Aute- precision. 
VOLVO dealerships now available in 
ew York our territory: Alabama, Arkansas, Kan- 
Oo units, sas, Louisiana, Mississippi, Missouri, 
No blue | Oklahoma, Tennessee and Texas. 
e News, For information write or wire 
= hae Nils Olof Sefeidt 
‘ew York SWEDISH MOTOR IMPORT 
Automo- 2221 Milam Telephone: CA 4-9456 
4 Houston, Texas 
of Big 
0 metro- 
500 cars 
f. 
r lots in 
wise! = FOR SALE 
b. 
jin - Mer- 
city of § With Approval of Buick 
area of 
interests. . 
~ Detroit Motor Division 
Pacific BDeclership handling Buick in North 
| Motors 
rene Carolina with 200 car potential. Lease 
in an es 

— can be transferred on building. Box 
ae 6937, </o Automotive News, Detroit 
s—excel- 
yunts re- 26. 
ily. Box 
oit 26. 
er 
is an DEALERSHIPS WANTED _ 
virginia PILL BUY ONE of “Big 3” or dual, Mini- 
ure look- § ™um 150 cars. Have experience and cash. 
ness call § All replies confidential. Box 6931, c/o 
er Motor § Automotive News, Detroit 26. 

DER 225 CARS—Chevrolet-Ford only. 
nm Flori- § Outright sale or will work buyout con- 
sated in § ‘Tact for maximum tax advantage. Florida 
Will take § OF Southeast. Box 6901, c/o Automotive 
comfort- | News, Detroit 26. 

Automo DEALERSHIP — Chevrolet, Pontiac, 

Olds, Cadillac dual, Located California, 

lus praf- | Arizona, Texas, New Mexico. 500 car 
Long es Plus. Have cash and factory approval. 
n region. Box 6894, c/o Automotive News, Detroit 
yp cover- 26. 
- month. VROLET DEAL with over 300 poten- 
and av- jf tial’ All preliminary talks confidential 
10-year | between you and me. Am now partner in 
und shop § Jackson Chevrolet here. Write or phone 
consider | R. L. Jackson, Lincoln 4-8162, Box 174, 
building | Pueblo, Colo. 






921, c/o 





GM or FORD 
PRODUCTS 


Experienced dealer wants dealership in 
New York City or vicinity. All replies 
confidential. Box 6936, c/o Automotive 
ftews, Detroit 26. 


oln-Mer- 
) to 700 
excellent 
ox 6932, 
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DEALER SERVICES 


“EXPENSE 
REDUCER" 


Is your competitor with low over- 
head making your life miserable? 
There's only one way to lick him— 
get yours down too. Order our 


“EXPENSE REDUCER" today and get 
overhead down where it belongs. 
Send just $2.00, you will receive 
it by return mail. 


Automotive Enterprises 
10600 Puritan Ave. Detroit 38, Mich. 





INVENTORY SERVICE 


Parts and Accessories 
ae CERTIFIED REPORTS 
@ Obsolescence Disclosed 
@ Shortage or Overage Established 
@ Inventory Investment Evaluated 
@ Analysis of Methods and Procedures 
Full time experts. No pick-up part time help. 
Call or write for service details 
Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 
Western Dealers, Attention 
429 S. Western Ave. Los Angeles 5, Calif. 
DU 9-5095 








You can't control salesmen with 
HYPNOSIS 
But you can with the “Dally Check" Pian 
Book. It’s guaranteed to increase sales. It's 
no ordinary idea. It's proven. 
Clip ad out RIGHT NOW—mail with letter- 
head and signature, for | copy of Daily Check 
Plan Book and illustrated brochure, to 
MALCO SALES SERVICE 
205 7th Ave. Asbury Park, N. J. 





BUSINESS OPPORTUNITIES 





'U-DRIVE-IT FRANCHISES 
AVAILABLE 


Franchise available for car and truck U- 
Drive-lt. This franchise is available to 


new car dealers only. Write 


Konner U-Drive-lt Corp. 


222 Gardiners Ave. Levittown, L. L, N. Y. 





ROUTE 6— BETWEEN Fall River — New 
Bedford, Mass. Established automobile 
business. Modern building, 5 acres land— 





gas station. A. H. Brodeur, N. Westport, 
Mass., Tel. OSborne 6-8137. 
TREMENDOUS GOVERNMENT sales now 
going on. Buy direct from Uncle Sam— 
jeeps; trucks; amphibious jeeps; boats; 
aircrafts; tractors; trailers; automotive 
supplies; shop equipment. Government 
Depot List and Procedure—$1. Brody, 
Box 8-AUC, Sunnyside 4, New York. 





You Can Own 
The Finest 
ONE MAN BUSINESS 

in Your Town 


You can make $50 to $75 Every Day! 
Regroove tires for automobile dealers, 
fleet operators, and trucking companies. 
The portable, HONEYCU Automatic 
TIRE REGROOVER, grooves ali standard 
make treads . . . does a uniformly per- 
fect job. Pays for itself in just three 
months. 
MAKES YOU A GREATER NET PROFIT 
WITH LESS CAPITAL OUTLAY THAN 
ANY OTHER EQUIPMENT. 
Finance plan available. Write or call 
Herman Smith Distributing Co. 
315 Austin Houston, Tex. 
Phone CA 7-9545 














~ UNUSUAL OPPORTUNITY 
AUTO SALES EXEC. 


i TO OWN BUSINESS : 
% Select franchises th hout U. S. still 

Zopen in rich automotive market areas. 2 
Proven salesmanship and managerial abili- = 
ties main requisites. Must be self-starter % 
“for established and flourishing inspection % 
= and warranty business now being expanded 
nationally. We set you up and train you % 
for lucrative earnings in excess of $15,000 = 
@or more depending on initiative and # 
& drive. No investment. References required. % 
% Send detailed resume. Box . cok 
& Automotive News, Detroit 26 












CARS FOR SALE 


ROBINSON CAR LEASING 
FLEET LEASED CARS 
1955—1956 


AT WHOLESALE 
CHEVROLETS, FORDS, PLYMOUTHS 
Available in: Philadelphia, Baltimore, Wash- 





ington, D. C., Pittsburgh, Akron, Cleveland, 
Detroit, Flint, Chicago, Milwa in- 
Louisville, St. Louis, Kansas City, Lin- 


coln, Neb., Oklahoma City, Fort 
Dallas, New Orleans, Atlanta, Boston. 


ROBINSON CAR LEASING 
DIVISION 


THE HERTZ CORP. 
specific information in any city, address: 


For 
Cie ay 


orth, 
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CARS FOR SALE 





Lloyd - Wagen 
GERMAN WONDER CAR 
$1,295 P. 0. E. 


Dealers Inquire 


Gallagher Motors, Inc. 
Importers 
West of Mississippi 
907 E. Pike St. Seattle 22, Wash. 








CARS WANTED 


SEVEN PASSENGER CADILLAC limou- 
sines, ambulances and hearses. Must be 
sharp. Ridgway, Belmont 4-6611, 2836 
N. E. Sandy, Portland 12, Ore. 


ACCESSORIES FOR SALE 











New Mo-Par Radios 


1955-56 Chrysler, 1956 DeSoto, 
1956 Plymouth .................0..... $49.9 
1951 to °"S4 Chrysier....................$99.% 


8 and 9 Tube Sets in Original Cartons 


1955-56 Pontiac GM. Part No. 984961... $39.95 
1954-55 Cadillac GM ..................§49.95 


1956 Lincoln FOMOCO, 1956 
Mercury FOMOCO 


New Motorola Auto Radios 
1950 - 1954 


Ford, Chevrolet, Pl \ rot 
Manual $27.50—Pushbutton $34. 
Complete radio 
Custom control heads to fit in dash of above 
cars. 


1957 Dodge—1956-7 Ford—i955-6 Plymouth— 
1955-6 Chevrolet 
Manual $29.9 

Custom radio complete to fit in dash of 


above cars. 
Fast, C.O.D. Shipment F.O.B. N..Y, 


LIBERTY AUTO RADIO 
191 E. 161 St. New York 5!, N. Y. 
LUdiow 8-941! 

















PARTS FOR SALE 





BUICK PARTS 

ROCKY MOUNTAIN AREA 

Up to 50% Discount 
Quick Service — Mail — Wire or Phone 
c. oO. D. 
Gerardot-Herrick Buick 
5225 E. Colfax Ave. Denver, Colo. 

Phone Florida 5-446! 


BUICK PARTS 
UP TO 50% DISCOUNT 
Fast C.0.D. Shipments 


Rea Keech Buick 


3333 Frederick Ave. 
Baltimore 29, Md. 
Phone EDmondson 6-4400 


Chevrolet Parts 


Largest Stock on East Coast 
Orders Shipped Complete Same Day 


as Received. 


Lustine-Nicholson Chevrolet 
5710 Baltimore Ave. Hyattsville, Md. 
Phone Warfield 7-7200 


BUICK PARTS 
All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 


Inc. 
(fermerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Iii. 
Phone WAbash 2-1030 



























PONTIAC PARTS 


Up to 50% Discount 
Fast C.0.D. Shipments 


FRONTIER PONTIAC INC. 
313 Commerce St. 
Fort Worth, Texas 
Phone ED. 2-518! 
Largest Pontiac Parts Dealer in Southwest: 














PARTS FOR SALE 
CADILLAC POWER STEERING units for 
1950 through 1953. Genuine ‘‘Monroe,’’ 
complete package—installs in 2 hours. 
List $295. Will close out 6 units below 
cost at $145 ea. Waco, P. O. Box 185, 
Riverside Station, Miami 35, Fila. 


BUICK PARTS 


UP TO 50% DISCOUNT 
Fast C.O.D., Shipments 


The Motor Sales Co. 
Mt. Royal and Maryland Aves. 
Baltimore |, Maryland 
Phone: SAratoga 7-331! 


CHRYSLER PARTS 
uP TO 60 DISCOUNT 
Fast C.0.D. Shipments 


The Motor Sales Co. 


Mt. Roya! and Maryland Aves. 
Baltimore |, Maryland 


Phone: SAratoga 7-331! 


TRUCKS FOR SALE 


WHITEHEAD-KALES trailer; 1955 GMC 
450 tractor, air, saddle tanks—complete. 
Perfect condition, low mileage. Reason- 
ably priced. Changed franchise, selling 
reason. Hutchinson Motor Co., Hutchin- 
son, Kans, MO. 3-3356. 


ANTIQUE CARS FOR SALE 





FOR SALE—1923 REO speed wagon, one 
ton—$500. Write or phone J. R. Clark, 
c/o Clark Auto Parts, Savannah, Ga. 





BUSES FOR SALE 


School Buses 


HAVE YOU WONDERED where we've 
been lately? We had a wonderful year, 
thanks to you; but we had to hold off our 
advertising for a spell because, frankly, 
we couldn't keep pace with the demand. 

We have moved to newer quarters dur- 
ing this time, and we now have every- 
thing under one roof. 

Our stock will be larger than ever be- 
fore, so please call, write or wire when- 
ever you need a unit. 


TRANSIT SALES & SERVICE, 
INC. 


451 Kings Highwa 
Fairfield, Connecticut 
u 
Frank T. Mee, Jr. at EDison 3-4138 








MISCELLANEOUS 





AUCTION 


ORDER OF MECHANIC'S GMC SALES 
AND SERVICE 
$25,000 worth of DIVCO trucks and GENERAL 
MOTORS parts. 
Large inventory of used cars, trucks, tow 
trucks. Complete garage and shop equip- 
ment. Complete liquidation. Bank repre- 
sentative available. 
Sale starts promptly at 9 A.M. Saturday, 
March 23rd, 1957, at the corner of Broadway 
and Congress St., Schenectady, N. Y. 
For Further Information, Cali 
. Hewerd Hovey or “Pete” Murray 
ASSOCIATED AUCTIONEERS 
Schenectady, N. Y. Dickens 66666 


BY 





TRUCK AND CAR SIGNS made 








Automatic Braking 


WITH BRAKE HOOK-UP 


ONLY... $545 ai 


COMPLETE with 

Guide Cables and 
BRAKE HOOK-UP.......... 
QUICK-TOW Bumper- 
to-Bumper 


$61" 


TRI-KING 3-Point Hook- 
Up Intra-State Tow Bar 


$35.00 
TowKinG jcc, °45°° 


Tow Bar Sales Co. 


Exclusive Distributors 


Factory 
AS NEAR AS YOUR PHONE 
DE 2-0700 AWN 3-8888 Nites: BA 1-8717 


Call Collect “3,2” 


charges 
on $100.00 orders 
40 So. Clinton St., Chicago 6, Ill. 


easy 
with plastic letters. Metal, wood and 
masonite letters also. Brass stencils. 
Signs for every purpose. Jim Ramsey, 
Inc., 175 Jefferson, Lexington, Ky. 


AUXILIARY LEFT FOOT gas pedal, $6.95. 


Guaranteed, Fits all cars, pickups, trucks. 
Dealers and jobbers order from R. V. 
Lehner Mfg., Ness City, Kans. 


BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS’ SPECIAL {(F.0.8. Factory Net) 
$52.35 Fed. Tox included 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


Less Guide Cables 
GUIDE CABLES 
DEALERS’ SPECIAL (F.0.8. Factory Net) 
Fed. Tax Included 
e e 


THE FAMOUS 
MOTO-MATIC 


TOW - GUIDE 
Four Hook-Up 


DEALERS’ SPECIAL [(F.0.8. Factory Net) 
$44.85 Fed. Tex included 
Meets 1.C.C. Strength Requirements 

& ® 


Liberal Quantity Discounts 
To Distributors 


Write for lllastrated C 


etalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 


$9.90 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 


Car Dealer () 


Jobber 1) ineurence [) 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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TRADE CONNECTION: 
Truck Dealer [] 


Manufacturer (1) 
Supplier [] 


Financial [) 


3-18-57 





GET IN NOW ON THE 
GREATEST DEAL IN 25 YEAR 


UNLIMITED MASS MARKET FOR THE * 


THE LOWEST PRICED CAR IN AMERICA! 
.. from just $998* delivered retail price 


THE MOST ECONOMICAL CAR IN AMERICA! 


nee ov . over 60 miles per gallon 


ow: THE EASIEST CAR TO DRIVE IN AMERICA! 
ng. . 4-way vision, park anywhere, enter standing up 


THE Firet CAR sold in many markets 


through one dealer only. You could be the one. 


THE Firat CAR to start your Imported 


Cor Dept. with small outlay and no risk. 


THE First CAR with real dealer mar- 


gins plus volume. No cutting! 


THE Foret CAR that can bring hundreds 


and thousands to your showroom. 


THE First CAR imported for everyone 


—not only for foreign car fans. 


THE Firat CAR imported for every- 


body's fun and to fill America’s need for 
inexpensive basic transportation. 


NO CAR EVER 
OFFERED ALL THESE 
REVOLUTIONARY FEATURES 


1. 60 miles to the gallon! 
2. Air Cooled Engine! 


This extraordinary new car is Eaey and Profctable for dealers Ze Selt/ 


3. Auxiliary Gas Tank for 
instant switch-over. You're 
never caught short! 

4. World's first car with 
complete 4-way vision! 

5. Complete regional 
dealer service and spare 
parts. 


6. Body re-enforced by 
rigid tubular steel structure. 
Found only in the world’s 
finest luxury cars! 

7. Powerful overhead 
valve engine for instant 
cold-weather starting! 


8. Heater standard 


Wherever the BMW Isetta 300" has been shown 
. it literally has stopped traffi¢. No pther small car 
is so different. It boasts new design, great economy. 


The BMW Isetta ''300” is an entirely new concept 
in second-car design. Revolutionizes mileage . . . park- 
ing ease... station hopping .. . shapping . . . and 
} 


clubbing! 


No other car so completely answers today's chaotic 
traffic tie-ups . . . lack of garage and/parking space 
. skyrocketing costs of standgrd cay maintenance. 


The BMW Isetta ‘'300"’ means real economy. 60 miles 
to a gallon! 


It steers easily. The first complete 4-way vision. Turns 


around in a 24-foot circle. Hugs the road and is 
equipped with 4-wheel brakes. 


Here's convertible all-weather protection! In warm 
weather, the canopy pulls back for natural air, warm 
sunshine. In winter, you close the top for 100% rain 
and draft protection. The heater makes for fireside 
comfort. 


BMW Isetta ‘300°’ offers complete spare parts serv- 
ice and free mechanics’ training school. 


Advertising mats, brochures, national TV, films and 
sales promotion services available. 


Write ...wire...phone for full information on 
prices, dealer profits and deliveries. 


equipment! 


QUALITY BUILT 


in Germany, the perfect 
answer to today’s growing 
transportation problem. 


SEUS ON SIGHT! 


75,000 on European high- 
ways. Hundreds now already 
rolling in America. 


DELIVERED 
*NOT INCLUDING LOCAL SALES TAX 
(slightly higher on West Coast) 
Price of Two-Tone Model shown here 


3. So easy! No operation requires bend- 


1.World’s first car you enter standingup- 2. Parking in 9pf10 spaces you'd go past. 
ing even slightly forward. 


no stooping—no needto duck your head. You @scape rpaddening traffic tie-ups! 
a little higher 


FADEX COMMERGIAL CORPORATION & 


EXCLUSIVE U. S. DISTRIBUTOR FOR BAVARIAN MOTOR WORKS--BMW ISETTA “300” 
136 LIBERTY STREET, NEW YORK 6, N. Y. COrtlandt 7-7642 
SHOWROOM: 487 PARK AVENUE, N. Y. C. ' SERVICE & SPARE PARTS: 421 EAST 91 STREET, N. Y. C. 
, nN DISTRICT OFFICE: 519 WEST 15th sT., LONG BEACH, CAL., TEL: HEMLOCK 6-3224 





